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UP! go your paint roller sale 





SMOOTHER: FASTER - EASIER 
PAINTING | 


‘R 





Free ... for a limited time only! Add this 
colorful salesman to your staff at zo cost to 
you. Holds an even dozen Roll-On com- 
binations, plus a dozen replacement covers 
and six complete Roll-On Painters. Your 
choice of Dynel, Lambswool or All-Purpose 
De Luxe Mohair models. Requires only 
approximately one foot of floor space, 
gives you display and storage in one. Quick 
visual inventory at all times. It’s yours 
without cost when you order its contents 
...a merchandising opportunity you won't 
want to miss! Limited time only. Order 
now from your Wooster distributor, or 
write for name and address of the Wooster 
distributor nearest you. 


THE WOOSTER BRUSH COMPANY yy WOOSTER, OHIO- SINCE 1851 


PAINTS f00-On SMOOTHER, FASTER, EASIER WITH A WOOSTER PAI 
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4-IN-HAND. Four different cutting surfaces: 
Flat (double-cut) file and Flat rasp on one side; 

Half Round file and Half Round rasp on the wifes 
Lengths: 8, 9” and 10”. 
For use on metal, wood, plastics or leather. 



















Here’s a new name for an old favorite: 4-IN-HAND (formerly the 
“Shoe Rasp”’). It’s two kinds of rasp, two kinds of file—four different 
cutting surfaces in one handy-size, quality-branded tool. 


Many of your customers will see the 4-IN-HAND advertised in 

Popular Mechanics, Popular Science, Mechanix Illustrated and in leading farm 
magazines. All will spark to its versatility when you display it 

in your window or on your counter and when you suggest some of its many uses. 
And they’ll all recognize quality in the Nicholson or Black Diamond trademark. 


Your wholesaler has the 4-IN-HAND. Better call him! 


Oded) NICHOLSON FILE CO. © 25 Acorn St., Providence 1, R. |. _:zlimcc. 
Seo, <> 
2os.a.* (In Canada, Port Hope, Ont.) ——— 









NICHOLSON 


A FILE FOR EVERY PURPOSE 
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All these... 
and More, Too! 


e The AMERICAN CHAIN Line also 
includes many types of chain not 
shown here—PLUS specialties such 
as dog and kennel chains, cow ties, 
tie outs, and halter chains. 

Order from the AMERICAN CHAIN 
wholesaler who handles a complete 
chain line. You’ll find it more eco- 
nomical to buy high quality chain 
from one dependable source—and 
more satisfactory to your customers 
who recognize the familiar name— 
AMERICAN CHAIN. 


Sell AMERICAN! 


American 
AMERICAN CHAIN DIVISION Ch H 
AMERICAN CHAIN & CABLE ain / 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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just Among Ourselves 


Informal Editorial Comments 


It's Your Decision: 
Make It Wisely 


There’s a silver lining to every cloud, as the old 
saying puts it. And while it may seem a little 
difficult for a dealer to see a silver lining in the 
current cloud of slower retail buying, many ob- 
servers point out that there is some good in it 
since it is resulting in a reduction in dealers’ 
inventories. 

; From all the reports we hear, most dealers are 
in a far better position today, inventory wise, 
than they were six months ago, although by no 
means have inventories been worked down to a 
practical level; they are still somewhat too heavy. 

These abnormal inventories, coupled with the 
slackening in retail volume, have posed financing 
problems for some dealers. This situation is being 
reflected in a curtailment in dealers’ purchases 
from wholesalers, especially in futures; manufac- 
turers in turn are experiencing a slowdown in 
purchases by wholesalers, except for seasonally 
active merchandise. 

There is a tendency in some quarters to exag- 
gerate the significance of this slackening in sales 
volume. We feel it is largely a temporary situation. 
We must bear in mind that while sales are not up 
to the abnormal levels of the buying wave of a 
year ago, volume is still running at a level of close 
to $3 billion a year, which in anybody’s language 
is a lot of business. 

Coinciding with the current slackening in sales 
volume, is a somewhat easier tendency in prices. 
Here again, a consideration of the picture against 
the background of the abnormal conditions of the 
past year strongly indicates that most declines in 
prices are essentially adjustments and not an in- 
dication of general price weakness. 

There is no sure method for predicting the 
future. A strike in an industry that would 
threaten a basic raw material supply, could set 
off another buying wave. Nor can anyone fully 
discount the possibility of a war. There is also 
the fact that this is a presidential campaign year 
and in the interest of simple political strategy 
you can be assured that the administration will 
bend every effort to maintain a high level of 
industrial production. 

Admittedly, there are many weak spots in to- 
day’s economy; inflated money, excessive taxes; 
a socialistic Federal budget, etc. 

But weighing all the factors, it is difficult to 
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By W. A. Phair, editor 


see any likelihood of an important recession in 
the next year or so. 

It is well that we all remember that periods 
like this present the greatest opportunity for 
sound expansion. There will be a certain number 
of people—manufacturers, wholesalers and retail- 
ers—who wiil react to a mob emotion and tend 
to restrict their activities, especially in advertis- 
ing and promotion. On the other hand, there will 
be a group of alert merchants who will expand 
their promotion and advertising activities; who 
will concentrate on improving their salesmanship, 
and will thus reap benefits sacrificed by the short 
sighted policy of the other group. 

It happens every time business fluctuates; we 
can see it happening now. 

Instead of reducing your advertising budget, 
you should be planning to expand it. Again, we 
can see the old pattern developing. Manufac- 
turers and retailers cutting their budgets; others 
deliberately expanding them. From many, many 
years of observing the hardware business, we can 
see those whose share of the business will be in- 
creased—those who will show perhaps even a gain 
at the end of the year. 

Which group will you be in? It’s your decision, 
and you’ve got to make it now. 





Road Maps for 
Future Profits 


Two vital points that a dealer should consider 
in making an adjustment to a change in sales 
volume are: (1) Are you going to be a merchant 
or a gambler, and (2) do you have a road map 
for your business? ° 

If you are the kind that likes to gamble on 
inventory, why not just take out a Federal gam- 
blers’ license and open a bookmaking shop. At 
least the percentages would be with you and 
there’s less likelihood of you losing your shirt. 

On the other hand, if you call yourself a mer- 
chant, buy on the basis of what you can sell. The 
profit that comes from sales volume is reasonably 
sure. The profit that may come from inventory 
speculation is a nebulous thing; it’s invariably a 
paper profit that never converts to cold cash. 

No reader would ever think of taking an ex- 
tended trip by car without a set of adequate road 
maps. A business, to be successful in the long 
pull, must also be based on adequate road maps. 
These economic road maps are your records, your 
bookkeeping. You must have clear, complete records 


7 














to tell where you’ve been and where you’re going. 

Too often, bookkeeping is looked upon as a 
nuisance, instead of an indispensable road map to 
future profits. 

An example of the casual attitude often shown 
to these economic road maps is the confusion that 
often exists regarding the definition of what con- 
stitutes “profit.” Too many dealers and manufac- 
turers treat mark-up and margin as interchange- 
able. They are not. They are two distinctly dif- 
ferent things. 

An example of this confusion is found in some 
of the advertisements appearing in hardware 
magazines. Some advertisements speak of profits 
as being calculated on dealer costs; others are 
based on retail selling prices. 

For example, some advertisements speak of a 
profit of 100 pct on an item that costs 30¢ and 
sells for 60¢. That is not a true profit in a prac- 
tical sense, although it. might be defended in a 
general sense. 

The true profit is the margin; the spread be- 
tween cost and selling price expressed as a per- 
centage of the selling price. In the example cited 
above, the profit is 50 pct; not 100 pct. 

The dealer who permits himself to fall into the 
pitfall of calculating profit on cost is going to end 
up the year behind the 8-ball. 

This double standard of the definition of “profit” 
is often misleading. We have many letters from 
dealers recommending an effort to standardize the 
expressing of profit as a percentage of the selling 
price. This is historical for the hardware trade 
and sensible from an economic point of view. 

We recommend this to manufacturers. And we 
also urge that dealers, in their conversations and 
in their correspondence, make a strong differentia- 
tion between mark-up and margin. It will be help- 
ful to all the trade. 





A Text Book 
On Merchandising 


We receive daily many requests from dealers 
for information on a variety of subjects. Many 
of these questions have been fully answered by 
articles that have appeared in Hardware Age. 
In such cases, we send the inquiring reader tear 
sheets. 

On the other hand, we often receive letters from 
readers telling us how they file their issues of 
Hardware Age for several years as reference 
material. Other readers make a practice of clip- 
ping issues and filing pertinent information for 
future reference. 

We’d like to encourage the saving of old issues 
of Hardware Age for reference. Often we run out 
of tear sheets; if you have a back file of issues, 
you can always locate the material we refer you to. 

The material that appears in Hardware Age is 
carefully selected to be of interest to the greatest 
number of readers and to cover thoroughly as 
many phases of hardware store operations as 
possible. 

In the course of each year, the cumulative ma- 
terial that appears in Hardware Age is a veritable 
text book on modern hardware merchandising. 
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The articles and news reports and listings of new 
merchandise, if published in book form, would be 
equal to about 13 average-sized books, books chock 
full of the latest information on hardware store 
operation, hardware business conditions. etc., that 
can be read and reread with profit by your sales 
staff and yourself. 

A dealer from a small southern town wrote us 
recently. He said that he had put off too long 
telling us how valuable he had found Hardware 
Age in the years that he had been in the business. 
He attributed a great deal of his success directly 
to ideas he read about in Hardware Age. To him, 
Hardware Age has been a “text book of modern 
hardware merchandising.” 

The point behind our discussing this phase of 
Hardware ‘Age is our interest in each reader 
obtaining the full benefit from his subscription to 
Hardware Age. This magazine is your magazine. 
It is edited for the one and only purpose of being 
helpful to you; we have nothing to sell you except 
that value that lies in the pages of each issue of 
Hardware Age. 

The steady increase in the number of dealers 
and wholesalers reading Hardware Age, plus the 
many very helpful letters we are receiving from 
readers, suggest that you are finding greater value 
in your reading of Hardware Age. We’re happy 
to know this, but we want to make this magazine 
still more helpful and valuable. ; 

We think you can obtain greater benefits from 
your reading if you will keep back copies as refer- 
ence material and will write us of your likes and 
dislikes to guide us gm selecting articles for pub- 
lication. 





Report on the 
Southern Meeting 


These notes are being written from Palm Beach, 
Florida, as the annual meeting of the Southern 
Wholesale Hardware Assn. and the American 
Hardware Manufacturers Assn. gets under way. 

For those of you tempted to make snide remarks 
of how tough it must be to come to Palm Beach 
to do this, let me assure you that I left behind 
in New York far better weather than we have here. 

The weather has been cloudy and cool for two 
days so far; the beaches and pools are empty; a 
jacket is essential; employees on trains, in res- 
taurants and hotels act as though they were doing 
me a favor by letting me buy food. All in all, 
there are many reasons for longing for the warm 
sunshine of the home state at this time. 

But on the other side of the ledger is the 
pleasant opportunity to re-meet the large number 
of southern wholesalers who are attending the 
meeting. Every time I attend one of these meet- 
ings I am greatly impressed by the vigor and 
enthusiasm of these men for the hardware busi- 
ness. I always experience a new admiration for 
the manner in which they can be fiercely competi- 
tive in business, and yet maintain warm friend- 
ships in afterhours associations. 

Elsewhere in this issue of Hardware Age is a 
detailed report of what was said and done at this 
important meeting. We think you’ll find it very 
objective reading. 
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2 NEW \LCO SCREEN STARS! 


Double-feature smash-hit performance assured with these star 
items, Show these two big headliners . .. developed by Ilco 
engineers to meet a sure-fire demand! 





' 
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NEW CYLINDER LOCK SET 


This new Ilco cylinder lock now makes real locking ine eee 
security possible for screen doors. Locked by key in | NEW PUSH-PULL LATCH SET 


cylinder outside or slide button inside. Available in pol- 
ished brass or dull brass finish. Reasonably priced for Streamlined push-pull catch for screen doors... a 


| volume sales. Order by No. 3425LP, polished brass; or big time sales builder! Push lever from inside or pull 

No. 3425LB, dull brass. from outside to unlatch door. Slide button inside, locks 

‘MERE SHOR 4 @usasc rasa outside lever. Easily installed. No boring in edge of 
| door required. Brass lacquer finish. No. 9414B. 
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coy Now FOR “BOX-OFFICE SELL-OUT!” 










* This complete line of screen door 
* hardware puts Ilco dealers ahead of 
TUBULAR LATCH SET *% competition with an ALL-STAR CAST. 
| No. 3426P Tubular screen door Ye Spotlight these stars! Order now . . . and 
latch set, in wrought steel, dull dea't f de rchandisi 
brass finish. For use on right * ont orget to order merchandising 
| or left hand doors. — samples, too! 
* 
RIM LATCH SET 
te No. 7446B Rim type screen door DELUXE MODEL 
latch set, wrought steel trim, No. 3002 DeLuxe Model screen door closer, extra 
dull brass finish. For use on heavy enclosed spring. Finished in durable pearl 
right or left hand doors. gray. Reversible. 





x » 











SENIOR MODEL 


No. 3001 Senior Model screen door closer, medium 
° gtade at moderate cost. Pearl gray finish. Reversible. 

















INDEPENDENT LOCK COMPANY 
FITCHBURG, MASSACHUSETTS 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Small Retailer Price Order May 
Fix $100,000 as Dividing Point 


The actual time for issuance of the Government’s 
long-awaited Small Retailer Price Order is still in 
doubt, although one report at the first of April opti- 
mistically predicted the regulation would be out in 
30 days. 

The same report made it appear that the yearly 
sales volume figure which will determine whether a 
hardware store or other retail house is doing a small 
business has been set at $100,000. 

Officials who have been battling the year-long prob- 
lem of preparing a small retailer regulation point out 
that they are not committed to the $100,000 figure. 
One difficulty in setting this cut-off amount is the 
question of deciding whether $100,000 would apply to 
gross volume of all sales made by a store, or whether 
it would relate only to sales of those items covered 
by existing retail price order CPR 7. 


OUTLOOK—Best indications are that more 
than a month will elapse before the NEA 
order will be out. Also, it is apparent that not 

& all Government record-keeping will be elimi- 
nated for the merchant. He will not be as 
likely, though, to find duplicating coverage on 
product lines he sells. 


Congress Will Soon Tackle 
Touchy Retail Price Controls 


Progress of new legislation affecting the retail 
trades was slowed to a near-halt by the Capitol’s 
observance of the Easter holidays. And there are 
growing indications this week that Congress is in no 
particular hurry to assure businessmen of the shape 
and form of the Federal controls they’ll have to live 
under for the 12-month period starting next July 1. 

The House is slated to start work on the new control 
law next week. In the Senate, lively debate is ex- 
pected within about two weeks over two highly con- 
troversial changes to the so-called Herlong provisions 
(guaranteeing retailers their customary mark-ups.) 

One proposed change would prevent mark-ups for 
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increases in excise taxes paid by wholesalers and re- 
tuilers. The second would grant the percentage mark- 
ups to wholesalers and retailers whose ceiling prices 
were set before the Herlong provision became law. 


OUTLOOK — Retailing organizations are 
protesting vigorously the unfairness of the 
mark-up prohibition with regard to excise 
taxes. They are pointing out that if this pro- 
vision is allowed to become law, it will cause 
a drastic reduction in retail margins in all 
categories of goods subject to the increased 

» or new manufacturers’ excise taxes. As an 
affected retailer, you should make known your 
views to Senator Burnet R. Maybank, who is 
in charge of the control law in the Senate- 
and ask any carpet retailer what happened 
to his profit margin when the Government 
denied tax mark-ups for carpet retailers. 


Appliance Market Should Grow 
With Expanded Power Program 


Retailers of power tools, appliances and other elec- 
tricity consuming items should be encouraged by de- 
velopments on two fronts. One is the probable taper- 
ing off of materials and production controls scheduled 
to begin late this year. The other, perhaps more im- 
portant to the hardware retailer who seeks a broad- 
ened market, is the renewed report by the Govern- 
ment to bring additional power to new and bigger 
areas. 

A power committee set up by Defense Production 
Administration last Fall has turned in its report. On 
the basis of what the committee found out, DPA has 
concluded that present power production goals are 
too low. 


OUTLOOK—Much of the new private power 


expansion will go into industrial channels. 
But substantial amounts of public power de- 

* velopment will take electricity into new areas. 
Some 20 projects are under way, involving 
5,700,000 KW in new power, coming into pro- 
duction from next month until 1958. 


(Continued on page 271) 
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... in PRECIOUS METALS 
it may be PLATINUM 


I a ee ett 
ya 
GOLD f él 
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or SILVER... ¢ 


But in HARDWARE . 
its MCKINNEY 






DESIGNERS AND MANUFACTURERS 
OF QUALITY HARDWARE SINCE 1865 





MANUFACTURING COMPANY 





1715 Liverpool St., Pittsburgh 33, Pa. 
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Electric Clocks 


One of the three new G-E elec- 
tric clocks is this model, the Riser, 
an electric alarm clock with a re- 
tail price of $4.95. The dial is large 
and easy to read, with numerals and 
hands in brown, sweep-second and 
alarm-set hands in red. The crystal 
is shatterproof and the case is ivory 
plastic. Other new clocks include 
the Woodsman, finished in brown 
mahogany, and retailing at $8.95, 
and the Serenade, in a light colored 





birch base, retailing for $13.50. 
Small Appliance Div., General Elec- 
tric Co., Bridgeport, Conn. 





Key-in-Knob Lock Line 


Large rosettes and the original 
tulip-shaped knobs are features of 
the Sargent “4500” line of key-in- 
knob locks, which includes interior 
locks and latches in addition to the 
entrance door set shown here. Tub- 
ular construction of the line makes 
installation easy, and a special 
aligning tube attached to the in- 
side knob assembly assures correct 
application. Cylinder sets for front 
and rear entrance doors can be 
keyed alike at no extra charge. The 
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line is available in solid brass or 
satin finish aluminum, and bath- 
room sets may be had with chrome 





plated inside trim. Sargent & Co., 
New Haven 9, Conn. 


Beater Set 


Here is the handy portable Speed 
Mixer, designed to prevent splash- 
ing and waste of food. All gears 





are fully enclosed in a heavy duty 
die-cast case and the stainless steel 
beater is removable for easy clean- 


LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


ing. Available in chrome with a 
choice of red, white or yellow baked 
enamel, retailing for $6.95. Extra 
attachments for the unit, a whipper 
and mixer, bring the retail price to 
$9.95. Rival Mfg. Co., 2201 McGee 
Traffic Way, Kansas City, Mo. 





Electric Drip Coffeemaker 


Here is an automatic electric drip 
coffeemaker, the Coffyryte, that 
brews from four to ten cups of 





coffee. The brewing bowl contains 
the heating element. When the 
water reaches proper brewing tem- 
perature, a special breather valve 
opens, allowing the water to drip 
through the coffee grounds. The 
server has a thermostatic heating 
element that keeps coffee at 120 to 
190 deg. Finished in chrome with 
dark brown trim and handles. Re- 
tail price is $37.95. Dulane Inc., 
River Grove, Ill. 


Basket Broiler 


This new heavy-duty basket 
broiler, No. 912, is large enough 
to cook steaks, chops, fish or chicken 
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in hardware merchandise... 


plus vegetables for several people. 
The cover locks at any one of four 
different heights, or detaches com- 
pletely. The unit measures 9x12x3 
in., and has a handle 19 in. long. 





Broiler has a pure tin coating for 
quick cleaning. Retail is $2.98. The 
Washburn Co., Worcester, Mass. 





Nylon Brush Assortment 


This new “Spring Assortment” 
of 12 popular-sized Robinson 100 
pet tipped nylon brushes is pack- 
aged in an attractive blue and red 
counter carton. There are four 3-in. 





tipped nylon brushes, four 314-in. 
brushes, and four 4-in. brushes. 
Total retail price is $23.88, and 
dealer cost for the unit is $16.00. 
Edward E. Robinson, Inc., 95 Park 
Ave., Nutley 10, N. J. 
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FOR THE HARDWARE DEALER 


Screen Door Catch 


This new streamlined Ilco push- 
pull screen door catch, No. 9414B, 
has a brass lacquer finish. The latch 
installs easily in one bored hole on 
doors as thin as % in. A slide but- 
ton inside locks the outside lever, 
and a special Ilco feature prevents 





accidental lockout. Independent 
Lock Co., 35 Daniels St., Fitchburg, 
Mass. 


New Roaster 


Here is a new roaster, the Bel- 
mont Rost-Rite, available in four 





models accurately sized for birds 

ranging from 6 to 18 lb. Roasters 

No. 3 and 4 have the new improved 
(Continued on page 228) 









TO HELP You 


SELL 


NEW DISPLATVS 
AND OTHER DEALER 
SALES. Beas 


Brush Merchandiser 


Offered free to dealers is this 
Linzer Brushomat, a merchandiser, 
measuring 30x15x1l in. and made 
of heavy steel wire and Tekwood, 
that holds up to 70 brushes. As a 
customer takes one brush off the 
Brushomat, the next brush auto- 

















matically pops into place. Brushes 
are individually packed in a clear, 
moisture-proof jacket that can be 
opened for inspection and easily re- 
sealed. Prices and sizes on Brush- 
omat are clearly visible. With the 
use of two hooks, the unit can be 
hung on a wall. David Linzer & 
Sons, Inc., 10-20 Astor Pl., New 
York 3, N. Y. 





Lock Accessory Packaging 


Screws and strike plate accom- 
panying each Kwikset door lock are 
now packaged in this handy printed 

(Continued on page 250) 
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$275 
RETAIL 
FEB. gs 
$265 
’ FEB. $260 
1952 - seasonally 
sds adjusted 
JAN. bh $250 _ 
1952 (add 000,000) 
$245 
Source: U. 8. Dept. of Commerce 








Hardware Business 
Shows Improvement; 


Production at Peak 


The outlook for the hardware 
merchant, at the beginning of the 
second quarter, appears to be defi- 
nitely brighter, especially since the 
sudden turn of events. which 
averted the threatened steel strike. 

A glance at the table of retail 
hardware sales in the next column 
will show that retail hardware 
sales for the start of the year were 
rather encouraging. 

In fact, hardware dealers, by 
and large, are in a much better 
position, saleswise, than most of 
the other store owners up and 
down the street. 

The hardware dealer has no 
trouble in getting the kind of mer- 
chandise he wants, with some ex- 
ceptions such as precision tools, 
and his stocks are in much better 
balance now than they were last 
year. 

He isn’t bedeviled with some of 
the inventory and credit problems 
of other merchants such as the 
auto, fur and appliance dealers. 

The relaxation of Reg. W, which 
hiked the exemption on sales up to 
$100, gave some relief but there will 
still be a clamor to extend the time 
limit on payments for big ticket 
appliances and cars. 

Production of durable goods 
made a new postwar record in 
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> Retail Collections Improved 
> Appliance Market ‘Soft’ 


> Expect Rise in Consumer Buying 


February and industrial produc- 
tion is within a single point of the 
postwar mark set a year ago. 





Hardware Sales 
Higher in February 


Retail hardware sales, sea- 
sonally adjusted, were $10 
million higher in February 
than they were in January— 
$259 million as compared to 
$249 million. 

Total sales for the first two 
months, on an adjusted basis, 
were 7 pct lower than they 
were during the first two 
months of 1951. 

Retail hardware sales, sea- 
sonally adjusted, for five 
years follow: 


SEASONALLY ADJUSTED 


(add 000,000) 

1952 1951 1950 1949 1948 

Jan 249 277 195 204 206 
Feb. 259 270 197 200 204 
2 Mos. 508 547 392 404 410 
March 256 195 193 206 
April 238 198 197 2iI 
May 239 207 200 205 
June 233 220 196 210 
July 225 241 195 210 
Aug. 231 247 187 214 
Sept 239 235 «#193 211 
Oct 239 230 194 210 
Nov 240 224 190 203 
Dec 237 245 193 204 
2,924 2,634 2,342 2,494 
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House Construction 
Ran High in March 


Home building activity was at 
a high level in March. Expendi- 
tures for private residential build- 
ing during the month were esti- 
mated at $784 million, an increase 
of 17 pet over February and only 
9 pct below the total for the sam 
month of 1951. 

Total expenditures in the first 
quarter for private home con- 
struction amounted to 16 pct less 
than the total for the first quarter 
of 1951. 


Instalment Sale Credit 


Declined Seasonally 


At the end of February the total 
of consumer instalment credit out- 
standing amounted to $13,207 mil- 
lion, a drop of $108 million below 
the January level but $134 million 
above a year ago, reported the 
Federal Reserve Board. The board 
said that the February decline in 
total instalment credit outstand- 
ing was the result of a seasonal 
decline in instalment sale credit. 

“Outstanding sale credit for the 
purchase of automobiles declined 
$35 million and other sale credit 
declined $106 million,” the board 
said. “Consumer instalment loan 
credit outstanding increased mod- 
erately. 

“The decline of $250 million in 


(Continued on page 302) 
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Easy way 
to get a grip 
on bigger business! 


Feature a complete department of RB&W 
bolts, nuts, rivets and screws in your store. 

They’re great hardware staples, quality 
items that make satisfied customers who 
keep coming back to your store . . . build 
traffic for everything you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they’re one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consuming 
re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves .. . clearly labelled to show in a 
jiffy the type and size you want. 










J 
For fasteners that move fast, order the satate wt 


rMPiP : 


complete RB&W quality line today. 


107 Years Making Strong 
The Things That Make America Strong 





RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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CORBIN consumer advertising 
appears regularly in: 


THE SATURDAY EVENING POST 
SMALL HOMES GUIDE 


HOUSE BEAUTIFUL’S BUILDING & 
MAINTENANCE MANUAL 


BETTER HOMES AND GARDENS 
HOUSE & GARDEN’S BOOK OF BUILDING 





Now! The Most aggressive 


advertising campaign in Corbin 
history helps sell even more 
Corbin products than ever before. 


Corbin, already the world’s fastest- 


CORBIN professional advertising 
appears regularly in: 


PROGRESSIVE ARCHITECTURE 
CATHOLIC BUILDING & MAINTENANCE 
AMERICAN SCHOOL & UNIVERSITY 

ARCHITECTURAL RECORD 
MAGAZINE OF BUILDING 
HOSPITAL PURCHASING FILE 
AMERICAN BUILDER 
PRACTICAL BUILDER 


LOOK! PRESSURE-CAST ALUMINUM HARDWARE... 
nationally advertised by CORBIN - 


It’s new ... it’s economical . . . it will never rust! 
Amazingly strong, Corbin’s pressure-cast aluminum GY 





selling builders’ hardware, will enjoy 
increased demand. It’s the profitable 
line to stock... display... 


and SELL! 










has the finest appearance your customers have ever 
seen. Available in either brass finish or aluminum 
finish. Corbin’s long-established reputation for fine 
quality, plus Corbin’s powerful national advertising 
insures IMMEDIATE ACCEPTANCE of this new 
type of hardware. Stock up! Display Corbin Pressure- 
Cast Aluminum Hardware now! Be sure of more 












builders hardware profits for you in ’52! 


we" 


P & F CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut 
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“IT’S CHASE INSECT WIRE SCREENING” 


e Chase Insect Screening lasts and lasts... looks 
good after years of use, too. 


¢ Both Chase Bronze and Chase Alclad Alumi- 
num Insect Wire Screening come in the conve- 
nient hexagonal package. 


e For quick selling, easy storing, fast cutting — 
you can’t beat Chase Insect Wire Screening. 


Me a This Seal of Approval, issued by the Insect Wire Screen- 
7 ot ial standard C1049 ° 
{ "a+ issued by the Unined States} ing Bureau, means that Chase Screening meets all 
" Department of Commerc L 


Soon requirements of commercial standards of the U. S. 
$5. : : Department of Commerce. Look for it...insist on it. 


(Chase P BRASS & COPPER 


WATERBURY 20, CONNECTICUT * SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


e The Nation's Headquarters for Brass & Copper 


Cleveland Kansas City, Mo. New York San Francisco 
Dallas Los Angeles Philadelphia Seattle 
Denvert Milwaukee Pittsburgh Waterbury 
Detroit Minneapolis Providence 
Chicago —-Houstont Newark Rochestert —‘(Tsales 
Cincinnati Indianapolis New Orleans St. Louis office only ) 
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Dietz Lanterns constantly are in demand for reliable 
standby, portable, and stationary light — for safety, 
guidance and recreation. When darkness strikes 
without warning, this demand swells to huge 
proportions. Be wise, carry sufficient stock for any 
unforeseen emergency volume. 

j EVERY HOME 


4) NEEDS A 
eee | «COMET 


The attractive Little 8-4 inch red levees with the 
big light, has taken “the home market” by storm. 
_ Display Comet — for fast sales. 





DIETZ 

NO. 2 “‘D-LITE”’ 
STREAMLINE 
LANTERN 

(see reverse for 
other leaders) 








DIETZ “LITTLE WIZARD” (Cold Bi 
a st with rising cone burner. 
DIETZ No. 2 D-LITE (Cold Blast) sieasmeeemeeed 


with rising cone burner 


SPECIFICATIONS 


This Little Red Lantern is a big seller. The COMET 
appeals to all ages—for fun, utility and emergency. 


2: SPECIFICATIONS 
13% inches 
8% Inches 
10 C. Power . 
No. 272, 1 inch of 
. . Dietz “Comet” 
¥% Inch 
“” . “ 15 Hours 
“an. Dists "Come 
Half Dozen 
(Unusual Display Card free with each package). 


SHOW IT—IT SELLS ON SIGHT. 
og 
DIETZ LANTERNS THE 
STANDARD OF THE WORLD! 
Since 1840 — for well over a century, 
DiETZ LANTERNS have maintained an 


unmatched leadership in design and per- 
formance. 


























Among the notable features of the 
_ —_ are the broad oe 
_improv all parts are curv 
to off wind cod rain. Now supplied 
cold-rolled terne-coated steel with hand- 
some blue-gray metallic Raybaked Enamel 
Finist 


permits a choice of 
a portable light or a low con- 
DIETZ “MONARCH” (Hot Blast) fo ow without diminishment, or DIETZ “BLIZZARD” (Cold Blast) 
failure. — of ~— vaey with rising cone burner 


SPECIFICATIONS 18 38 i tsi drop of | eet SPECIFICATIONS 
ruption. 





R. | a) aw 4 COMPANY 
mS SYRACUSE 1, N. Y. 


OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE BRAND: 








Through the yeors, the words “Silver Steel” have 

become buy-words with craftsmen everywhere—both 

ARD”’ (Cold professional and amateur. Those who work with tools, 

Sa eee : ‘ particularly saws and files, have learned by experience 

TIONS 4 \ that Atkins “Silver Steel” products are the finest that 
can be made—finest quality and finest value! 





All over America Atkins dealers are cashing in by 
displaying Atkins precision-built, “Silver Steel” cutting tools 
—selling to a ready-made, ever-growing demand 

that exists every month of the year! 


As a hardware retailer, it will pay you to investigate 
the year ‘round profits potential of the complete Atkins 
line—saws for every purpose, every purse, every 
person! And all the kind of quality 

you will be proud to recommend. 








BACK SAW 


KEY HOLE SAWS 














(Cold Blast) 


burner 





HAND HACKSAW 





BLADE 

DOVE TAIL SAW 8 Ae ie oe 35 cetera DISPLAY 

STANDS 
oes en 
Fitzall Loc-No 


. .Half Dor 


E. C. ATKINS AND COMPANY 


402 South Illinois Street e Indianapolis 9, Indiana 
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This 
114-Year-Old Eagle 
is Flying Higher 











Increasing production from two modern, high- 
speed plants... quality watch-dogged by indi- 
vidual inspection of heads, slots and threads of 
Machine Screws, and dimensions and threads of 
Square Nuts... plus national promotion of the 
American name, trademark, and blue-and-brown 
box ... these are the distinctive trade-advantages of the 
complete line of American Screws and Bolts. 

And those are good reasons why, year after year, 
American consistently increases its margin of leader- 
ship as America’s No. 1 maker of fastenings, both 
slotted and Phillips. 








You actually have 

3 stocks in 1... when you stock 
AMERICAN STOVE BOLTS! For American's 
exclusive partitioned package keeps bolts and 
nuts separate . .. so that, in addition to Stove 
Bolts, you a/so have a widely assorted inven- 
tory of Machine Screws and Square Ma- 
chine Screw Nuts. With clearly marked 
labels, American Stove Bolt distrib- 
utors and dealers offer prompt serv- 
ice to all customers seeking pop- 
ular sizes of Machine Screws 
or Standard Square Nuts. 
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AMERICAN 


SCREW oh 
COMPANY 
WILLIMANTIC, CONNECTICUT SD 


Main Office & Plant 
Willimantic, Conn. 
Office & Plant, Norristown, Po. 
Office & Warehouse, Chicago, Ill. 
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and for 
{ heavier duty cutting 


Porter makes all kinds of Cutters... 
for all kinds of items, metals, hard- 
nesses, etc., and for cutting from all 
angles and positions. See your Porter 
Gy «Cutter catalog for the right / 
cutter for every metal cutting 
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A GREAT SELLER 


IN HARDWARE STORES! 


Put these handy Porter Cutters on display. 
You'll be surprised at the number and dif- 
ferent kinds of people who buy ‘em. Fact 
is, most everyone who uses tools needs 
utility cutters like these for cutting soft 
screws and bolts up to %” in thread and 
%6" soft rods, nails, all kinds of un- 
tempered wire, fencing and for countless 
jobs too tough for ordinary pliers. 

Only 12” long... fits neatly in tool 
kits, but remarkably powerful and effi- 
cient. 

Ask your jobber for Porter #12 Citters. 
You can really sell these cutters if you dis- 
play them. 


H. K. PORTER, INC. 


Somerville 43, Massachusetts 





J 











Roos 


PORTER-FERGUSON Auto Body ond Fender 


Also manufacturers of 












Tools and Equipment - PORTER PRUNERS 











N\ 


THERE ARE PORTER METAL CUTTERS FOR, ALL THESE MATERIALS 


Vee A Gg & 


BAR STOCK CHAIN NUTS 
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How a number helps 
you sell more tools... 


Here's another “security’’ number for you—No. 53614— 
: it's the mill heat number of the steel used in this sledge. 

And, herein lies a Warren Tool “quality” story which your 

customers will accept AND buy. 

This sledge was heat treated, and the physical and 

chemical properties were recorded under the mill heat 
| | number 53614. During the past decades, thousands of 
no heats of steel have preceeded heat No. 53614. Thus, a , 
if history and invaluable experience record, established 


under this number, is added to previous statistics. 





To give you a uniform end product—in batch after 



















batch of tools—year after year, we specify steel according 





to these records of experience. Heat treating is also 


controlled on this basis. 











Yes, the research continues. You'll see “security” 
numbers on every sledge just like No. 53614. They are 
your assurance of quality today and ten years from now 


...@ strong sales point for you. 


RPEVATEED 


WARREN TOOL CORPORATION 


General Offices . . . Warren, Ohio 
30 Church St., New York 7, N. Y. 


No. 84 Double-face Blacksmiths’ 
Sledges — packed 4 per carton, 
handled or unhandled. 
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Make your store Headquarters for the home workshop boys 


NO. 2673 DISPLAY 





Grinding Wheels 
Grinding Wheels c oF 
< ARBONNE Sell the NE UNDO 


ee oe i We RIGHT grinding 0 x 


wheel from 


these handsome O- 0 


SELLING 
DISPLAYS 


NO. 8520 DISPLAY é€ 
NO. 8275 DISPLAY 


TAGYOUR TOOLS_RING UP EXTRASALES 


Here are two mighty effective “‘silent 
salesmen” ready to go to work for 

you. HOW TO SHARPEN is a help- 
ful little package stuffer covering knives, 
chisels, axes, scythes, mower blades, 

etc. KEEP IT SHARP should be tagged 
to every edged tool and cutter you 

sell. Both are FREE—how many shall 
we send you? Write for your supply 
today—address Dept. HA 90-55. 


\now 2 


ADE MARK 


so stock the com PLETE abrasives line 


“Carborundum” and ‘ Megee” are registered trademarks which ~~ 
manufacture by The Carborundum Company, Niagara Falls, New Yor 












STONES ¢ HONES 
WHEELS e SHEETS 
DISCS e BELTS 
ROLLS 


90-55 
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This Hinge is made with the 
Builder and 








in mind 


Check these sales- 

of features and 

Pat | oe , you'll understand 
Won ds A oi . what we mean 

doesn’t ride up. It snaps into > 

place and stays there. 


Siete lal 


eA 


>, 





Holh in lowen-tip 


\ makes it easy to remove the 
\ pin by tapping with 


\a nail. 
\ 1A 


iN 








Or Le) 


o fT oO 


enable builder to cut mortises 

with Hinge’ Mortiser and 

Template ... hang doors six 

times as fast, yY 


\ ¢ 
Ve Bo nduniging, 
Hinges for painting are bonderized 


and prime coated. The bonderizing forms 
a strong bond between the metal 

and the prime coat, preventing paint 
from peeling or flaking. 














speed door hanging. Hinges / 
always fit in mortises, no cut- / 
ting and trying. 





The Stanley Works, New Britain, Conn. 


STANLEY 


Reg. U. S. Pat. Off. 


Because Stanley Button Tip Butt Hinges are so 
much easier for your Builder-customers to work with, 
they’re easier for you to sell. No other 

hinges have all these features. 


HARDWARE - TOOLS - ELECTRIC TOOLS 
STEEL STRAPPING ° STEEL 


THE MOST FAMOUS DOORS IN THE WORLD 
SWING ON STANLEY HINGES 
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always a best-seller 


U.S. Security Rubber Tape 
is unbeatable for perfect 
splicing when used with 


U.S. Security Friction Tape. thing contractors and electricians want, and more. 


U.S. Security can’t help being popular. It’s got every- 


Strong adhesion, high-tensile strength, high-dielectric 


strength, is straight-tearing, non-ravelling, no pinholes 





QUALITY PRODUCTS OF to cause dangerous leaks. Security sells steadily, speedily 


all year ‘round. Check your stocks today. 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


HARDWARE AGE, APRIL 17, 1952 27 

















TRIPLE-PLAY COMBINATION 
FOR GREATER-PHILADELPHIA DEALERS! 


From Sharon... to Supplee-Biddle-Steltz... to YOU 





Sharon Bott and Screw Cp 


ASSORTMENT SERVICE 


Supplee-Biddle-Steltz brings Sharon Assortment Service right 
to your shelves . . . makes sure your fastener department is 
always refilled and fully stocked . . . helps you make more 
and faster profits on 5 and 10 cent sales. It’s all part of Supplee’s 
continuing program of aiding hardware retailers with the most 
modern and progressive merchandising methods. It pays off 
all around—for Supplee, for Sharon, and—most important— 
for YOU! Ask your Supplee-Biddle-Steltz salesman about 
Sharon Refillable Assortments, or write directly to us. 


Shanon (lt ond Shut Co. Bester 10. Mass 


202-216 PURCHASE STREET 
‘ Packing “et Se olarge a are 6% ee 








? 
Shares Abssartonents mean... ompact 
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1 Push in Lock Assembly 


2 Push in Latch Assembly 


one of the many extra-benefit features 








3 instantly Engage by firm 
“Tongue-In-Groove” Contact 


"Slot-Engage”’ Installation...a Profitable Time Saver 


Among the extraordinary engineering features of 
popular, new NATIONAL LOCKset is the firm yet 
instant slot-engagement of latch body to lock body 


hours, when projected against almost any job. ¢ 
Here is just one of many solid reasons why NATIONAL 
LOCKset is the best unit for you to buy, sell, specify 


during installation on the door. @ This one step and use. Write us for illustrated lockset catalog. 


alone saves valuable minutes, which become valuable _It is reproduced in color and gives complete details. 


America’s 


Outstanding 


Lockset 
ht Values... 
is 
Key Locks 
re 
’s Key Control 
st Locks 
ff POV daleltiaceli me Mela 4 
- Pushbutton Locks 
It Privacy Locks 


Knob Latches 
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Just watch the “lovelight” for fine tools in your customer’s 
eyes when he handles these wonderful tools in your store! 

There’s no substitute for quality ... and there’s no 
quality like Sandvik Fish & Hook Brand for saws... 
like Shark Brand for chisels. Nothing replaces the world’s 


finest Swedish steel, careful design 


THREE OF A kmM0: / and meticulous craftsmanship in 
each of these tools! 


ne 





Sandvik Bow Saws, Sandvik 


Hand Saws, and Shark Brand Chisels need no sales talk 
. Swedish Steel, and keen performance do their own 
talking. BE SURE TO SELL ALL THREE. 








Write for Catalogs, 






and tell us the 






name of your Jobber 


jandvik jaw & Joo/ 
| a wa. cane sek, 47 WARREN ST. NEW YORK 7, N. Y. ] 
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? AND 


A 1K SH PRog 


Complete with 
four No. 590 
Torpedo Levels [* 


90 DEY “ai 





Hundreds of stores are cashing in on 
these sales-stimulating Millers Falls Displays 


No. 2120 BUFFING AND 
SANDING ATTACHMENT 
DISPLAY. A complete sales 
unit with 2-speed 100° angle 
drive, 5” rubber pad, 5” 
lamb‘s wool bonnet and 
two 5” sanding discs. Fits 
any 4” electric drill. 


$§.45* 


No. 8500 

SCREW DRIVER DISPLAY 
Will double your sales of 
quality screw drivers. Com- 
plete with the popular as- 
sortment of 17 Millers Falls 
“Tenite’” handle screw 










drivers. 
Shockproof $ 00 F 
Gabrevkabie ‘ 5 F 


“Tebite” Hoadles 


No. 3304 MODEL AND 
PATTERNMAKERS PLANE 
DISPLAY. Multiplies sales 
on the No. 33 Block Plane 
many times over. A natural, 
impulse-sale item. Four 
planes in each unit. 


$4.00 





*Prices slightly higher in the West 
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NO. 5904 
TORPEDO LEVEL 
DISPLAY UNIT 


This colorful, eye-catching display package has dem- 
onstrated its ability to do a real merchandising job. 

It requires only 5” x 1012” of counter space and 
contains four of the popular, fast-selling No. 590 
Torpedo Levels with: 


Easy-to-read, cat’s eye vials (one level, one 90° 
plumb and one 45° plumb) — a glossy black 
“Bakelite” body combining great strength, im- 
perviousness to moisture and oil, and high 
stability under temperature changes — a heavy, 
polished “‘Nickeloid” top plate set flush with 
the body and giving good protection to the 
level vial. 


Order from your jobber. Ask him, too, or write us 
for a complete listing and details on Millers Falls 
many other modern merchandising displays and self- 
selling package units. 


MILLERS FALLS COMPANY, Greenfield, Mags. 


MILLERS FALLS 
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Ease of installation... Efficiency of operation 
makes RaW) 999 the ideal overhead 


garage door hardware for your customers 





Quick, simple installation 





1. Simple Sequence Installation of fac- 
tory fitted parts makes installation 
easy and specific. 


2. Latch Integral with the door arm 
bracket eliminates installation of a 
separate part; makes a permanently 
substantial latch, an integral part of 
the sturdy bottom bracket. 


Sr re 
P j : 





3. Requires only 2” of headroom. 












Easy, efficient operation 


1. Self-adjusting Roller prevents bind- 
ing of the roller in the track; makes 
operation permanently smooth and 















easy. The 

2. Spring Deflector on door arm pre- elec 
vents slamming of door. yj" 

3. Interlocking of Weather Strip. you. 
Suit 

and 

witl 

° —D 

For your convenience, mi 
R-W 999 Overhead Garage Door Mac 
Sin 


Hardware is packed in 


Richards -Wilcox | ONE BOX! | 


No. 999-1 hardware for doors up to 
9 ft. wide and 8 ft. high, weighing not 
more than 200 Ibs.; No. 999-2 hard- 
ware for doors up to 16 ft. wide and 
8 ft. high, weighing not more than 375 
Ibs. Write today for illustrated folder 
giving complete details. 


Richards-Wilcox Mfg. Co. ac 


“A MANGER FOR ANY DOOR THAT SEO 









AURORA, ILLINOIS, U.S.A. Branches in all principal cities 


Reg, U. 8. Pat. Of. ING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 
OVER 72 YEARS NDUSTRIAL CONVEYORS & CRANES * SCHOOL WARDROBES & PARTITIONS 
a ELEVATOR DOOR OPERATING EQUIPMENT 


32 HARDWARE AGE, APRIL 17, 1952 














f fac- 
lation 


arm 


of a | 
ently 
art of 
n. | 


Set N° H-14 Contains 5 C@cveland Drills 
-|| ®@ @ @ @-all with 4" Shank 


akes 
and 





These new drills are designed for use with any drill press, 
pre- electric drill, breast drill or ratchet drill having a standard 
¥%” chuck. They have mariy advantages that will appeal to 
your customers: 


Suitable for hard or soft woods (end grain or side grain) 
and for soft metals, including soft, thin sheet steel—Cut fast 
with little effort or power—Can be resharpened repeatedly 
—Drill is not spoiled if it hits a nail—High polish makes 
it easy for chips to slide up the flutes and out of the hole— 
or Made of best chrome alloy tool steel, highly tempered. 





L 


Single drills may be bought separately. List No. H-124. 


rs up to 
ghing not 
-2 hard- 
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than 375 
\d folder 








THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio Order from your Jobber, er 
Steckrooms: Wew York 7 + Detreit 2 + Chicage 6 « cies © Sen Froncisce 5 + Les Angeles 58 write to our nearest Stockroom 


E. P. Barres, Ltd., Londen W. 3, England 





CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 





7, 1952 
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AMES BAaLpwin Wyominc Co. 


will be known as the 


O. AMES CO. 


Effective March 1, 1952. 


er Jturk 
/ President 
Va 
AMES 
Since 
1774 
PARKERSBURG NORTH EASTON 
WEST VIRGINIA MASSACHUSETTS 
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Lark 18” 


Parkhound 21” 
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Tornado 800 — 36” 
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Speedway 32” 





Model L 16” and 18” 





THE ECLIPSE LAWN MOWER CO. 
Division of Buffalo-Eclipse Corporation 
3804 Railroad Street Prophetstown, Iilinois 







Model names are trade mgrks 


The Eclipse Lawn Mower Co 
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HERE is no more bountiful market for hard- 

ware, paints and garden supplies than the 
home-building, home-owning families of America’s 
better communities. 


Better Homes & Gardens is the biggest-circulation 
magazine catering exclusively to these prime 
prospects of yours. 


7 out of 10 home-builders read BH&G—and the 
balance of BH&G’s huge audience repair and re- 
model their bigger-than-average homes at the 









No other man-woman magazine offers you 33-million natural 
hardware prospects — screened for the BUY on their minds! 





amazing rate of 1%-million jobs a year! Their 
grounds and gardens needs are Big Business, too! 


But there’s another basic reason why 2 out of 3 
hardware retailers have found BH&G to be their 
most powerful selling aid among all major magazines: 


BH&G screens its 3%-million families for their 
lively interest in what’s new and better—for their 
financial ability to turn plans into purchases! 


We call it ‘the BUY on their minds.” Couple that 
with their faith in BH&G as buying counselor— 
and you have a combination that can really move 
your wares! 


Oe , 
se SS Setaesenet tf 
OUD ate call 


Serving a SCREENED MARKET 
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of 3'2-Million Better Families 


MEREDITH PUBUSHING COMPANY, Des Moines, lowa 























= SWAN ts Telling America... 


You, the thousands of American Hard- CHECKING YOUR SWAN INVENTORY .. . BE 
ware Merchants, will continue to receive SURE YOU HAVE PLENTY! 


that big assist from Swan — to make it FILLING YOUR SWAN MERCHANDISER AND PLAC- 
easier for you to sell Swan Garden Hose. ING IT WHERE STORE TRAFFIC IS HEAVIEST. 


Swan’s consumer advertising dollars are USING SWAN RETAIL SELLING AIDS . . . SAMPLE 
directing your potential customers to KITS, NEWSPAPER MATS, SMALL ITEM ENVELOPES 


you,’ Their Local Hardware Merchant!” -- + ASK YOUR JOBBER. 
You will be getting your share of these TRAINING YOUR SALES STAFF TO SUGGEST 
advertising dollars by: AND SELL SWAN GARDEN HOSE. 


During March—April-May—June & July Powerful, Full- 
Color SWAN Ads in Magazines Below Will Tell Americans 
to See Their Local Hardware Merchants 
for SWAN GARDEN HOSE! 
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Plastic Barden 
lastic jis the 


© Strength 
'Ve Years of trouble. 


is °qvipped 
Moxivolume 
water flow, 


®nd 75 foor lengths, 
Also ®vailable in % inch inside diameter, 





the butcher, the baker, the cocktail maker 
proved it...with increased sales! 


And so did all the progressive merchants shown here. They 
modernized their places of business with Pittsburgh Store 


Fronts and Interiors . . 


Florist W. R. Shackelford, Wilkins- 
burg, Pa.: 


“Our business has more than 
doubled in our new store! The Pitts- 
burgh front is the talk of the town.” 


Women’s apparel store co-owners 
Sam Prago and A. Guyes, Greens- 
boro, N. C.: 


“Since modernizing four months ago 
we have found that business is run- 
ning 20 to 25% better, in compari- 
son with the same period in 1950. 
We are well satisfied.” 


Furniture store owner J. H. Biggar, 
Pasadena, Calif.: 


“Our new exterior has attracted 
people from all over Southern Cali- 
fornia to Biggar’s . . . we believe 
the fact that the number of em- 
ployees doubled from 65 in 1946 to 
130 in 1951 is significant.” 


. and here’s what they say: 


Restaurant-bar owner Louis Fratan- 
gelo, Pittsburgh, Pa.: 

“Since the installation of the new 
Pittsburgh front business has in- 
creased 30% and employee morale 
and working efficiency is at a new 
high.” 


Hardware store president John Sell, 
Pittsburg, Kansas.: 


“What our new front did for our 
b is al t unbelievable, 
and we had to employ more sales 
people to take care of the increased 
business.” 





Grocer Harvey C. J. Deiley (shown, 
center, with partners) Allentown, 
Pa.: 


“We have found that our business 
has improved beyond expectations 
as a result of our new store front. 
It is a very attractive one and ex- 
ceeds our fondest dreams as to ap- 
pearance and pulling power.” 


hen you modernize your estab- 

lishment for better business, 
consider the advantages of using Pitts- 
burgh modernization materials . . . 
the leaders in the field. The line in- 
cludes such eye-catching products as 
Polished Plate Glass; Twindow— 
Pittsburgh’s window with built-in 


~ 
a Store Fronts 
and Interiors 
by Pittsburgh 
& - 














insulation: Carrara Structural Glass in 
ten handsome colors: lustrous Pittco 
Store Front Metal: beautiful, clear 
Mirrors; and many other quality prod- 
ucts that will help give your place of 
business a new sales personality . . . 
inside as well as outside. 

For information about the complete 





Pittsburgh Plate Glass Company 
2083-2 Grant Building, Pittsburgh 19, Pa. 


~ 
Your Without obligation on my part, please send me a FREE copy of 
your modernization booklet, “‘How To Give Your Store The 


slore 
sells 


Look That Sells.” 


line of Pittsburgh Products, and for 
photographic examples of how other 
merchants have used Pittsburgh Prod- 
ucts tocreate sales-winning store fronts 
and interiors, send for our booklet, 
“How To Give Your Store The Look 
That Sells.” It’s yours for the asking. 
Just return the coupon. 


a 


PLASTICS 


PAINTS 


BRUSHES 


PLATE GLASS COMPANY 


PITTSBURGH 
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always specify Ingersoll 
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Ingersoll 


SPECIALISTS 


in special purpose steels 


Alloy Steels 
Armor Plate 
Clutch Plate Steels 
Tillage Steels 

Soft Center Steel 
Shovel Steels 
Knife Steels 


Saw Steels, including High Speed 
Hack Saw BladelSteels™ 


TEM-CROSS Cross-Rolied Stee! 


Stainless Steels ~ 
INGACLAD Stainiess-Clad Steel 


Ingersoll :1:«. DIVISION 


BORG-WARNER CORPORATION « NEW CASTLE, INDIANA 











. from Switzerland, where precision craftsmanship is traditional, comes the world’s fines: 








Available 
with either 
automatic 
or manual 
pickup. 











ul 
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immediate Delivery 
Reels and replacement parts 
stocked in U.S.A. 


¢ Constant, positive backlash-control e Spool changes made instantly. 
with Staro’s ingenious _ e Return-stop works automatically. 
clutching and brake design! e Cross-spooling winding regulator 
e Automatic anti-reverse allows unrestricted line release. 
eliminates turning of handle e Automatic oiler is accessible 
from outside. 


when fish pulls out line. 
Nationally advertised in Field & Stream and Hunting & Fishing 





STARO STARS FOR STEADY SALES! 


1952 


SPECIALTY IMPORTERS, INC., || WEST 42ND ST. © NEW YORK CITY 
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ways to build store traffic and make more money 


The RED HEAD line features your store as the place that Has a complete 
at Moh malUalilare MeliteMirialiare ma lolillalepe-te1Ul] lula melileMelad-t el a[-t ms) oleate 
meén will prefer to buy in your store when you can sell them practically 
any piece of clothing and equipment they want. And, profit climbs 
high when your customers ‘always find the complete RED HEAD line. 


—- 
While the RED HEAD duck is working hard to sell that SKEETRAP VEST... 


you have a golden opportunity to sell RED HEAD GUN COVERS and 
CASES, RECOIL PADS and RIFLE SLINGS. The powerful profit maker, 
related selling, is only possible when you have the complete line to 
offer... RED HEAD of course, because quality, service and customer 
satisfaction are the best you can sell, the best way to build store 


igehadl@elale Mule] ¢-Miilela- Miley a 


3 GAME CARRIERS 
2 LEGGINS 
1] SKEETRAP COAT 


13 HUNTING COATS 
12 HUNTING PANTS 
18 HUNTING CAPS 


2 GAME BAGS | SKEETRAP VEST 
4 HUNTING VESTS 2 FISHING COATS 
3 HUNTERS’ 2 FISHING VESTS 


6 FISHING CREELS 
5 CREEL HARNESSES 


PROTECTIVE CAPES 
7 LEATHER GUN CASES 


a 21 GUN COVERS 
6 SCABBARDS 

5 CARTRIDGE HOLDERS 

6 HOLSTER STYLES 

3 SHELL BELTS 

13 CARTRIDGE BELTS 

7 RECOIL: PADS 

18 RIFLE SLINGS 

5 SHELL POUCHES 

7 SHELL BAGS 
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3 WADER SUSPENDERS 
3 REEL CASES 

5 TACKLE BAGS 

2 SPORTSMAN’S BAGS 
6 DUFFEL BAGS 

2 PACK SACKS 
TARPAULINS, PAINTERS 
DROP CLOTHS, ETC 
ANY CUSTOM MADE 
CANVAS PRODUCT 





\y 4300 West Belmont Avenue 
Chicago 41, 


Illinois 











Sell em Together 


for Emergency Use = for Outings 





Backed by the Greatest 
Advertising Program 


in Coleman History! 
74 million sales messages 
in LIFE, the POST, and 
leading outdoor maga- 
zines are pre-selling Cole- 
man Camp Stoves and 
Lanterns for you. This, 
plus FREE point-of-sale 
displays, gives you the 
most powerful advertis- 
ing in Coleman history. 
Ask your Coleman repre- 
sentative for details. 








f 


They Go Together... 


They’re a perfect match... these 

famous Coleinan Pals... an ideal 

combination that produces two sales and two profits when shown 
and demonstrated together. Every customer that buys either 
a Coleman Lantern or a Coleman Camp Stove is a natural 
prospect for the other. 


DOUBLE SALES APPEAL— Unsurpassed for emergency use; for 
light, heat and cooking in any disaster or power failure. Most 
popular outing pals for hunting, fishing, picnics, vacations. 

Coleman Model 200 Lantern—Most popular all-purpose 
outdoor light on the market. Compact; sturdily built for longer 
service. 8 to 10 hours lighting service from one filling. Flood- 
lights 100-ft. area. 

Coleman Camp Stove—Fastest selling stove of its kind. 
Streamlined with round corners. Lights instantly. Cooks like 
a city gas range. Folds up and carries like a suitcase. 

Display em together... demonstrate ’em together ... and 
you'll sell ’em together! 
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WINCHE: 
HARDWAIE 


:S Cts MR eer 
YOU CAN RECOMMEND WINCHESTER 22’s 
WITH COMPLETE CONFIDENCE 


~-- and keep your customers coming back! 


@ CLEAN! 
@FAST! 
@POWER PLUS! 
@TOPS FOR 
ACCURACY! 


WINCHESTER 


TRADE-MARK 


SUPER SPEED and LEADER 


LONG RANGE 22's ALL 'ROUND 22's 





WINCHESTER REPEATING ARMS CO., DIVISION OF OLIN INDUSTRIES, INC., NEW HAVEN 4, CONN. 
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United States 15,700,000 TV Sets 


Rest of the World 2,000,000 TV Sets 





COMPETITION Turns Luxuries into Necessities 


0 millions of people throughout the world, wash- 
Ting machines, radios and television sets are mi- 
raculous inventions remote from their lives . . . for 
the wealthy only. 

In the United States, however, a new product 
appears in no time in the homes of wage earners as 
well as salaried executives. 

Consider television, for example. Only 6,500 sets 
produced in 1946. . . over 5,000,000 in 1951. Or 
washing machines . . . more than 24,000,000 in 10 
years. 


What has Competition to do with this? 


Do you think we’d continue to get more and better 
products if only one company made each item or 
each line? 

No! We get more and better products here in 
America, because anybody who thinks he can make 
anything better or sell it more efficiently is free to try. 

And many succeed. Take electrical products like 
radios and television sets . . . and home appliances 
like washing machines and electric fans. Does the 
biggest company monopolize this industry? Not by 
a long shot! Even counting all its affiliated com- 
panies, it still sells less than 1/5 of such products 
bought in this country. 

There are nearly a thousand other companies that 
make home appliances, radios and television sets. 
And they do more than 4/5’s of the business! The 


smallest of them make the biggest companies hustle 
their bones to keep making products better and better. 

In America, a better product can always win con- 
sumer acceptance in any field. 


Let’s keep the COMPETITIVE SYSTEM working for us 


The Competitive System can be killed! When indus- 
tries are run by government, when taxes are so high 
that they destroy the incentive to work hard and 
risk savings in business ventures, the Competitive 
System languishes and dies. 

You’ve seen it happen in other lands. Let’s not 
let it happen here. 

Let’s all of us watch closely to see that those who 
represent us in government are working with us and 
for us to preserve our Competitive System; to as- 
sure a tax structure that leaves enough incentive to 
make hard work worthwhile, so that any man with 
ability and energy has a chance to earn good money 
and keep most of it. 

Competition thrives best where the rewards are 
high. People live best where competition thrives. 


> 
v 





This report on PROGRESS-FOR-PEOPLE is published by this 
magazine in cooperation with National Business Publications, 
Inc., as a public service. This material, including illustration, 
may be used, with or without credit, in plant city advertise- 
ments, employee publications, house organs, speeches or in any 
other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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““CONTROLLING 


IS OUR BUSINESS“’ 


J. THOMAS GIBBONS 
V. P., General Sales Mgr. 





ee 

We. may not be economic experts up at Seamless but when 
it comes to athletic ball inflation, and controlling it, we really 
have the answers for you. Here they are... 


1. Butyl Bladders —Made of the amazing new synthetic 
that retains air many times longer than ordinary rubber. 
Butyl practically eliminates need for reinflation! This 
has been proved by the automobile tire and tube 
industry. 


- Kantleek Valve — Patented, all-rubber Kantleek valve 
is molded directly into bladder. Cannot separate! Air 
cannot escape! Friction fabric disk around valve assures 
perfect adhesion of bladder to casing. 


“Tough, long-lasting Seamless Kantleek bladders are used in 
every type of inflated ball...in most official balls. Balls equipped 
with Kantleek bladders stay inflated longer in stock, on counters, 
in windows — and in play! 

“These fine bladders conférm to the shape of the ball — without 


Patented, all-rubber slipping. They easily withstand great and sudden pressure. 


Kantleek valve is : 
molded into bladder “For satisfied customers—for sales and profits—be sure every 


—cannot separate! ball you buy has a Seamless Kantleek bladder. Stock Kantleek 


sareerng  aendie bladders for replacement sales. Write or wire for catalogue and 
slips easily into 


valve. prices on the leading, and largest, bladder line in the world!” 


FINEST QUALITY SINCE 1877 
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sellings 
easier... 


when you sell the HOOVER 


The new and popular Hoover 
Aero-Dyne Tank Cleaner— easiest 
cleaner in the world to empty. ‘ 


Hoover Cleaners are easier to sell sim- 
ply because they are Hoovers. 

People know their record for long life 
and dependable performance. They 
trust the Hoover name. 

And both in tank-type and upright 
cleaners, Hoover gives you exclusive, 
sales-clinching features to point to and 


Uv) 
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demonstrate—features that sell. 
Hoover’s patented Dirt Ejector 
makes the Hoover Aero-Dyne the 
world’s easiest cleaner to empty. And 
the Hoover Triple-Action upright is the 
only cleaner in the world that gives its 
owners 3-way cleaning. Only Hoover 
—beats, as it sweeps, as it cleans. 


/ 
ver 


THE HOOVER COMPANY > 
North Canton, Ohio « Hamilton, Ontario, Canada « Perivale, England 


World famous Hoover 


Triple- Action Cleaner— 


the only cleaner that beats, 


as it sweeps, as it cleans. 


f 
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\ GILTON HELPS YOU SELL 
im = the fastest selling convenience line in America 


» with powerful pulling National Advertising 
reaching 80,000,000 READERS in ’52! 


R-8 





BS » with realistic merchandising designed 
TO INCREASE YOUR PROFITS! 
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\: Counter Cards 
at beats, | et & Window Cards 
cleans. a wr 
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cash in...order from your jobber TODAY! 


SGILTON 


MANUFACTURING CORPORATION 
145-58th STREET, BROOKLYN 20, N.Y: 
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‘ AFTER THE CHICAGO FIRE — 
b HIBBARD & SPENCER, TEMPORARY BUILDING y 
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It was not the gold rush that brought young William 
Gold Hibbard out of the east in 1849. His destination 
was a promising western town called Chicago (population: 


LOVOCE TD , 28,269). In his pocket, a fortune of three dollars— 
in his plans, a future in the hardware business. 
Mle Going Proof of his enterprise and vision is the Hibbard, Spencer, 
Bartlett & Co. of today—world-famous hardware 
Wore distributors, 97 years young and planning for progress. 
Aylle During its own 50-year history, the Autoyre name, too, 
has earned enduring leadership...through products 


which bring steady profits to distributor and retailer, 
sound value and better living to the consumer. 





WY 


COMPLETE, MATCHED LINES OF ACCESSORIES 
FOR BATHROOM e KITCHEN e CLOSET 





The Autoyre Company © Oakvitle, Connecticut 
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Beautiful! Versatile! ... Covered with washable, quited Xeeoseat 


liam 
ation 
»pulation: 


America’s best known, best-selling, most complete line of hampers 
Spencer, 
ogress. 
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San Jacinto 
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* 4 Startling New Designs 

* New Decorator Colors 

* Unconditionally Guaranteed 
Against Breakage 








Only in Texas Ware will you find new decorator colors plus 
white and four pastels, a superior finish, and a two-year uncondi- 
tional guarantee against breakage under normal use in the home. 
Dinnerware molded of Mel will be featured in a national 
advertising campaign in Saturday Evening Post, Life, Better Homes 
and Gardens, Good Housekeeping, Newsweek and other 
magazines. 

Cash in on the vast market that will be created by this tremendous 
advertising campaign. Texas Ware is available in starter sets and 
open stock. Get all the information on Texas Ware! 





PLASTICS MANUFACTURING COMPANY 
825 Trunk Avenue Dallas, Texas 
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SPACE-SAV 


Polished chrome 
Indirect fluoresce 
Two flat shelves, 

top shelf, 20 
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Dut this TESTED CM eeonacd, SALES-GETTER 
to work for YOU! 


We spent two years and thousands of dollars to engineer and sales-test 
this new Rubbermaid display unit. And the results were well worth the 
time and money. Healthy Rubbermaid sales increases are being made in 




























stores all over the country as soon as the new display is put up... and 
the sales volume keeps going up and up. 
The new Rubbermaid unit shows the entire , . 
Rubbermaid basic assortment in compact, space- | ke ; : 
saving, colorful mass display. It creates a complete Mermaid HOUSEWARE 





Rubbermaid department on one single table top. a 
You'll agree with the retailers that say the new 
Rubbermaid Display unit is one of the best dollar 
pr square foot of display space investments 
they've ever made. 
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Here’s what sales-minded retailers 
say about the new Rubbermaid display unit: 





‘‘We can’ enthusiastically rec- 
ommend this display for in- 
creased Rubbermaid volume.” 

P. L. Gerson, Miami Hard- \ 


‘Rubbermaid stands out on 
this display . . . and in our 
sales volume.”’—A. L. Weirich, 


his fixture really helped in- 
ase our Rubbermaid sales.”’ 
H. P. Robinson, Robinson 





prdware Becker Hardware, Inc. ware and Appliance Company 
MORE DOLLAR RETURNS FROM YOUR DIS- MAKE YOUR STORE 
_ plus PLAY ° 
ondi- SPACE... WITH THIS RUBBERMAID A bbemaid HEADQUARTERS 
rome. 
ional SPACE-SAVER DISPLAY UNIT... @ Stock the complete Rubbermaid Basic Assort- 
omes 3 ment 
Poli : > sts. curv ing fee 
other a chrome end posts, curved tubing feet @ Display it on the new Rubbermaid Unit in a 
ndirect fluorescent identification sign good traffic location 
_— wo flat shelves, adjustable for height. Lower shelf, 28x48”, : ’ 
var top shelf, 20x48” @ Promote Rubbermaid in your ads, your windows 
q Jere ee 9Qrr . ‘ ” . ‘ ” 
—. length 52”, width 28”, height 38!» @ Reorder often to keep your Rubbermaid stocks 
ips flat, simple to assemble, shipping weight 51 lbs. complete 
Available to you $ 00 & Ye , , 
at less than cost .. . only 30: & 
Unit with unlighted sign $25.00 HOUSEWARE 
¢ a ad The original ... complete. . . nationally- 
17, 1952 * your Rubbermaid jobber advertised line of rubber housewares 





for your display unit today ! THE WOOSTER RUBBER COMPANY © WOOSTER, OHIO 
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You'll break records with this new 


— ACUMATIC can opener | VO! 


























. M, REG. PAT. PENDING 
cates Yes, we kr 
Dazey Vacumatic Can Opener (Red enamel, chrome trim) $5.95 Retail. Also Dazite Finish with knob $4.95 Is easily fa 
Retail. viding eas} 
A new vacuum cup bracket has been added to the many already-well-known, nationally advertised smoothly a 
advantages of the famous Dazey Can Opener. This means that the Dazey user can now take the world’s 
best wall-type can opener with her wherever she goes...to a more convenient part of the kitchen... to A tru 
her outdoor barbecue...on a picnic...anywhere there is a flat, non-porous surface to which she can Operation. 
instantly fasten the new Dazey Vacumatic, such as the side of a car or a beverage icebox. This important 
added advantage will make the Dazey Vacumatic Can Opener more desirable than ever! We'll be Order 
happy to give you full particulars—phone, wire or write. Leigh Wh 
Wri 
’ 
It’s portable... Be sure 
take it LEIC 
anywhere! 
COOPE 


DAZEY CORPORATION e ST. LOUIS 7, MO. 





HARDWAI 
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NOW!! THE NEW Leigh 
GARBAGE CONTAINER! 


REVOLUTIONARY IN DESIGN — — AMAZING IN ITS SALES APPEAL 


Yes, we know you'll agree, that here is something really new and different in Garbage Containers. This garbage container 
is easily fastened to the inside of the kitchen cabinet door. When the door is — the container cover pops up, pro- 
viding easy access to the removable (10 qt.) garbage pail — close the door and the spring operated cover closes down 
smoothly and tightly. 

A truly beautiful unit, styled to match the most modern kitchen and sturdily built to give long, trouble-free 
Operation. Anyone can install them. Packed one unit per carton. 

Order your stock today. Cash in on the housewives’ demand for this outstanding houseware item. Your nearest 
Leigh Wholesaler can fill your order. 


LEIGH BUILDING PRODUCTS DIVISION |F«@ 
AIR CONTROL PRODUCTS, INC. PRODUCTS 
COOPERSVILLE AGE AVE. MICHIGAN — 


Write for your copy of the New 4-Color Catalog-52-L showing the complete Leigh Line. 
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and know the answe 


ASK YOUR UNIVERSAL DISTRIBUTOR-SALESMAN TO SHOW YOU 
THIS INTERESTING BOOK ABOUT COFFEEMAKING AND THE 


UNIVERSAL 


Titled “It Took 1600 Years”, it’s the complete 
story of coffeemaking from bean to cup. See 
what it takes to make good coffee. See what can , 
happen in inefficient coffeemakers. Full-color 
transparencies show exactly how Coffeematic 
functions to make perfect coffee every time. See 
how the Flavor Selector controls the strength 
. . - how current is reduced to keep coffee at 
serving temperature automatically. You'll know 
then why Coffeematic is preferred over all others! 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


AMERICA’S PREFERRED LINE | OF ELECTRIC HOUSEWARES 
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LITTLE BROWN ques 


AND CHESTS 


Their streamline design, lustrous baked 


enamel finish and sparkling fittings—matched 
only by their many exclusive, practical, 
proved-in-use features—make this 

the most sought and bought line of out- 

door jugs and chests on the market. 

Order From Your Jobber, Today! 


HEMP & COMPANY 


3131 E. MURRAY STREET 
MACOMB, ILLINOIS 





















Another Reason Why EKCO Leads tn Housewares! 
JEWEL-BRIGHT! BRILLIANT! 


New OVEN EX the Leet Met 
\\l/ / J oe semaine ne 
; Wi 


















DISTINCTIVE PATTERN 
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PATENT PENDING 
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' Stock Ni 
Pee. k.. 776 


GZ \ B S Z f , Was a , : 
<Z, WA bz : ‘a | 
‘ = ws } 

<< S WO KNIFI 


: YE | 
h Vy ? j Colors: 
SY Retails 
Trademork OVENEX Reg. U.S. Pat. Off. / A \ 


‘Get the New a | 





Stock N 


© Completely NEW OVENEX design to build your anes 
© Kitchen-tested for superior b ak eware v olum e! | sale 


baking results 


© Full line of staples—plus many 
labeled and packaged items 





© Jewel-bright appearance makes Stock Ni 





displays sparkle . . . increases 





impulse sales 





EKCO PRODUCTS COMPANY oc | 

1949 N. Cicero Avenue Chicago 3,9, Ill. 

Sold in Canada by EKCO PRODUCTS COMPANY, Canads Ltd., Toronto FEDERAL T 
HARDWA 
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Stock No. 
776 


UA 


THE MATCHED LINE...BEAU 


ee 
“ ’ 


P MDHESIVE MOUNTING 


SSMWONC' 








PAPER TOWEL HOLDER 





i KNIFE HOLDER 
] Colors: Red, yellow and white 
Retails at $1.00 


5 J ss aS 
MEMO PAD HOLDER 
Colors: Red, yellow and white 
Retails at 69¢ 


i 
lj 





Stock No. 773 . 
PAPER CUP 
DISPENSER 
(40 cups) 
Colors: Red, yel- 


lew and white 
Retails at $1.29 


PAPER CUP DISPENSER 
(100 cups) 
Colors: Red, yellow and white 


+ Retails at $1.59 


Colors: Red, yellow and white 
Retails at 59¢ 









MATCH BOX HOLDER 
Colors: Red, yellow and white 
Retails at 69¢ 


Stock No. 
788 


TOILET PAPER HOLDER — 
Colors: White only 
Retails at 59¢ 
FEDERAL 
4 | 
HOUSEWARES 






e 
* 


ce. > 
mage o° ‘ , > 
STYRON * Guaranteed by * 
A Good Housekeep: 
nm 















7, 1952 


stock FEDERAL pisrray FEDER 
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iO SCREWS * NO TOOLS é 


4. mounts quickly and easily on all surz 


ies: Tile, linoleum, porcelain, wood a 
Mished or enameled surfaces «6% e 
Phitte, instructions on all \ 


A 





Easily stick FEDERAL HOSTESSWARE 
Anywhere in the Kitchen in 
4 EASY Steps 


° 7 


PAD 








Puncture end of 
capsule with pin. 
Squeeze fluid thor- 
oughly over one side 
of mounting pad. 


When pad becomes 
sticky, press against 
back of mounting 
surface. Hold firm 
for 1 minute. 








Squeeze fluid on 
back of pad now 
mounted on holder. 
Allow to become 
sticky. 








Place in position on 
wall. Held firmly for 
1 minute. Allow 
mounting to dry 24 
hours before using. 











National Advertising in 2 colors 
on the 3-minute Adhesive 
Mounting Line will appear in 
the April and October issues 
of GOOD HOUSEKEEPING. 


FREE! Easel display card 
with each order. 


Order the FEDERAL HOSTESSWARE Matched 
Line from your FEDERAL jobber By Number 


TODAY! ...or write for illustrated catalog 
sheet and price list. 





ADVERTISE FEDERAL RE-ORDER FEDERAL 


FEDERAL TOOL CORPORATION, 3600 W. Pratt Blvd., Chicago 45, Illinois » in Canada: The French Ivory Products, Ltd., Toronto 
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The fast-selling Du Pont SPONGE 
in a new CONVENIENT SIZE -4C 


and attractive colors 


This new DU PONT SPONGE—4C is specially de- 
signed for the home—for dishwashing, and countless 
other household uses. It is sure to win popularity with 
housewives everywhere. It comes in attractive colors 
at a low price, is wrapped in dustproof cellophane, and 
_carries the Good Housekeeping Seal of Approval. 





ORDER 12... PAY FOR Il 


You'll receive one sponge free of additional cost with 

every 11 you order. Order 24 .. - pay for 22. Order 36 

... pay for 33. Order 48. . . pay for 44. The more you 

buy, the more you earn in extra profits. But ACT NOW 
this special offer is for a limited time only! 











Si 0 EASY TM 0 Si E Ll f Advertisements for Du Pont Sponges 
—with the compelling new “SO EASY” theme—are convinc- 
ing consumers in GOOD HOUSEKEEPING, THE AMERI- 
CAN WEEKLY, and 22 OTHER SUNDAY NEWSPAPERS 
in major markets everywhere. They will be seen continuously 
—all through ’52! 


This tremendous advertising campaign will set you up for ==] SS MET 
your BIGGEST SPONGE SALES—ever! And the savings on = : | Fits all 
the introductory offer for the new DU PONT SPONGE—4C > eee 


will bring you BIGGER PROFITS. Stock now and cash in! 
E. I. du Pont de Nemours & Co. (Inc.), 


Specialties Sales, Wilmington 98, Del. 


SUGGESTED DEALER PRICE SCHEDULE ON THE 4C SPONGE 





Size Regular Price Special Price Suggested Selling 
Per Dozen Per Dozen Price—Each 
QE6.uU.s. pat.orf. 


$1.44 $1.32 19¢ 080% AmmnaIiversary 


sins BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 








BAx3wx5'h 144 




















Packed 12 sponges to the box, in blue, coral, yellow and green (3 of each color.) 
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An Ironing Table is no Better Than its Lp 
and there’s no Better Top Than Met-L-Top: 

























The most important feature of an 
ironing table is the top... and 





WETETOP 


IRONING TABLES 





system of perforations is specifi- 
cally designed to carry away ex- 


Shee oO ee that’s where you find the most _cess steam and moisture. Makes 
ee eee outstanding differences between ironing easier and faster. This is 

MET-L-TOP and other ironing especially important for steam 
ee ee eee tables...differences you can show ironing. In size and shape, the 
ae... | to your customers...that will top is designed to avoid excess 



























<REDT 


Good Housekee; 
” 
0 
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~~ * > 
Guaranteed by ” 
ping 


make more MET-L-TOP sales 
for you. 


Only MET-L-TOP has the 
exclusive double top...made of two 
sheets of steel, firmly pressed and 
eyeleted together and reinforced 
with hollow channeling. This top 
never sags or buckles. It is the 
original ventilated top and its 


A COMPLETE LINE — Each model a leader 


*sav-or-STAND 


ADJUSTABLE 


shifting of the clothes. 


The gleaming, smooth-as-glass, 
baked white-enameled top of the 
MET-L-TOP has eye-appeal for 
your customers, and there are 
numerous other advantages that 
have made MET-L-TOP the Big 
Name in ironing tables. 










in its class 


NON-ADJUSTABLE 





Model C-680 
a. Model A-606 Model P-600 
Established Retail Price, Established Retail Price, Established Retail Price, 
$14.95 $10.95 $9.95 


Convenient finger-tip 
control gives instant 
adjustment to desired 


The adjustable-height model easily and quickly 
adjusts to seven different positions for stand- 
up ironing. Both models 


have* the famous 


-to-fit Sanforized height for either sit- MET-L-TOP exclusive double top . . . all welded 
MET-L-TOP tallererddte your profits. down or stand-up iron- and riveted construction ...no screws or bolts, 
Fits all models. ing. Relieves back, arm no annoying squeaks or wobble...and other 














HARDWARE AGE, APRIL 17, 1952 


and foot strain.Women 
are amazed to find out 
how much more restful 
it is to iron sitting 
down... opening up a 
vast new market.Table 
has smooth, sturdy tu- 
bular legs, that won’t 





safety lock prevents 
accidental closing. 





MET-L-TOP features. 


NATIONALLY ADVERTISED! 


MET-L-TOP Ironing Tables are advertised month 
after month in leading national consumer maga- 


MET-L-TOP All-Metal youteted snag stockings. Rests zines, with a total readership for each ad of 

Sleeve Board -Mcompanion item. a. Bye ae nearly 83,000,000 people. Makes it easier for 

proor..- we ’ ’ — i » - 

| ___-} Feping. “Automatic You to sell MET-L-TOP—America's No. 1 All 
Metal Ironing Table. 

























The tremendous advertising power of 
LIFE gets behind the Spring promotion 
for Libbey’s new “Circus” Hostess Sets. 

Thousands of people right in your area 
will see this eye-catching, interest-creat- 
ing, colorful advertisement. Turn these 
prospects into customers—display these 
hostess sets and let people know that 
they can buy them in your store. 


party glasses ever gathered together in one 






Inspired by 
Cecil e DeMille’e 


"The Createct 






— and Gentlemen The most coloseal 
tection of colorful, chip defying’ thinky-blown 


harmonious Hostece Get! A Complete 
matched beverage set designed by ( ve 
the one and Only Freda Diamond fey 
terrace and table and Summertime get- 
togethers E trmanent Colors. Conuine 
22 K gold rimg. Spectacularly gif-boved | 
At your fvorite store | 


This matched beverage set is ideal for your 
Spring and Summer promotions — and 
what a natural for display tie-in when the 
smash hit movie “THE GREATEST SHOW 
ON EARTH” and circus play your town. 


Colors are permanent—fired on so they 
won't wash off or wear off. Crowning 
every glass is a sparkling 22-K gold rim 


guaranteed: “A new glass if the rim of 


Cireus 


\ 


Show on Earth’ 






Hostess Qot-e 


by LIBBEY CLage 





















‘oremoun 


a Libbey ‘Safedge’ glass ever chips.” 

“Circus” Hostess Sets will be spectac- 
ularly gift boxed. Theyre easy to wrap, 
easy to handle—mighty easy to sell. 

Get ready to tie in and cash in on this 
exciting, big Libbey promotion. Make 
your plans now. To order, contact your 
Libbey Glass distributor or write to 
Libbey Glass, Toledo 1, Ohio. 


LIBBEY GLASS-+hitar So @ 
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esrvanrisnkrrn 1S18 
LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo I, Ohio 
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Handyhot 


Lovely Gifts For Any Occasion — 
Plus Sales and Profits for Every Dealer! 


a: 


‘Sate 6s er , acs is 
Sau Bt 4 pee 
* a $ 


Bi ial 


DELUXE DELUXE TRAVEL IRON 


JUICIT 
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Here's a “sleeper” —perfect gift item for 
vacationers, travelers, brides, ‘“Going- 
away’ presents. A good seller at any time 
of the year. Six irons in bright self- 
display carton. 

AC-DC, No. 1178. 


For ‘‘plus” profits on any gift-day! Sun- 
kist approved Juicit. Extracts 20% more 
vitamin-rich juice from every orange. No 
bitter oils from rind. 

AC ONLY, UL. No. 2701. 


+ 
| 
c 
9 


LIST: $21.50 LIST: $6.95 ea. 





PORTABLE 
ELECTRIC 
WASHER 


ELECTRIC ICE CREAM 
FREEZER 


chips.” 


spectac- 
Oo wrap, 


For a ‘‘different’’ gift! Ideal for the day- 
to-day washing—a must for the young 
mother. Large washer performance. 
Automatic timer. Compact storage. 





A gift appreciated by the whole family. 
Opens up a brand new market for you! 
makes ice cream quickly, conveniently — 
electrically! AC ONLY, UL. 


sell. 

on tits Creates ‘“‘new’’ sales for you. No. 2201. LIST: $19.95 fl or 
Make AC ONLY, UL. Ne. 2602. LIST: $39.95 Me. 2204. antennas 

. Me Slightly higher on West a 

et your — 7 a 

rite to 





See Your Distributor 


QUALITY APPLIANCES 


or Write to Dept. HA-4 


CHICAGO ELECTRIC MANUFACTURING COMPANY, CHICAGO 38, ILLINOIS 
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CAMILLUS Household Cutlery 
PERMANIZED EDGE 









CAMILLUS household cutlery is made of high carbon stain- 
less steel . . . forever holds its gleaming finish. All blades 
are force molded into beautiful and permanent nylon 
handles. The complete line — open stock, carving sets, 
steak sets, kitchen rack sets—has received the Good 
Housekeeping Seal of Approval and the Fashion Academy 
Award for design. 





















SPECIAL OFFER! 


Ask your distributor how you can get this beautiful 
display-dispenser with a low-cost starter stock. The center 
portion (D-11) displays the complete 11-piece open-stock 
line of CAMILLUS household cutlery. ' 
To display CAMILLUS sets you can get the 2 wings (D-11L 
and D-11R) that fit on each side of the open stock display 
as shown. Sets displayed on these wings compel customers 
to look—and buy. 













Whee Yeo Choose Cotlery 


EFFECTIVE SALES HELPS 
ALL FREE! 


Newspaper advertising 
mats featuring open stock 
knives, sets and the Good 
Housekeeping Seal of Ap- 
proval . . . window and 
counter display cards... 
radio spots and chain 
breaks . . . sales training 
material . . . all are yours 
for the asking. All will pro- 
mote you as CAMILLUS head- 
quarters in your area. 


look fer 














































Why You should use these disph 


* In hardware stores all over the nation, over one-third ¢ 


3 


t Knive 


customers who buy pocket knives by name, ask for CAMiILIIK 


uncovered in an independent survey conducted by Popular 
magazine. That's why it is smart to stock the CAMILLUS line, 


But how about the “impulse buyers” . . . the people wh 
because they see an attractive display. You can sell more "j 
buyers” with the Camillus complete line of sales-making ¢ 
Surveys on general lines of merchandise prove that up to 2% 
“impulse” sales result from mass display. They further prow 
from 4 to 6 times the amount of merchandise is sold from 
displays than is sold from shelf display. Install these 
displays now and win two ways! 


ALL THESE SALES HELPS FREE 


National Consumer 
Advertising 


The only consistent national advertising 
on any pocket knife line is repeatedly 
telling customers right in your commu- 
nity all about CAMILLUS pocket knives. 













Buy American 
Buy the Best 
Buy Camillus 





Newspaper Mats 
for your Local Advert 
They pick up the national 


story and remind customers tho! 
sell CAMILLUS knives. 


Window and Counter 
Display Cards 


Including the striking TRYLON 
STAND. Ties in with advertising 
gives giant display to popular 
LUS knives. 


Radio Scripts 
Minute, half minute and station- 
brisk sales talk on the quality 
variety of CAMILLUS pocket k 
Sportsmen, craftsmen, carpenters, 
ers and others who buy CAM 
pocket knives are prospective cv 
ers for other merchandise in your 


Catalog of the 


Complete Line 


Will help you order and will help 
sell. Gives many facts about knit 
how to sell them, how to care for’ 
and how to display them. 


Facts for Sales People 
To instruct your store personne 
Sales Points and help them do ob 
selling job. 
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Yes—set the stage for sales and let the big name in pocket 
knives start your cash register jingling. CAMILLUS offers 
you a complete line of aisle-and-counter displays that are 
designed to stop and sell your customers . . . both the 
customers who come into your store looking for CAMILLUS 
knives by name, and the “Impulse Buyers” in your daily 


store traffic: 


No.D-51 FLOOR CASE: Here’s the bell ringer, the big- 
volume-producer that will catch every eye. It can be had 
with any selection of CAMILLUS pocket knives plus any 
selection of CAMILLUS household cutlery, and other non- 
competitive cutlery products you may want to show; such 
as shears, hunting knives, etc. Locked stock compartment. 
Every item mounted at the factory. 


No. 52-12—12 PIECE COUNTER DISPLAY: 
Ideal for the smaller store, or for a gift, 
sports or other separate department in a 
larger store. Displays 12 knives, with room 
for stock in the rear. Locked compartment. 


No, 46-24—24 PIECE COUNTER DISPLAY: 
Equipped with bright red panel, this counter 


rape gaanity FATT 

















display fits into any store area and is de- 
signed to catch all eyes. This case occupies 
little counter space and the rear locked 
compartment holds up to 24 dozen knives. 
A sturdy lock prevents pilfering. 





No. D-25 RE-FILL PANEL FOR COUNTER 
DISPLAY: Intended either as a refill for 24 
piece counter case (No. 46-24) or as a new 
er for your window, this handsome 
red display panel shows 25 different knives, 
selected to satisfy each locality. Numbers 
and prices are marked under knives. Can 
be changed if you wish. 


Get in touch with your distributor today. Start these hard- 
hitting CAMILLUS sales helps working for you without delay. 





24 Piece 
Counter Display 


D-51 


Floor Case 












Refill Panel 


for Counter Display 
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NOW! Cash in on the 


Everybody AMAZING NEW ROLLER BEARINGS 


wants the Convenience 


of Drawers that OPEN that END the WOODEN Cm 


and SHUT with... 


BETTI DRAWER NUISANCE of NO 


PRESSURE! 
STICKING and BINDING! > 
ROLLER BEARINGS “SQ 
Trade Mark FOR WOODEN DRAWERS | \Oe ©" 


rout AOS 


ate 3°" 


Installation Instructions 
on the Back 

















Here are the same DURABLE PLASTIC ROLLERS used by 
Furniture Manufacturers and Cabinetmakers to make Wooden 
Drawers Glide SMOOTHLY, EASILY at all times! 












ROLL-EEZ SET i paawen PACKAGE ROLL-EEZ are Perfect tor 


(Includes 3 Type ''N" cS and 1 Type “M" Bearings plus Nails) All Kinds of Furniture 
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Anyone Can Install in a Jiffy! 





No tugging, no straining to open a drawer 
SALES ATTRACTING equipped with Roll-eez. RolleezSet “A” brings 
ER DISPLAY everyone the same method used by furniture 

COUNT manufacturers and cabinet-makers to prevent CHEST OF 


wooden drawers from sticking and binding. DRAWERS 


1 doz. Simply nail on according to instructions. Roll- 

Pkgs. to eez provide a smooth, quiet, effortless drawer 
p>. carton operation at all times (hot, humid weather no 
. exception) because they eliminate wood-to- 
wood contact and maintain perfect drawer 
alignment. Compact, rugged, virtually inde- 



































kage contains structible, they consist of durable plastic roll- 
Every Mi-eez Roller Lg ers mounted on steel pins and frames. They 
ings (3 TYPE 4 g nails- perform like magic even when used on large, 
Type Mor one qsewe heavily weighted drawers. Guaranteed to pro- 
ey dozen aan aaah videa lifetime of delightful, troublefree service. 
multi-comed to STOP "EM Feature Roll-eez! They pay off in profits. Cus- 
| ton SeLL "EM! tomers try one set—are sold on the way they 
: improve drawer operation — decide to équip STORE 
ROLL-EEZ DEMONSTRATOR every drawer in the house with them. FIXTURES 








Miniature drawer ORDER FROM YOUR JOBBER TODAY, OR WRITE FOR 


i d with ~ 7 
cau PRO A™ NAME OF ROLL-EEZ DISTRIBUTOR NEAREST YOU ROLL-EEZ are aggressively adver- 


Amazes every- tised in American Builder, Industrial 
s P ’ 

cea oetee. JUNIOR PRO PRODUCTS co. Woodworking, Woodworkers Report- 

Price, $1.00. 3206 Morganford Rd., St. Lovis 16, Mo. er, Furniture Manufacturer, & others. 

Roll-eez are also made in these 4 styles (| Roll-eex y Roll-eexz , D Roll-eex Roli-eex § y 

and shipped in bulk for large lotusers /| me) f P . ‘Q a R 
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THE NEW 





BETTER IN 8 ways! 
@ Rigid Tubular Push Handle — Detachable. 


@ Oversize Steel Package Rack — Removable. 
@ Ball Bearing Wheels — Free Rolling. 

@ 1” Molded Rubber Tires — Twist-proof. 

@ Easy Swiveling Front Forks — No Shimmy. 
@ Metal Foot Tray Has Steel Guard Rods. 

®@ Acid-resisting Baked Enamel Finish. 

@ Easy-Clean Play Tray; Non-toxic Play Beads. 


NO STORE ASSEMBLY 
The PAL Baby Walker can be delivered by 


the store to the customer in the unopened 
original package, because it is packed at the 
factory in an individual carton with only the 
push handle and front and rear bumpers de- 
tached. The customer can easily attach these 
parts in a few moments. 











[st 


IN A COMPLETE 
LINE OF 
WHEEL GOODS 
FROM THE NEW 
PAL FACTORY 








No. 275 Sky Blue and Ivory; 
24” x 9” seat, 9” from floor; 
5” diameter wheels; Packed 
one in a carton; Weight per 
carton, 21 pounds. 


CONVERTS EASILY, 
QUICKLY TO— 





with tubular push handle attached 
and foot tray in place 


EEN cm 





with push handle detached and 


foot tray removed 


Pal a product of PAL WHEEL GOODS, INC., MICHIGAN CITY, INDIANA 
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MADE RIGHT...PRICED RIGHT... 


You can’t beat this R/M quartet of clean-burning, long-lasting wicks. They’re made right to 
keep your customers contented. They’re priced right to fit each customer’s purse and to give 
you a generous profit. Ask your jobber for R/M...the pick of the wicks. 


“@ QUIK FLAME WOVEN GLASS 


-' ‘The most efficient kin- The acme of perfection 
dler ever developed for in stove kindlers, assur- 
range burners. Patented 
open mesh construction 
provides best possible 
results with distillate The only glass wicking 
oils. The extra-heavy woven with a wire core in 

_ _ wire core yarn keeps the every strand to protect the f 
Kindler upright in the burner burning edge. Packaged 5-1/2 ft., 6 ft, and 100 














ing long life and maxi- 
mum stove performance. 


channel. Glass yarn at burning edge facilitates ; é ais. ed “F 
the removal of carbon deposits. Packaged 6 ft. ft. to the box, in widths of 7/8”, 1”, 1-1/4 
to the box, 7/8” and 1-3/8” wide. and 1-3/8”. 

@ KINDLERITE QUIK FLAME SETS & 






R/M’s standard quality woven asbestos The same Quik flame 
kindler. A sturdy long-lived wicking with wicking that has proved 


wire core in both warp and filli . —— pis megs 
rp ing yarn lengths is now available in 


Packaged 5-1/2 crimped sets to 
ft., 6 ft., and 100 fit all standard 
ft. to the box, in 8” range burn- 
widths of 7/8”, ers. Packaged in 
” ” sets of 4 over- 
Be aia ae size (1” wide) 
1-3/8”. 


wicks, 


<r 
eran 





RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION e MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S.C. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products ¢ Abrasive and Diamond Wheels « Brake Linings « Brake 
Blocks « Clutch Facings « Fan Belts « Radiator Hose ¢ Rubber Covered Equipment 
Sintered Metal Products « Bowling Balls 
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WARM UP PROFITS! 


with these 


WASHINGTON 


Range and Heater Values 


Follow the example of profit-wise Washing- 
ton dealers who put the heat on sales with 





these competitively priced ranges and heaters. 
As one dealer puts it, “you don’t have to be a 
carload buyer to make money with the Wash- 


ington Line.” 


Shown here are a few of the new models... 


part of a complete line, quality made and 





attractively priced ... designed to fill the 
needs of every family. Ask your Washington 
Distributor for details or write direct. 


GRAY & DUDLEY COMPANY 
Established 1862 
NASHVILLE 3, TENNESSEE 








WASHINGTON VENTED NEW WASHINGTON 
GAS HEATERS OIL BURNING HEATER 
Two sizes in radiant circulator Noted for fuel saving, long 
models; three closed circulator service and modern styling. 
dels. Meet al f every gas Down-Draft, Hot-Blast combus- 
heating requirement. Also Un- tion gets more heat from less 
vented Heaters. fuel. 





The Most Complete Line! 


=p) 
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The impact of ads like this on the 16,000,000 
Saturday Evening Post readers is boosting 
sales of this tamous brand. Half pages in 2 
colors, half column ads in black and white 
are running regularly! BOKER Tree Brand 

is moving ahead! Stock the line for bigger 
















and better profits. Ask your jobber. 









-. sag 








o'ctny 
1 the driven inno Aunigiean’? 
Senaiamnd wn Pray TH, 


Here’s the handsome, practical 24-piece BOKER 
Tree Brand “Suburban” Tableware Set, for year 
‘round use. Lustrous Stainless Steel. Steak 
Knives hollow-ground, blades with serrated 
edges. All handles genuine Pakkawood, burn 
and stain resistant. Solidly riveted, will never Women ge fer (ls tendy slowness 
come loose. Ideal for regular year ‘round home BOKER Tree Brand 795 Kitchen Kit. 
use, at picnics, in cottages, hunting lodges, or Handsome walnut case. Can be hung on 
boats. Stock it now! It’s a fast mover! the wall. All-purpose Junior Chef and 
Paring Knives... hollow-ground, stain- 
less steel. Long life chrome-piated un- 
breakable Poultry and Utility Shears. 


BOKER Tree Brand Pocket Knives are 
top-quality. Made and assembled by 
hand for 100% user satisfaction. They'll 
sell themselves... build good 
will for you! 


These bent handle Trimmers and Dress- 
makers’ Shears are typical of the BOKER 





Tree Brand line. Made right! Priced » cng. 
right! More and more people wi e 
asking for them. Stock the entire line. BOKER 
Ask your jobber to show you | REE GID BRAND 
‘ _ é | 
other winners in the v4, CUTLERY ue | 
4 


FoR oven * 


ER & co., INC. a 


BOKER Tree Brand line. 











H. BO < | 
; oe Established 1837 A 
| 701 DUANE STREET _ NEW YORK 7, N.Y. © 
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--. for those who prefer a plastic clothes line 
















A spanking white, weather-worthy, washday whizz, 


with its wonderfully inviting woman-pleasing ‘ie Fi 

4 ge Toucn 
(@ DURABLE 

@ FLEXIBLE 

® LESS STRETCH 


£ EASY TO CLEAN 


» wh 


ways... wipes clean in a jiffy... 

leaves no “clothes line soil marks” ... 
TIGER LILY is sturdy . . . ties easily . . . fits all 
clothes pins snugly, and is 
competitively priced, for those 
who prefer a really fine 


PLASTIC clothes line. 


made of 


VINYLITE 


plastics Another quality plastic product by SHUFORD MILLS, Inc. 
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Also manufacturers of a full line of cotton clothes lines and sash cord 











WHITE CANTON FLANNEL GLOVES 


Shipping 
W4. per 





No. Name Description 


Navy Blue Knit Wri Patti 


533 Pops 8 oz... 

533B Teener 8 oz. Boys’ or 

533Y Kayd Qgr. Ages 9-12 

533K = Lil Hella B oz. Ages 5-8 

5553 hgpjor 10 02. 

5553B MMajoret 10 oz. Boys’ offWomen's 
5573 4 Wow 12 02. 


557) Trion Special |2 oz. o Large—red knit wrist 


te Knit Wrist—Clute Pattern—Nap-In 


531 Work-Fine . 8 07. 
5551 Work-Better /0 oz. 
5571 Work-Best 12 oz. 


Red Knit Wrist—Gunn Pattern 


5354 Brik Top 8 oz. 
5374 GoldenGate |0 oz. 
5394 = Pacific 12 o2. 


Value depends on 
WHAT YOU GET-FOR WHAT YOU PAY! 








You'll find Riegel work gloves are competitively priced... but along with the price you'll find 


we tell you exactly what you get for your money. The weight of the cloth is always shown 





clearly in our catalog...and you must know weight for a true comparison of value in work gloves. 


We know the quality of our fabric for we make it ourselves and test it every inch of the way. The 


That's why you get full size, full weight, real comfort and long wear... when you buy 


Riegel work gloves. That’s why we can give you an unconditional written guarantee on | 


b 
both fabric and workmanship. That’s why Riegel gloves give you everything you pay for! iio 





...more for your money in 


#/ work gloves 


RIEGEL TEXTILE CORPORATION © 342 Madison Avenue «© New York 17, N. Y. 
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Wher people are passing your windows or inspecting the counters 





in your store, having products from the famous J&L line on display 


is good business. People know and recognize this trade mark . . . they 


The J&L trade mark buy it in preference to less well-known brands .. . it ties-in your 
Bi nc galvanized ware with other reputable brands of merchandise. 
invitation to 

buy at your store! J&L Ware is sturdily built. It’s priced to cover the big volume market 


and yield a healthy profit. See your local hardware jobber. He will pro- 


vide you with complete information concerning prices and deliveries. 


JONES & LAUGHLIN STEEL CORPORATION 
CONTAINER DIVISION 


NEW YOR K 17, NEW YORK 
galvanized ware plants: TOLEDO, OHIO and ATLANTA, GEORGIA T-1081 
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For many years, only hand pumped or power type 














Bradson “guns” go like a nozzle on the garden hose. 
GARDEN SPRAYERS : hee : 
it thorougly drenches plants with a soft, misty spray. 


THE FIRST BASIC iy areiel aaa gov AMIE o ts coe g 
free” Bradson spray “guns:’ 
PROVEMENT IN 
IM 0 Water pressure does the work. A Bradson “gun” 
makes spraying easter...and kills more pests because 
IN 33 YEARS! cat egy a 
gardening job that makes them better customers! 












IT’S EASIER to spray insecticides and fungicides. Water 
pressure operates valve, eliminates fatigue! No trigger to squeeze 
or valve to hold open...new automatic valve does all the work. 









The BRADSON 


INSECT-O-GUN 
With a BIG Hole in Its Head! 


TO TURN ON SPRAY 
... push knob up... 
remove thumb... water 
pressure holds valve open. 







TO TURN OFF SPRAY g 
New BRADSON Hole. ... pull knob down... Yo 
Now five times as large, remove thumb. . . water 
oF an exclusive Bradson pressure keeps valve FIR 





closed. 










feature for clog-free ae 
mee . 


ate 


Operation, << 









are 
Ordinary Sprayer 
Hole. Shown is former 
Bradson hole, even 
then larger than that 
of most sprayers. 


AIR were 





SAFETY AIR GAP com-. 
plies with public health 
laws. 























° . y 
The big hole in the ill e ) Stream of water across hole 
ae . creates suction, which draws 
head OVELCOMES theage- ; spray solution from jar. cor 
old clogging problem. is 
Early garden sprayers... NEW FLEXIBLE SUCTION \ om 
even Bradson’s.. .had tiny TUBE. Removable for quick, i 
. ra rane ‘ i easy cleaning. Not subject to \ yo 
suction holes...clogge« ettock by chemicals in spray 
when powders such as Bor- materials. 4 onl 
deaux mixture were used. HOME REPLACEABLE JAR. (a Ch 
—_——— Pint Mason jar, holds enough | 
The new Bradson sprayer has solution to make 3 gal. proper 
a suction hole five times as ‘ spray. ' 
large...sprays both liquid and NO PRESSURE IN JAR. cat 
powders... is practically impos- << oh 
sible to clog. ATTACH TO GARDEN HOSE. , 
Water pressure does the work. n 
wr 


A Bradson Insect-O-Gun is easier ' 
to use...has a positive water-oper- im Good for WEED KILLERS, too! 
ated automatic valve...no moving \ } 
parts...cleans in 30 seconds...lasts a 
lifetime ...is fully guaranteed! 






The Insect-O-Gun is 
enameled in an attractive shade 
of garden green, each “gun” 
packed in an attention- 













FOR SMALL GARDENS... BRADSON arresting display carton that 
GARD-N-GUN makes sales quick. 5 95 4 
Inexpensive, light weight yet sturdy model; List 5 


works on same principle as Insect-O-Gun. \ 
No pistol grip and less capacity; 14 pint 

jar holds enough to make 11/4 gal. proper 

spray. Fully guaranteed. List $295 


FOR SPRAYING FERTILIZERS... 


BRADSON GRO-GUN Takes back break out T bh e 4 rd d Ss on ¢ om p | n y 


of feeding plants and lawns; fertilize an entire lawn 
in a few minutes. Sprays any fertilizer 10903 Chandler Blvd 


cot oad co 
poibnw oh + wn onde lage a NORTH HOLLYWOOD, CALIFORNIA 


Order now from your jobber, 
or write direct! 
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a Glued you all these SELLING FEATURES 
'F SPRAY 
di ar 
spr Your customers just can't buy better screening than VELON screens are permanent. Stay up year ‘round with 
ps valve 
FIRESTONE VELON. That makes your job easier. Sales no ill effects from bad weather. They can't rust or 
ame. are quicker, more cheerful, more profitable—because one bleed—won't stain the house. And there is no upkeep— 
customer tells another. VELON screens never need painting. 


Use This Easy Way fo Sell Velen Screening 


Get your VELON sales message across to prospects with this 




















compact Display rack. It stores and dispenses the six most wanted 
screening widths: 24”, 26”, 28”, 30”, 32”, and 36”. It will pay 
you to order six rolls now and get this space and time saver for 


only $9.95 tess than half our cost. We prepay shipment from 





Chicago. 





VELON Screening is available in other widths besides those 
carried on the Display. Comes in forest green, bronze brown and 
aluminum gray. Mesh 18x 14. Filament diameter .015”. Get 
in touch with your jobber today. If he doesn’t handle VELON, 
write or wire us without delay. 





(A 230 Ib. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 
disappeared, leaving no 
sign of strain or damage.) 




















Plastic lloven Products |B] ine, 2 <xmoe sree 


WEAVERS OF Firestone Jeon SCREENING 
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For bigger shovel sales, feature and aggressively 
push True Temper Dynamic Shovels. They’re the best 
shovel values today because they’re taper forged 
from solid bar steel...no welds or seams... not 
stamped from sheet stock. They have everything 


GREATER STRENGTH! Weight 
for weight the strongest 
shovel made. They withstand 
the toughest of all shovel tests 
—are unequalled in their 
lightweight class. 


MORE UTILITY! Straight back, 
full capacity blades that don’t 
require a hollow frog. They 
have a better lift and a forge 
finish that is harder and 
smoother. 


BETTER BALANCE! Down the 
center from tip of handle to 
edge of blade—no side wob- 
ble with or without a load. 


EASIER REHANDLING! Straight 
taper handles that can be re- 
placed in less than 8 minutes 
when necessary without alter- 
ing the bend, lift or balance. 
Fire-hardened handle finish 
looks better, feels better, lasts 
longer and sells faster. 


This True Temper Stand displays all types and sizes 
of shovels in a natural position, inviting inspection 
and buying—is a real “stopper” in a window or at a 


traffic point in your store. Sells for only $1.75. Order 


from your True Temper Wholesaler. 
Corporation 


Cleveland 15, Ohio 


FOR OVER 100 YEARS MAKERS OF FINE TOOLS, 
FISHING RODS, GOLF SHAFTS 
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Building a profitable future 
for the ? 
American Fence Dealer S| / 


Advertisements 


a 









ba Ae ne Pee 





1 tn 






\ 
= 
eS 
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A strong advertising campaign on American Fence 
runs in the leading national and state farm papers. 
These advertisements feature real farmers and dra- 
matize the long life and superior service of U-S-S 
American Fence. Each advertisement reminds over 
6,777,200 readers to visit an American Fence dealer 
before buying fence. 


ee —s pres 
fai 


The United States Steel radio program, “The Theatre 
Guild on the Air” is broadcast over a nationwide 
NBC Network every Sunday evening. This is the best 
possible time to reach farmers in all sections of the 
country. Your customers are constantly being urged 
to buy products bearing the U-S-S trade-mark. 


A sh aety PAPERS the THD Feat ( 


ahha SALE Rt PRY CATON RTI, l caey : 








_—_— PRENSA be pa ETE TERE SD MIBEY ho iE cd 
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é : ° x) 
b - with US 
see] 
oa ; 
American Fence * 
> : 
3 During the present period , 
FY of uncertain supply we ‘ 
2 * are telling your customers 3 
5 to be patient and that each ; 
< American Fence dealer : 
: will receive a fair supply of ) 
i 
; American Fence, Barbed 
+ Wire, Poultry Fence and : 
< other steel products. And 3 
i Ef we are urging them to 2 
z f Hy consult their American x 
é x : ae . the »>adyv 
Zz Effective direct mail literature, catalogs and folders ; a ae first, when ready ; 
\ are supplied to each American Fence dealer. i ] to buy. ‘ 
~ 
or $ , £ 
INE PR ON TK PSTN Ton Nene peren + SLT DIT PE, va a ee SA ape EMn an tat Sor geo : a 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 


Theres more American Fence tn ase Than ar / other brand / 
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You can make big 
profits by selling | 


KENTILE for 
self-installation 


OU’RE in business to make money ... and one 
of the biggest money-makers you can handle 
is Kentile...the country’s fastest selling flooring! 


Yes, people everywhere look for Kentile... 
won’t accept substitutes ... because Kentile is the 
Asphalt Tile they know and trust...the famous 
name that’s backed up by the industry’s biggest 
and fastest moving program of full-color national 
advertising and hard-hitting promotions. 


For full information, write, wire or phone any 
of the conveniently located Kentile, Inc. offices 
listed below ... find out how you can profit with 
volume sales of Kentile for Self-Installation. 


The Kentile Line is 
your Profit Line 





HERE’S ALL YOU NEED FOR 
YOUR KENTILE DEPARTMENT 


The Junior KenStyler is your display and 
salesman in one...lets your customers see just 
how colorful, long-lasting Kentile will look in 
their own homes...on their own floors. And 
it only measures 15144” x 183%4” x 1714”. 
Complete with sample tiles, 


oNLy £1000 

















= Arye a - | 
KK ae: 
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pie 


hee 
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KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York « 


Street, Kansas City 8, Missouri + 1440 lith Street, Denver 4, Colorado + 
Houston |, Texas « 





350 Fifth Avenue, New York I, N. Y. °« 
Streets, Philadelphia 3, Pennsylvania ¢ 1211 NBC Building, Cleveland 14, Ohio « 
4532 South Kolin Avenue, Chicago 32, Illinois « 
4501 Santa Fe Avenue, Los Angeles 58, California * 95 Market St., Oakland 4, Calif. * 452 Statler Building, Boston 16,.Mass. 









KENTILE. 


The Asphalt Tile of 
Enduring Beauty 


705 Architects Building, 17th and Sansom 
225 Moore Street, S.E., Atlanta 2, Georgia * 2020 Walnut 
1113 Vine Street, 
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THE Saces] 


Pmplete with displa 
sing rack as | 
Pmplete unit contai 
Pols (6 x 4" 6 

rh"), The 4" ar 
Gre connected i 
3x 100! spools. T 
is connected in u 
*100' spools. Rack 
"3 x%", and 7 
hols at one time. Se 





bber for prices. 





SS SOS SS MARA ARABS 


PLYMOUTH 
©COROaCE 
PRODUCTS 


: 


THE SALESRAK 


Implete with display and 
Pensing rack as shown. 
implete unit contains 16 
mols (6 x 4", 6 x H", 
hk"). The %" and %" 

Gre connected in units 
3x 100! spools. The 2" 

is connected in units of 
*100' spools. Rack holds 
4" 3x%", and 2 x Va" 
ls at one time. See your 
bber for prices. 


@ THE SALESMAKER 


Displays, measures, and cuts 
rope in any six sizes up to 1" 
in diameter. Designed for re- 
tailers whose volume justifies 
inventory in full or half coils. 
Rope may be fed from base- 
ment, overhead, shelves, or 
floor. Nearly 4,000 retailers 
testify to increased rope sales 
of 25% to 100% with this unit. 
Cost: $17.50 net. (Counter 
model: $12.50 net.) 


ere ROPE 


HOUSEHOLD 
TOOL WITH 


1000 uses: 


wr 


g 


<< 


¢ 
<< 
2 


m4 
sa 


ACKAGED rope, properly displayed, can quickly 
Prva more profits for you! If you’re not yet in the 
rope business, it’s a sure starf toward increasing your 
overall turnover with minimum investment and inventory. 
Packaged rope sets up a self-service system which saves 
you selling time! Packaged rope reminds homeowners, 
especially, of their needs! Packaged rope encourages 
people to pick a pack on impulse! 

Plymouth’s packaged rope—the HandyPak—has 
proved that it sells itself .. . has brought added business 
everywhere—either as a single way of selling rope or 
in combination with one or both of Plymouth’s other 
merchandising units shown here—the SalesMaker and 
the SalesRak. Get on the bandwagon now! 


If you sell Harvest Twines, look into Plymouth 
‘Red Top” and “‘Green Top”’ Binder Twines and 
Plymouth Baler Twine . . . first in their fields— 
the best and most economical that money can buy. 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 
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WET CELLARS START NATION WIDE 
we ert INVESTIGATION OF G. I. HOMES... 


Water held the highspot through- 
out the hearings. Seepage in cel- 








lars and through foundation walls; 















































We know Kay-Tite is the best— 
but we let users prove it! 


AT YOUR JOBBERS or WRITE FOR PRICES 


AY- TE COMPANY 


WEST ORANGE 3 ead Bo 








~ AGAINST 
| WATER ; WET CELLARS START YOU SELLING 
‘| —~e-. SEEPAGE-—— MORE KAY-TITE 
a ay for ‘ These headlines are samples of the type of headlines V 
( that can mean more Kay-Tite sales for you because: 
(BRICK) WET CELLARS ARE BUILDERS’ AND 
HOME OWNERS’ PUBLIC ENEMY NUMBER ONE! 
( STUCCO) KAY-TITE, when applied properly, is approved by 
the Veterans Administration and the Federal Housing 
Administration in the North Jersey Area. Kay-Tite is ‘ 
(CINDER BLOCK) used by leading building contractors in Northern New , 
Jersey to solve their water seepage problems. One 
(ROUGH MASONRY) U. S. military department tested Kay-Tite against i 
seven competitors—and then wrote Kay-Tite into their y 
( UNGLAZED TILE +) specifications! : 
( 
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The farm market is waiting to buy... 
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Your customers know and trust this Warranty. 
They have confidence in roof paints and coat- 
ings that carry this seal. And they are right. 
Asphalt-Aluminum Roof Paints and Coat- 
ings made to comply with the specifications 
on the Warranty give superior, long-life roof 
protection at low cost. 
There is no doubt, more and more of your 
customers are using and considering using 


REYNOLDS METALS COMPANY 


2511 S. Third St., Louisville 1, Ky. 
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Asphalt-Aluminum. Roof Paints and Coat- 

ings. You'll find sales will come easier and 
quicker if you stock and recommend “brands 
with the Warranty. Remember, this Warranty 
program has had the benefit of more than 

two years of intensive advertising in the large 

farm market where the potential for sales are 
tremendous. Get your share of this profit- 
able, growing business now! 
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0 WILLUMS 


STYLE GUIDE 








STYLE GUIDES and COMPANIONS *R.B.CRAVER 
Started Paint Sales Boom ! 


AT CRAVER’S IN LEXINGTON, N.C. 










Craver’s Paint and Wall Paper Store checks sales results on 
every Style Guide lending. Total sales of $7,860 were directly 
traceable to Style Guide lendings in 1951. This is just dne 
example of the selling action thousands of Sherwin-Williams 
Style Guide Dealers are getting. They find the Style Guide 
in use gives them a big and exclusive advantage. 

Your Sherwin-Williams representative can show you how 





city nNewspape 
effective Sales 





tionally 










to put this advantage to work for your store; or write The 
Sherwin-Williams Co., Cleveland 1, Ohio. 











PY, et. SHERWIN-WILLIAMS PAINTS 
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YV/ LINZER BRUSHOMAT 
FREE! KEY TO QO SALES 





NE 






The new LINZER BRUSHOMAT is your key to 96 sales— Exciting colors command attention! The crystal-clear, 
over and over again! This unique silent salesman, moisture proof brush jacket — is your clincher! Sales 
eye-catching display gives you constant spot inventory. stimulating and buyer compelling, the new LINZER 
Automatically replaces every brush sold. Remove one BRUSHOMAT guarantees 96 effortless sales; makes 


every brush handy for personal in- 
spection, and every brush handled 


and the next brush pops right into 
place. You simply refill from behind— 
can be used as counter or wall display. is a sale without selling. 







f 
. 


BRUSHOM 


PAINTING 

















100% 
PURE BRISTLE 
BRUSHES 








David Linzer & Sons, Inc. 
10-20 Astor Place Dept. IC 
New York 3, N.Y. 





With your BRUSHOMAT 8 dozen assorted 
guaranteed 100% pure Black Bristle 
Brushes—attractively packaged in smart 
full vision jacket. 


s107E 


Occupies 1 sq. ft. of space and is constructed 


[_] If it’s as good as you say ship___ BRUSHOMAT(S) 
[_] It looks terrific ... give us more information 
[_] Send your salesman to close offer 





of heavy duty steel wire and Tekwood. Firm Name___ eee 
Direct Manufacturer to Dealer Policy Address ae ee Fe ee ae 

D Cc 
AVID LINZER & SONS, INC. . (i oa oa 


10-20 Astor Place °* New York 3, N.Y. 
Quality Brushes Since 1892 
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Only Thomas Gives You Such Complete 
Colorful, Flexible Sales Aids! 


ONLY THOMAS provides tie-in promotion 
for your paint and the finest precision-en- 
gineered rollers and pans made anywhere 
...and the famous ONE 42 ALL cover. 


ASK YOUR JOBBER NOW! Thomas Sales Aids 
are FREE with order of Thomas Painters’ Tools 
amounting to $75.00 retail value. 


KEEP ROLLING... 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 





| FRE 


pids for YoU" 


. les 
I cparkling S¢ 


\ an 
floor, coun ' aang! 
wspaper advert! 
ne 













a ct —— 


F R E E ! Promotional folder 


for counter and mail... Ad mats with space 


to advertise YOUR BRAND of PAINT! 








“ROLLER RON” SAYS: 


“Sell THOMAS ROLLERS... 
the line that helps sell itself — and 
your brand of paint, too! 
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America’s 
FASTEST-SELLING 
Dehumidifier 


ECK DAMAGE {: DAMPNESS 





meh oe ping 


Ree 





100% ACTIVE INGREDIENTS 










HERE’S WHY EVERYBODY So 2mle 


ORDER DE-MOIST FROM YOUR WHOLESALER TODAY | 


wants De-Moist 


® CHECKS DAMAGE FROM DAMPNESS 
® GUARDS AGAINST MILDEW AND RUST 
® HANGS UP WHEREVER NEEDED 

CAN BE USED OVER AND OVER! 


er OPEN $s TO cK (Fair Trode-Price Protected) 
= as | Size Pack | Weight | List per Case List Each BF 
_D-12 | 1202. | tdox, | MWibs | $15.48 $1.29 ff 
Yadoz. | 21lbs. | 29.70 4.95 













G. N. COUGHLAN CO. <c| Manufacturers of nationally-known Chimney Sweep Soot Destroyer Je- WEST ORANGE, N. J. 
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The same high quality WALSCO 
NO ADVANCE 6 FOOT INSIDE-OUTSIDE PULL-PUSH 
IN PRICES. STEEL RULE TAPE 


BUT .. . with a new, positive, easy acting, 
gf automatic brake... | WILL NOT CREEP! 


AND ... the new Zinc Chromate Dip Finish . . . the finish that really lasts. 
PLUS... these three beautiful colors: Copper Tone finish, Silver finish, Powder Blue. 





ALSO... 


New reduced prices . . 
Steel Rule Tape. 


. Improved quality ... 


WALSCO #505-50 foot 


New finishes... 


x THE WATERBURY LOCK & SPECIALTY CO. 


W rite for complete catalog. 


MILFORD, 


CONNECTICUT 














SCHUMACHER 


Reddy-Loc . . . a Schumacher special, 
locks at any adjustment, prevents annoy- 
ing screen rattle, releases at thumb’s 
touch. REDD Y-LOC keeps screens from 
falling out windows or children from 
pushing them out. An important sales- 

building feature. eae 


Screen Doors... Familiar item in sales records... 
Schumacher screen doors feature blind mortise 
and tenoned construction—with flush beaded 
moulding on every pattern. Tautly stretched 
...-Mmachine-rolled wire cloth adds to rigidity 
and strength of time-tested Schumacher doors. 





IN YOUR PROFIT PICTURE 
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ge: Count on steady, growing 
: profit and volume when you 
handle screen goods by 
Schumacher. Sixty-plus 
years of quality manufacture 
stand behind all Schumacher 
products . . . they’re time- 
tested and profit-tested! 








































































































































































































SHH IaEE Your customers look for this 
atria Kind of quality... Handle 
HE! fRUSRESE Schumacher screen goods 
a and they'll find itin your store. 
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THE F. E. SCHUMACHER COMPANY, Hartville, Ohio 
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The ONLY Full-Sized Featherweight 
Rubber Garden Hose 


Doesn't Choke Water Flow 














¢ BUILT WITH NYLON CORDS 








Gatd " 


--The 

Most Famous 
Name in 
Garden Hose 











At last, we are again able to supply you with Gardenette, the one 


garden hose that has proved so popular that many customers ask for it by name. 










GARDENETTE, you know, is guaranteed in writing for 15 years. 
Its construction is exclusive with Gates and it is built with Featherweight Nylon Cords 
which, weight for weight, are actually stronger than steel —is 50% lighter 


yet 15% stronger than ordinary garden hose. 


® Inside tube is rot-proof © Color will not rub off © Has Full-Flo 
54" solid brass couplings © Neoprene cover resists weathering and abrasion 


® Stands many times ordinary water pressure. 


Each length of Gardenette is tied securely to an attractive selling disk 
which keeps the hose neat and makes a most attractive display anywhere in your 
store— helps your customers to sell themselves on the hose. And the sales 
disks are slotted. This provides a convenient hand hold by which customers can easily 


carry a coil of hose from your store. 











It’s Easy to Make a SELF-SELLING 


isplay «GATES HOSE 


Every coil of Gates Hose—except RIPPLE, the bargain price leader—comes packaged 
with an attractive sales disk printed in two or more colors. Disks are tied securely 
in place, as shown in the pictures—and each one tells a persuasive sales story about its 
particular hose. The photos show how the disks make it easy to build a sales-creating display 
of Gates Hose anywhere in your store—out on the sidewalk or in your window 
to catch the eye of passersby and really build sales for you. 


LAWN ne GARDEN 
HEADQUARTERS 


ars... Lawn é and Garter Toes. Sot 


Sprink 


for name of GATES JOBBER nearest you 
MAIL this COUPON—TODAY! 

The Gates Rubber Company 

999 So. Broadway, Denver, Colo. 


[_] 1 want to know more about the Gates Garden Hose line for 1952 
—the line which will help me outsell competition. 


Name 

RG Ac Se ee 

City 

State binigse 


Cj | would also appreciate knowing about your amazing V-BELT 
selling program that enables Gates BELT Dealers to sell two times, 
three times and even four times as many V-Belts as other dealers sell. 


Ask your jobber about the Gates 
MERCHANDISER. It holds 1200 ft. of hose, 
and is mounted on casters so that it 

rolls easily. 


You Get all these 


Attractive ete Helps at no cost 


GARDEN | 


asc 6G 
~ fT Plastic 


tic U0 al 
esas 
awl and GUARANTEE. 


Gi arden nase 10s 
Supplies as 


S . 
=\ THE wna RUBBER COMPANY, DENVER, COLO. 








packs the features users are looking for! 


Yes, sir! The Worcester line offers your customers 
all the smooth-operating features they really 
want in a fine power or hand mower ... the fea- 
tures that make people buy. For more than 50 
years, householders have looked to Worcester 
for top quality and performance. Cash in on the 
\ profit-building prestige of these popular prod- 
ates  nepag SN x ucts. Write today for catalogue. 

ft. of hose, “J 

~ 7 3 a 10 REASONS WHY YOUR CUSTOMERS 
' Na PREFER THE WORCESTER SHEAR MASTER 


"Sta-Temp” Blades Finger-Tip Controls 
Free-Floating Handle Extra-Rugged Chassis and 
Full 21-Inch Cut Engine Deck 

Enclosed Chain Drive Special Grass Guards 


4-Cycle Briggs & Stratton Large Tractor Tread Tires 
1.6 h.p. Engine Timken Bearings 


There’s a Vbouchét 


For Every Lawn, Every Budget 


WORCESTER SHEAR MASTER * MODEL 900 
21-inch cutting width (featured at left) 











WORCESTER Power Master WORCESTER Rotor Master 
MODEL 750 tee MODEL 800 “= 
18-inch cutting width. “" it 19-inch cutting width. /; 

1.1 h.p., 1.6 h.p., fi 
4-cycle engine. f 4-cycle engine. 

The perfect Aa Cuts grass and A 

power mower g t ’ weedsofany / 

for smaller = \ toughness. 

lawns. 


WORCESTER WORCESTER Master 
. Dyna Master Electric MODEL 550 en 
» MODEL 700 fae 16-inch and 18-inch 
18-inch cutting width. | cutting widths. 
, Operates on 110 volt // The model shown 
f is one of three 
fine hand mowers. 
Others are 
Model 450 (16’’) 
and Model 
350 ( 16") 


AC current. / 


A mower the 
whole family 


ae 

! 
can use! \ 
BLL 


& ‘te 
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Wereaster he 


ae 
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LAWN MOWER COMPANY 


Division of Savage Arms Corporation * Chicopee Falls, Mass 


SHEAR MASTER 
Model 900 
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De Laval Introduces the Newest 





Member of Its Separator “Family... 
7 





Stainless steel, 
super-skimming bowl 











Stainless steel 
supply can and covers 








New-type, silent, 
positive drive 











No oiling— 
lubricated for life 











No gears—newest 
silent-type drive 








é, 


Designed for ‘‘Two- 
Minute” washing 














THE NEW DE LAVAL “600 SERIES” 
SEPARATORS-STREAMLINED AND 


MODERN AS A JET PLANE!!! 





> Here’s another ‘‘easy-to-sell’’ for 
De Laval Dealers...the great new ‘600 
Series” World’s Standard Separators which 
now join the rightfully famous De Laval 
World’s Standard, Junior Series and Elec- 
tro Series. Thus De Laval Dealers have the 
newest, most complete line of separators to 
offer...in skimming efficiency .. . sizes 


e@eeveeveeeveereeeeeeeeeeeereereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 






A SIZE 
AND STYLE FOR 

- World’ 
EVERY NEED AG Standard Series 
AND PURSE on eee 


farms to give clean- 
est skimming, long- 
est service at lowest 
cost. Stainless steel 
wherever milk 
touches. 3 sizes. 


@eeeveeeeeeeeeeeeeeeee 


Dependability, sim- 
plicity and efficiency 
are built into this 
separator. Direct 
motor drive.... 
never requires oiling. 


and models for every need ... and price. 

Check these outstanding easy-to-sell 
features: Silent motor drive ...no gears— 
no oiling! Highest skimming efficiency... 
stainless steel bowl, supply can and covers 
... two-minute washing. Beautifully fin- 
ished in black and silver-gray . . . 3 sizes, 
motor drive only. 


Junior Electro Series 
Electro Junior Built for large farm 
Series dairies. Simple, effi- 


De Laval quality and cient driving mech- 
performance at low anism automatically 
price for small herd lubricated. May be 
owners. Will pay for used for clarifying 
themselves inthe by adding clarifier 
saving of butterfat. bowl and tinware. 





eeoeeveeveeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


- WRITE YOUR NEAREST DE LAVAL OFFICE 


YOU 


CAN LOOK TO DE LAVAL 


for a profitable dealership that will 
serve the farm families in your area 
who have the desire to buy, the cash to 
buy with...and who look to De Laval’s 
Better Products for Better Farm Incomes 
and Better Farm Living. 


eeereereeeeeeeeer 





FOR FULL DEALERSHIP INFORMATION 


EPARATOR COMPANY 


Ge lava ,, 


Why 
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ACTUAL QUOTES 
FROM DEALERS 





““.ee1f you can’t send Opal, 
notify us.’ 
# 56 Ship only Opal.’’ 


“+635 rolls—and please 
be sure it’s Opal.’ 





“‘,+e-You spoiled me for 
other screening.” 







44,.eSame as the last time 
-«» Opal, with the ruler 
marks on the side.”’ 
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But—there's 
no substitute 


for Opal! 


Right, friend cow . . . that personal touch makes Opal 
galvanized screening impossible to copy. Master 
weavers personally supervise production ...never 
release any but the finest examples of their skill. 
And we love ‘em for it. Opal’s precision and perfec- 
tion is winning new admirers everywhere... except 
among insects, of course! Check the complete list 
of selling features, you'll see why Opal’s tops for 
volume and profit. 


Multi-Strand Edge 
... the exclusive feature that gives extra strength, 
perfect wire alignment, better tacking surface. 
No Roll-Back 
...lies flat when unrolled... can’t snap back. 
Measure Edge 
No fumbling with rulers... Opal Screening is plainly 
marked in six-inch and one-foot measurements. 


Uniform 
... precision-drawn wire, expert weaving . . . these 
make Opal the most uniformly perfect screen you 
can buy. 

Even 


...no stretching or pulling during installation... 
fits frame perfectly on all sides. 

Appearance 
Full-gauge, hard-drawn steel wire with weather- 
proof white satin finish. 


Opal is the screening for building volume, 
repeat sales, profits. Order yours now! 


Fitting Companions.. 
...to Opal are Aldura, the new Alclad aluminum 
alloy that doesn’t stain, and Liberty Bronze, a 
superior full-gauge wire that defies weather. 













TPES 


Sook 


Write for catalog and price 
calculating surface table booklet 























Multiply every house in your locale hy 2— 
that's your sales potential for Getty operators 








Ey ET 


A national survey (not ours !) reveals that there is an average 


a 


of 2 casement windows in every home. 


Many of these casements are equipped with obsolete stay 
bars, faulty operators, or no operators at all. Every one of 
them—wood or metal—will accommodate a GETTY replace- 


ment operator. And they'll sell like hot cakes—often a pair at 





a time—if you just promote them to your customers. AUTOMATIC CLOSER 4649 
mcemenase : . : Pulls top of outswinging wood 
GETTY operators are a cinch to install too—just 2 measure- sash snugly against the frame. 
; It prevents warping, assures 
ments, 6 screws. That’s all. all-around tight contact. Easily 


installed—4 screws, no mor- 
tising required. 








ye 


EXTENSION HINGE 2529 


3348 NORTH 10TH STREET © PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 


By means of flange type leaf, 
it assures a firm corner support 
for the sash. By providing a 
4” sash clearance, it gives 
maximum ventilation and per- 
mits cleaning of the outside 
GETTY OPERATORS ARE USED ON MORE CASEMENT WINDOWS THAN ALL OTHER OPERATORS COMBINED casement from inside the room. 
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eg ee. 
—<Vellow-Flash.&. 


light can come close to its 2500 ft. | he ee 

beam. Fits in space 8” by 3” by 3”. 

Compare these other outstanding fea- ACTUAL 
so esladililienaniealiaiaiies "s me p43 


tures with any other flashlight sold: 


Holes for thong or bail to carry on arm 





Special, patented duo- 
circuit. For powerful 
light, uses 8 standard 
flashlight batteries 
with 12-volt bulb. For 
longer life, uses one 
6-volt lantern battery 
with 6-volt bub. 


NATIONAL 


pile ADVERTISING 


for year round profits 


J | CTR LT E acc. Co., 2061 N. Southport Ave., Chicago 1 
94 





less batteries 
4, ill. 
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Industrial, feweler al wo oh. ¢¢ one of Bristol’s veteran toolmakers focuses all his experience 
on the perfection of an extrusion die for a special shape. Workers in precious metals could 
not exercise more care. Yes, of course it takes time . . . just as it takes time to train a good 
man to this special competence. But it’s worth every second of it .. . for this is what gives 
“Bristol-Fashion” its special meaning . . . the best you can get in Brass sheet, rod, wire or 
extruded shapes. The Bristol Brass Corporation, since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Dayton, Detroit, Los Angeles, Milwaukee, New 
York, Philadelphia, Pittsburgh, Providence, Rochester. 


“Bristol-Fashion” means Brass at its Best 
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ne to Stock... 


PORCH SWING CHAIN SETS 


Hodell Porch Swing Chains, in the favorite 
Bulldog pattern, are now available for 
immediate delivery. These good-looking, long- 
lasting chains are standard equipment with 
over 60% of swing manufacturers. Order them 
soon through your jobber, for spring and 


early summer selling. 





Each set includes two complete Y-type chains and a pair of 
ceiling hooks—everything needed to hang a swing. Packaged 
one set to a carton, cle arly and color fully” labeled. 


Bh GO Ee a Ee Hi A MK 


ANIMAL CHAINS 


Stock enough Hodell Cow Ties, Tie-Out 
Chains and Halter Chains for the season 
ahead—order them now through your 
jobber. Hodell Animal Chains also include 
Kennel and Exerciser Chains, Anti-Cow 
Kickers. Dog Couplers and Chain 
Choke Collars. 


: \ 
\ re af sae 8 ee 
> 
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Hodell Halter Chains are strong and light, 
available in either welded or weldless types, 
in most popular styles and lengths. Completely 
assembled, packed 6 or 12 to a carton accord- 


ing to size. 





Sell MODELL 


The Chain that 
Serves the Best! 


HODELL CHAIN COMPANY 


Cleveland 3, Ohio 


Div. of The National Screw & Mfg. Co. 








VF 


 Valiona [ 


FASTENERS SP 
a 


HODELL CHAINS 


CHESTER HOISTS 
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CAPITOL packaged 
fittings mean 













ae EXTRA PROFIT 


og? a 


== {for you- 7 WAYS 


1. Make inventory easier — cut losses & 


CAPITOL 


CAPITOL 








ewe 


2. Provide accurate count bs ee we Chea Creag 


3. Eliminate damage 
4. Increase unit sales 


ger aCe - caPiTol 
5. Save stacking space =) (Opa Lees 


6. Easier to handle — less work 


7. Cost you nothing extra — _ 






Write for information and prices on CAPITOL'S 
complete line of packaged fittings. 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 


COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS _ WELL SUPPLIES _ STEEL PIPE FITTINGS 










with the fastest-selling hose line 





z you can handle? 





IT’S GOODYEAR — the line 
that’s ‘“‘matched to your 








market’’ for more sales. 






Every hose-buyer can find 
the hose he wants at the the only 
price he wants to pay. Offer him “FIESTA” —the door kno 
different hose that’s been a top sales-maker ever since 
















its introduction in ’51—attractive vinyl cover in satin- 
smooth, sun- and wearproof red, yellow or green and 
top combination of light weight and quality. Or all- 
rubber hose that’s high in value, moderate in price. 
Style-conscious buyer? He’ll go for all-vinyl hose. 





YOU GET ALL THESE HELPS 


—the backing of national advertising in magazines, on television and 
on radio. 


—the tremendous impact of all Goodyear’s year-round advertising 
which makes your customers “Goodyear conscious.” 


—FULL LINE OF SALES HELPS to build your profits — window 
banners; counter booklets; newspaper mats—everything you need 
to boost your hose sales! 





Lobe \\e 
ACT NOW — by writing for full details on the 1952 Goodyear Garden Hose Deorkno®, Lon 
program to Goodyear, Akron 16, Ohio. Address Department 742-C SsPINs porn 























FIVE FINISI 
Bronze, Polish 
Polished Chror 


3 KEYINGS 
Keyed Alike, } 





GO00D, YEAR 


THE GREATEST NAME IN. RUBBER 
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LaB alle 


DOORKNOB LOCK 


the only Ball-Bearing 


door knob Oak antia the modern replacement 
doorknob lock 


Modernizes and Converts Any Latch or 
Lock to Modern Cylinder Lock Protection 


34 BALL-BEARING 
TWIN-RACE 


CONSTRUCTION $425 


Cannot be broken through by leverage.. 


(Complete with Rose 
Plate, Screws, and Two 


Cannot be forced by manipulation! Keys) List Price less reg 


Ee A-lel am Cillelaeliti-t-) 


COMPARISON CHART 


Compare “la Belle’s Outstanding Features 


Leth, sop Protect your good name... sell the With Their Nearest Competitor 
“SAFETY SPIN“ La Belle Doorknob Lock 


-«« Tens of Thousands Now in Use. 


MAERRRERES: 
e 


spins FREELY \ 


LOCKED Solid Brass Knob | 
CHECK THESE EXCLUSIVE FEATURES FOUND ONLY snaisttbate Ganda 
toe ise | Lock \ IN LA BELLE “SAFETY-SPIN’ DOORKNOB LOCKS: Solid Sisco Brae 
be sprune (\) wo 34-Ball-Bearing Twin-Racer ELIMINATES Fric- Internal Parts 


ar 
Pins F aoe tion, Transfers Any Force to a Harmless Ball Bearing Construction 
“Spin.” Give It the ‘Spin Test”! 

Solid Brass Exterior, Solid Steel and Brass Fits 97% of All Doors 
Inside. Internal Parts Plated to 
vy Interior Parts Are Completely Plated to Pre- FveventGesroston ent Dest 
vent Rust and Corrosion, Even in Salt-Water Packed One in a Box 


FIVE FINISHES: statuary Locations. 


Bronze, Polished Brass, Dull Brass, Vv Sold in Single Boxes, Complete with Rose 
Polished Chrome, Dull’ Chrome Plate, and Screws for Easy Installation. Two hn by 


3 KEY INGS: standard Keying, keys included. and Workmanship 
Keyed Alike, Master Keyed 


me 


- sis NY 


night latch. 


Precision Assembly 


© 


opens the door to new volume! The sure, safe lock for utility rooms, cellars, closets, bathroom 


doors, garages, out-buildings, barns, offices, factories, hotels, resorts, motels, schools, churches 


LA BELLE INDUSTRIES NM Order from your jobber, or direct 


Oconomewee, Wisconsin. giving your. jobber’s name 


























...with SARGENT 


The Original 
PARALLEL-ACTION PLIERS 


Reach out for Bigger Profits! 
Cash in on a growing market! 
Demonstrate Sargent Parallel Action! 


See for yourself why Sargent Parallel Action Pliers 
sell faster... 

For example, the No. 102 shown above gives: 

1]. EXTREME GRIPPING POWER — developed through 


compound leverage... the parallel jaws holding with 
undiminished force throughout their entire length. 


2. OUTSIDE CUTTER BLADES—they even cut wire which 


lies tight against a flat surface. 


3. OPEN THROAT — allows wire to run between jaws 


from either end . . . does a fine straightening job. 


DISPLAY SARGENT PLIERS. Sargent of New Haven 
produces a quality line of standard and special purpose 
pliers to help users do better work, faster, with less effort... 


CASH IN on this growing market. 


ASK YOUR SUPPLIER for the Sargent tools you want 
.. or write us now for full information. Dept. 1 D. 


SARGENT 
& COMPANY 


New York »- NEW HAVEN, CONN. - Chicago 
Builders Hardware and Fine Tools since 1864 
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3 Sargent Tools 
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No. 102 Outside Cutting Plier. 


Made from heat treated special 
alloy steel for lifetime use, this plier 
comes in four lengths: 41/2", 51", 
6%", 8”. Tool for both handymen 
and fishermen. 

















SARGENT CREATES DEMAND BY NATIONAL 
ADVERTISING...in such widely read magazines 
as BETTER HOMES & GARDENS, MODERN 
INDUSTRY, ELECTRICAL MANUFACTURING, 
POPULAR SCIENCE, POPULAR MECHANICS. 


HARDWARE AGE, APRIL 17, 1952 














HARDWA 


Now in 5 lb. boxes... 





Plier. 

sd special 
2, this plier 
a", SA”, 
hand ymen 








@ Also available in 
100 Ib. and 200 Ib. kegs 

















NOW PACKAGED Sizes 346" to 3” inclusive. 

te %" 

yy" 54" 

7 34" 

34" i" 

we ” 

md ; : At Leading Hardware Wholesalers everywhere 

2 

™ q J FORBES STEEL CORPORATION 
CANONSBURG, PENNSYLVANIA 
NG, 
cs. 
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S pring tonic 
~~ POINT OUT THE MANY SELLING 


NU LIAIZ, 





The first robin brings out impatient gardeners and 
home owners eager to make long-neglected repairs. 
You can turn this enthusiasm into profits by adding 
something ‘‘extra’’ to your sales story . . . when you’re 
selling products made with neoprene. Tell your cus- 
tomers about neoprene’s excellent wearing qualities . .. 
its resistance to heat, oil, grease, and soaps . . . its long 
life despite exposure to broiling sun and freezing cold. 
Sell the neoprene story and you’ll keep your cash 
register ringing with sales to satisfied customers. 














































FAUCET WASHERS of neoprene 






@ \Z POINT OUT neoprene’s toughness and out- 4 POINT OUT neoprene’s resilience. A snug-fitting 


standing resistance to weathering and abra- neoprene washer stops annoying dripping . . . 
sion. Remember, too, that a neoprene hose withstands the cutting action of valve seats. 
doesn’t soften or get sticky from contact with In tests using water at 200° F., a faucet with 
oil and grease... resists cracking .. . and re- a neoprene washer was closed 487,000 times 
mains flexible throughout its long life. without a leak! 





U pes oot 
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HOUSEHOLD GLOVES of neoprene 


Ree desl ‘i es 
oe = a 5 
. © 5 Sage 








+ POINT OUT neoprene’s long life despite rough 
treatment. Outdoors, neoprene-coated fabric 
gloves resist cracking from sunlight and heat. 
Indoors, they stand up against harsh cleaners, 
polishes, and cleaning solutions. 


Ask your supplier... 


these and other quality products made with Du Pont 
neoprene. While Du Pont doesn’t make any finished 
products of neoprene, we’ll be glad to put you in touch 
with a supplier. Write to E. I. du Pont de Nemours & 
Co. (Inc.), Rubber Chemicals Division M-4 Wilmington 
98, Delaware. 





The Neoprene Merchandiser—Contains pictures and descriptions of in- 
teresting new products . . . valuable information to help you boost sales. 


rearunes of NEOPRENE 


PORTABLE CORD with neoprene jacket 











4 POINT OUT neoprene’s resistance to sunlight 
and abrasion . .. when used on outdoor equip- 
ment like this ‘““Trim Master, Jr.’’ electric 
grass trimmer. Inside, too,aneoprene-jacketed 
cord will give long, trouble-free service .. . 
withstand contact with fats, oils, and caustic 


soaps. 


NEOPRENE 


The rubber made by Du P 


ont since 1932 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 





E. 1. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division, Wilmington, Del. 


Please send me free issues of 
the Neoprene Merchandiser 
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WILL TRIPLE 
YOUR PROFITS 


Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in““EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 


















MATS are available in a wide selection 
of patterns and sizes, in a price range 
to fit every pocketbook. 


Y 





FREE TRIPLE PROFIT 
PD-1 MERCHANDISER 


With the No. 1951 Assortment which contains 




























Pre-sold through NATIONAL ADVERTISING the 17 inch by 19 inch size only 
% YOUR FAIR TRADE YOUR 
on a full 12 month schedule in... COST RETAIL PRICE PROFIT 
© Better Homes & Gardens 1/3 Doz. 401 Floral Queen $5.28 $7.92 $2.64 
© House & Garden Ps 
© House Besutitel 1/3 Doz. 1010 Candy Stripe 3.17 4.76 1.59 
@ American Home 1/3 Doz. 1030 Chrome Queen 7.17 10.76 3.59 
~~ @ Good Housekeeping 
\° o Ladies’ Home Journal $15.62 $23.44 $7.82 
@ Woman's Home Companion Fair trade prices, Chrome Queen $2.69, 
@ McCall’s © Parents’ Feral Queen $1.98, CPU 
Candy Stripe $1.19. th Wn, 










CS 
" Guaranteed by © 


Slightly higher in states west of the Rockies. 
Good Housekeeping 
on ey 


rs 















4S4 2 > 


SEE YOUR JOBBER or write for your nearest distributor 








PHOENIX TABLE MAT COMPANY 


1315 West Congress Street ¢ Chicago 7, Illinois 
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New Free Metal Counter or Wall Display 


in Four Beautiful Colors Featuring— 








This new display will increase your 
business at least three times. That 
is why we have named it the Three- 
For-One (No. 3-4-1). 

Wiss Pinking Shears are the fast- 
est-selling quality Pinking Shears 





in the world—as a matter of fact, 
among the fastest-selling individual 
products in cutlery. Dealers who 
display them sell them in profitable 
quantities. Dealers who do not dis- 











play them do not do much business. 
Here for the first time is a perma- 
nent metal display showing the 
four types Model C Pinking Shears 
considered by most people to be the 
your finest Pinking Shears made. Place it 
T ae ay ey : 
on your counter or hang it on your 
2.64 wall where your customers can sec it. 
1.59 They will come to your store in 
——_ response to our national advertising 
3.59 campaign in color half-pages in The 
ee 
7.82 Saturday Evening Post, Ladies’ Wiss Model CB-7 $ 6.95 SIZE 
. P . sekeepi " 1534 high x 11” wide 
Hom Journal, Good Houscke eping, Wiss Model CC-7 $ 7.95 
McCall's, Country Gentleman, Cap- ; WEIGHT 
per’s Farmer, and other magazines. Wiss Model CB-9 $ 7.95 32 Ibs. 
Each pair of scissors is individual- Wiss Model CC-9 $ 8.95 
ly boxed and is protected on display Retail Value of Assortment. ... $31.80 
by the transparent plastic-covered 
: I ! og $21.20 


window. 

















BEST QUALITY “AMERICAN BRAND” JUTE TWINES 


Packed 24 Balls, 
approximately 1% lb. 
each, to a box 





~~" 


POPULAR 
SIZES 


These 7 popular sizes of ‘American 
Brand’”’ Jute Twines are Handy 
Packed: 


No. 24 Polished Fine India 
No. 36 Polished Fine India 
No. 48 Polished Fine India 
No. 4) India 

No. 6 India 

3 ply EZ Wrapping 

3 ply Green Garden Jute 


PPP redder dd i MM dd dn it 


OO PP PPPBPPPEP”P>~D>~P->»-B-»--»>B- +h» 


Handy Boxes of ‘‘American Brand” 
Jute Twines are handy for selling— 
handy for stocking—handy for re- 
shipment—handy for inventory. 
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The “Impulse” Way to Sell More Twine 


Everybody uses twine! Here’s the way to sell more of it and make more 
money with less sales effort. Handy Boxes of ‘‘American Brand’’ Jute Twines 
make impulse sales and pay big dividends for the small counter space they 


take up. 
Mail coupon for more information. 


AMERICAN MANUFACTURING COMPANY, srooktyn 22, n.¥. 


ROPE - TWINE - OAKUM + PACKING - CARPET AND ELECTRICAL YARNS 
“HANDY COILS” MANILA & SISAL ROPES 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
Sales Offices: Boston + Chicago * Houston + New Orleans + Philadelphia + San Francisco 
a AMERICAN MANUFACTURING COMPANY | 
Noble & West Sts., Brooklyn 22, N. Y. 
| Please send complete Sr ee eee | 











. ‘ Name 
| information and | 
; Company ends 
| delivery schedules Address oa 
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A special report of what happened and what was 
said at the Southern Hardware Convention is 


N ews Highlig hts presented in this issue. 














Wholesale 


problems studied 


Registration 
sets new high 


Liberal 
education 


Charley Nash 
wields the gavel 


Ladies 
first 


Slide 
lectures 


Swimmer vs. 
fisherman 


5-Year 
men 


Wholesaling methods used by firms in the southern states 
were put under the microscope last week at Palm Beach, 
Fla. It was the annual joint meeting of the Southern Whole- 
sale Hardware Assn. and the American Hardware Manu- 
facturers Assn. The dates were April 6-10. 


A good sign of the value the trade attaches to this meeting 
is the steady increase in attendance year to year. Twenty 
years ago the meeting attracted 204 people. This year it 
drew 1658 registrations, a new high. Twenty years ago 
membership of SWHA was 20 firms; today it’s 130. 


Any hardwareman attending all the sessions, and many did, 
got a liberal education. In addition to sessions on whole- 
saling procedures, the sessions covered the status of U. S. 
mobilization; why Socialism failed in Britain; the political 
outlook as seen by a U. S. Senator; the economic outlook 
as seen by the dean emeritus of Lehigh U. For those who 
missed a session or two, this issue carries a full report. 


Charley Nash of Nash Hardware, Fort Worth, Texas, was 
elected president of SWHA, culminating many years 
of vital service to southern wholesaling. In addition to 
his many years as on officer of the group, he has performed 
yoeman feats in developing the sporting goods division. 
When your photographer snapped a photo of Fred Barksdale 
handing the gavel to Charley Nash, a voice in the audience 
was heard to comment, “two gentlemen of the old school.” 


The steady increase in ladies attending the convention 
continues. This year’s registration of the ladies topped 400, 
a new record. The entertainment committee outdid itself 
in arranging for their entertainment with fashion shows, 
tours, informal dancing, water show, etc. 


Very favorable comment was directed toward a meeting on 
warehouse equipment and arrangement in which slide films 
were used to show the layout of nine houses; some new, 
some older. 


The water show, a highlight of the entertainment program, 
may have answered, for a time, the old argument of a good 
swimmer versus a fisherman with a heavy rod and reel. 
After much effort, the swimmer finally dislodged the fisher- 
man and got away. 


The sporting gocds division unveiled a new twist in badges 
this year by awarding special badges to manufacturers of 
sporting goods, based on the number of years the manu- 
facturer had attended the sporting goods sessions. They 
tell us that now the “5-year men” won’t hobnob with the 


“]-year men.” 
prennel 
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President's Address 





by Fred C. Barksdale 


President 


Southern Wholesale Hardware Association 


For 62 years the Southern 
Wholesale Hardware Association 
has been a guiding influence in 
building higher and higher stand- 
ards of business practices and in- 
tegrity. Like a brook, with a small 
beginning, it has grown in numbers 
and activity to a stream of volume 
to meet the ever swelling flood of 
new and improved products and 
better service demanded by the 
American people. 

Inaugurated by a local group of 
so-called jobbers, its membership 
now includes, not quite all, but 
nearly all the eligible wholesale 
hardware firms from Washington 
City to El Paso, from Miami to 
the Potomac and from the Mexican 
border to the Missouri River—130 
firms as of this moment. Its sphere 
of influence reaches far beyond 
that area and even into other fields 
of endeavor. 


Moral Decay 


That this organization has been 
of value, not only to its members, 
but to the entire hardware indus- 
try and to the national economy, 
cannot be successfully disputed. 
But today the opportunity, indeed, 
the urgent need, for greater, more 
comprehensive service is at hand. 

Since 1933 a frightening change 
has been worked in our national 
economic order, largely through a 
decayed concept of official respon- 





Southern Convention Report 





‘‘... our only weapon is the ballot 
box and government is still what 


we make it.”’ 


sibility and political morals and in- 
tegrity. 

Men trustingly elected and sworn 
to defend and preserve the consti- 
tution of the United States have 
systematically injected into our 
government a poisonous philosophy 
of Socialism that threatens the 
very life of the America we have 
known. 

Today the owner’s biggest prob- 
lem is not how to operate his busi- 
ness efficiently and profitably but 
whether, in deed, he will be permit- 
ted to own it. 

And this disheartening situation 
didn’t just happen. It was delib- 
erately planned. If there are those 







Fred C. Barks- 
dale, left, retir- 
ing president, 
turns over the 
gavel of office to 
new SWHA presi- 
dent, Charles F. 
Nash. 


who doubt that statement let them 
refer to the Clover Business Let- 
ter of February, 1950, and read 
statements attributed to high gov- 
ernment officials in this “New 
Deal—Fair Deal” era. 

Listen to Mr. Olds of the Fed- 
eral Power Commission. 

“Ownership will become more 
and more divorced from any active 
part in the business of society. The 
owners will cease to be necessary.” 

And to Mr. Sifton ot the Depart- 
ment of Interior: ‘The whole cap- 
italistic "shell game can sink and 
be damned. Tell them we've got a 
war on—a war to establish a 
worker’s government.” 











And Mr. Berle, Assistant Secre- 
tary of State, is charged with the 
statement that: “The government 
will gradually come to own most 
of the production plants of the 
United States.” 

Then this inflammatory declara- 
tion by Mr. Blanchard of the State 
Department: “Having once cap- 
tured the government and shelved 
the Supreme Court, we Socialists 
would nationalize as many large 
industries as we could chew. We 
would do it peacefully if possible, 
otherwise if necessary.” 

And President Truman, in his 
Jefferson-Jackson day address in 
1948, tossed in this one: ‘“Condi- 
tions are too grave in the world 
today to put a congress in control 
of the purse strings of this coun- 
try.” 


"Too Damn Dumb" 


Then Harry Hopkins capped it 
all with: “People are too damn 
dumb to understand.” 

Certainly a big job lies ahead 
for every one of us as business 
men interested in our economic 
welfare and as citizens interested 
in the preservation of American- 
ism. 

Please do not misunderstand. It 
is neither my open intention nor 
my secret wish to turn this asso- 
ciation into a partisan political or- 
ganization. That would be both 
impossible and undesirable. 

I just want to talk briefly about 
my pet hobby, the glories of 
Americanism, and my pet hate, the 
iniquities of Communism, Social- 
ism and Pendergastism. 


Free Enterprise 


While the four basic freedoms 
outlined in the constitution extend 
to all elements of our society, free 
competitive enterprise is the very 
core of America’s economic devel- 
opment. 

Although high restrictions and 
tax burdens steadily mount every 
day you are still working out im- 
proved practices and methods to 
keep in step with the march of 
progress. Merchants and manufac- 
turers install modern equipment 
for greater efficiency and safety. 

Doctors constantly engage in ex- 
tensive research and keep in touch 
with the discoveries of science to 
improve the health and comfort 
and lengthen the life span of man. 
Lawyers strive to keep posted on 
the multitude of laws daily going 
into effect to protect the sover- 
eignty of each and every individual. 


110 


All this means you are following 
the course of free competitive en- 
terprise, the system that has made 
America the pride of her own peo- 
ple and the envy of the rest of the 
world. 

These are the normal and ever- 
present problems in your constant 
effort to give improved service and 
better values and greater comfort 
and protection to the public and, 
at the same time, reap a more 
bountiful harvest of the fruits of 
your own efforts, your talents and 
your investments. This is what 
we call “the American way.” 


Stop Deficit Spending 


But today our freedom is being 
forced nearer and nearer the preci- 
pice that will plunge us into all- 
out Socialism. Our fantastic public 
debt is the result of prodigal and 
irresponsible spending, waste and 
corruption that jeopardize our 
ability to meet a national emer- 
gency. 

There must be a limit to deficit 
spending and waste if we are to 
avoid economic disaster. TVA is 
only an introduction to a nation- 
wide network of so-called valley 
authorities that will take over the 
power industry. 

Private banking must compete 
with numerous federal money- 
lending agencies. Staggering sub- 
sidies hit citizens going and com- 
ing by raising both taxes and 
prices. 

Tax-free co-ops fatten on tax- 
burdened competing private indus- 
try. Socialized medicine, dishon- 
estly called “health insurance,” 
and socialized education are con- 
stant threats—and endlessly on and 
on. And all this, mind you, in the 
sacred name of liberty. 


Low Political Concepts 


The most depressing feature of 
our present plight is that it is nur- 
tured by a putrid concept of politi- 
cal morals and official conscience. 

Too many in high office seem ac- 
tually to think there’s nothing 
wrong with morally criminal mis- 
conduct if legal escape from pun- 
ishment can be purchased. 

Too many only look upon the 
prison threshold as the dividing 
line between right and wrong. Wit- 
ness the deep freezers, the mink 
coats, the free Florida vacations. 
Imagine wanton waste in the De- 
partment of Defense, procurement 
division alone, estimated at a fig- 
ure equal to a month’s taxes. 

I think of the mysterious disap- 


pearance of five million dollars’ 
worth of government-owned grain 
that Secretary Brannon tried to 
shrug off with the nonchalant com- 
ment, “that much could almost 
leak through the cracks in the 
floor.” 


Nothing is Free 


And remember the Alger Hisses, 
the John Maragons, the five-per- 
centers, the RFC scandals and the 
tax knock-downs accompanied by 
ever-increasing demands for more 
and more taxes and a politically 
inspired and unworkable system of 
controls. 

There’s nothing free under the 
sun, mouthings of our “economic 
planners” to the contrary notwith- 
standing. Every gift bears a price 
tag of obligation. Every blessing 
brings a responsibility. 

It is for us to meet our obliga- 
tion to see that oncoming genera- 
tions inherit the opportunity be- 
stowed upon us. It is for us to 
accept the responsibility to defend 
our freedom against the insidious 
maneuvers of those who bore from 
within, as well as against bellig- 
erent attack by foreign foes. The 
time for indecision is past. 

Official conduct must _ inspire 
public confidence. Lack of full faith 
in the ability, integrity and the 
philosophy of our leaders is a dan- 
gerous threat to national safety. 
Don’t forget, our only weapon is 
the ballot box and government 
still is what we make it. 


We Must Act Now 


Thank God we still have many 
capable and courageous men in pub- 
lic life who are working against 
great odds to rescue this land of 
ours. They need and want our 
help. 

Our job is to turn on the light 
in our respective communities and 
arouse an apathetic public. Our 
people must be shown where fact 
ends and political propaganda be- 
gins. 

Once awakened to the danger 
that threatens, they will do the 
rest. There is yet time if we act 
now. 

It is my fervent hope that the 
people’s revolt in my home State 
of Louisiana the other day, and its 
echo in New Hampshire, may have 
set a pattern that will spearhead 
a nationwide march out of the wil- 
derness and back to sound, consti- 
tutional government. Then, will 
faith, safety, opportunity and hap- 
piness be restored. 
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Mobilization 
Production 


by Franz T. Stone 


Deputy Administrator, 
National Production Administration 





Southern Convention Report 





“*.. We must resist the temptation to throw off 
prematurely the restraints we have imposed 
to strengthen our defenses and preserve peace.” 





FRANZ T. STONE 


About one year ago we were as- 
sembled here at Palm Beach at this 
particular convention and in this 
very hall. Many of us then were in 
grave difficulties and were troubled 
with doubts and questions about 
the future. 

One of those difficulties—perhaps 
the major one that confronted us 
then, as hardware manufacturers 
—was steel. It still confronts us 
today. 

We were thinking then, would 
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there be enough steel so we could 
keep our production going at a rate 
that would permit us to supply our 
wholesale hardware customers? 
Would we be able to get enough to 
take care of our minimum operat- 
ing needs? 

In recognition of the importance 
of this problem to hardware manu- 
facturers, Charles Hook, of the 
American Rolling Mill Co., was 
asked to address us. He talked about 
the steel expansion program which 
was then being undertaken in this 
basic industry in response both to 
the needs of our expended economy 
and the requirements of our then 
fresh mobilization program which 
was only in its early stages. 


We Were Troubled 


We were troubled, too, about 
other things than steel. We won- 
dered what the character and ex- 
tent of the mobilization program 
was to be, and how it would be 
carried out. In recognition of its 
basic relation to the industry and 
its problems, your committee had 
arranged to have Mr. Horace McCoy 
of the National Production Author- 
ity come to talk to this meeting. 

Mr. McCoy described the pro- 
gram that was then being developed 


under the leadership of Charles 
Wilson, who had just a few months 
before taken the helm as our De- 
fense Mobilizer, after leaving his 
post as head of the General Elec- 
tric. 

I should like here to pay tribute 
to Mr. Wilson and his tremendous 
contribution to the Mobilization 
Production Program. Mr. Wilson 
resigned on an issue having to do 
with Economic Stabilization, which 
is not within the scope of the Na- 
tional Production Authority which 
is charged with carrying out the 
production programs to fulfill the 
policies of our government. These 
production plans and policies had 
—and I am sure continue to have— 
Mr. Wilson’s approval and support. 
Certainly he is a great American 
who has made many a sacrifice for 
his country’s welfare and security. 

Let us look at that program 
which was developed under his 
leadership, at how and why it was 
developed, at how far along it is 
on the road to completion; let us 
look at some of the methods that 
were used to bring it to pass, and 
at the problems which continue to 
confront us. 

The need for this program was 
not of our making—unless it can be 
said that we, as a nation, by sud- 
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denly stripping ourselves of our 
military might after the end of 
World War il, brought on a situa- 
tion which invited aggression. 

Be that as it may, when Korea 
was attacked we were militarily in 
no position to assert that place in 
world affairs we had occupied so 
prominently five years before. It 
was apparent to our citizens and to 
our Congress that something had to 
be done about it promptly. 

The Defense Production Act was 
passed in September, 1950. The 
Mobilization Agencies were shortly 
brought into being and _ were 
charged with the responsibility of 
developing and carrying out a pro- 
gram to make this country able to 
take care of its commitments in 
Korea and elsewhere in the world 
and at the same time to gird the 
nation for an all-out struggle, if 
that should come. 

The basic international consider- 
ations that caused Congress to act 
have not changed since then—ex- 
cept that our strength has vastly 
increased. No truce has_ been 
achieved in Korea. Our commit- 
ments elsewhere have been _in- 
creased. 


All Out War? 


No one can give assurance the 
Communists have changed their 
plans for world domination—at the 
risk of all-out war, if they think 
that may be required. The situation 
in the Middle East and the situa- 
tion in Indo-China are far from re- 
assuring. 

The production plan we developed 
was this: (1) A rapid buildup of 
the limited amount of military prod- 
ucts needed to supply our troops in 
the field, train our expanding forces 
in the United States, and supply our 
allies; (2) putting in the stand-by 
facilities to achieve rapidly much 
greater military production should 
that prove necessary in the event of 
all-out war; and (3) greatly in- 
creasing our basic resources and 
industrial capacity so that in case 
of all-out war some civilian produc- 
tion could be continued without 
jeopardizing our military effort or, 
in the event of a prolonged period 
of international tension, maintain- 
ing a sustained level of military 
production without the need for a 
multitude of governmental controls. 


At the same time, realizing our 
dependence on sources of supply 
outside the United States, a stock- 
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pile for such items continued to be 
accumulated at rates consistent 
with the program objectives and 
with world market conditions. 

Finally, while these aims were 
being carried out, the law specifi- 
cally charged those exercising pri- 
ority and allocation powers to carry 
on civilian production, to whatever 
extent possible, distributing mate- 
rials in so far as practicable in a 
way that would be equitable as 
between industries and companies, 
based on a representative pre-Korea 
period, having due regard for the 
needs of small business, new con- 
cerns, and current competitive con- 
ditions. 


It Is Not Simple 


That, I think you will agree, is a 
sensible program in the face of the 
situation confronting the country. 
But, it is not a simple program to 
carry out. 

Behind us now, since that was 
begun, we have almost two years of 
intense national effort. It has been 
a period of hard work, worry, and 
difficulties. Yet, we as a nation have 
much to show for it: 

A large part of the steel expan- 
sion program Mr. Hook so ably de- 
scribed in previous meetings has 
now come to pass. Already our pro- 
duction capacity is up some 8 mil- 
lion tons, and much of the remain- 
ing 10 million tons of additional 
capacity is well along toward com- 
pletion. 

Aluminum production has been 
increased since Korea by about 40 
pet, and much more is on the way. 

Oil and gas well drilling has been 
greatly increased. The goal for the 
last half of 1952 is 25,000 wells, and 
for the year 1953 it is 55,000 wells. 

The nation’s chemical production 
capacity will be substantially over 
that of 1951, with major emphasis 
having been laid on the basic chemi- 
cals. 


Tremendous Increase 


Electric power generation and 
distribution is being rapidly ex- 
panded. At the close of 1950 there 
was about 68 million kilowatt capac- 
ity installed; in 1951, 7 million 
more kilowatts were added; and the 
goal for the end of 1954 is 107 mil- 
lion kilowatts—a total increase of 
82 million kilowatts, or roughly 
half the total installed capacity for 
1950. A tremendous increase in 
electric power generation! 

Meanwhile a very considerable 
increase in industrial productive 


capacity to utilize these expanding 
resources has been going on. New 
industrial processing plants have 
been erected; new plants for the 
production of military products 
have been built, and the production 
equipment to make these plants ef- 
fective is rapidly being installed. 

The machine tool program—after 
an uncertain early start—is now 
moving along in high gear. Machine 
tools—particularly the large, long 
lead-time tools—are still the most 
serious production facilities short- 
age facing us, even though the cur- 
rent rate of expansion is as great 
as any achieved during World 
War II. 

In the year 1951 the production 
of machine tools doubled. It will 
double again this year. But as long 
as there is a military producer in 
need of a machine tool, we have, to 
a certain extent, a machine tool 
shortage. This situation is not 
likely to be fully corrected so long 
as rapid changes in design and 
specification take place in military 
production. 

As we now approach the third 
year of this great effort, it must 
seem clear to you that the founda- 
tions have been, on the whole, well 
and truly laid. Basic resources are 
being rapidly expanded. The new 
factories are now largely erected. 
The major items of equipment are 
in place or soon will be. 


A Vast Power 


The contract-letting, the design- 
ing, the production engineering, the 
tooling, the testing. and the elimi- 
nating of bugs in design of gur 
modern weapons, are well along. 

The vast power of American in- 
dustry can now be turned directly 
into the stream of military produc- 
tion, which will swell in volume 
with each passing month. 

The plan does not call for all-out 
production of munitions, since the 
objective is to avoid all-out war 
through preparedness—not to fight 
one. 

In addition, it was early decided 
that it would be unwise to build 
huge quantities of military items 
that might well be wholly useless 
through being obsolete by the time 
they were produced. In the light of 
the tremendous revolutions in tech- 
nology going on in the world today, 
this seems to me a wise decision. 

Consider developments in atomic 
energy, jet propulsion, electronics, 
and the whole field of petro-chemi- 
cals. Any one of these would make 
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The Old Guard’s Annual Dinner 


ys 
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Guests of honor of the Old Guard, meeting for its annual dinner during the Southern Convention, were, 
left to right: Tom Fernley, secretary-treasurer, National Wholesale Hardware Assn.; Richard L. White, 
Landers, Frary & Clark, and president, American Hardware Manufacturers Assn.; Senator George H. 
Smathers, guest speaker at the dinner and at the convention's opening session; L. S. Pickup, The Stanley 
Works; Fred C. Barksdale, Brown-Roberts Hardware & Supply Co., president of the Southern Wholesale 
Hardware Association; Arthur L. Faubel, secretary-treasurer, American Hardware Manufacturers’ Asso- 
ciation; H. B. Horsey, Sharp-Horsey Hdwe. Co.; T. W. McAllister, managing director, Southern Wholesale 
Hardware Association, and George H. Harper, National Enameling & Stamping Co. There were 65 quests 
and members at the dinner. At the Old Guard meeting on the following day, George C. Barton, Memphis, 
Tenn., O. Ames Corp., was elected president and Harry Hoffner, manufacturers representative, Memphis, 


a most significant change in the 
military sciences and in the prob- 
lems related to national survival. 
Coming together, their combined 
effect, in a period of rapid develop- 
ment, is nigh onto impossible to 
assess. 

The exact status of the stockpile 
is a security matter, but progress 
has been made. However, in view of 
the complexities of the modern pro- 
ductive process, and specifically of 
modern military production, and in 
view of our dependence on foreign 
sources for some materials, attain- 
ing the stockpile goals is a matter 
of importance and urgency. 


The Responsibilities 


It is clear that these great de- 
partures from normal, peace-time 
use of our resources would not 
simply come to pass by an an- 
nouncement of the desirability of 
the objectives. Therefore. those 
charged with the responsibility and 
duty of exercising the priorities 
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Tenn., was elected secretary-treasurer. 


and allocation powers under the De- 
fense Production Act set about at 
once utilizing the experience of 
World Wars I and II to assist them 
in developing the control measures 
that would be required to achieve 
these goals. 


Review of Actions 


A review of the actions of the 
National Production Authority re- 
flects the revision of these control 
measures that has responded to the 
various stages of the mobilization 
program: 

At first, there was a simple pref- 
erence system giving priority to the 
military and the AEC programs. 
As the program developed, this 
proved inadequate. A broader con- 
trol system, CMP, was installed. 
This channeled the three scarce 
basic metals to the most essential 
mobilization needs. 

Thus, during the period of rapid 
mobilization build-up, when it was 
necessary to divert materials from 


norma] civilian production to de- 
fense uses while supply was being 
expanded, we have had the control 
instrument to do the job effectively 
and equitably. 

Meanwhile, as individual prob- 
lems of scarcity developed, specific 
measures to deal with such situa- 
tions were instituted. For example, 
a year ago rubber was in critically 
short supply and was placed under 
very strict control. The situation 
has changed, thanks to the reactiva- 
tion of the synthetic plants and 
changes in world market condi- 
tions. Controls over rubber have 
been substantially revoked and re- 
vised. 


Controls Relaxed 


In recent months, controls, which 
many of you are not confronted 
with, on hides and skins, nylon, 
plastic, lead, and chrome-stainless 
steel — have been relaxed or re- 
moved. 

Since last October, 11 of our or- 
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ders have been revoked, 11 have 
been very substantially modified, 
and a large number have been 
amended and revised. 

During the same period, seven 
new controls have been added as the 
situation has appeared to require 
special action. 

One, that may be of interest to 
you, is that governing diamond 
grinding wheels. Our friend Jerry 
Tone has just come back from Jo- 
hannesburg, where he went down 
to see what he could do to try to get 
more of this basic material into 
this country. 


Military Comes First 


Our national mobilization policy 
has made the military establish- 
ment the undisputed senior claim- 
ant against all the nation’s re- 
sources. No needed material has 
ever been withheld from military 
production for the benefit of the ci- 
vilian economy. That policy will be 
continued. The action taken by 
NPA yesterday is, I think, an indi- 
cation that that policy will be pur- 
sued. 

I wish to point out, however, that 
it is only through the operation of 
the Controlled Materials Plan that 
it has been possible to develop facts 
about the actual material needs of 
military producers to meet their 
authorized production schedules. 

When Mr. Fleischmann addressed 
the Atlantic City meeting of the 
Hardware Industry last October, he 
said, in referring to the Controlled 
Materials Plan: (1) That he hoped 
it would be fully effective by the 
end of the first quarter of 1952; 
(2) that he expected by the middle 
of 1952 steel would be easier, ex- 
cept in some critical forms and 
shapes; (3) that aluminum would 
ease toward the end of this year; 
but (4) that copper would remain 
in short supply for a considerably 
longer period, as it took longer to 
increase the supply of that metal. 


CMP Assured Delivery 


That prediction has been remark- 
ably well borne out by events, when 
one considers that until CMP was 
fully effective, in the quarter just 
past, the military requirements 
could not be accurately gaged. 

By February and March of this 
year, a CMP ticket for most forms 
and shapes of the three controlled 
materials was virtually an assur- 
ance of delivery. 

The tight situation in steel, alu- 
minum, and copper, anticipated for 
the second quarter, has been re- 
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lieved by a redistribution of mate- 
rials made available to the civilian 
economy when the Department of 
Defense, finding recently under the 
CMP plan that its claims were in 
excess of needs, turned back some 
of the materials previously believed 
to have been necessary for military 
production. 

In the construction field there is 
now definite indication that the 
shortage of structural shapes and 
forms and other construction ma- 
terials will ease materially in the 
third and fourth quarters of this 
year. 

We have therefore been able to 
ease the controls on those materials, 
starting with important community 
projects like schools, churches, and 
the like, and then relaxing controls 
on the less essential programmed 
industrial expansions, and also ask- 
ing for applications from those who 
want to begin commercial and other 
construction in the latter part of 
this year. 


Outlook for B Items 


In the field of production of mu- 
nitions, we, and every other nation 
of the world, are sailing uncharted 
seas. The complexity of present- 
day weapons of war defy descrip- 
tion, and among the basic problems 
remaining for solution are those of 
invention and design. 

In the case of “B” products, 
which most of you in this room 
make, NPA, within the last 10 days, 
has taken action to speed the flow 
of materials and component parts 
needed for military, atomic energy 
and machine tool production. 

Under this revision of the control 
system, parts and material needed 
in such production, are given the 
same preference’ as that given air- 
craft, tanks, guns, and other end 
products in which they are used. 

With these actions we have built, 
within the framework of CMP, a 
system to assure the necessary 
priority to military production 
throughout the entire subcontract- 
ing and component-parts chain. At 
the same time it lays the ground- 
work for the complete revocation of 
rating authority for nonmilitary 
purposes, so that, when general 
considerations make it possible to 
discard CMP, a functioning system 
for insuring that military produc- 
tion requirements are met will be 
in existence. 

We have no illusion, however, 
that there is any magic formula for 
avoiding all bottlenecks — even 
though the system is designed to 


prevent all these bottlenecks, 

As defense production continues 
to increase, as it will in the months 
ahead now that much of the tooling- 
up period is over, one of the big 
problems, for which we are prepar- 
ing in advance and which is now de- 
veloping, concerns the proper sched- 
uling of thousands of individual 
components that must be available 
at the right time and at the right 
place to prevent delays. 


Eliminating Bottlenecks 


NPA has strengthened its pro- 
cedure and its organization to as- 
sure delivery of equipment and conm- 
ponents on schedule to important 
industrial expansion and military 
production programs. Many special 
directives have been issued in the 
past few months to accomplish this 
purpose. Unquestionably they will 
be issued in even greater volume 
in the months ahead. Bottlenecks 
must and can be eliminated one by 
one, just as they were in World 
War II. 

NPA specifically urges and in- 
vites any producer of military 
equipment who is faced with mate- 
rial, component, or equipment prob- 
lems to bring them to its attention 
through the short-cut procedures 
that have been recently established. 
We cannot help until we know the 
problems. 

I think it is fair to say that we 
have been consistently anxious to 
relieve hard-pressed industries and 
have been alert to get rid of or to 
modify controls just as rapidly as 
we can do so without endangering 
national security. By the same 
token, I do not think because we are 
having some welcome relief in the 
materials situation we should as- 
sume we are about to be deluged 
with materials. 


The 3rd Quarter Take 


In the third quarter, for example, 
direct defense needs will take 18 
pet of all our carbon steel, 35 pet 
of all our alloy steel, 19 pct of our 
copper foundry products, 27 pct of 
our copper wire mill products, 46 
pet of our brass mill products, and 
43 pet of our aluminum. 

An extended shut-down in any of 
the basic materials industries such 
as steel, copper, or aluminum would 
reverse the present improving sup- 
ply outlook and necessarily extend 
the period during which allocation 
controls will have to be continued. 

The NPA very recently issued or- 


(Continued on page 148) 
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The Economic Outlook 


Southern Convention Report 








by Dr. Neil Carothers 
Dean Emeritus, 

College of Business, 

Lehigh University, 
Bethlehem, Pa. 





DR. NEIL CAROTHERS 


What is the economic outlook? 
What is the outlook for your in- 
dustry? For your country? For 
the world? You know the only 
honest answer to that question? 
No man knows. 

As intelligent, educated people, 
you know that history shows a 
Strange alternation of periods of 
peace and quiet alternating with 
periods of blood, and sorrow, and 
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“‘.. « We are balanced at the 
moment between recession and 
a continuance of inflationary 
prosperity. There are forces 
working on both sides. . .” 


death, destruction, starvation and 
war, social disorder and revolution. 

But I doubt if you realize that 
historians of the future will say 
that the short period of 40 years 
since 1910 is the most violent, the 
bloodiest, the most tragic era in 
the world’s history. 

You will see why that is so if 
you consider just a moment. In 
that short period, not much more 
than a generation, two world wars 
—each of them long, agonizing 
years of mass mechanized murder, 
were followed in most part—not all 
—of the world by mass starvation. 

And in between those two periods 
of blood and tears there was the 
world’s greatest depression, the 
most tragic period of industrial 
stagnation and social distress in the 
world’s history. 


New Dictators Arose 


Out of the chaos of these tra- 
gedies arose something new in 
history; a new kind of dictator: 
Hitler, Mussolini, Stalin, and the 
lesser ones. And before they were 
done they had put their heels on 
the throats of three-fifths of the 
white people of the world and had 


destroyed every liberty for which 
men had died for 6,000 years. 

Liberty of speech, liberty of edu- 
cation, liberty of occupation, liberty 
of the courts, all the liberties men 
had fought for, were destroyed in 
this brief period of 40 years. 

I know and you know that no 
man has a mind of such compre- 
hensive grasp that he can pretend 
to see the future. If you will look 
back over the last 20 years and con- 
sider what has happened in that 
period, that no man anticipated, 
you will see why no man can be 
sure. But there are signs to watch. 

There is such a thing as a busi- 
ness cycle. Pseudo-economists, the 
direst advisors of our government 
have told you there is not any such 
thing as a business cycle. That is 
false. It is a strange alternation 
in the tempo of our economic ac- 
tivity. An alternation that occurs 
with a fair degree of periodicity or 
regularity. 

You can start anywhere on the 
cycle that you like, and in due time 
the wheel will turn. If you start 
with a boom, a period of very high 
activity, employment, profits, mar- 
kets, you can be sure that it will 
never last. 
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The boom ends in what we now 
call a “commercial crisis.’ It used 
to be a “stockmarket panic.” That 
is the second stage on the cycle. 

It is followed by a recession; a 
steady diminution in activity, loss 
of employment and sales and mar- 
kets and profits and wages. 

It goes on down hill, until we 
reach the fourth stage, depression, 
in which our economy moves along 
the ground like a wounded snake. 
It gets very ill, but it never dies. 
Recovery follows. 

Recovery always becomes pros- 
perity, and prosperity becomes a 
boom. We have turned the wheel 
full-cycle. 

After a great war there is a spe- 
cial kind of business cycle. A cycle, 
with features all its own. 

There is the first stage, the war 
boom, with which you are all fa- 
miliar. There is a record in ab- 
normal and unnatural production 
of supplies and material. The whole 
system under forced draft is gal- 
vanized into an extraordinary and 
feverish activity. 

You are familiar with the phe- 
nomena that accompany extraordi- 
nary demand for labor; a spasmodic 
demand for raw material; an out- 
pouring of government funds to 
finance this extra production; an 
inflationary outpouring of credit 
and government bonds; rise of 
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wages and rise of profits, and in- 
creased taxes. That lasts until one 
side collapses. 

The war is followed by a brief 
period of confusion, uncertainty, 
and usually marked recession, ca:led 
the reconversion period. Industry 
has its contracts cancelled on war 
production and is retooling and 
reorganizing for the new civilian 
demand. 

The reconversion period moves 
into the first postwar prosperity, 
during which all the pentup, con- 
sumer demand pours into retail 
trade. All the vast accumulation 
of savings and profits that could 
not be spent pours into the free 
retail business, and we have a first 
postwar boom. 


Inflation and War 


All the inflationary materials ac- 
cumulated during the war operate 
in this field. We have a feverish, 
bloated, unnatural prosperity. It 
usually lasts around two years. 

And then all the accumulated 
poisons of the war production and 
of the inflationary first postwar 
prosperity come to the surface. 
Then we have the first postwar 
depression, in which the fly-by- 
night enterprises that have been 
riding the waves of an unnatural 
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prosperity are wiped out overnight. 

That first postwar depression is 
usually sharp, intense, severe; ac- 
companied by unemployment, heavy 
business losses. After this purging 
process, we move into the second 
postwar prosperity, which is usu- 
ally less feverish, lasts longer— 
sometimes as long as five or six 
years. And then we have the final, 
second postwar depression, a long, 
tragic period. 

We had ours in 1929 after the 
First World War. 

Those are the economic prin- 
ciples which I believe all business- 
men, ail managers of enterprise, 
should keep in mind. 

Our first postwar prosperity was 
the most bloated, frantic, spend- 
thrift in the history of any nation, 
any time. It lasted about three 
years, which is a very long time 
for a first postwar prosperity. 

When it broke, it was not a se- 
rious depression. It was mild al- 
though it affected certain areas and 
certain fields of industry rather se- 
verely. There was a great deal of 
unemployment. 

There were many reasons for its 
being mild. One was that savings 
were large, and we never reached 
that stage where the unemployment 
relief burden became excessive or 
where there was intense suffering. 





X-Club members photographed at their luncheon meeting at the Palm Beach Biltmore Hotel, Tuesday, 

April 8. The club is composed of past presidents of the American Hardware Manufacturers Association, 

the National Wholesale Hardware Association, the Southern Wholesale Hardware Association, the Texas 
Wholesale Hardware Association, and the Old Guard. 
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The major reason for the mild- 
ness of that first postwar depres- 
sion which began in 1948 was gov- 
ernment spending. 

We spent 30 billion dollars of tax- 
payers’ money to prove what every 
competent economist in the world 
already knew; that you cannot end 
a depression by squandering gov- 
ernment funds. Your great-grand- 
children will be paying interest on 
that debt unless we repudiate the 
debt. 


Communism a Sponge 


It is true that if a depression 
is mild, and if it is one of the 
short depressions of the kind the 
first postwar depression is, govern- 
ment can make it easier and enable 
the country to slide over it. And 
that is what happened in the Fall 
of 1948 and in 1949. 

But not only did we have a spend- 
thrift government in Washington, 
but a special factor had arisen. Out 
of the First World War, in Europe, 
there had arisen in Eastern Europe 
a monster; a slimy, grisly, crawl- 
ing thing known as the Union of 
the Soviet Socialistic Republics. 

Communism has not an ideal in 
economic life. It merely means to 
maintain itself in power. It knows 
it cannot do this .ndefinitely, that 
it needs more resources, and it in- 
tends to move West. 

Already it has absorbed 9 coun- 
tries of considerable importance. 
They are behind the Iron Curtain. 

It has powerful subterranean ac- 
tivities in Italy, in France, in Bel- 
gium, and elsewhere. It intends 
to absorb those western countries, 
and then do what no other nation 
has ever been able to do, to cross 
the channel and take England. 


Have We Awakened? 


They have already, in their 
Oriental activities, gained control 
of China, the largest country on 
earth. They are powerful in India, 
Pakistan, Indonesia, but their ulti- 
mate object is just one: the United 
States, and that includes Canada. 

They want the unparalled fer- 
tility, the unbelievable capital 
equipment, the marvelous indus- 
trial and engineering genius of 
our country. That’s what they’re 
after. 

Our government belatedly made 
that discovery, and rightly or 
wrongly they decided they had to 
do something. As a result they 
have poured out billions of your 
substance and mine; not only for 
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material and financial aid but for 
military aid. 

And in an effort again to stem 
the tide of Communism in the 
Orient, they poured out other bil- 
lions out there, under the Marshall 
Plan, ECA, and so forth. 

That spending made us slide over 
the first postwar depression of ’48 
and ’49, which brings us down to 
1950. In 1950 we began the second 
postwar prosperity — unstable be- 
cause the purging process had been 
incomplete in the preceding reces- 
sion. 

Then, in June, 1950, that Rus- 
sian beast released North Korea 
against South Korea, and our coun- 
try as well as 51 others of the 
United Nations, rightly or wrongly, 
decided this is where we should 
stand and fight. And we did. 

We know the result. We won that 
nasty, ugly war hands down. And 
then they released the unnumbered 
hordes of China. 

I calculated recently that ap- 
proximately 4 million Chinese 
reach the age of 21 every year. 
We can’t build munitions fast 
enough to kill them. 


Government Blundering 


When this grim war broke out, 
this country went on a war basis. 
But it is a most peculiar war basis, 
one that wanted to establish war 
production necessary to a major 
war but it does not want to face 
the problems of civilian denial, of 
civilian restrictions. As a conse- 
quence our government has just 
blundered along not knowing where 
it is going. 

Its first move was an excess- 
profits tax, which every economist 
will tell you is not the best but 
the worst way to deal with the 
problem of excessive profits in a 
war period. 

It attempted to have price con- 
trol without rationing, which is like 
tying the safety valve down and 
stoking the furnace, it is bound to 
explode in due time. 

At every point the government 
surrendered to union labor. It has 
tried—with some _ restrictions—to 
maintain full civilian consumption, 
extravagance, waste. It has blun- 
dered throughout the whole pro- 
cedure. 

There has, of course, been allo- 
cation of raw materials; a great 
deal has been done there. But there 
has been no wholesale grappling 
with this problem. 

That brings us down to today. 


Southern Convention Report 





Where are we now? First of all, 
economically, no man knows. 

But, from such indications as are 
available, it would appear that we 
are balanced at the moment be- 
tween recession and a continuance 
of an inflationary prosperity. There 
are forces working on both sides. 


Distressed Retail Trade 


Retail trade has been distress- 
ingly backward; not only last year 
but the first quarter of 1952. 
There seems to be a buyers’ strike. 

Consumer income is tremendous. 
But people are balking at the prices 
for steak, and for clothing. The 
clothing industry and the textile 
industry and the shoe industry has 
been doing very badly. 

There is a tremendous dispos- 
able income in the hands of the 
people, the largest in history. But 
there is also a tremendous accum- 
ulation of installment debt, which 
could become a most disasterous 
element in the situation, with a 
collapse; a serious recession in busi- 
ness activity. 

We also have the prospect of at 
least three more years of war pro- 
duction, spread out now by a 
stretch-out system. We have a pros- 
pect of a government expenditure 
rate which will take up a consider- 
able volume of recession in private 
spending. 

On my desk at home are the fore- 
casts of some very distinguished 
experts. The bulk of them, the ma- 
jority of them, believe that the 
rest of 1952 will continue very 
definitely ‘an inflationary prosperity 
with better business locally in 
wholesale and retail than we have 
now. There are some others who 
say no, but the majority of our 
experts believe in a continued pros- 
perity. 


The Future Outlook 


On international prospects, Gen- 
eral Marshall and many others have 
reported that the American people 
may expect 10 more years of a 
“cold war’; 10 more years of ex- 
traordinary expenditure for non- 
consumable goods for war; 10 more 
years of extraordinary taxes ap- 
proaching confiscation; 10 more 
years of annual deficits. 

But just do not believe it! The 
reason I do not, is that the Amer- 

(Continued on page 136) 
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Which Way America? 





by George H. Smathers 
U. S. Senator from Florida 





GEORGE H. SMATHERS 


Let’s turn our eyes back to about 
six and one-half years to 1945. I 
am sure that every one of us can 
remember what a great sigh of re- 
lief went up when, late in 1945, on 
the battleship Missouri, General 
Douglas MacArthur received the 
surrender from Premier Tojo. 

I am sure that every one of us 
can well remember how quick the 
clamor and cry went up, “Bring the 
boys home.” I am sure all of us 
can remember how rapidly this 
government of ours demobilized the 
greatest army the world has ever 
seen, and drydocked the world’s 
greatest navy, and grounded the 
world’s most powerful and destruc- 
tive air force. 

T am sure that all of you can well 
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‘This is no time for self-indulgence. 
This is the time for austerity—for 


belt tightening—for patriotism.” 


remember how quickly all of us, 
having once returned, the war 
being over with, turned our eyes 
away from problems in Europe 
and Asia and around the world, 
and began to pick up the strings of 
civilian life once again. 

We forgot, of course, that little 
incidents which happen overseas 
oftentimes affect us. As a matter 
of fact, we forgot that little in- 
cidents which started overseas 
resulted in two large world wars 
for us. 


Communism's Rise 


1 know there are a lot of people 
who forgot about a little fellow by 
the name of Karl Marx, who lived 
in Germany from 1820 to about 
1880. 

A brilliantly-educated little fel- 
low, he was a master of all the arts 
and of all the graces. He knew all 
the operas, and he knew all the 
things to do. 

But strangely enough he was the 
type of little fellow who had some 
sort of impractical mind. Every 
time he took a job, in order to make 
a living for his rather large family 
and himself, he could not succeed. 

Because he could not succeed 
where men who were not as well 
educated as he were succeeding, he 
began to resent the system. He 
began to tell his friends that a 


system is not a good system which 
will allow a cultured man such as 
himself to be a failure and to go 
into bankruptcy, where other men 


can go into that business and suc- 


ceed. 

He began to talk against the 
system. He began to dream about 
it, and there began to be built up 
in him a great resentment and a 
great hatred for things as they 
were. 

On top of that he had a life of 
suffering and illness. Because of 
all these things which he felt had 
turned against him, and because he 
never blamed any of it on himself, 
he said it was this nefarious 
system. 

Therefore, he sat down and be- 
gan to write his doctrine of gov- 
ernment. There poured from his 
pen resentment and hatred; ven- 
geance which he felt for his fellow 
companions who were about to suc- 
ceed where he was failing. 


The Communist Manifesto 


He began to say that everybody 
who was on top should be pulled 
down to the bottom, and those who 
were on the bottom should be put 
up to the top. 

He wrote a doctrine which jeered 
at the idea that there was such a 
thing as God. He laughed and 
mocked at the idea that a person 
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was an individual with his own 
personality, with his own rights, 
and his own dignity. 

He wrote a doctrine which 
said that everybody belonged to 
the state, and that everything 
should belong to and be owned by 
the state, and that nobody should 
pay allegiance to or have respect 
for anything but the state. 

He called that doctrine the Com- 
munist Manifesto. And strange as 
it may seem, that doctrine, written 
some 106 years ago, is the doctrine 
which destroyed the dream of a 
lasting peace which we had six 
and a half years ago; that dream 
of a workable United Nations or- 
ganization where people could sit 
around a large table and discuss 
their mutual problems and settle 
them without the use of force and 
arms. 


Reds in Washington 


Strange as it may seem, it is 
that little doctrine which today con- 
trols three-fifths of the land area 
of this world, and some one-half of 
the world’s people. It is that doc- 
trine which today is aimed directly 
at the United States of America 
and our system. 

It is that doctrine which today 
is being preached all over this 
world as the idea which will some 
day sweep out what you and I be- 
lieve in in this system here in the 
United States. 

Oh, an awakening came. First. 
we heard about Alger Hiss. That 
shocked many people. 

We had heard vaguely that there 
were people in the government who 
believed in “Communism.” We ac- 
tually did not know that it was 
true. 

There were some people who had 
heard about Communism and who 
strangely enough had been en- 
chanted by it. 

There were others who were mis- 
guided about this thing, and called 
themselves “liberals.” They liked 
to call themselves real liberals, and 
they were led into this thing and 
down the road called “Socialism,” 
which ultimately meant Commu- 
nism. Many of them were high up 
—— government, believe it or 
not. 


Are We Truly Awake? 


Those are the people who, when 
the Russians began to reach out 
and take in 11 countries of Eastern 
Europe, began to explain that the 
Communists were really not against 
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us. They were our former allies. 
They would explain away their 
acts by saying they are merely 
fearful that we are going to attack 
them. 

It was those people who deluded 
us and deceived us, lulled us into a 
false sense of security, and gave to 
the Communists a tremendous head- 
start toward their goal of world 
domination and world control. 

They were right in our govern- 
ment. 

How many more are in there 
and high up in our government? 
Only time will tell, but it is safe 
to say that there are many more. 
many who have to this day never 
been properly identified nor tagged. 

Then came the Berlin blockade. 
That shook us somewhat out of our 
lethargy. We began to see that 
they wanted to embarrass us all 
over the world, make us lose face, 
so that when we appealed to the 
other countries of the world to join 
with us they would pay no atten- 
tion. 

Then came that sledgehammer 
of treachery in June of 1950 when 
the North Koreans, at the instiga- 
tion of the men in the Kremlin, 
plunged across the 38th Parallel 
and attacked the Independent Re- 
public of South Korea. 


Treachery in Korea 


On that day we suddenly awak- 
ened to what we were up against. 
We suddenly realized that we could 
no longer travel in the protected 
waters of Communist compromise 
and Communist appeasement. 

We finally awakened to the fact 
that these people were out to de- 
stroy us, and if we did not do some- 
thing about it they were going to 
destroy us, and destroy us quickly. 

We know today what we are up 
against. We know today that we 
are on the right road. But we now 
wonder, “How long can we continue 
to bear the heavy load which we are 
now carrying? How long can our 
Ship of State continue to pull 
behind it the many other ships of 
state which we are doing?” 

That is the question that we 
have to face in the United States 
Congress, at this very moment. 

Two years ago this coming June, 
I honestly think that if the men in 
Moscow had determined to put into 
motion the wheels of World War 
III, I doubt if the United States 
could have survived with what we 
had in the way of defensive force. 

Today, we are in a fortunate 
situation with the military; 22 full 


combat divisions, some 1438 air 
groups by July of this year, some 
464 capital ships of the Navy ready 
to go to war at a moment’s notice, 
and we have helped the other coun- 
tries throughout the world. There 
is no doubt but that if we became 
involved in World War III at this 
time—and God forbid that we ever 
should—but if we ever do, there is 
no doubt but what we can survive. 


European Recovery 


We know that in Europe there 
has been a tremendous recovery. 
We know as a matter of fact that 
since 1947 we have seen the indus- 
trial productive capacity increase 
by some 41 pct. 

We have seen food production go 
up 9 pet. We have seen steel pro- 
duction jump from about 35 million 
tons of steel in 1947 to almost 60 
million tons of steel this past year. 

True, we have spent some 121% 
billion dollars under the Marshal! 
Plan. It has not been spent just 
like you and I would have hoped 
that it might have been. Much of 
it has been wasted. And I don’t 
doubt that much of it has gone 
down the “rathole.” But at the 
same time I think that everybody 
must, in fairness and candor, ad- 
mit that Europe has indeed made 
a remarkable recovery. 

We know that we must stay 
ready. We know that we must have 
allies with us. General MacArthur, 
when he spoke before Congress in 
the early part of last year, stated 
at that time that the very basis of 
a war machine was good manufac- 
turing. You had to have manufac- 
turing. You had to have produc- 
tion. 

He pointed out at a later session 
that if we gave up the allies over- 
seas, not only would we lose some 
275 million people, not only would 
they go to the other side and be 
under the control of the Commu- 
nists, but we could then be outpro- 
duced in the matter of steel and 
aluminum and other critical items 
of warfare. 


We're Outnumbered 


We don’t want to be outnumbered 
and outproduced. We know that 
today we are outnumbered. But 
certainly we are not yet outpro- 
duced. 

We are beginning to realize, 
however, there is much we can’t 
do. We know that Joe Stalin said 
at Yalta that Hitler’s greatest mis- 
take was that he was impatient, 
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and that he, Joseph Stalin, would 
never make the mistake of im- 
patience. 

Then we can look back in the 
record book a little further and 
read where Lenin said that he’d 
never have to fire a shot against 
the capitalist nations because they 
had within them the seeds of their 
own destruction. 

We know there is a limit to what 
we can spend. We know there is a 
limit to what we can do. We know 
that we must keep our guard up. 
We know that we must keep our 
allies with us so long as it is human- 
ly possible and without destroying 
ourselves. 

But we are also beginning to 
realize that we must not overstrain 
our own economic system. 


Maintain Our Strength 


lf that happened, it obviously 
would be the darkest day in all 
history. The lamp of freedom would 
be turned out, and obviously civili- 
zation would be gone for many, 
many generations to come. 

So today, we are faced with the 
problem of keeping our guard up 
and at the same time maintaining 
our strength here at home. 

What a crime it was in 1948, 
when a lot of people knew the seri- 
ous issue with which this country 
was faced, and yet only 1 pct more 
than half of the eligible people 
went out and voted. 

In 1936 some 57 pct voted. In 
1940 some 54 pct voted. In 1944 
some 52 pct voted. In 1948, 51 pct 
voted. 

In those same elections in Great 
Britain and Australia, and other 
countries of the world where they 
appreciated their democracy, never 
less than 85 pct of all their people 
voted at any one time. 


The Political Future 


I think the situation is healthy 
in that it is going to mean new 
faces, new programs, and a re- 
juvenation of old ideals that have 
proven through the years to be 
sound for this democracy. 

I think that politically speaking 
we are well off. And no matter what 
happens in this upcoming election, 
I am sure that it is going to be 
good for the country, politically 
speaking. 

Economically speaking, we know 
possibly the greatest tragedy that 
we have had since June 24, 1950, 
when the North Koreans attacked 
the South Koreans, was the Wage 
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Stabilization Board, headed by a 
man who calls himself Mr. Fein- 
singer, who in my humble judg- 
ment has done more to upset stabil- 
ization than possibly any one thing 
that we can think of, in the past 
two years. 

It never has seemed to me that 
the Government of the United 
States, which is supposed to be an 
umpire, an arbitrator, in these 
disputes, as they occur between 
labor and management, should take 
itself out of the role of being an 
umpire. It should never walk out 
to the pitcher’s mound and begin 
to pitch for one side or the other. 
That is what has been done by the 
Wage Stabilization Board in this 
present steel dispute. 


Taft-Hartley Law 


I don’t know whether the union 
shop is good or bad. I am not the 
man to tell you which things are 
good or which things are bad. But 
I am one of those who voted for 
the Taft-Hartley Bill. I believe it 


is a good bill. 

I believe it has done a lot for 
labor. I think it has done a lot to 
free independent, laboring man 
from the oppression of certain la- 
boring bosses. And I think that 
the record has proven it. 


Is Labor in Chains? 


I had to run when people who 
said about me, and others who 
voted like I did, that we believed in 
“slave labor.” We were trying to 
stand on the laboring man’s neck. 

The fact of the matter is and 
the record shows that since we 
have had the Taft-Hartley law 
more people have joined labor 
unions. Wages have been higher 
than ever before, and nobody is in 
chains. 

If they are in chains, it is only 
because some autocratic labor 
leaders have some of their people 
in chains. And it is up to us to 
try to free them. 

Looking at our present picture 

(Continued on page 153) 





Fish Tales... 


Some hardwaremen managed 
to squeeze a little relaxation in 
between sessions. A number of 
sailfish were brought in, includ- 
ing the two healthy specimens 
shown here. In the photo at 
the right, Bob Wyatt of Job P. 
Wyatt & Sons, Raleigh, N. C.. 
displays the victim of his skill. 
With him in the photo are John 
Moore, son of P. W. Moore of 
Summers Hardware & Supply, 
Johnson Oity, Tenn., and (right, 
standing) Randall Hughes, Rem- 
ington Arms district manager 
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at Greensboro, N. C., who were 
aboard when Bob landed the 
fish. In the interest of accurate 
reporting it must also be re- 
corded that the editor of HARD- 
WARE AGE was also aboard, but 
he ended the day with a big zero. 
The mate and skipper of the 
boat are kneeling in the fore- 
ground. 

The other photo shows Buster 
Spencer (right) happily display- 
ing his sailfish, with the help 
of the boat’s mate. Buster is 
with Remington Arms at Dallas. 
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Promoting Farm 





Equipment Sales 


by John W. Morris 


Vice-president 
Orgill Brothers & Co. 
Memphis, Tenn. 


In a span of a very few years the 
distribution of farm implements 
has changed considerably. This is 
especially true at the retail level, 
and is due to the fast and changing 
development of power equipment. 

In the old days, not very far 
back, our implement department 
consisted mostly of horse drawn 
tools, such as one and two horse 
plows and planters, plow stocks, and 
many different types of plow 
sweeps. All these are lines with 
which those of you who sold imple- 
ments are familiar. Our sales on 
these lines were mostly to the hard- 
ware and general stores. 


It's Big Business 


What was formerly our “imple- 
ment department” is today known 
as our “Farm Equipment Division,” 
and it is quite different from our 
old set up. When we say different, 
we are referring not only to a dif- 
ference in our lines, but particu- 
larly to our method of selling. 

Today, we are offering our deal- 
ers the lines they need, such as: 
tractor drawn stalk cutters, tractor 
drawn disc harrows and fertilizer 
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‘If you expect to make a 
success as a farm equipment 
distributor, you must maintain 
a complete and efficient repair 


department.” 
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distributing equipment. (This in it- 
self is a big business, and consists 
of several different lines both for 
hard as well as liquid fertilizers.) 

We are also selling garden trac- 
tors, tractor mounted dusters and 
sprayers, rotary hoes, soil pulver- 
izers, grain beds, grain bins, eleva- 
tors, and rubber tired farm wagons 
or trucks. 

We now sell more tractor sweeps 
than we did all makes in the old 


days, and at the same time have 
eliminated about 75 pct of the dif- 
ferent types we carried in the horse 
drawn days. We have other lines, 
such as hog feeders, poultry equip- 
ment, and a few more. However, 
these are some which could be clas- 
sified as regular hardware items. 


Changed Selling Methods 


As power equipment started eas- 
ing our old lines out, we realized 
that if we expected to keep our im- 
plement department going, it would 
be necessary for us to change our 
method of selling. 

We saw retail farm equipment 
dealers springing up all over our 
territory. Most of these dealers 
were well financed, and very desir- 
able. In most instances, they were 
franchised dealers for the big full 
line companies. There are around 
10 of these big full line “fellows.” 

I think with the possible excep- 
tion of one, these “big fellows” do 
their own distributing through 
branch warehouses or by direct fac- 
tory shipment. This means that in 
most of our important towns we 
could have as many as 10 or more 
exclusive farm equipment dealers— 
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10 potential customers—all in addi- 
tion to our regular hardware, lum- 
ber, furniture and appliance deal- 
ers. 

I make this statement because the 
farm equipment dealer cannot buy 
from the big full line parent every- 
thing he needs. We are told the big 
line people do not like too many 
highly specialized tools. They pre- 
fer full line production, and as a 
result, there are many specialized 
lines available—lines these dealers 
need and it is such lines we, at 
Orgill Brothers, look for. 

Some of the lines we distribute 
are similar to those turned out by 
the full line companies, but due to 
better performance, and perhaps to 
better individual advertising, they 
have a better consumer demand, 
thus making any full line farm 
equipment dealer a good prospect. 
However, the full line deaier doesn’t 
always make the best dealer for 
some types of equipment. 


Exclusive Outlets 


The feed and seed dealers make 
good outlets for certain equipment. 
Hardware dealers could specialize 
on a certain piece of equipment. 

On tractor mounted equipment 
such as, dusters, sprayers, fertilizer 
distributors, by merely changing 
the mounting brackets, the equip- 
ment will fit most any tractor. With 





such equipment the ideal distribu- 
tion set up would be to sell each 
dealer on an exclusive basis the ma- 
chines for the tractor he sells. This 
plan will not work in every town, 
but in most of our larger towns, we 
have two or more dealers for such 
equipment. 

It is absolutely necessary that 
you play ball 100 pet with the farm 
equipment dealers. Some two or 
three years ago, Edmund Orgill, 
president of our company, put into 
effect the sales policy of “selling re- 
tail dealers only those lines which 
they customarily handle and buy 
for re-sale.” 

By living up to this policy, we 
have built up a fine spirit of “good 
will” with the farm equipment deal- 
ers, who have not always looked 
upon the wholesale hardware dis- 
tributor as a source from whom he 
should buy. 

Most of the farm equipment deal- 
ers are moving out on the outskirts 
of their towns. They are putting 
up substantial buildings and have 
large display floors. They have re- 
pair and service departments. Inci- 
dentally, if you expect to make a 
success as a farm equipment dis- 
tributor, you must maintain a com- 
plete and efficient repair depart- 
ment. A farm equipment dealer will 
make more noise over a 10c washer 
being cut out than he would if you 


cut out a $100 tool. 

We find our regular salesmen 
need help in introducing certain 
new lines—lines neither we, our 
salesmen nor our dealers know 
much about. On such lines, we in- 
sist the factory furnish us with 
the necessary help to introduce 
properly and familiarize our sell- 
ing organization with the line. If 
the equipment has any merit, we 
find most factories are eager to co- 
operate and help us do a good sell- 
ing job. 


Need Specialty Selling 


The average farm is fast becom- 
ing a complete production plant. 
The farmer is going to need new 
types of power equipment. He is 
going to need more and newer types 
of buildings and storage facilities, 
and in my opinion, the farm equip- 
ment dealers are going to get the 
bulk of the business. 

Why? Because like us, they have 
good salesmen out calling on the 
farmers. They have set up for the 
farmer a complete service depart- 
ment, manned by trained mechanics 
and service men. Their investment 
in repair parts alone is quite an 
item. They are locating their busi- 
nesses away from the crowded 
square, where the farmers can 
drive in and out without being 
crowded. 


Retirement 
Pension Plans 


by A. C. Rankin 


Teague Hardware Co., 
Montgomery, Ala. 





If you are centemplating putting 
in a pension plan, you should seek 
experienced guidance: First, to 
decide whether a pension or a profit 
sharing plan, or a combination of 
both will be best for your company. 

It has been my experience, as I 
gathered material for this discus- 
sion, that there are more formulas, 
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“‘, .. If you are contemplating a 


pension plan, seek experienced 
guidance. There are more types 
of plans than I dreamed existed.”’ 


more different types of plans, than 
I ever dreamed existed. 

Difficult and far reaching de- 
cisions are involved in setting up a 
funded pension plan. Without sound 
and informed management think- 
ing, the plan may not only fall 
short of its goal, it may be entirely 
afield of its original intent. 





The first step is probably to pre- 
pare a piece of literature describing 
the plan. If it is to be of interest 
to the employee, it must be appeal- 
ing to the eye—it must be in lan- 
guage that he can _ understand, 
setting forth the benefits and the 
eligibility requirements in clear, 
concise terms. 
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Any number may be set up in a 
pension. plan—few or many. 

I cannot go into details of any 
of the plans I investigated for this 
discussion as they would be unend- 
ing, but I will set forth a few facts 
which no doubt are already known 
to you. 

The three types of plans used 
mostly are known as: 

Insurance plans 

Group annuity plans 

Plans handled entirely under 
the firm’s own management. 


Almost any normal and reason- 
able type of pension plan will pass 
government inspection and can be 
deducted as expenses before taxes, 
but naturally, the government 
watches for any plan that would 
discriminate against any group and 
which might be considered by it as 
“lopsided.” 


Pension Cost Factors 


There are at least nine factors 
which affect pension costs. They 
are: 

(1) Average entry age; (2) sex 
distribution of the covered group; 
(3) mortality; (4) turnover; (5) 
amount and nature of benefits; (6) 
retirement age; (7) administra- 
tion expense; (8) income earned on 
funds, and, (9) timing of contri- 
butions. 

There is some significance in the 
order in which the nine factors are 
listed. (1) and (2) are cost fac- 
tors that do not lend themselves 
readily to control. (3) and (4) al- 
ways operate to reduce costs, un- 
less the employer interferes with 
their normal effect. (5) and (6) 
may be controlled by appropriate 
planning, and the remaining three 


by the manner in which the plan 
is financed. 

Due to normally greater lon- 
gevity enjoyed by women, and 
hence their longer years of retire- 
ment, pension costs are higher for 
female employees. On the other 
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hand, women are the logical choice 
for certain types of work and few 
of them ever reach retirement age 
in the employer’s service. Their 
average life span is five years 
longer than men. 

Some pension plans require, and 
make it mandatory, that the em- 
ployee retire at age 65, while others 
do not make this requirement, as 
a man might be very valuable to 
his firm after reaching this age 
limit. 

You might be interested in the 
recent ruling revoking the long- 
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standing 30 pct stockholder rule 
which in effect, denied the employer 
any tax deduction for his contribu- 
tion to the pension plan where more 
than 30 pet of the contribution is 
for the benefit of those members 
of the plan owning more than 10 
pet of the employer’s voting stock. 
This long-standing rule has been 
revoked. 

The pension fund might be 
helped, not hurt, by inflation. In- 
terest on investments may be more 
readily earned. There could be 
fewer defaults as to principal or in- 
terest payments—especially when 
compared to a disastrous deflation 
period such as 1932. Thus, the 
pension fund could meet its dollar 
obligations readily, just as does a 
savings bank, a life insurance com- 
pany, or even the government itself. 
They all promise dollars for future 
delivery, but do not make any 
promise as to the purchasing power 
of those dollars. 

Most insured pension plans, such 
as our company has in operation, 
do not have a fixed yearly premium, 
for the reason that each raise in 
salary for any employee raises the 
cost of the premium. 


Making Plan Changes 


Our company pays the entire cost 
of our pension plan. 

It is a mistaken idea to figure 
that if the older members retire 
under the plan that this heavy ex- 
pense would be eliminated and 
thereby reduce the yearly premium. 
This is not the case, as you will 
be continually adding younger mem- 





Table I—Trend of Percent of Older Workers 


Year U. S. Labor Force U. S. Population 65 Years 
16 Years and over old and over 
1850 7,035,000 623,000 
1900 27,323,000 3,080,000 
1920 40,553,000 4,933,000 
1930 48,163,000 6,634,000 
1940 52,540,000 9,019,000 
1950 61,474,000 12,322,000 
1960 67,302,000 15,491,000 


Rate to Labor Force 


9 % 
11% % 
12 % 
14 % 
17 % 
20 % 
23 % 


In the above table, based on Census Bureau data, children under 16 have been eliminated, to prevent 
shrinkage in use of child labor from distorting and exaggerating the trend shown in the table. Figure 
for 1960 population 65 and over is Census Bureau estimate, medium projection series. Figure for 1960 
labor force is the Northwestern National Life’s estimate based on same Census Bureau projection series. 
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bers which will normally keep the 
premium about the same as in the 
beginning. 

Under nearly all the plans there 
is, and should be, in the agreement 
a way to change the plan, if and 
when the firm’s profits or finances 
do not justify a continuance. In 
other words, the amount of pen- 
sions or benefits under such an 
agreement could be reduced or in- 
creased at a specific period. 

There is one suggestion that I 
might offer to those who have 
pension plans, and that is that at 
least once a year, preferably at the 
end of the fiscal year, that atten- 
tion be brought before each em- 
ployee, outlining the benefits that 
he or she is receiving from this 
plan. In other words, the benefit 
to the employee is increasing each 
year, and it will give them a better 
feeling of security, as well as a 
more loyal feeling toward the em- 
ployer, to see this fund grow in his 
or her favor each year. You should 
not only interest the employee in 
the benefit plans, but keep him in- 
terested. 

I have some additional] data that 
is of interest to those concerned 
with pension plans. This informa- 
tion, which follows, has been taken 
from a report of the Economic Bu- 
reau of the Northwestern National 
Life Insurance Co. 

T quote from the report: 


Old Age Retirement 


Today there are only five adult 
workers in the United States for 
every person 65 years old or over; 
in 1850 there were 11 workers 16 
years old or over, for every oldster. 
In 1900 the proportion was nine 
workers to one oldster; in 1920 it 
was eight to one; in 1930, seven to 
one; in 1940, six to one; by 1950. 
five to one. In another 10 years, 
under current population trends, 
there will be approximately four 
people at work for every person 65 
or over. These figures (see table I) 
vividly point up our fast-mounting 
problems with respect to the aging 
population, reports the family eco- 
nomics bureau of Northwestern 
National Life Insurance Co. 

As medical science and improv 
ing conditions enable more people 
to live past 65, we are at the same 
time retiring more oldsters from 
useful work. 

Therefore any practical program 
of security for our aged must face 
two basic requirements: 

(1) Production of goods and ser- 
vices by our young and middleaged 
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people must be expanded much fur- 
ther through industrial progress, 
so there will be a greater margin 
left over from the workers’ own 


needs, to take care of the older 


members of our population. 

(2) At the same time our in- 
creasing millions of older people 
must be permitted and helped to 
keep on at productive work as long 
after 65 as possible, instead of 
being discouraged and penalized for 
so doing. 


Who is Retiring? 


Unless these basic realities are 
kept in mind, the problem will grow 
worse instead of better, says the 
report. Passing out more and 
more government dollars looks like 
an easy solution, but only means 
that each dollar will buy less and 
less. 

Only. one American out of four 
actually likes the idea of retiring 
to a life of complete leisure when 
he grows old, a survey of male 
policyholders by Northwestern Na- 
tional Life showed. Of the 3000 


men covered in the survey, only 24 
pet want a life of ease when they 
reach retirement age; 39 pct want 
to be financially able to cut their 
working hours or shift into some 
lighter occupation, while 37 pet 
would keep right on working at 
their present jobs if permitted, and 
would only fall back on a retirement 
income when physically or mentally 
unable to hold their jobs any 
longer. 

Retiring to the life of Riley ap- 
peals to the younger men—28 pct 
of those under 40 said they would 
like complete freedom from work 
when they reach retirement age. 
But only 23 pct of those aged 
40-49 want complete retirement, 
and of those in the 50-59 bracket, 
only 20 pet want complete leisure 
while nearly half of this group- 
45 pet—would like to keep on at 
their present jobs as long as they 
can “pull their weight.” The re- 
mainder (35 pct) of the older men 
would like to ease up a bit, or 
shift to some lighter occupation 
or money-making hobby. 
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Opportunities in 
Sporting Goods 


by A. O. Beyer 


The Coleman Co., Inc. 
Wichita, Kan. 





The sporting goods industry has 
grown up. It has become of age. 
We of the hardware industry have 
been slow to recognize this fact. 
and in many instances still are 
failing to acknowledge it as a fact. 

It wasn’t too many years ago 
that the sporting goods industry 
was looked upon as non-essential. 
In fact, the more conservative 
among us frowned upon it as a 
waste of time and effort, yet today 
it is an integral part of our na- 
tional economy and a most impor- 
tant part at that. 

The contribution of sports to 
our national health, strength, and 
vitality of our peoples is now rec- 
ognized. All one need do is listen 
to the tales of the strength and 
vitality displayed by our youth on 
the battlefields of the world to 
realize it. 


Sports Benefits 


The medical profession also now 
recognizes the benefits to be de- 
derived from outdoor recreation 
and often prescribes it as the road 
to health. It may not be long hunt- 
ing and fishing trips, but week-end 
outings for the entire family 
which which are growing so rap- 


HARDWARE AGE, APRIL 17, 1952 


Southern Convention Report 








“‘..- To hold the sporting goods 
business the hardware industry 
must specialize and department- 
alize in sales, purchases and 
promotions.” 





A. O. BEYER 


idly in popularity; the kind where 
Dad teaches not only his son but 
his daughter, and maybe his wife, 
how to use a gun, and the safety 
precautions as recommended by 
that industry; or how to use a fly 
rod, a casting rod, and all the vari- 
ous tricks which make outdoor 
sports so attractive. 

It may interest you to know that 
hunting and fishing are universally 
recognized as the greatest sports 
of the United States. More people 
hunt and fish, and spend more 
money to equip themselves for it, 


than attend football games, bas- 
ketball games, baseball games, 
boxing matches, and horse races, 
all combined. 


Outdoor Recreation 


Modern business too is recogniz- 
ing the benefits of outdoor recrea- 
tion. They are taking the lead in 
advocating it to their employees as 
a profitable way to spend their off 
hours, and vacations. By off hours, 
I mean’ long week-ends brought 
about by the 40-hour work week. It 
pays dividends in better health, 
clearer minds, hence better work 
with fewer of the errors which go 
hand in hand with job fatigue. 

It is a little hard for those of us 
who were brought up in the old 
school of the hardware business 
to admit these benefits, for we of 
the hardware industry are rela- 
tively conservative. Yet had we 
recognized these benefits years ago 
we might not be losing so many old 
friends through sudden death, as 
we have in recent years. 

It wasn’t too many years ago 
that the sporting goods depart- 
ment in the hardware store con- 
sisted of a muffin tin filled with 
fish hooks. If it was an extra large 
department, there were two muffin 
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pans filled with fish hooks, a dozen 
furnished lines, and maybe a $1.50 
to a $3.95 assortment of reels, a 
single shot 12-gauge shotgun, a 22 
rifle, and half a case of assorted 
shells. 

Today the Department of Com- 
merce informs us that since 1940 
there has been a 150 pct increase 
in the number of exclusive sport- 
ing goods stores, not counting ex- 
panded departments in large de- 
partment stores, hardware stores, 
and chain stores. 


Distribution Problems 


In its infancy the sporting goods 
industry made frantic efforts to 
reach three rapidly growing mar- 
kets, and in some cases cases the 
manufacturer sold to almost any- 
one who claimed to be a whole- 
saler. However, the industry now 
has established itself and each day 
manufacturers are revising their 
policies to conform with good 
business practices. Without ques- 
tion there is room for improve- 
ment but progress is being made. 

So the hardware wholesaler, 
even though criticism was justi- 
fied in the past, also has an obli- 
gation to give just recognition to 
the sporting goods industry and 
its distributive problems. The 
sporting goods business is big 
business and it deserves recogni- 
tion in direct ratio to its size. This 
today is not being done, nation- 
wide, by the hardware industry. 

I say nation-wide for I am acute- 
ly aware that the Southern Asso- 
ciation did, five years ago, start 
devoting sufficient time to discus- 
sions such as this. You also began 
rendering what help you could to 
the industry as a whole. You are 
to be congratulated. 

However, there is one thing 
which must be considered, and at 
once. If the hardware industry 
wants to hold, or take over, this 
most valuable and profitable sport- 
ing goods business, it must adapt 
itself to the trend—the trend to- 
wards specialization, towards de- 
partmentalization not only in sales 
and purchasing, but also in sales 
promotions. That is a tried and 
proven fact. 


The Market Potential 


I’ve been talking about the 
sporting goods business being big 
business. Let’s take a look at it. In 
compiling the following statistics 
I gratefully acknowledge informa- 
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tion furnished by HARDWARE AGE, 
Southern Hardware, Hardware Re- 
tailer and other publications. 

Sporting goods amount to a $9,- 
200,000 business—one-third bigger 
than filling stations; four times 
greater than the liquor business; 
four times greater than the jewel- 
ry business. 

Of this amount, 16.6 pct is spent 
for transportation, and 10.4 pct 
for meals and lodgings. The re- 
mainder breaks down as follows: 
4.1 pet for ammunition; 11.2 pct 
for firearms; 10.4 pct for fishing 
tackle, and 47.3 pct for miscellane- 
ous items such as tents, clothing, 
binoculars and numerous other 
items used by sportsmen. 

Amazing as these figures are, 
they are conservative. I appreciate 


that there have been hundreds of 
surveys made and no doubt there 
are discrepancies in all of them. 
Nevertheless, there is a good yard- 
stick in the sporting goods busi- 
ness—that of hunting and fishing 
licenses sold. 


Estimated Tackle Sales 


In the five years preceding 1950 
there was 85 pct increase in fish- 
ing licenses issued in the United 
States, with a 54.2 pct increase in 
hunting licenses issued. This past 
year over 16 million fishing 
licenses were sold in the United 
States, and well over 12 million 
hunting licenses. 

Expenditures per license vary 
of course in different states so we 
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have to talk in generalities. All the 
surveys that I have examined in- 
dicate approximately $300.00 per 
license spent for either hunting or 
fishing. 

For example, let’s examine the 
number of fishing licenses issued 
in southern states Florida 287,000, 
Georgia 119,500, Arkansas over 
300,000, Kentucky 356,000, Louisi- 
ana 83,000, Tennessee an amazing 
639,000, no doubt brought about 
by our government’s great ex- 


penditure in creating the TVA; 
Texas 337,000. And let’s remember 
these figures do not include young- 
sters or veterans who in most 
states are not required to buy li- 
censes. If you are interested in the 
figures for your individual state 
your trade journals I’m certain 
will be happy to provide the data. 

The problems relating to the 
sporting goods industry are no 
different from those in dozens of 
other lines that you as wholesalers 
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confront each day. There are 
warehousing problems, shipping 
problems, credit problems, inven- 
tory problems—but I do find in 
talking with those who have been 
most successful, and those not so 
successful, that the most difficult 
problem of all is personnel. 
(Continued on page 150) 


Educational Work 
With Employees 


by W. W. French, Jr. 
President, 

Moore-Handley Hardware Co., 
Birmingham, Ala. 





Mr. French, in an outline of his 
company’s employee educational and 
training program, observed that the 
results of such a program are in- 
tangible and don’t become evident 
until the future. But since people 
on payrolls are one of the greatest 
items of expense, money spent to 
improve their performance does 
warrant its expenditure. 

His company’s program resulted 
from an expansion program follow- 
ing World War II, and the fact that 
at that time it was difficult to get 
trained people. 

The Moore-Handley Co. has both 
the services of a permanent trained 
personnel manager, who is a gradu- 
ate in psychology, and also has the 
part-time services of a consultant 
psychiatrist who visits the company 
six days a month. 

The consultant, according to Mr. 
French, talks to prospective em- 
ployees, consults with men having 
managerial problems; helps select 
men for promotion; resolves differ- 
ences between employees. 

Discussing the operation of his 
own personnel department in con- 
nection with new employees, Mr. 
French said it is concerned with the 
selection and placement of new em- 
ployees; their orientation by guid- 
ing them through a tour of the 
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W. W. FRENCH, JR. 


plant, and explaining the organiza- 
tion of the company. 

There is also a follow-up inter- 
view to determine how the new em- 
ployee is getting along, and prog- 
ress reports every six months. 
These are discussed with the em- 
ployee. 

Other phases of the Moore-Hand- 
ley Hardware Co.’s employee pro- 
gram include an employee’s manual, 
a monthly house publication, a 
handbook of wholesale operations, a 
buyer’s guide, and an operations’ 
book. 

Mr. French also told of a Re- 
search Committee of 13 and a chair- 
man, and of an Advisory Board of 


13 and a chairman. The object of 
the former is to stimulate indepen- 
dent thinking on topics assigned by 
management or on topics of its own 
selection. 

Men for the Research Committee 
are nominated by department man- 
agers and are interviewed by the 
personnel manager and the consult- 
ing psychiatrist. It is from that 
group that future department man- 
agers come. 

Members of the Advisory Board 
are elected by their fellow em- 
ployees. They are the younger men 
who serve in the lower echelons. 
The board is invited to enquire into 
any phase of the business. 

Mr. French also described the 
various sales training programs de- 
veloped by his company. One is a 
basic course of 50 weeks—6 weeks 
on claims procedures, etc.; 26 weeks 
of product information; 18 weeks 
of training in sales techniques. 
Trainees prepare their own cata- 
logs, and also travel with experi- 
enced salesmen to finish off their 
sales education. 

There are also special training 
programs for the mill and mine de- 
partment (industrial supplies) ; the 
hardware department; the electric 
apparatus department, and the elec- 
trical appliance department. 
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Selling Schools 
Through Dealers 





by W. Gordon Mangus 
Vice-President and Sales Manager 
Graves-Humphreys Hardware Co. 
Roanoke, Va. 





W. GORDON MANGUS 


In December, 1949, after many 
years in the wholesale and retail 
hardware business, we completed 
a new warehouse and set up our 
business on an exclusively whole- 
sale basis. We had always handled 
ammunitions, guns, and fishing 
tackle on a small scale. 

For several years prior to 1949, 
I had listened with interest to the 
sporting goods sessions of the 
Southern Wholesale Hardware As- 
sociation and discussions about 
how various members were con- 
ducting their sporting goods de- 
partments. 

We followed some of their rec- 
ommendations and first received 
the services of an experienced 
sporting goods man. We have 
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“Some orders that we have been 
getting and that are charged 
through dealers have amounted 
to more than $3,000. But these 


are not average.”’ 


since established our own brand 
name on our athletic equipment 
such as baseballs, baseball gloves, 
softballs, footballs, basketballs, 
shoulder pads, hip pads, knee 
pads, football pants, and many 
other items, and many of these 
items are manufactured for us 
according to our own specifica- 
tions. 


Use Two Price Lists 


In our selling schedules, we 
have a school price and a dealer 
price. Let me say that we do not 
follow the school price in selling 
colleges or high schools in the 
larger cities. 

However, selling to colleges and 
Class A high schools constitutes 
only a small volume of our busi- 
ness for practically all of the ter- 
ritory that we cover consists of 
small towns that are not too 
heavily populated. 

When we started our program, 
it was our thought to corral the 
athletic business through the re- 
tail hardware stores. Of course, 
we turned the details over to the 
head of our sporting goods depart- 
ment. 

We would first call on those we 
considered the most sportsminded 


dealer in the town, and make the 
proposition, that in turn for stock 
ing, promoting and selling our line 
of athletic equipment, we would 
make a sincere effort to sell the 
school and run this _ business 
through the dealer. 

We also encourage the dealers 
to make calls with our representa- 
tives on schools in order to better 
educate these dealers on athletic 
equipment. In some towns we 
found that dealers are not inter- 
ested in this type of business and 
consequently have no objection 
to our working these schools di- 
rect. However, they are in the 
minority. 

I am glad to say that most of 
the dealers like our method of 
operation and have cooperated 
with us to the fullest. 

Some orders that we have been 
successful in getting and that 
are charged through the dealer 
have amounted to more than 
three thousand dollars. However, 
orders of this size are not average. 
It would be difficult to provide 
what might be an average sized 
order. 

We have found that most of 
the small schools buy heavily every 
other year, and some every third 
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season, but there are always some 
items that they have to buy every 
year. We will either ship these 
goods direct to the dealer and 
let him deliver to the school, or 
ship direct to the school. 


Good Display Saves Time 


We originally purchased a sta- 
tion wagon for this department 
and used duffle bags, but we 
found that this method took up 
lots of valuable time of our sales- 
men because it required so much 
time to take the duffle bags out 
of the station wagon, deliver them 
to the school gymnasium or 
coach’s office, and to unpack, and 
repack them. 

Last year we purchased a dis- 
play van and had inside fixtures 
built to our specifications; one 
set of fixtures for athletic equip- 


ment and another set for fishing 
tackle. Consequently now when 
we call on a school or dealer with 
athletic equipment, we have it 
nicely displayed and we have 
found that that really amounts to 
a time saver. 

It would be difficult, I suppose, 
for anyone fully to appreciate the 
obstacles that at first confronted 
us. We were selling a line of 
athletic equipment that no one 
had heard of, or knew anything 
about, and we were instituting a 
new sales policy. 

We have gone on record with 
the various schools that we do 
not subscribe to any of their ad- 
vertising. In selling, we instruct 
our salesmen to state that we are 
offering good values in merchan- 
dise, and that the prices at which 
we are selling, do not justify ad- 


vertising in their school publica- 
tions. Our terms are 2 pct 10th 
prox. except in cases where we 
receive future dating from the 
manufacturer. 


Getting Prompt Payment 


When we are successful in se- 
curing an order from a school 
coach or athletic director, we then 
go to the school principal, and 
in some cases to the chairman of 
the school board, for the final ap- 
proval. This method, according to 
our experience, results in bills for 
athletic equipment being met 
promptly, and as agreed to. 

I am glad to say, however, that 
our athletic equipment business 
through dealers has shown a con- 
tinued increase, and we believe 
that we are pursuing the right 
course. 


Wholesale 
Operating 
Procedures 





Material Handling 


Slide films stressing the use of 
modern mechanical handling equip- 
ment and floor lay-out in both old 
and new wholesale hardware plants, 
shown at a Wednesday session il- 
lustrated methods for reducing 
costs in the handling of material 
and merchandise. This presenta- 
tion, in which several wholesale 
hardware firms co-operated, proved 
to be one of the most interesting 
and instructive features of the 
wholesalers’ program. 

Wholesalers co-operating in pres- 
entation of their material handling 
methods were: Beck & Gregg 
Hdwe. Co., Atlanta, Ga.; Corpus 
Christi Hdwe. Co., Corpus Christi, 
Tex.; Odell Hdwe. Co., Greensboro, 
N. C.; Henderson & Baird Hdwe. 
Co., Inc., Greenwood, Miss.; Moore 
Handley Hdwe. Co., Inc., Birming- 
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Wholesale operations were 


examined in informal discussions 


at various sessions. Here is a 


brief summary of some of the 


subjects discussed 





J. W. BARNES 


ham, Ala.; Orgill Bros & Co., 
Memphis, Tenn.; Fones Brothers 
Hdwe. Co, Little Rock, Ark.; Wm. 
Van Hoggenhuyze Hdwe. Co., San 
Antonio, Tex.; Union Hdwe. & 
Metal Co., East Los Angeles, Calif. 


Specialty Selling 

J. W. Barnes, of the Higgen- 
botham Hardware Co., Waco, Tex., 
attributed the growth of this com- 
pany, which was founded in 1945, 
to specialty training and selling. He 
offered as evidence the expansion 
of his firm from 3 trained salesmen 
to its present 16 in number for 
three divisions (hardware, automo- 
tive, furniture) and a net volume of 
$2,000,000 from a territory that ex- 
tends 200 miles from Waco at the 
extreme point. 

In building the sales organiza- 
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tion, Mr. Barnes said that the men 
were given thorough training from 
the ground up by being put through 
the warehouse and office before 
going out into the field. 

He suggested having salesmen 
present as often as possible new 
merchandise when making dealer 
calls. This method serves as an 
order opener, making it easier to 
sell old merchandise and resulting 
in increased volume. 

Another suggestion was a sample 
room for dealers which would serve 
as a visual selling tool. A feature 
of his sample room, Mr. Barnes 
said, was a “special” counter for 
slow-moving merchandise offered at 
special prices or in special deals to 
clear it out. 


Budget Systems 


A. L. Carr, Keith-Simmons 
Hardware Co. described his com- 
pany’s operations under a budget. 
He recommended a _ 6-months’ 
budget period so as to enable cor- 
rection of sales predictions. 

Though the form of the budget 
is optional, an important require- 
ment for operating under a budget, 
said Mr. Carr, is that the business 
be fully departmentalized if an ac- 
curate sales forecast is to be made. 

Each month all department man- 
agers get a list of sales of the cor- 
responding month in the previous 
years to serve as a guide for cur- 
rent sales operation. These figures 
are discussed with company execu- 
tives and on the basis of them sales 
predictions are made. 


Major Appliance Sales 


Robert H. Baker, Fones Brothers 
Hardware Co., participating in a 
discussion of major appliances 
sales and service problems, com- 
mented that dealer inventories 
were about the same as a year ago, 
and that dealers were to-day buying 
more cautiously since the consumer 
buying slow-down in the spring of 
1951. 

He expressed some concern about 
the large stocks of 1951 refrigera- 
tor models still in the hands of 
some dealers, whose attempts to 
move those stocks by special prices 
and deals could disturb prices of 
1952 models. 

Mr. Baker described the TV situ- 
ation in his area as being unfavor- 
able, there being no TV station in 
Little Rock, and the installation 
and service of TV sets as a problem. 
He suggested a dealer tie-in with a 
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service agency as a solution to that 
problem. 

In commenting on methods of 
compensating appliance salesmen, 
Mr. Baker said that his company’s 
salesmen are paid a commission on 
gross profit from direct and mail 
sales, but no commission on repair 
or service sales. The salesmen 
furnish their own cars and pay all 
their expenses. 

Edmund Orgill, Orgill Brothers 
& Co., said his company pays a 
percentage on sales but that the 
percentage is less for city sales- 





C. E. HAMILTON 


men than for traveling salesmen. 

His company has a complete ser- 
vice department for TV and sells 
service to the consumer. 

H. C. Allison, Allison-Erwin Co., 
commented that his company has 
a service department for its deal- 
ers and also for training dealers’ 
service men. 


Returned Goods, Credits 


C. E. Hamilton, Odell Hardware 
Co., and S. D. May, Bluefield Hard- 
ware Co., were a panel of two, dis- 
cussing their companies’ methods 
for handling of returned goods and 
credits. 

The procedure outlined by Mr. 
Hamilton is as follows: A small 
merchandise return order pad 
form is used for listing the nature 
of the complaint, the reason for the 
return of the item, the name of the 
customer and other pertinent in- 
formation. This is made out in 
duplicate. 

One copy is attached to the ar- 
ticle when it is sent to the packing 
room, and the other copy goes to a 


stenographer who makes out a di- 
rect merchandise return order in 
6 copies. 

The first copy of this is mailed to 
the factory. The second copy is 
used as a packing slip (with per- 
forated tear-off of detailed instruc- 
tions to comply with postal regula- 
tions). The third copy goes to the 
customer letter file. The fourth 
copy is the firm’s shipping copy, 
which, after being checked goes to 
the shipped order file. The fifth 
copy goes to the unfilled return 
order book, which is alphabetically 





S. D. MAY 


indexed, and the sixth copy goes 
to a numerical file. 

The last two files facilitate in- 
quiries from the customer (alpha- 
betically) or from the factory (nu- 
merically). In addition, another 
form is used as a follow-up to the 
factory if the order has been out- 
standing too long. 

Mr. Hamilton made the observa- 
tion that although many of the re- 
turns and complaints are not justi- 
fied, it adds to the company’s good 
will when some effort is made to 
assist the dealers. 

He suggested that manufactur- 
ers could help in eliminating re- 
turns that are really defective by 
proper supervision, inspection, and 
packing before shipment. 

Mr. May in his part of the dis- 
cussion attributed the basic trouble 
to personnel who were careless and 
inexperienced and failed to check 
merchandise before shipping it. 

The procedure followed by the 
Bluefield Hardware Co. in handling 
returned goods and credits, was de- 
scribed by Mr. May as follows: 

All items returned for credit 20 
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through the receiving department. 
All pertinent information is en- 
tered on a special form by the re- 
ceiving clerk. If approved by the 
head of the department to which 
the item belongs, it is then passed 
on for a credit memo to be written, 
entered on the books, and sent to 
the customer. 


If a return requires factory at- 
tention, a sales sheet is written and 
a direct order placed with the fac- 
tory which is asked to repair and 
return the item either to the dealer 
or the company. Frequent checks 
are made with the factory as to the 
disposition of the item. 

Mr. May said that having sales- 
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men live in their territories and 
keeping them posted monthly as to 
their percentage of returns to their 
sales, were two methods that were 
helpful in reducing returns. 


Wage Stabilization 





by Joseph C. Noah 


Regional Director 


Wage and Hour and Public Contracts Divisions 


U. S$. Department of Labor 
Birmingham, Ala. 





JOSEPH C. NOAH 


Wage controls have been neces- 
sarily imposed on our economy 
and whether or not we like them 
there isn’t much any of us can do 
but make the best of them. Wage 
and salary stabilization, of course, 
is just one aspect of the battle 
against inflation. 

Shortly after the Wage Stabil- 
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“Employers may obtain advice on 
salary stabilization from local 
offices but official rulings are 
available only from Washington” 


ization Board was established un- 
der the Defense Production Act of 
1950, the Board designated the De- 
partment of Labor’s Wage and 
Hour and Public Contracts Divi- 
sions as its limited field adminis- 
trative agency. 

Until recently the divisions 
functioned in this limited field ad- 
ministrative capacity only for the 
Wage Stabilization Board, but in 
January of this year the Office of 
Salary Stabilization completed ar- 
rangements with the divisions to 
provide assistance to employers 
seeking information concerning 
salary stabilization and since that 
time the divisions have been 
carrying on the limited field ad- 
ministrative work for both stabili- 
zation agencies. 

Under the agreement worked out 
by the divisions and the Office of 
Salary Stabilization, the divisions’ 
offices are now distributing copies 
of all salary stabilization regula- 


tions, orders, resolutions, and 
printed interpretations dealing 
with salary stabilization, and sup- 
plying materials needed for the 
preparation of petitions for salary 


changes. 
While the divisions’ offices do 
not make formal rulings on, or in- 


terpretations of salary stabiliza- 
tion regulations, they do offer ex- 
planations of regulations and or- 
ders and are endeavoring to aid 
the public in every way possible in 
matters having to do with salary 
stabilization. 

The divisions are authorized to 
determine whether an employee is 
within the jurisdiction of the Sal- 
ary Stabilization Board by apply- 
ing the criteria set by regulations 
under the Fair Labor Standards 
Act, more commonly referred to as 
the Wage and Hour Law, to define 
the terms executive, adminstra- 
tive, professional capacities, and 
outside salesmen. 

They are the classes of em- 
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ployees whose salaries are subject 
to control of the Salary Stabiliza- 
tion Board. The divisions do not 
make inspections or investigations 
for the Salary Stabilization Board, 
but decide jurisdiction solely on 
the basis of information submitted 
by an employer. 


Obtaining Official Rulings 


While employers may obtain ad- 
vice on salary stabilization ques- 
tions, including explanation of 
how salary regulations may apply 
to their situations, from the local 
offices of the divisions, official 
rulings are available only through 
the Office of Salary Stabilization 
in Washington. 

However, the Office of Salary 


Stabilization is planning 14 field” 


offices which are expected to be 
functioning in the near future, 


two of which will be located in the 
South, at Atlanta, Georgia, and 
Richmond, Virginia, and which 
will assist businessmen generally 
and expedite bona fide hardship 
cases. 

The functions of the Wage and 
Hour and Public Contracts Divi- 
sions under the wage stabilization 
program are somewhat broader 
than under the salary stabiliza- 
tion program. 

The divisions’ field offices are 
empowered to issue formal, au- 
thoritative rulings which answer 
inquiries regarding the applicabil- 
ity of the general wage regula- 
tions put into effect by the Wage 
Stabilization Board. In other 
words, wage and hour division of- 
fices will give you a ruling on the 
permissibility without referral to 
the Board or non-permissibility of 
any wage adjustments you may 
contemplate. Wage adjustment ex- 
aminers are always available in 
our field offices and are ready to 


assist you at any time. 

Our field offices also receive and 
process reports, where required, of 
increases Made under the various 
general wage regulations, and re- 
ceive and review petitions and ap- 
plications to be forwarded to the 
Wage Stabilization Board. While 
these petitions and applications 
have to clear through a Wage and 
Hour Division office the actual 
rulings are made by the Wage Sta- 
bilization Board, itself. 


Accelerated Action 


The reviewing of petitions ani! 
applications before they are for- 
warded to the Wage Stabilization 
Board is for the purpose of deter- 
mining whether the petition is in 
the proper form and contains the 
proper signatures before being 
forwarded to the Board. This pre- 
liminary review is often the means 
of preventing long delay in action 





SWHA Sporting Goods Activites Appraised 


Charles E. Nash, chairman of 
the sporting goods division of the 
Southern Wholesale Hardware As- 
sociation, opened the fifth annual 
sporting goods session of the asso- 
ciation with a summation of the 
objectives sought and gained in 
holding these annual meetings. 

Commenting that southern whole- 
salers had been successful in achiev- 
ing their primary goal, which was 
to sell top management of both the 
sporting goods and hardware indus- 
tries of the importance of sporting 
goods in the hardware field, Mr. 
Nash outlined several contributing 
accomplishments as follows: 

Many southern hardware whole- 
salers had created special sporting 
goods departments and staffed them 
with specialty men. 

Wholesale hardware executives 
had become better acquainted with 
sporting goods executives. 

Wholesale hardware firms had in- 
fluenced their hardware dealer ac- 
counts to work for bigger volume 
and profits in sporting goods by 
passing on to them information at 
local retail meetings. 

Introduced during the sporting 
goods session were Jack Holmes, 
Associated Fishing Tackle Manu- 
facturers, Washington, D. C.; 
Frank Yeager, managing director 
of National Hardware Show, Inc. 
New York City, who described the 
activities of their organizations. 
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Charles E. Nash, Nash Hardware Co., Fort Worth, Tex., chairman of 

the Southern Wholesale Hardware Association Sporting Goods Divi- 

sion, presiding at the opening of the fifth annual special sporting 

goods session. At the left is Southern Wholesale Hardware Associa- 
tion Managing Director T. W. McAllister. 
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Free Display Helps You Get the Jump on Orders 


For Sensationa 





Here’s an idea for boosting 
shotgun shell sales 


A good way to increase shotgun shell 
turnover is to introduce clay target 
shooting as a family sport. The game is 
made to order for any hunter who would 
like to introduce his wife and sons or 
daughters to the 
thrill of wing shoot- 
ing. 

All that’s needed 
is a supply of ‘““Blue 
Rock”’ targets and an inexpensive Rem- 
ington Target Thrower. Anyone can 
throw the targets after a few practice 
tries—and the sport may be enjoyed in 
open country convenient for the whole 
family. Best of all, there’s no closed 
season on clay targets. 

So point out that there’s no reason 
why Dad should be the only one to have 
fun with a shotgun. He’ll be the first to 
agree when you put the target-throwing 
bug in his ear. 





“Blue Rock" Target 





“SIGHTING-IN” TARGETS 
BUILD GOOD WILL! 
NEW—FOR THE FIRST TIME! 


Here’s the ideal 
giveaway for shoot- 
ers of target rifles or 
any rifle with ad- 
justable sights. This 
special target makes 
*“sighting-in easier 
than ever before. 
Each large 100-yard target is marked 
directly in minutes of correction. Com- 
plete instructions on target. 

A good many of your customers will 
want these targets to sight in their rifles. 
To get your free package of 25, just 
check the coupon at right. 





PS) = 











“Blue Rock” is Reg. U. S. Pat. Off. by Remington Arms 
Company, Inc., Bridgeport 2, Conn. 
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| New Remington Varmint Rifle 


Point Bullet 
Striking Energy 
© Very Flat Trajectory 


locity 3200 tt. per second 


Heavy promotion backs Model 722 in 222 Remington Caliber 


With this display poster in your store, 
you’re all set to cash in on Remington’s 
winter-long national advertising of the 
amazing new Model 722 varmint rifle. 


The dispiay is a large, eye-catching 
poster, beautifully lithographed in red, 
green and black. It measures a full 19 
by 241% inches and features both the 
Remington Model 722 rifle and its com- 
panion ammunition, the 222 Remington 
varmint cartridge. 

Experts have called this rifle and cart- 
ridge ‘‘the perfect varmint shooting com- 
bination.”’ And one look at the sales 
points on the poster shows why the rifle 


for the new Remington Model 
722 varmint rifle. 


CI Yes, I’d like a free display poster 


Remington Arms Company, Inc., Sales Promotion Div., Dept. 722, Bridgeport 2,Conn. 


has achieved such remarkable popular- 
ity—world’s strongest bolt action .. . 
light weight . . . six-shot capacity ... 
attractive dow price. 


To that, add superb balance and feel 

. a special match-rifle-type trigger... 
truly amazing accuracy. No wonder this 
rifle has been written up extensively in 
sporting magazines and talked about all 
over the country. 

But the fields are getting green now, 
and the talkers want action. Be sure 
you're ready to give it to them. Take a 
second’s time to clip the coupon below 
and get your colorful poster. 


Please send me, without obliga- 
[ ] tion, package of 25 ““Sighting-In”’ 
targets illustrated at left. 





Name 


Street. 





reer 
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on either a petition or an applica- 
tion. 

It is important to have all the 
necessary information in your pe- 
tition, or application, before it 
goes to the Board and that is one 
way in which examiners in the 





Jack Holmes, secretary Associated 
Fishing Tackle Manufacturers, 
Washington, D. C., who described 
the work on the Institute at the 
special sporting goods session of 
the Southern Wholesale Hardware 
Association. 


wage and hour field offices can be 
most helpful to you. 

Another function of our field of- 
fices is to distribute wage stabili- 
zation material and give informa- 
tion to the public, either by letter 
or personal nterview. Wage and 
hour offices are at all times ready 
to assist in the preparation of pe- 
titions and reports and to give any 
information desired on the wage 
stabilization program. 


Investigation Procedure 


Each wage and hour division 
field office has a staff of wage sta- 
bilization investigators, who make 
investigations to determine com- 
pliance with Wage Stabilization 
Board regulations. In making these 
investigations the investigators 
examine books and records of the 
parties concerned and make re- 
ports on their findings to the Wage 
Stabilization Board which then de- 
termines what action, if any, is 
necessary. 

I shall not undertake to go into 
the details of either the Wage Sta- 
bilization Board’s 21 general wage 
regulations, or the office of Salary 
Stabilization’s five general salary 
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stabilization regulations, or the 
various general salary orders is- 
sued by the Office of Salary Stabil- 
ization which implement the gen- 
eral salary stabilization regula- 
tions. However, I think it might be 
well for me to give you the over-all 
picture by naming them by number 
and subject. 

The 21 General Wage Stabiliza- 
tion Regulations that have been 
put into effect up to this time by 
the Wage Stabilization Board, re- 
ferring to each by number only, 
are: 


Original Wage Freeze 


(1) This is the original freeze 
order which became effective Jan- 
uary 25, 1951, and defines the 
phrase, “Wages, Salaries, and 
other compensation.” 

(2) Permits effectuating of 
Wage Agreements, or contracts 
entered into on or before January 
25, 1951, and applying to work per- 
formed on or before February 9, 
1951. It represented the first thaw- 
ing action on the wage freeze and 
is now obsolete, having been wiped 
out by subsequent orders of the 
Board. 

(3) Permits compliance with 
Federal, State, and local minimum 
wage laws. 

(4) Authorizes increases in 
wages for non-Federal governmen- 
tal employees, such as state, coun- 
ty, and municipal employees whose 
wages are fixed by statute, without 
prior Board approval, provided 
they conform to national wage sta- 
bilization policy. 

(5) As revised, it permits merit 
and length of service increases, 
promotions, transfers, setting 
rates for new jobs, hiring rates, 
et cetera. 


Cost-of-Living Order 


(6) Modifies the wage freeze of 
January 25, 1951, and provides for 
the 10 pct catch-up formula. 

(7) Permits increases by reli- 
gious and charitable organizations 
without prior Board approval. 

(8) This is the cost-of-living 
regulation, permitting increases to 
match the rise in the cost of living 
as reflected by the Bureau of Labor 
Statistics Consumer Price Index. 

(9) Provides the method for es- 
tablishing rates for new plants. 

(10) Contains provisions where- 
by historical tandem relationships 
that exist between two groups of 
employees may be maintained. 





(11) Provides formula for es. 
tablishing rates of wages for work- 
ers in the agricultural industry, 
This formula, in brief, provides 
the following: 

A base rate may be increased 


without Board approval up to and 
including one of the following: 





E. Art Nuss, Airex Corp., New York 

City, who demonstrated the use of 

spinning tackle at the SWHA 

sporting goods session. Mr. Nuss 

also discussed the various features 
of this type of tackle. 


The base rate plus 10 pct; 95 cents 
per hour; the piece rate custom- 
arily considered as corresponding 
to 95 cents per hour for the partic- 
ular work, stage of crop season 
and weather conditions; $225 per 
month without room and board; 
$195 per month, plus the use of a 
year-round house and the usual 
perquisites of a full-time agricul- 
tural employee; $175 per month, 
with room and board. 

(12) Establishes a 12-man tri- 
partite Construction Industry Sta- 
ilization Commission to administer 
the wage stabilization functions in 
the bulding and construction in- 
dustry. 

(13) Deals with “fringe” bene- 
fits, such as overtime pay, paid 
holidays, call-in pay, et cetera, but 
specifically excludes health, acci- 
dent and life insurance and pen- 
sion plans. 

(14) Permits employers to con- 
tinue in effect discretionary bo- 
nuses under a formal plan or, in 
the absence of a plan, to pay in the 
same amounts or percentages paid 
in previous years. 

(15) Provides the method for 
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No. 240 Entry Lock. Spring 

Dead Latch — Tamper-Proof. 

Push Button Locking — Panic- 
Proof. 


ooo FOR EVERY DOOR IN THE HOUSE 


ACCEPTANCE of WESLOCKS by architects, builders and lending institutions 

for use on many of the nation’s largest building projects is evidence of the 
- outstanding values the line offers. For example, all WESLOCKS 
> cents have an easy spring latch with a light spring for the bolt and heavy-tension 
-ustom- knob return—a feature found only in the most expensive 
onding locks. Also, WESLOCKS have key-in-knob construction, 5-pin 
partic- tumbler locking mechanism for maximum security, split 
a spindle, independent knob operation, factory assembled 

units, self-aligning feature and a wide choice of 

handles, ornamental escutcheons and finishes. 
Best of all, WESLOCKS are priced to 
meet the most modest budgets. Truly, they offer 
you the best hardware value at any price. 


lock) satude tana 
WESLOCK ) 
WesLock) W 
WESLOCK) 


MANUFACTURING CO. | \ | , 
‘ 


P.0. Box 2261,TerminalAnnex WESLOCKS 
Los Angeles 54, California WY / | 





Another WESLOCK installation 
Park Forest, Illinois. Contains a tota f 
alelaal: 
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modifying, extending, or changing 
piece rates and incentives. 

(16) Exempts employees and 
employers in Puerto Rico and the 
Virgin Islands from Wage Stabili- 
zation regulations. 

(17) Makes provision for cor- 
rection of interplant inequities 
caused by manpower shortages 
and to narrow the differences in 
rates of firms engaged in defense 
production, and gives the criteria 
for petitioning the Wage Stabiliza- 
tion Board for approval of inter- 
plant inequity adjustments. 

(18) Provides the same relief 
for interplant inequities as pro- 
vided for interplant inequities by 
General Wage Regulation 17. 

(19) Permits the institution of 
health and welfare plans within 
prescribed limitations. 

(20) Contains provisions for 
granting increases to employees 
paid in whole or in part on a com- 
mission basis. 

(21) Governs the establishment 
of new pension plans and profit- 
sharing plans of a deferred-com- 
pensation type and the amendment 
of existing plans. 

These are all the general wage 
regulations that have been issued 
by the Wage Stabilization Board, 
but there will doubtless be others 
from time to time to meet specific 
conditions. 


The five General Salary Stabili- 
zation Regulations by number and 
subject are: 


Salary Regulations 


(1) Upon establishment of the 
Salary Stabilization Board this 
regulation was issued, embodying 
the provisions of the Wage Stabil- 
ization Board’s general wage regu- 
lations numbers 1 through 10. 

(2) Provides for the payment of 
bonuses to employees of the execu- 
tive and administrative type. It 
differs somewhat from General 
Wage Regulation 14 in that it per- 
mits the employer to go back five 
years in establishing a base bonus 
year. 

(3) This regulation was issued 
to replace Section 7 of General 
Salary Stabilization Regulation 
No. 1, and set up a more liberal 
basis for making merit and length 
of service increases in line with 
the Wage Stabilization Board’s 
General Wage Regulation No. 5 
(Revised). 

(4) Covers the maintenance of 
old and institution of new stock 
option and stock purchase plans. 

(5) Until this regulation was 
issued by the Salary Stabilization 
Board no adjustments could be 
made to sales employees remuner- 
ated in whole or in part on a com- 
mission basis, without prior Board 
approval. This regulation correct- 
ed that condition and adjustment 
may now be made to these em- 
ployees under this regulation. 


In addition to the five genera] 
salary stabilization regulations, 
the Salary Stabilization Board has 
issued several general salary or- 
ders which permit the employer to 
make certain salary adjustments 
without specific prior Board ap- 
proval. 


Salary Adjustments 


Only four are of interest or im- 
portance to you, namely, Genera] 
Salary Orders Nos. 5, 6, 10, and 11. 
These are: 

(5) Contains provisions for 
making application to the Salary 
Stabilization Board for elimination 
of any interplant inequities. 

(6) Permits the employer to ex- 
tend the cost-of-living increases 
granted to non-exempt employees 
to the executive and administra- 
tive employees in order to main- 
tain the established differential 
between those groups. 

(10) Permits the employer to 
maintain his historical practice of 
paying the executive and adminis- 
trative type employee for an ex- 
tended workweek or, if he has no 
such practice, to start paying 
these employees for such extra 
work. 

(11) Makes provision for the 
employer to put into effect a new 
plan, or modifications of an old 
health and welfare plan, without 
Board approval so long as it comes 
within the limitations of General 
Wage Regulation 19 of the Wage 
Stabilization Board. 





Economic Outlook 


(Continued from page 117) 


ican people will not stand for it. 
It would burn out our economy. 
Already, since 1939, we have lost 
approximately 50 pct of every dol- 
lar put into life insurance, bonds, 


savings accounts. Ten more years . 


of this would wipe out your equities 
in fixed dollars, leading to some 
economic disaster. 

I do not believe it is the temper 
of the American people to let a 
ravening beast on the other side of 
the world threaten us indefinitely 
and force us to this destructive 
economic procedure, which is the 
aim of Russia. 

In other words, I believe that 
the Russian beast has got to change 
its spots and become a civilized 
member of the family of nations, 
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or we will have war. That would be 
the tragedy of all times. 

That is the international outlook 
as I see it. , 

Let’s assume that by some 
miracle the leopard does change its 
spots, and that we can have a fair 
assurance of peace, then obviously 
the war economy must be greatly 
reduced, if not ended. That will 
bring on depression, with what con- 
sequences I do not know. 

This seems to be a most pessi- 
mistic point of view that I am pre- 
senting. That is not so. I am not 
pessimistic about the economic out- 
look, because I know what residual 
forces there are in this nation. 

It is the manifest destiny of 
America to solve man’s oldest prob- 
lems: poverty, poorly paid labor. 
and insecurity and fear for the 
future. 

I haven’t any doubt about the 
eventualities. We have faced wars 


in the past and won them all. We 
can face another, however terrible. 

We faced depression repeatedly, 
and it hurt savagely, but we have 
always come out of it and gone on 
to a better standard of living and 
a finer, stronger economy. 

So I think we can cope even with 
the great wars that may be, and we 
can cope with any depression. My 
worries are political! 

The danger in America is politi- 
cal rather than enonomic. And the 
reason for that is a very simple 
one. We have a _pressure-group 
government. 

A pressure-group government is 
one that will pass laws that are 
not sound at the instigation of 
powerful blocks of voters. It is 4 
government which will tax a help- 
less section of the population and 
give the proceeds to a powerful 
pressure group. 

It is a government that looks at 
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Customers come flocking in—and YOU PROFIT—when you offer 
American Sanders to rent and promote this service with the complete 
kit of merchandising material that we furnish! American makes it easy 
for you to build business and profit—with counter signs, advertising 
pamphlets, window cards and banners and other material. 
This rental plan helps dealers everywhere MAKE MONEY! 
You profit through rental fees... extra sales of seals, paints, brushes, 
abrasives, etc.... and customer goodwill! 
Paint sales have increased up to 20%... and up 
to $12,000 more store volume for hardware, 
paint and lumber dealers from coast to coast! 
A 12-page booklet tells all about this 
highly successful American Sander 
Rental Plan and shows you how it can 
make money for you. Send for it, without 
obligation ... use coupon. 







SEND FOR “PROFIT PLAN” BOOKLET 


Sy.-------- 


The American Floor Surfacing Machine Co. 
= §22 So. St. Clair St., Toledo 3, Ohio 


an 
C Send 12-page illustrated booklet showing how to make 
money in the floor sander rental business. 


0 Send latest catalog on the following, without obligation. 
0 Floor Sanders 0 Floor Edgers 
0 Floor Maintenance Machine 


Name___ - ae" 





Street. ae ‘ si 


City. State = 





FLOOR MACHINES * PORTABLE TOOLS 
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You'll find sales are easier, time 
after time, when you can give 
your customers STAR metal-cut- 
ting products. Over the years, 
you can’t beat the combination 
of the best-selling line plus con- 
sistent advertising to your cus- 
tomers. 


The STAR line of hacksaw 
blades, frames and metal-cutting 
band saws is the easy line to sell. 


Sold 


f ; 
onl ‘4 
throug 
recognized 
distributors 


CLEMSON BROS.. Inc. 
MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Sow Blades, 
Frames, Metal Cutting Band Saw Blades 
and Clemson Lown Machines. 

® 10833 


the next election and not at the 
welfare of the nation. 

Remember, this is not partisan. 
There has not been any pressure- 
group legislation since 1933 that 
has not had the support in Con- 
gress of many Republican votes. 
This is economics, not politics. 


Pressure Groups 


I am going to mention the five 
pressure groups that loom largest 
to me. There are the farmers, 
with their feet in the public 
troughs since 1933. 

It started out by pulling up every 
third row of cotton in my old fam- 
ily home in Mississippi, stabbing 
pigs and throwing them to the cat- 
fish in a hungry world. 

They have changed the method, 
but the results are the same: The 
people in the cities are taxed mil- 
lions and hundreds of millions of 
dollars to pay farmers more than 
they can earn in open competition 
with the other elements in our 
economy, making it a parasite in- 
dustry that has a vested interest 
in subsidy. 


Townsend Plans 


There are the old people! We 
are moving toward a Townsend plan 
under pressure-group government. 
The Townsend plan is merely a 
form of national financial suicide, 
but we are moving in that direc- 
tion. They are the people on their 
knees. 

There are the veterans and vet- 











erans’ organizations, always gird- 
ing their loins against the next ex- 
action in the form of cash bonuses. 


Already under the GI Bill there 
has been the most extravagant 
waste, which has cost 15 billion 
dollars to date. That is the GI Bill, 
now perpetuated. 

I will not stop to talk about Fed- 
eral employes as a pressure group 
but I will refer only to one more 
pressure group, labor unions. 

I am not an enemy of unions. I 
know what labor unions have done 
for the working man. They are 
here to stay and I’m for them. 


Labor Union Strife 


But we have a really appalling 
situation. Constantly you hear of 
the strife between labor and man- 
agement. Constantly you hear of 
our Federal government’s being in 
favor of labor. Even the terms are 
false. 

Less than one-third of the wage- 


earners of America are in labor 
unions; less than one-fourth of the 
productive members of our society, 
It is really a small minority, but 
one that already has the highest 
wages, the shortest hours, and the 
most marvelous conditions of work 
in the history of the world. 

They have acquired, as a pres- 
sure group, such power that ap- 
parently our government cannot or 
will not undertake to resist it, as 
result of which they are forcing 
up the wages and shortening the 
hours of that group which is al- 
ready the most expensive labor in 
the world and already enjoys the 
highest wages. 


New Inverstors Shy 


That comes out of the white-col- 
lar class, out of the owners of en- 
terprise, but above all out of the 
helpless two-thirds that are not 
organized and haven’t this power. 
The prospect is that unless their 
drive is relaxed, they will so dis- 
tort the economy that our whole 
economic structure will be under- 
mined. That is a grave danger. 

The CIO has announced that 
there is no place in our economic 
system for corporate surplus, but 
every intelligent man and Ameri- 
can knows that without corporate 
surplus at the present time our 
whole economy would stop, because 
you can’t sell new stock to investors 
any more. 


Now a 35-Hour Week 


Only out of the amount they 
leave from corporate taxes—and it 
isn’t much any more—is there any 
foundation investment for expan- 
sion and development — without 
which we die. They say that’s got 
to go to wages and taxes. 

The AFL has announced that it 
is going to install a 35-hour week. 
A 35-hour week in America, rig- 
idly enforced, would simply reduce 
the standard of living appallingly 
and send us back down the hill, 
economically. 

They intend definitely in the end 
to manage enterprise without tak- 
ing the risks of ownership, the risk 
of loss and the burden of taxes. 

The Wagner Act was an ap 
palling monstrosity; unfair, un- 
ethical, immoral, unsound. At long 
last the abuses of it were so great 
that they did pass the Taft-Hartley 
Act. 

Our President has called that 4 
“slave labor act.” It is a splendid 
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law, it just needs more teeth than 
it has. 

Pressure-group legislation, pres- 
sure-group government, leads to 
government squandering first, in- 
flation second, depression third, 
and after that if the depression is 
severe enough dictatorship—Com- 
munism. We have got to stop it in 
America. 


Three Curses of America 


There is just one answer to our 
problems. The three curses of 
America are: group greed, eco- 
nomic ignorance, from the White 
House down to the nearest man on 
the block, and worst of all, politica’ 
demagoguery, which leads the men 
we elect to office to vote for things 
they know are wrong in order to 
please groups which will decide the 
next election and keep them in 
office. 


Integrity Needed 


There is just one solution. I 
am not sure how we can bring it 
about, but we can solve America’s 
problems, we can meet war and de- 
pression and taxes and inflation if 


we will elect to govern us men 
who have three qualities: 
Integrity: just plain old-fash- 


ioned honesty, and secondly, men 
with at least some economic un- 
derstanding of the basic economic 
facts of our enterprise system. 
And above all, if we will elect to 
govern us men with a third quali- 
fication: Courage, just plain old- 
fashioned guts. 
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77% of America's hardware jobbers carry FULLER's 
standard, nationally advertised screw drivers. If you 
are one of the “missing 23%", you are missing 


plenty! 
FULLER's famous branded tools are always in 
demand. Hardware dealers expect their jobber 


salesmen to carry this unique* line. If you are one 
of the 23% who do not carry FULLER brand-marked 
screw drivers and chisels, you are depriving your 
salesmen (and yourself) of the sales opportunities 


waiting for them. 


Johnny Weil, Fuller's 
Popular Sales Manager. 


Johnny Weill has the 
complete story. Why 
not drop him a line? 
He'll be glad to visit 
with you. 

Ask your jobber friends about this famous brand— 
then join the successful 77% who are profiting from 
FULLER's popularly priced standard tools. Retailers 
ore already sold on FULLER. All you have to do is 


deliver the goods! 


*What do we mean by “unique? The Fuller line has 
created a market in itself. In price and quality it 
does not compete with any line you now stock. 





FULLER'S SELF-SERVICE SCREW DRIVER 
AND WOOD CHISEL DEPARTMENT winte: 
$2160 

Retall List $24.40 







FULLER TOOL CO., INC. 905 FAILE ST., NEW YORK 59 


World’s Largest Producers of Unbreakable Amber Handle Tools 


Export Sales Department: John H. Graham Co.,.105 Duane St., New York, U. S. A. 
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We Have 
The Power 





by Alfred Edwards* 
London, England 





ALFRED EDWARDS 


If you want to understand the 
economics of trade, you would do 
very well to have nine of the 10 
books that have been written on 
economics destroyed and don’t al- 
low any more to be written. 

If you will tell me of one econo- 
mist who has solved your problem, 
I will tell you 10 others who say 
they are insoluble. They contradict 
one another, and it is a very diffi- 
cult problem indeed for business- 
men who must balance their 
budgets. 

One thing that we Socialists, 
when I was a Socialist, did not real- 
ize was that the hardest taskmaster 





*Alfred Edwards was a member of 
the British Parliment until read out 
of the Socialist Party by his erstwhile 
colleagues. 
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‘|. . If the English-speaking 

peoples can stand together, there 
is no combination of forces in the 
world that would dare go to war.” 


in the world is a profit and loss 
account. 

You can fool it for one year; you 
might for two, but  ultimateiy 
you’ve got to balance your budget 
or you go out of business. That is 
one thing Socialism avoids. You 
needn’t balance your budget and 
you need not go out of business. We 
did that in one country, though, 
with a very small group of people, 
and put 180 million people in chains 
as a result of their failure. 

It’s hardly possible to talk on any 
subject today intelligibly unless 
you make some reference to “Com- 
munism.” You sometimes find pev- 
ple will say, “Why are these fel- 
lows always dragging in that 
subject ?” 


Awareness of Reds 


Indeed, I was speaking at one of 
your universities and a young man 
asked, “By the way some of you 
people talk, you would think there 
is a Communist under everybody’s 
bed.” All I could say to him was, 
“You take a tip from an experi- 
enced man, young fellow, and look 
under your bed.” 

A gentleman who spoke at this 
meeting last night referred to Karl 
Marx. You know, if more people 
would read a little about Marx they 
wouldn’t get the surprises they are 


getting today. 

Suppose that people had read 
that book that Hitler wrote, Mein 
Kampf. How many did? Most of 
those who read it didn’t believe 
what he said, because he said in 
advance exactly what he was going 
to do. Who would have the audacity 
to do that? And this man, this 
cruel man, this vicious man, who 
had declared vengeance on society 
because of his early suffering, put 
in his book exactly what he was 
going to do and he carried it out— 
almost. 

Karl Marx said quite clearly 
what all these people in your coun- 
try and my country were going to 
do. He has told you as clearly as 
language can that they would come 
into your home and into your 
offices and into your government 
departments. 

He said quite truly—“The seeds 
of destruction are within the capi- 
talistic system itself.” You know 
why? Because fellows like you and 
me are so busy looking after our 
personal businesses, so busy think- 
ing about the profits and taxes that 
we are not paying attention to 
these other fellows. 

While you and I are fast asleep 
worrying about our personal busl- 
nesses, and complaining about 
things in Washington and London, 
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“BLINDFOLD TEST PROVES 
LOF GLASS EASIEST T0 CUT 








Hardwareman Arthur Dersch says: 


“I cut four brands of window 
glass and the one marked C def- 
initely cut the easiest!” 





A. D. Dersch, of Shaker Heights Hardware, Cleveland, 
Ohio, was given four brands of window glass to test, 
identified only by a letter crayoned on the corner. He 
ran a cut on each. Without hesitation, he said, “Brand C 
definitely cut the easiest. The cutter took hold right 
away—didn’t slide. No flaking at all and I got a much 
cleaner edge.” 

Brand C was L:O-F Window Glass. 

Even when cutting small pieces like this (12” x 16”), 
Mr. Dersch could tell a definite difference. Think what 
L:O-F’s easier cutting means when you're working with 
larger sizes . . . or cutting close to the edge . . . or making 


a curved or angle cut. Fewer crooked breaks, less waste, 
less trouble, more profit. 

Slow annealing is what makes L:O-F Window Glass so 
much better. Quick cooling sets up the internal stress and 
strain in glass that makes it hard for you to control the 
cut. So L*O-F cools the molten glass slowly .. . uniformly. 
Giving you easy-to-cut window glass takes more time in 
the L-O-F plant, but it saves you time—and money—in 
the store. 


TEST IT YOURSELF! Call your Libbey-Owens:Ford Dis- 
tributor and get some L*O-F Window Glass. Cut it. Then 
cut a piece of any other kind of glass you have. See 
which will give you less waste . . . more profit . 
through easier, cleaner cutting! Then you'll be convinced 
it’s smart to specify L‘O-F whenever you order window 
glass. Libbey-Owens:Ford Glass Company, 6742 Nicholas 
Building, Toledo 3, Ohio. 
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for BIGGER Profits... 





VICTOR STEEL TRAPS 


Many styles designed to 
catch and hold each t of 
fur bearing animal. No. 2 
Double Spring trap shown. 


VICTOR MOUSE 
and RAT TRAPS 


Easy to set; quick-catch 
action. Victer, Holdfast, 
Auto-Set, 4-Hole Choker, 
Little Champ and Easy-Set 
Traps are popular profit 
builders. Victor Mouse trap 
shown. 





TRUMP 
GARDEN TOOLS 


Gardeners want Trump 
trowels, forks, cultivators, 
transplanters and weed cut- 
ters. Trowel shown. 






VICTOR VERI-LITE 
DUCK DECOYS 


Wa roof, light weight, = 
fectly balanced and very life- 
like. The decoy that satisfies 
experienced duck hunters. 


VICTOR MOLE TRAPS 


A sure, sensitive 6-prong 
spear type trap that kills 
moles. Rust-resistant coating 
on trap. Easy to set. 


VICTOR GOPHER TRAPS 


Sturdy and rugged construc- 
tion. Simple to set; swift to 
release. Used by U.S. Gov- 
ernment Agencies. 





a ee 


® Moke sure you always have a complete stock of 
these selling brands. Order today from your 
wholesaler for the coming selling seasons. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
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these men have been very, very 
busy digging themselves in while 
we weren’t looking. 

Today you are surprised to find 
that this menace is such that it is 
putting fear into people’s minds. 
And I tell you there is no greater 
menace in this country or any other 
country today than the man who 
feels “It can’t happen here.” 

It can happen here. These people 
don’t wait for majorities. There 
has never been a majority Commu- 
nist movement in the history of the 
world. It has always been a very 
small minority that has put all 
these things over “whilst men 
slept.” 


We Must Stand United 


If we are concerned about this 
powerful movement that has grown 
up in the world today, we should 
ask ourselves, “How did it come 
about?” I grew up with the Social- 
ist movement in England; so I 
know something about it. 

I find it the easiest thing in the 
world to arouse indignation; you 
can get men tremendously excited 
and indignant. But you try to har- 
ness that indignation to positive 
action. And what do you get? 

The moment men go away from 
a conference like this, they go back 
to their personal problems and 
their personal business, and con- 
tinue to complain that there is 
nothing very much that business- 
men can positively do about it. 

And that’s why the other people 
are going to win unless we can do 
something about it in our own coun- 
tries in order to stop it. 

Now the first thing I’ve got to 
say is this: That if the English- 
speaking peoples can stand to- 
gether there is no combination of 
forces in the world which would 
ever dare to go to war. We are 
more powerful from every point of 
view, however you think of it, than 
all the rest of the world combined. 


Conquer One by One 


If the English-speaking peoples 
could be divided, it would come true 
what Winston Churchill once said 
about Hitler. “Hitler,” he said, 
“can conquer the whole world—one 
by one.” 

Have you counted how many 
have fallen in Europe, one by one? 
And if we in England didn’t have 
you back of us, we couldn’t stand 
up ourselves for 10 minutes. And 
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if we didn’t have you back of us, 
and we fell, Europe and Asia 
would go. 

It would be a great simpleton 
that would imagine that you could 
stand alone. 

So I think the most vital prob- 
lem for us to consider all the time 
is that the English-speaking peo- 
ples must not be divided. 

Go back a number of years, be- 
fore we had a powerful Trade 


Union movement or a powerful So- 
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ARTHUR L. FAUBEL 


cialist movement. We didn’t have a 
Communist movement either. But 
we had had the Communist Mani- 
festo published in 1848 by Kar! 
Marx. In 1848 Karl Marx’s work 
was justified, because men under 
the private enterprise system im- 
poverished their workers to enrich 
themselves. Marx said, “The work- 
ers have nothing to lose but their 
chains.” 

There was some truth in it, you 
know. Read Charles Dickens just 
now and again to remind you of the 
brutal conditions we had in En- 
gland. They have passed away. 


Cause for Rebellion 


But you must remember what 
caused this resentment, this rebel- 
lion, this Socialist and Communist 
movement. It was because condi- 
tions were bad. A friend of mine 
wrote a brilliant phrase recently. 
In 1952 conditions are so changed 
that under the Capitalist system 
we have evolved a standard of liv- 
ing which, had Karl Marx in 1848, 
thought it possible, he would be the 
last man in the world today to be a 
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in its class has or develops 
power like a Pincor! 


Power mowers are bought for only 
one reason— power! No matter how 
fancy the design, how pretty the color 
. . essentially what you’re selling is 
an engine to turn blades to cut grass. 
Power to take all the work out of 
mowing. PINCOR POWER DOES 
EXACTLY THAT! 


Pincor power begins where other 
mowers leave off. The 4-cycle engine 
in a Pincor “Special” starts at 1.3 HP 
and develops 1.6 HP. The 4-cycle 
engines in other Pincor mowers start 
at 1.6 HP and develop 2 HP. Compare 
those ratings with any other mower 

in its class! 


_And Pincor backs up its power 

with other solid selling features. 
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Communist. He thought, and he 
said, a thousand times, that the 
Capitalist system must be de- 
stroyed by force—unless they gave 
up the battle—and that’s when he 
said that the seeds of its own de- 
struction are within the capitalistic 
system. They wouldn’t fight. 

This friend of mine wrote this— 
and this brings us right up to date, 
“The trouble with labor leaders to- 
day is that they are still walking 
around the walls of Jericho blowing 
their bugles—their old slogans— 
and haven’t noticed that the walls 
have fallen down.” Now that’s a 
very clever phrase; it is true. The 
things that Kar] Marx and all the 
Socialists were fighting for have 
been conceded today. 


Main Costs Are Wages 


We all want today not only full 
employment, but also higher wages. 
The things that the Socialists used 
to fight for. We are all unanimous. 
We all want it. But did you ever 
think of this: Why do we all 
want it? 

The cost of every commodity is 
entirely wages. You don’t sell any- 
thing but wages. If you take 
anything you like—this building, a 
battleship, a tank, even the smoke 
you enjoy—a hundred per cent of 
its cost is labor and nothing else. 

We must keep always in mind 
that 100 pct of the cost of any com- 
modity is wages. Then it is our 
first job to see that the wage packet 
is filled and it is regular. If capitai- 
ism had done that voluntarily there 
would have been no powerful trade 
union today. There would have 
been no Socialist government in 
England. 

Well, it led to Socialism in En- 
gland. People sometimes say to me, 
when I expose the fallacies of So- 
cialism, “How is it that an intelli- 
gent fellow like yourself ever be- 
lieved it would work?” Well, all of 
us at times, feel that something like 
that ought to work. 


No Profits for Workers 


We get a little tired of being 
selfish and grasping and just work- 
ing for our own interests. We look 
around and see the sufferings of 
other people and we want to do 
something decent for them. 

Socialism ought to work. But 
the one thing we didn’t count on in 
British Socialism was this: That 
the workers themselves will re- 
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spond to no other incentive except 
profit. I have never met a man who 
would respond to any other incen- 
tive than higher wages or profit. 
The great tragedy, though, is 
that not one man in 10 ever thinks 
of anything else but that. When 
you have labor leaders speaking 
for millions of men, they speak for 
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up and say, “I have impoverished 
the rich, but I haven’t enriched the 
poor,” That was a terrible confes- 
sion. Could there be a more abject 
confession of failure than that? 
Another Socialist Chancellor of 
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H. B. MEGRAN 


Starline, Inc. 


an infinitesimal number of those 
men; the vast majority of those 
men never think of anything but 
the wage packet and what they get 
out of it. It is unfortunate, but it 
is true. 

So British Socialism has done 
this: It has demonstrated that the 
profit motive alone inspires men to 
greater effort, and that it alone cre- 
ates the wealth of any nation. 


Poor Not Enriched 


British Socialism, after five 
years, had to admit this. The So- 
cialist Chancellor of the Excheq- 
uer after five years of British So- 
cialism, stood up in the British 
House of Commons and said, “I 
have taken all that I can from the 
rich. There is absolutely nothing 
more I can take. Any increased 
taxation to meet social services and 
other things must come from you, 
the workers.” 

That was a startling thing to the 
workers, because we had educated 
them over several generations to 
believe that when we got Socialism 
we were going to get more wages 
for less work, and the profits of the 
shareholders would be distributed 
among the workers. And I lived to 
see the very party of which I was a 
member come into power, absolute 
power. Yet Chancellor of the Ex- 
chequer, after five years, had to get 


R. H. COLEMAN 


Remington Arms Co., Inc. 





FRANZ T. STONE 
Columbus-McKinnon 
Chain Corp. 


the Exchequer went to the Trades 
Union Conference two years ago, 
year before last. He said, “Don’t 
be shouting for me to take more 
taxes from the rich; there is abso- 
lutely no more I can take. If you 
want an increased standard of liv- 
ing you have got to produce more.” 


I can tell you only briefly the 


story about Bevan and British So-, 


cialism. As I said, we thought we 
were going to take over the means 
of production, exchange, and distri- 
bution—as Karl Marx put it—and 
all those profits were going to come 
to the worker, and the workers 
were going to be so joyful that they 
would take off their coats, roll up 
their sleeves and sweat a little more. 

So we gave the miners a five-day 
week, nearly doubled their wages. 
But instead of working harder, the 
output per man went down consid- 
erably. 


Failure of Coal Mines 


The result was that we lost in our 
first-year experiment on the mines 
£23 million. There was less coal. 
The price of coal today is more than 
three times what it was before the 
war, and yet the Socialists in their 
program went to the country and 
said, “The reason we want to na- 
tionalize the coal mines is that we 
can get more and cheaper coal.” 

If you have read anything on 


HARDWARE AGE, APRIL 17, 1952 





e Yo 
soare 
moti 
Price 
mags 
Be st 
This 

1 
barg 


strip 
ever 


2. 
the 
Not! 


Tl 
ama 
ply. 
fact 
Ord 
righ 


HARDW 


Report 


overished 
iched the 
e confes- 
re abject 
that? 

cellor of 





SNE 
innon 
>. 


Trades 
rs ago, 
“Don’t 
e more 
is abso- 
If you 
of liy- 
more.” 
fly the 
ish So-, 
ght we 
means 
distri- 
it—and 
Oo come 
yvorkers 
at they 
roll up 
2 more. 
ve-day 
wages. 
er, the 
-onsid- 


} 


in our 
mines 
; coal. 
e than 
re the 
their 
y and 
(Oo na- 
at we 
Ags 


ig on 


Now... SIMONIZ’ brings you this pre-tested sales builder! 





Cash in.on this sure-fire promotion! 
Stocks Limited! Get Yours Now! 


e You can’t miss with this one! SIMONIZ sales 
soared when we tested this hot consumer pro- 
motion. Next month this same market tested '2 
Price Special will be advertised in big national 
magazines like Life and Saturday Evening Post. 
Be sure you cash in on this big sales- builder! 


This Simoniz sale has everything you want: 


1. It’s a handy factory-pack. An amazing 
bargain! And SIMONIZ gives you free shelf 
strips, can toppers, window posters, ad mats— 
everything you need for big sales. 


2. You make a full profit (SIMONIZ absorbs 
the cost of this !2 price sale). No coupons. 
Nothing for you to do except ring up the profits. 


This is no loading deal! In fact it’s such an 
amazing bargain that we must limit the sup- 
ply. So to get your full quota of this 12 price 
factory-pack Special—it’s important to act fast. 
Order from your SIMONIZ jobber or salesman 
right away. 








Your Customers Save 35¢ 


Your customer pays reg- 
ular price for SIMONIZ— 
gets big can of SIMONIZ 
LIQUID KLEENER at 4 
price. It’s a big 35¢ sav- 
ing. Your profit is pro- 
tected. And no coupons 
for you to handle. Pick 
up your phone right now 
and order this SIMONIZ 
14 Price Special. Remem- 
ber—supply is limited. 
Get your quota now! 
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Just put it on your counter. 
This quality product, attrac- 
tively packaged, plus FREE 
GLAZING POINTS with 
every canis a sure money 
maker for you. 


Quick turnover is a cinch 
with CINCH. 


Manufacturer: Complete line of Putty, 
and Glazing and Caulking Compounds. 


tHe BIDDLE co. 
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Socialism you will find their fun- 
damental test was to be that we 
produce full employment. In 1945, 
when the Labor Party came into 
power, there was nothing we 
needed to do to create full employ- 
ment. The whole world wanted to 
buy everything that England could 
produce, at any price we would care 
to ask. So we had full employment 
guaranteed to us for years ahead. 

But I would like you to note this: 
In 1948, the sellers’ market passed 
over, as many of you will remem- 
ber. Now the buyers were coming 
into their own, and we began to 
have pockets of unemployment. 
Now, there was the test for a So- 
cialist government—and this is 
where I had to come out of the gov- 
ernment. In 1948, there was the 
opportunity to test Socialist theory. 
Unemployment was increasing. 
Now what were we going to do? 
What was our new economic system 
going to do? You remember what 
we did? Socialist Britain came to 
Capitalist America and borrowed a 
£1000 million to keep our people in 
the slums. There again, could you 
have a more abject confession of 
failure? 


Bevan a New Stalin 


You have heard of the name 
Aneurin Bevan possibly. He thinks 
he’s going to be the new Stalin. 
And the preliminary to being a new 
Stalin is to be expelled from the 
Labor Party. I was expelled, but 
he hasn’t been expelled yet, but he 
looks like he’s achieving his object. 
He said, in 1948—and I look upon 
him as a fellow-traveler—“With- 
out American assistance in En- 
gland we would have millions un- 
employed.” 

Now how could an honest man 
continue preaching a doctrine 
which had created a situation of 
unemployment, while the only way 
we could cure it, the only way we 
could keep our employment, was to 
send to Washington and borrow 
from you a £1000 million. 

I brought the matter to a head. 
At a certain meeting I made a very 
simple remark—I’m afraid it was 
an attempt to be witty. I said, “We 
still have an empire on which the 
sun never sets and a government 
on which the light never dawns.” I 
was expelled from the party, which 
left me free to talk freely about 
this Socialistic failure. 

Now gentlemen, there is not one 





point of Socialist doctrine that we 
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have put into practice in England 
which has helped the working peo- 
ple in any shape or form. Of course 
they got higher wages. Of course 
they got a higher standard of liy- 
ing. But we haven’t been able to 
pay for it ourselves. You have been 
paying for it. And I assure you 
that you don’t want to continue to 
subsidize Socialism in England. 


Bevan Anti-America 


So the country gave us an oppor- 
tunity, last year, to revert to pri- 
vate enterprise. But note this, even 
the Socialists themselves, in our 
last election, didn’t mention any 
more nationalization in their pro- 
gram. None of them believe in it 
except Mr. Aneurin Bevan. 

So let me tell you a word about 
that young gentleman who hopes to 
be the leader of the British Labor 
Party. He has always fought 
against cooperation with America. 
He even fought in the House of 
Commons against the American 
loan. Imagine what would have 
happened? We would have had to 
go right into the Communist camp 
if we hadn’t got your assistance in 
1948. Bevan fought tooth and 
nail against that. And he has al- 
ways fought for Communist affilia- 
tion with the Labor Party, which 
could make a coalition such as hap- 
pened in Czechoslovakia. 

But he did an interesting thing 
this last year. He thought it would 
be rather nice to have a holiday in 
Yugoslavia. He spent a month 
there. And he found Tito, the Com- 
munist dictator, a most interesting 
fellow. 


Tito'’s Communism 


Well, another man, who is really 
the genius back of that small group 
of Bevanites in the British Parlia- 
ment, called Zilliacus—I wonder if 
you can remember that; Zilliacus; 
you will hear some more about him. 
He had been there two years before. 

He came home saying what a 
wonderful job they were doing in 
Yugoslavia. Now, despite their 
criticism of Communism, these 
two men said, “Tito has done 4a 
wonderful job for the working peo- 
ple in Yugoslavia,” and then went 
on to build up the wonderful condi- 
tion of the workers there, implying, 
of course, if only we had a more ro- 
bust Socialism in England—like 
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Tito’s—then we could do without | 
America. 

And then he used these words 
in his address in the House of Com- | 
mons when he resigned from the 
government: He said, “This coun- 
try has a contribution to make 
which is neither Russian Commu- 
nism nor American Capitalism. We 
have our own contribution to make 
to democracy.” You see how Tito 
fits into the bill. And Mr. Bevan 
could be the first Tito or dictator 
for England. 

A group in the House of Com- 
mons which had control of the trade 
union movement could control the 
lator movement. Eighty per cent 
of the membership of the British 
Labor Party is trade union affilia- 
tion. And 80 pct of their finances 
come from the trade unions. Three 
British trade unions have Commu- 
nist leaders. 


Labor Can Control 


If they should win another two 
trade unions in England they would 
control the British Labor Party. 
And if a Labor government were 
elected the next election, we would 
have these fellow-travelers in 
charge of the British government, 
which wants to break off relations 
with America and co-operate with 
Russia. When they write about it 
in the papers, they don’t mention 
“Russia”; they mention relations 
with “Eastern Europe’—it sounds 
better. 

It would pay us all to go back to 
some very elementary economics. I 
can tell you in three words every- 
thing you can ever know about eco- 











nomics, or finance, or world trade. 


Those three words are “Goods for | 


goods.” 

Britain did to the world, when 
the British Empire was being built 
up, exactly what your people are 
being forced by circumstances to do 
today. We were producing most of 
the world’s goods then. We were 
the wealthiest nation in the world, 
and other countries wanted what 
we had got and they hadn’t the 
money to pay for it. So we gave 
them the goods and lent them the 
money. But in 1939 England was 
receiving a £1000 million worth 
of goods and only paying for £500 
million worth. We were receiving 
twice as much as we paid and still 
we balanced our accounts. 

We, for over 80 years, cast our 
bread upon the waters—and it 
came back to us after many days. 





But only because for the better part 
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FLETCHER Wood Scrapers 


@ THEY SELL... quality is built right into FLETCHER 
Wood Scrapers. Your customers quickly recognize 
this fact. 

@ EASY BLADE CHANGE ... models 250 and 300 have 
the instantaneous blade release (10-second blade 
change). Other models also have simple blade 
release. 

@ PLENTY OF MODELS. .... scraper sizes 1” to 21%” 
(blades up to 3”) provide the right size wood scraper 
to fit any job in any price range. 

@ EASY TO DISPLAY .. . free displays for counter or 
window are furnished with assortment purchases. 

@ EXTRA PROFITS ... a bonus profit with each assort- 
ment increases the value of your investment. 

@ EXTRA BLADES... purchasers of FLETCHER Wood 
Scrapers will return to your store for extra blades. 
Be sure to stock them. 


Write for complete descriptions and learn how much 
profit each assortment earns for you. 


\ AA ete 
THE FLETCHER-TERRY COMPANY 


594 SOUTH STREET - FORESTVILLE, CONNECTICUT 


HOW IS YOUR STOCK OF 
FLETCHER GLASS CUTTERS? 
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of a century we had been sending 
our goods to people and hadn’t been 
getting paid for it. 

Now you think carefully when 
you hear people say you can’t af- 
ford to go on sending abroad. 
Think of what happens the moment 
you stop sending abroad. Don’t 
think in terms of money. You 
must think in terms of goods. It 
isn’t money you send abroad; it’s 
goods. Money has no meaning ex- 
cept in terms of goods, and I wish 
to goodness we would remember 
that all the time we are talking eco- 
nomics. 


And if you don’t send your com- 
modities abroad, as you are doing 
today, when you talk about lending 
your money, what are you going tuo 
do with the goods? In three years 
in this country from 1929 to 1932 
and because of your shortsighted 
policy you had 35 million people 
out of work. There is nothing so 
wasteful as unemployment. 

I think the great problem of to- 
day is that the English-speaking 
peoples must stand solidly together 
and nobody will ever dare go to 
war. 

My country has made, I think, 
the most valuable contribution ever 
given to mankind: it tried that 
idealism that so many of us had so 


sincerely believed—Socialism. It 
tried it under ideal conditions, and 
perhaps in the only country in the 
world where it could get a fair trial. 
And it has failed us; it has been 
proven false and an illusory solu- 
tion of our problems. 

You proved another thing in this 
country when you volunteered— 
you hadn’t to be asked for it— 
Marshall Aid, Mr. Churchill said, 
“It was the most magnanimous ges- 
ture in history.” So it was. 

And I think the answer is here. 
The Ten Commandments and the 
Sermon on the Mount, are things 
that someday you and I are going 
to have to live up to. We don’t want 
anything new in the world. 





Mobilization Production 


(Continued from page 114) 


ders freezing steel deliveries from 
both the mills and the warehouses 
to civilian production. 

The purpose of that order is sim- 
-ply-to-insure that within the frame- 
work of steel production that was 
available for shipping and delivery 
the military and defense programs 
should have the first call. There will 
be certain mills, if there is a work 
stoppage, which will undoubtedly 
not be affected. As soon as those 
particular mills are determined, and 
the work stoppage occurs, relaxa- 
tion with respect to those will be 
prompt. 

The warehouse holders can con- 
tinue to increase the supply in ware- 
houses for about two weeks, until 
such time as the military and other 
important defense agencies have an 
opportunity to find out whether and 
to what extent the supplies in ware- 


houses can assist them in carrying 
out their programs. 

This steel situation is, of course, 
tremendously serious to the mobil- 
ization program. The NPA has 
been constantly directing steel that 
is coming from current production, 
that is just back of the line in cur- 
rent production, to the Atomic 
Energy Commission programs, to 
jet aircraft programs, and to other 
most important programs. Any 
stoppage of steel production will de- 
lay and interfere with these pro- 
grams. 


Exercise Restraint 


That, however, will not stop the 
civilian engineers of the Atomic 
Energy Commission and elsewhere 
from working. They are going to 
keep thinking; they won’t stop. And 
there will be a backlog of other 
things that they will need and which 
will be desired and which they will, 
in line with our policy of keeping 
military production as the senior 


claimant on the materials supply, 
be sure to get. 

That undoubtedly means that in 
the future, if there is any signifi- 
cant stoppage of production, other 
things will be more delayed than 
would be usual, because directives 
will interfere with that. I do hope 
that we won’t get into a serious 
steel strike. It would be most, most 
serious for all of us. 

Now, all of us, I think—the gov- 
ernment, business, everybody else— 
has exercised restraint by taking 
care of the mobilization program 
during its early buildup stages. We 
did not go ahead, as many urged 
us to do, at a pace which would 
have been dangerous to our entire 
economy. I think we must, at the 
same time, resist the temptation to 
throw off prematurely the re- 
straints we have imposed upon our- 
selves to assure the strengthening 
of our defenses, and the preserva- 
tion of peace. 
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DISPLAYS 


Most colorful display banners 
ever offered to dealers. 





To supplement Sunset’s month-after-month 
advertising in national publications we are offer- 
ing these FREE dealer tie-in materials to help 
you bring more Sunset Line customers into your 
store: Attractive four-color glow banners for 
wall or window display, showing four best sell- 
ing Sunset Lines... your choice of 12 dealer 
newspapers mats for advertising Sunset Lines in 
your local papers... and a supply of Sunset’s 
new service booklet “HOW TO CHOOSE THE 
RIGHT LINE FOR YOUR FISHING; which 
has every earmark of being the “book of the 


season” in fishing circles. 


These dealer sales aids are available 
only on written request from dealers. 
Mail the coupon for your kit today! 


SUNSET 


P ET ALUM 
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Various sizes to advertise 
Castmaster, Stream King, 
Flexon and Surf King lines. 
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BOOKLET 


Written by the nation’s experts: 
A.J.McClane of Field & Stream, 
Jason Lucas of Sports Afield, 
Ray Bergman of Outdoor Life, 
Frank Woolner of Salt Water 
Sportsman. 
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SUNSET LINE & TWINE CO. 


65 JEFFERSON STREET * PETALUMA, CALIFORNIA 
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Sporting Goods 


(Continued from page 127) 


For some unknown reason it has 
been the general opinion that it 
was necessary to employ a well 
known sportsman, or one whose 
main interest was participation in 
sports, to sell sporting goods. Ac- 


| tually, I can think of nothing es- 


sential in this type of manpower. 

I don’t say that such a man 
would be a detriment, but I do say 
he is of no value unless his sales 
interest far exceeds his interest in 
sports. But above all, he should be 
basically a business man and a 
salesman. In fact, I know dozens of 
successful sporting goods sales- 
men, and sales department mana- 
gers, who never caught a fish in 
their life. In fact, they wouldn’t 
recognize the various species, nor 
have they ever hunted wild game. 


Delegate Authority 


In my discussions with various 
leaders of the industry one fact 
came to the fore. The sporting 
goods business and the hardware 
business needed the introduction 
of new and young blood into the 
profession to relieve those of us 
who are somewhat older of those 
life-shortening details which for 
some reason we are reluctant to 


| surrender. 


We need to teach ourselves how 


| to delegate responsibility and au- 


thority to others; to recognize that 
there are others not only as capa- 
ble, but sometimes more capable, 
of discharging,the responsibilities 
we are inclined to feel that we 
alone are capable of handling. 

In short, we should give young 
men a chance to grow within our 
industry, keeping in mind that 
nothing will grow if we constantly 
keep pruning back new shoots by 
refusing to delegate responsibility 
or authority. Sure, they’ll make 
mistakes but didn’t we make them, 
and aren’t we making them even 
now? 

It is management’s job to super- 
vise, teach, counsel, to develop the 
potential ability of the employee 
and not to make a one-man con- 
cern. A good manager must be a 
good coach. The team he trains, 
plays the winning game. The goal 
is an ever growing and profitable 
business. 


But getting back to the sporting 
goods business, it seems to be a 
business which appeals primarily 
to youth, and youth with all its 
energy, properly guided and coun- 
seled, is assured of success. I have 
a great deal of respect for such 
firms as Marshall Fields of Chi- 
cago, Gimbels, Wanamakers and 
Macy’s of New York, Famous Barr 
of St. Louis, Leonard Brothers of 
Fort Worth, Meier-Frank of Port- 
land, Oregon, and when I see these 
firms and many others not only do- 
ing a large sporting goods busi- 
ness now, but enlarging their de- 
partments to handle still more 
volume, who am I to question the 
wisdom of such outstanding ex- 
amples of good merchandising. 

We as manufacturers sell these 
firms, and sell them through our 
wholesalers, just as dozens of 
other sporting goods manufactur- 
ers do. The business is there, but | 
do give you this warning. It is a 
lot easier to get this business to- 
day than it will be to fight your 
way into it tomorrow. Should the 
hardware industry delay much 
longer, demand will encourage the 
establishment of an entirely dif- 
ferent group of wholesalers, the 
exclusive sporting goods wholesal- 
ers already coming up. 


Woman's Influence 


I told you we needed to adapt 
ourselves to trends. In this indus- 
try, like most others, the woman is 
more and more exerting her influ- 
ence. Today’s youth marries his 
best girl for a life-long pal, not as 
a household slave. We as manufac- 
turers have learned by experience 
the influence women have on the 
sporting goods industry. The man- 
ufacturers of sports clothing, of 
golf equipment, of guns, will in a 
short time probably be selling and 
advertising lighter weight and 
small caliber guns as ladies’ 
models. 

If you don’t agree, attend your 
local skeet shoot and I’m sure 
you'll find more and more women 
are competing. In the recent win- 
ter Olympics if it hadn’t been for 
the women, the U. S. would have 
made a miserable showing. The 
big Salmon Derby put on by Meier 
Franke of Portland was won by 4 
woman. Attend some of the big 
sporting goods shows, drawing 
millions, and you’ll find 50 pct of 
the attendance is by women, and 
interested women too. 

The Izaak Walton Leagues con- 
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The only source of complete, authentic informa- 
tion on Hardware Wholesalers — Heavy Hard- 
ware Wholesalers — Industrial Supply Distrib- 
utors — Plumbers’ and Tinners’ Supply Jobbers 
— Manufacturers’ Agents (Domestic and For- 
eign) — Hardware Chain Stores 


In 232 fact-filled pages, the new 20th 
Edition of HARDWARE AGE’S Verified 
List offers the greatest array of up-to-date 
information on the wholesale hardware 
field ever assembied — accurately com- 
piled and indexed for ready reference. 


Only in this issyve will you find com- 
plete data on: 
547 Hardware Wholesalers in U.S. 
109 Hardware Wholesalers in Canada. 
4 Hardware Wholesalers in Hawaii. 
1 Hardware Wholesaler in Mexico. 
135 Lr ed Hardware Wholesalers in 


(These are in addition to 398 Hard- 
ware —— handling heavy 
hardware.) 

2,006 Industrial Supply Distributors in 


133 eueeies Supply Distributors in 
Ca 
1,006 Plumbers? and ‘inners’ Supply 
Jobbers in U.S. 
86 Plumbers’ and inners’ Supply 
Jobbers in Canada. 
2,108 Manufacturers’ Agents handling 
arene and housefurnishing lines 


117 l,m Agents hendias 
hardware and housefurnishing lines 
in Canada. 

415 Manufacturers’ Agents in 47 For- 
eign Countries. 


317 Hardware Chain Stores in U.S. rep- 
resenting 3,906 units. 
6 Hardware Chain Stores in Canada 
representing 108 units. 
4 Distributors selling through fran- 
chised dealers representing 6,092 
units. 


Wholesale Listings include: 


Name and address of each organiza- 
tion and branc 

Capitalization 

Year established 

Lines of merchandise handled 

Name of each buyer and the lines he 
buys 

Territory covered 

Number of men travelled 

Names and titles of officials 


Nowhere else can such complete informa- 
tion on the hardware distributive chan- 

nels be obtained in form. Only 
HARDWARE AGE’S many years of 
daily contact with the hardware trade 
makes the compilation and maintenance 
of these lists possible. 
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ers and officials . . . in handling Direct Mail Promo- 
tion to supplement your regular publication advér- 
tising . . . and for exploring the possibilities of new 
accounts. Your salesmen will find it a tremendous 
time saver in planning their calls and routes. 

In countless ways the HARDWARE AGE Verified 
List is an indispensable tool for efficient sales manage- 
ment. Order copies for your Sales Department and 
your salesmen today. 
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duct contests for young people, 
and a high percentage of partici- 
pants are young girls. This is also 
true of contests put on by various 
civic clubs such as Kiwanis, the 
Rotary Club, etc. 

How do we know all this? Never 
before in our history have I seen 
so many requests for prize dona- 
tions! In fact, they are so numer- 
ous they’ve gotten entirely out of 
control. 

One of the largest markets is 
the women gift shopper, trying 
desperately to select the proper 
gift for that man in her life— 
something he will really like. Ex- 
perience has taught her that if she 
buys him a necktie he’ll simply 
never Wear it. 


So our job as manufacturers, 
and your job as wholesalers, is to 
teach our retail outlets, or alert 
them to the fact, that the sporting 
goods business is not necessarily 
a man’s business. 


Why Increased Demand? 


Not many weeks ago I was dis- 
cussing with a sporting goods 
wholesaler on the West Coast, a 
problem which had to do with an 
accessory we are producing, and 
have produced for many years. 
Our sales had been a few thousand 
each year, and in fact we were 
seriously considering discontinu- 
ing the item. Then all of a sudden 
sales zoomed 500 pct. 


We who are salesmen of course 
would like to take some credit for 
doing a good selling job, but obvi- 
ously there was something more 
behind this increased demand. We 
discovered the reason. It was the 
women who demand it. The item I 
am talking about is our No. 10 
high stand on which the camp 
stove is set to bring it up off the 
ground. It enabled the women to 
cook in comfort. 


This wholesaler also cited to me, 
and. showed me the records, to 
prove that each year there had 
been a substantial increase in 
sales of women’s sizes of what he 
called ‘‘waders,’—a type of boot 
worn in surf fishing. He also men- 
tioned several other items, par- 
ticularly adaptable to women who 
participate in outdoor sports, as 
showing great increases in sale. 


But the most amazing thing to 
me was this: We examined his rec- 
ords on the sale of snelled fish 
hooks. As a young boy in a hard- 


Southern Convention Report 





ware store in the Middlewest, my 
recollection is that we bought from 
a wholesaler a maximum of a dozen 
cards, assorted sizes, which prob- 
ably would last us the entire sea- 
son, but he showed me the record 
where his sale on one particular 
brand of snelled hooks, at his cost, 
totaled $25,000. Gentlemen—that’s 
a lot of fish hooks. 


Then he explained to me that 
this particular snelled fish hook 
was a price maintained line and in 
their desire to have a line they 
could promote, he had been suc- 
cessful in getting this same manu- 
facturer to make up an assortment 
under his private brand. He sold 
these private brand hooks to the 
tune of an additional $26,000, or 
a total of $51,000 worth of snelled 
hooks. That’s a lot of fish hooks, a 
far cry from the old muffin pan 
days of 10 to 15 years ago. 


I am quite conscious of the fact 
that a good many of the things I’ve 
mentioned, you already knew, but 
I am also certain of the fact that 
if you as hardware wholesalers 
want to take over this lucrative 
business which year by year is 
growing larger and larger, your 
plans should be made and executed 
without delay. If you wait much 
longer there are other types of 
wholesalers who will step in and 
take this business. 


Help for the Wholesaler 


I appreciate the fact that there 
are problems involved but none 
that good business management 
cannot overcome — sales training, 
sales management. I know of no 
industry, related to the hardware 
industry (such as the sporting 
goods industry), that offers more 
sales promotion, product knowl- 
edge and real assistance to the 
wholesaler than the sporting goods 
industry. 


I know for a fact that the gun 
and ammunitior, people have ex- 
perts in the field for dealer train- 
ing as well as training of the 
wholesale salesmen. The various 
tackle manufacturers, ree] manu- 
facturers, and my own company, 
all have experts in their respective 
industries to teach and assist the 
wholesaler, so it seems to me the 
next move is up to you. 
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Which Way America 


(Continued from page 120) 


today, the question of the steel 
strike must be resolved. And it 
must be resolved quickly. 

There is a provision in the Taft- 
Hartley Bill which permits the 
President of the United States to 
eall for an injunction. The execu- 
tive branch of this government 
should call on the power of the 
Taft-Hartley Bill and hold off this 
strike for at least another 90 days 
in an attempt to resolve it. 

The telephone strike and the 
Western Union strike are direct 
results of the decisions of the 
Wage Stabilization Board. Some- 
thing must be done in order to re- 
solve these problems, or we are 
going to see the money which has 
been spent and the bloodshed which 
has been spent nothing more than 
a hollow mockery. 

Look at our financial situation 
today. We see where the President 
of the United States, in January 
of this year, set up some $85,600,- 








000,000 as a budget. If you divided | 
that yp among every man, woman, | 


and child in these United States it 
would amount to some $550 for 
each one of them. 

If you just took that amount of 
the budget which has been allo- 
cated to overseas and to the mili- 
tary, it would cost $440 for every 
man, woman, and child. 

The President asked at the same 
time for 5% billions of dollars in 
additional taxes. He said we had 
to have it in order to avoid infla- 
tion. Obviously we must do every- 
thing in our power to stop infla- 
tion. 


Taxation Has Limits 


But the question arises, do we 
stop inflation by levying more 
taxes on the people or by cutting 
appropriations? I don’t know. I 
heard it said that “It won’t hurt to 
levy those taxes on big taxpayers. 
They can pay it.” 





I don’t know. But I do know that | 


you could put a 100 pct tax on 
everybody who has an income of 
over $8,000 a year; tax everything 
they have above $8,000 and you 
wouldn’t get what the President of 
the United States asked for 
year. 

You could put a 100 pct tax on 


this | 


| 


all incomes over $10,000 a year. If | 


you took everything above $10,000 
you could get enough money to 
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“ Fasco \~* 


THE FASCO 5-YEAR GUARANTEE 


is the “‘final touch”? which clinches sales at full, profit- 
able mark-up. It applies to FASCO’s 6 best-selling de- 
luxe fans—10, 12 and 16-inch oscillators, 10 and 12-inch 
floor fans and 16-inch pedestal oscillator. The Registry 
of Guarantee which your customer fills out and sends to 
the factory is proof positive that he’s invested in a 
product of unquestioned quality. So—stock and sell the 


Leader—FASCO! 
2 NEW FAN DISPLAYS FEATURE THE GUARANTEE 


Fusco 


Oscillating Fans 


Gear = eed 





in yellow and blue-green. Hooks heavy-duty card in golden yellow 


over the guard of 10”, 12” or 16” and blue-green. Die-cut to slip 
oscillators. FREE with any stock 
order for Nos. 101, 127, 163 or 165 


FASCO fans, or will be gladly 


over No. 40. or 55 floor fan; pro- 
vided with ribbons to show air 


FREE on 


flow when fan is on. 





sent to you on request. request. 





ROCHESTER 2, NEW YORK 


204 AUGUSTA STREET, 














VAUUR 
THAT BUILDS 
SALES _— 


AND CUSTOMER - SATISFACTION 


































Screen-and-Storm 





Door... 
‘or Regular 


‘tts Advertised in ''Bet- 
ter H end Gar- 


SUGGESTED 
RETAIL PRICE 


$1 S dens." “Hoses Beauti- 
ful" and “Living” 





GRILLE OWLY 





Beautiful, Adjustable 
NATIONAL GUARD 


SCREEN DOOR GRILLES 


Yes, here is outstanding value—beauty 
of design plus fine workmanship and 
materials—at a price that has terrific 
sales appeal. Fully adjustable, easily 
installed—handcrafted of lasting steel. 
Full selection of styles featuring beauti- 
ful cast figurines. Immediate delivery. 


ALSO: Volume-priced’ Screen Door 
Grilles, without figurines; and 
attractive, strongly-built Win- 
dow Guards. 


SEND FOR DESCRIPTIVE LITERATURE. 


SOLD THROUGH LEADING HARDWARE and 
BUILDING SUPPLY JOBBERS 


NATIONAL GUARD 
On om ee om 


540 Jackson Ave. + Memphis 5, Tenn, 
SCREEN DOOR GRILLES, WINDOW GUARDS 
WEATHERSTRIPPING, MOULDINGS 
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run this government for only 22 
days. 

When they talk about putting on 
taxes, it’s got to go down to the 
fellow who today is making from 
$2,800 to about $4,000, and he is 
already paying about 27 pct of his 
income out in taxes. 

The best economists that we have 
in this nation will tell you and 
prove that wherever the govern- 
ment begins to take more than 


| about 29 or 28 pct of the annual 
| income of the people of that nation 


it inevitably leads to inflation and 
you can’t stop it. 

We know that if we added on 
what the President has now asked 
for; what we in Congress added on 
by the 1951 Revenue Act; the state 
excise taxes; the county taxes, and 
the city taxes, we will be taking 
from the people of this nation some 
32 pet of their entire annual in- 
come. 


Tax Limit Reached 


We know that we can’t levy any 
more taxes without destroying the 
system of government we have. 
When the time comes when men 


| don’t want to work because they 


don’t see any benefit from it for 
themselves; when the time comes 
where there is no venture capital, 
and people don’t want to start new 
businesses because there is no 
profit in them, then we have hand- 
ed to Joseph Stalin that victory 
which he so earnestly seeks with- 


| out his having had to fire a shot. 


We have got to cut the budget. 
Yet when we look at the budget we 
know that a tremendous sum of 
money, 14 pct of it, is involved in 


| the operation of domestic govern- 


ment. We know there has to be 


| a great cut there. 


We know that in administering 


| defense production we can econo- 


| over-building and 


mize a great deal. 


Budget Cuts 


We know that we can cut the 
military. We know that we must 
somehow stop the military from 
over-ordering. 
This year they asked for some 
$50,600,000,000. I’m proud to say 


| that in the House of Representa- 
| tives, the sub-Committee on Mili- 





tary Appropriations cut some 414 
billion dollars from that figure. 
And we must prune. It is re- 
ported in Washington that the mili- 
tary now has something in the 
neighborhood of from 70 billions to 
80 billions of dollars unspent from 


Southern Convention Report 





previous appropriations. And yet 
they are asking us for 50 billion 
dollars this year. 

We know of the many little 
things that we can cut out. We 
know that they are spending over 
21% million dollars every year send- 
ing West Point graduates and An- 
napolis graduates to law school in 
addition to the estimated cost of 
$70,000 apiece spent on military 
training. 

They are going to law school 
even though in the Defense Depart- 
ment there are 3,700 well-trained 
lawyers who are not even being 
used as lawyers. 

We must not cut minimum de- 
fense. We must not cut the struc- 
ture of maximum defense. We must 
not stop experimentation. We must 
not stop progress. We must not in 
any way stop new developments, but 
at the same time we must teach 
the Army and ourselves to learn to 
live within our annual income. 

Our allies can be limited to live 
within what I think will be suffi- 
cient for them; about a 5% billion 
dollar cut in the 10% billions 
which has been recommended for 
them. We can bring about these 
things. 


No Time for Selfishness 


If the manufacturer is going to 
insist on and get higher prices for 
his goods; if laborers are going to 
insist on and get higher wages; if 
the various Chambers of Commerce 
around the country are going to 
get their pet projects; if the social 
workers are going to get higher 
pensions, then we are going to see 
this nation, for the first time in 
its long and _ illustrious history, 
brought to its knees in abject de- 
feat—not defeated from an enemy 
from without, but defeated by the 
ulcer of greed and selfishness from 
within. 

This is no time for self-indul- 
gence. This is no time for those 
things that the liberals like to pic- 
ture we must have. 

On the contrary, this is a time 
for austerity. This is a time for 
belt-tightening, for patriotism. 

We know that the boys in Korea 
are doing their part. The question 
is, are we who have been permitted 
to remain at home, are we doing 
our part? 
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Profit Pointer 


SOUTH BEND lures MI’s sports-minded men to the fishing equipment dis- 
play in your store. Many sportsmen in your vicinity write for South Bend’s 
free book “Fishing—What Tackle and When.” And this valuable book arouses 
plenty of desire and interest for the newest and best in the famous South 
Bend line. Don’t miss out on this sales making opportunity. Be sure your 
South Bend display is right out where these MECHANIX ILLUSTRATED 
fishermen can ‘see and try this quality line of equipment. It'll mean sales 


and profits for you. 















market. 








DUCO calls attention to the many uses for Duco Cement. 





and workshops. Two and a half million of these home handymen 
read MI and see these ads regularly. And they’re among your : 
best Duco prospects. So put your Duco display right by 

your cash register. Duco Cement’s handsome new package 
design will catch your customer's eye, and you'll really 











see your Duco sales spurt. 


ye | 


MECHANIX ILLUSTRATED 


A FAWCETT PUBLICATION 
67 West 44th Street « New York 36, N.Y. 


a 


a 
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SYNCRO smooths your selling task. These 
consistently appearing ads in MECHANIX 
ILLUSTRATED are seen by millions of do-it- 
yourself minded men. And these are just the men 


in your vicinity know you carry Syncro. Feature 
it in your local advertising and demonstrate it 
in your store. You can cash-in on this pre-sold 


- 


» a 
ee), MH om 
sd Be, or echaalyt 


© Every angler needs the oew 52 edition of t 
"Fishing — What Tackle and When.” Over Wo Ii 
pages of Ashing aps and instractions -~ Skosh 
tales— fish pictuers and records — new rods, 
feels, lines, jures. Drie ore FREE 












/ / SPIMCASTS 
R rie 
The sumples-to 
use spenmimng seel! 
aml Polis eaclosed 
Neo backiashes. 
Preciseon- 
buslt for per 
ispotshinge oo 
é No 1)00- $27.5@ 


xd SOUTH BEND) 

















Levit Rewt Fb | sateme, 


who need and buy electric power tools. For as 
they read MI, they'll be thinking of all the jobs 
they can do with a Syncro Sander. So let the ones 






Advertisements like this are aimed at the millions of “Mr. Fix-its” 
in the land and tell them how to use Duco Cement in their homes 














6 Sales Keys 


Help Merchandise Outboard Motors 


The sports fisherman is the 
hardware store’s big prospect for 
the sale of outboard motors, ac- 
cording to Jack La Nasa. At 
La «Nasa Hardware of 1027 De- 
catur St., New Orleans, La., he 
has developed a six point formula 
for increasing sales of outboard 
motors, adapting the methods 
used by automobile agencies. 

Mr. La Nasa’s six points are: 
(1) feature a brand which is ag- 
gressively merchandised on a na- 
tional scale; (2) advertise it lo- 
cally in places where sports 
fishermen will see your messages; 
(3) offer motor rental service; 
(4) offer stronz store and on-the- 


Part of the well 
equipped service 
shop—an impor- 
tant key in keep- 
ing customers 
sold on the out- 
board motor 
lines offered by 
the store. 
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How a New Orleans hardware dealer takes leaves from 
the sales guides used by automotive salesmen to do a 
good volume in outboard motors 


water demonstrations; (5) have 
a good service department and (6) 
see that every salesman has full 
knowledge of the product and its 
use. 


Confidence Essential 


The most important step is to 
have a line that is pushed hard 
by its manufacturer. Says Mr. 
La Nasa, “Not just a line that is 
occasionally advertised, but one 
whose manufacturer really ad- 
vertises to convince consumers of 
the worth of his product. Selling 
an outboard motor is quite like 
selling an automobile,” he de- 
clares. “It is sold largely on the 


Ee OO ORS. 
eed NAME ; 


we eee 





confidence customers have in its 
name.” 

If the hardware dealer sells an 
aggressively merchandised brand 
name then there is little need to 
convince the customer that here is 
a dependable motor from which 
he can get long years of satisfac- 
tory use. Manufacturers’ adver- 
tising does the pre-selling, or 
door-opening job. In the case of 
outboard motors sold by the 
La Nasa store, “advertisements 
run frequently in field, outdoor 
and fishing publications,” he says. 

Jack La Nasa concentrates his 
store’s advertising on outboard 
motors in direct mail material and 


Gasarts 
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Popular Mechanics 

Mechanix Illustrated 
Padlocks 


MAY 

Popular Mechanics 

Popular Science 
Cabinet Locks 


JUNE 


Mechanix Illustrated 
Cabinet Locks 
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Powerful Corbin Cabinet Lock Advertising in Popular 
Mechanics, Popular Science, and Mechanix Illustrated means 
increased demand for these fast-selling products ... right 
in your own store. The small assortment of Corbin 

Cabinet locks and padlocks illustrated above enables 


you to meet practically every need. Order a stock from 
your Corbin jobber NOW! Display them up front. 
They’ll SELL, faster than ever before. 


Be sure to make every sale ° 
... with CORA 


Corbin Cabinet Lock Division 


The American Hardware Corporation, New Britain, Connecticut 
157 








More users tell us 


NO OTHER SAW FILE 
BUT A HELLER 


will fill the bill 


| 























Once saw filers try 
a HELLER Saw 
File . . . once 
they’ve gotten that 
smooth, sleek, keen 
finish on the saw 
teeth only a HEL- 
LER makes pos- 
sible, they’re sold 
for good. Users 
we've recently con- 
tacted tell us they 
won’t accept any 
substitute. 


Only HELLER Saw Files 
Have All These Features 


Precision milling of the blank; 
uniform tooth structure; ad- 
vanced edge design minimiz- 
ing breakage or shelling; ex- 
acting accuracy in texture and 
cut; the right temper that 
means lasting service and 
more effective filing — these 
and other features put a HEL- 
LER Saw File in a class by 
itself. 

Send for full information on 
these quick-selling files. 
Lengths 4” to 8” in regular 
taper, slim, extra slim and 
eouble extra slim. 





Hammers; Masterenches; Scrapers 
Trowels and other quality tools 
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Ask also about our complete line of 











in the classified telephone pages. 
Direct mail material is sent to 
known fishing fans. 

Space is also used in the yellow 
section of the telephone book, 
with the idea that it will reach the 
man who has an outboard motor 
on his mind and so opens the 
yellow book pages to that section. 

It is important to give Mr. Pros- 
pect an opportunity to try out an 
outboard motor. Like the sale of 
an automobile it results only after 
a customer has satisfied himself 
that it will give the kind of per- 
formance he wants. Automobile 
dealers arrange to give prospects 
a ride. La Nasa Hardware en- 
courages prospects to rent an out- 
board motor. 

La Nasa’s rental setup is used 
not purely as a sale making idea. 
It produces profits of itself. There 
is a sufficiently high charge to 
cover the rental section’s costs, 
make provision for wear and tear 
and also pay the store a profit. 


Rentals Encourage Sales 


However, there is a gimmick in 
the rental plan. It encourages 
purchases. If a prospect takes out 
a motor, likes it, and decides that 
he wants to own it or a new one 
like it, then the rental charge is 
deducted from the selling price. 
This applies only to a single week- 
end rental, points out Mr. La 
Nasa. “Unless we set a time limit 
on the length of rental which is 


deductable from the purchase 
sum, we might find ourselves 
faced with prospects who de- 





manded that we take off what they 


runs in the store's own 





Charles Burst, left, shows a prospect how the motor 


emonstration tank. 


had paid for rental over a long 
period of time. We must have a 
safeguard of this kind.” 

To use the automobile analogy 
again, the outboard motor sales- 
man has to demonstrate his sales 
point, not merely talk about them. 
The automobile salesman invites 
a prospect to feel how soft the 
seats are, to try the king-size brakes 
and test the car’s pick-up. 


Complete Demonstrations 


At La Nasa’s, salesmen get out 
demonstration outboard motors, 
invite customers to lift one to see 
how light it is, and to swivel it 
around to see its easy movement. 
Then the motor is placed in the 
demonstration tank. If necessary, 
a La Nasa salesman will even take 
his prospect out in a boat on Lake 
Ponchartrain for the demonstra- 
tion. Such a ride is usually the 
sales clincher. 

Salesmen must know their prod- 
uct to sell with these demonstra- 
tions. Most outboard motors sold 
for the firm are sold by Mr. La 
Nasa or by Charles Burst, but 
each selling employee is trained 
to give thoroughly comprehensive 
sales presentations and demonstra- 
tions. 

As with many other kinds of 
selling, the availability of repair 
and maintenance service is an im- 
portant sales tool. The firm oper- 
ates a complete service depart- 
ment, and has its own extensive 
stock of parts and accessories. 
Like the rental department, the 
service section is operated for 
profit. 
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SALES PLAN in the floor 





} machine rental fjejd! J 





Who are your present customers? “Regulars” who live or work in the 
immediate neighborhood . . . only a trickle of others? How would 

you like to pull ’em from all over town... even from out of town.., 
a long a consistently growing volume of traffic and consistently higher profits? 
aave 6 Sure, it sounds pipe dreamish. But hundreds of dealers just like you are increasing 
analogy profits with the RENTA CLARKE MORE BUSINESS PLAN. 


r sales- It’s a sound money-maker for you. 
is sales 


it them. 
aa HERE’S HOW THE 


invites 
oft the 


| Clarke Plan 


eos WORKS... wo fyf QD e : 





to see / You start a Floor Care Rental Department .. . 

yivel it You need the famous ‘Clarke Threesome”, a sander, an edger, a PROFIT MAKERS ... 
rement. polisher. They're built to take grueling punishment indefinitely at es 

in the extremely low maintenance cost. They're rugged, easy-operating, 

essary, dependable . . . built for the rental trade! CLARKE 

en take SMOOTHIE SANDER 
= fate Bg You let the Clarke Plan help you get started .. . . lightweight but 
mnstrar Begin with this complete sales and merchandising program. It has TS ae 


built startling new volume and profit for hundreds of dealers, it will sending. Overwhelm- 











lly the 
do the same for you. img favorite for gen- 
eral maintenance 
r prod- 3? You promote your new service strongly .. . work. 
ynstra- Again the Clarke Plan offers the best. Tried and tested business 
's sold builders . . . newspaper mats, radio scripts, stuffers, streamers, elec- 
fr. La tric flashers, shelf strips, can top stickers. All the material to build 
t, but all the business you can handle! CLARKE DUO 
rained SANDER-POLISHER 
ensive gq THEN YOU REAP THE PROFITS... sands, scrubs, pol- 
ynstra- Floor machine customers must buy related items. You'll sell an extra- mine toca tn 
high volume of sandpaper, steel-wool, Clarke sealers, waxes, polishes. grinds . . . for all 
ids of These same customers will return for other needs . . . will send friends repair jobs. 
repair to you . . . will bring your business the satisfying growth and profit 
an im- other Clarke dealers enjoy. 
esters Porter-Cable floor sanders 
eres YOU SHOULD GET STARTED NOW .. . Ask for full details on this new es a Se 
hes easy way fo build more business today. Write, wire or telephone Clarke. Sales and serv “4 
5 is available through Cla ke 
. the CLARKE SANDING MACHINE COMPANY authorized sales represent- 
d for 304 Clay Street e Muskegon, Michigan atives and service branches. 


Authorized Sales Representatives and Service Branches in Principal Cities 
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Demonstra- 
tions of both 
hand and power 
tools attract all 
types of poten- 
tial customers. 










Demonstrations Build Tool Volume 


Hand and power tool department boosts its traffic and volume 


The hand and power tool depart- 
ments of Warner Hardware Co. in 
Minneapolis are busy places. Live 
demonstrations, good window and 
store displays and advertising are 
successfully tied together to attract 
traffic and build volume. 

Frequent demonstrations are con- 
ducted by local representatives of 
power tool makers at Warner’s 
main store at 13 S. 6th St., Minne- 
apolis. From time to time these 
demonstrations have been supple- 
mented by appearances of D. D. 
Gurnee of New York City, who 
shows visitors how to get the best 
results with both hand and power 
tools and how to care for them to 
keep them in the best working con- 
dition. Mr. Gurnee has made ap- 
pearances many times at Warner’s 
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with frequent live demonstrations by visiting experts 








Manowar MONDAY, JANUARY 29th - FEBRUARY 10th 
9:30 to 5:00 P.M. (EXCEPT MONDAY, NOON to 8:15) 


FREE DEMONSTRATIONS 


Mr. GURNEE’S COMING | | 


Ss Come in and let this 

we well known tool expert 

rh solve your woodworking 
coro problems, 














DOWNTOWN STORE 


—[A\W= | 23 arners 


13 SOUTH SIXTH ST 

















Sample of card used as an envelope stuffer and as a self mailer 
to remind customers and prospects that "Mr. Gurnee's Coming!" 
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14 OPENINGS 
WITHOUT 
DUPLICATION 


Heavy duty holder 
contains complete 
product information 7 = 
to make your selling | 


- 
he —_ + 
wf 


job easier 


\ 

No. 5647 MHP VA 
Af 
laws 

Fs 


MANUFACTURING 


BARCALO 
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ome. a, ie a 


Order now 
from your 
Barcalo Jobber 





BARCALO 


7- PIECE 
BOX WRENCH SET 


* Complete Range of Sizes, 4%”- 1/4” 

* Drop Forged from Top Quality Steel 

* Accurately machined and scientifically heat treated 

* Gleaming polished chrome finish 

* Balanced weight and improved design 

* 17Y” long — Weight 5 lbs. — Individually wrapped 


5 and 6 piece sets also available 
344” - 7%” 5645 MHP 34g” - 1" 5646 MHP 





PRICED EXTRA LOW 
FOR QUICK SALES 









” 5-PIECE SET (Shown) No. 5545 MHP 
6-PIECE SET ............... No. 5546 MHP 


Both of these low-priced, fast-selling sets have high 
quality construction features. Durable Barcalite finish. 
. . . Ask your jobber about these and other Barcalo 
wrenches and pliers. 


| 
| 
| \ 
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BUFFALO 4, WN. Y. 


“SKI-FLYING FURTHER 


than anyone before, Tauno Luiro, a 
Finn, set a new world’s record in 
March, 1951, at Oberstdorf, Germany, 
with a breathtaking jump of 456 feet. 


JENKINS 


GOES FURTHER.TOO.. 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 


FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phane, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Park 
Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
also, which meet ASTM and Federa! Specifications. 
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Many hand tool customers use the staircase to take them up to 
the mezzanine showing of power tools, parts and accessories. 


main store over a period of nearly 
20 years. 

Since Warner’s main and branch 
stores try to interest all types of 
hand and power tool users its stocks 
include not only equipment for the 
home workshop fan or other occa- 
sional user, but also heavier ma- 
chinery including metal turning 
lathes. And the firm’s offerings in- 
clude not only the basic units them- 
selves but also complete lines of 
accessories and repair parts. Large 
stocks are displayed at the main 
store from which the firm’s various 
branch units draw to make de- 
liveries. 

Hand tools and portable power 
units are given extensive display 
space on the store’s main floors, 
which is the locale of its store dem- 
onstrations. The bulk of Warner’s 


larger power tools—bench saws, 
lathes, drills, motors and acces- 
sories and parts are shown in about 
1600 sq. ft. of space on the attrac- 
tive, roomy and well lighted mezza- 
nine. Good portions of the mezza- 
nine are visible from most areas 
on the main floor. 

Featured in a window display 
used early last year and shown in 
these pages was a sign stating, in 
part, that, “He’s back again. Mr. 
D. D. Gurnee is at Warner’s to an- 
swer your workshop questions and 
show you how to get the most use 
and fun from hand and power 
tools.” It also gave the dates and 
hours of his visit. Between news- 
paper advertising, post cards and 
the use of the sign in the window 
the demonstrations attracted a 
stream of power tool users. 


Part of the roomy mezzanine display of home workshop 
and heavier power tool equipment. 
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with FREE spool of 
acid core solder 


ml Most in Demand, All Purpose 
sale Pistol Grip Soldering Iron 


e mezza- 
st areas 
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* COOL, convenient pistol grip 

* RUGGED construction — two popular sizes 

* ENGINEERED for top performance 

* LONG LIFE heating element 

* HEAVY CHROME plate — modern design 

* APPROVED by Underwriters’ Laboratories and CSA 


rds and 
window 
acted a 


List Price Weight 
Model No. Watts Each per doz. 


375 80 $3.65 12 Ibs. 
400 125 4.35 18 Ibs. 


THE 
CH MFG. COMPANY 


~~ 


30 Cummington St., Boston 15, Mass. 


POPULARLY PRICED fo sell to 


Every Home Owner, Hobbyist 
and Mechanic 
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Personalized Advertising 


Here’s how Herman Lowe of Bowling Green, Ky., promotes 


Herman Lowe, operator of a 
hardware and sporting goods store 
at State and Tenth Streets, Bowl- 
ing Green, Ky., uses personalized 
advertising methods to sell cus- 
tomers on his products and his 
store. 

Using techniques he’s developed 
in 31 years’ business experience in 
Bowling Green, eight in his own 
store, Mr. Lowe obtains his volume 
from three major departments: one- 
third from hardware, one-third 
from paint, and the balance from 
sporting goods. 


Conducts Column 


While he uses some regular dis- 
play advertising in the local daily 
newspaper, he and his store are 
best known for his folksy column 
published in the same spot on the 
editorial page under the title, Suds 
Says. These little columns appear 
in either prose or poetry form. 

Mr. Lowe has been the contribu- 
tor of Suds Says to the local news- 
paper for many years, and Bowling 
Green residents readily identify 
Suds Says with his name and Her- 
man Lowe & Co. 

Aside from its advertising value, 
Mr. Lowe’s little columns have liter- 
ary merit. A professor of English 
who conducts a radio prograr 
called Invitation to Reading, recent- 
ly devoted a full program to read- 
ing Mr. Lowe’s poems. 

Mr. Lowe also is a skilled photog- 
rapher. He even has a compact 
camera department in his store. 
For years he’s covered sports and 
other important events with his 
camera. After the photos are 
printed, he displays them in his 
store windows. Since he makes it 
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his store and its merchandise in his community 


Herman Lowe, who uses personalized advertising as his biggest pro- 
motional asset, boosts hardware, paint, and sporting goods business 
with attractive display built around national advertising. 


/ 


"A picture is worth 1,000 signs," Mr. Lowe says, “when placed in a 
dighay window." Here he shows Mrs. Lowe one of his "sure-fire 
magnet photos" of local events, which he takes himself. 
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ER Square "Gee" 


Repeat Business... 
bdle—Easier to Store— 


HE REPEAT BUSINESS that comes with Grabler Square “Gee? Unions is a result 

of the ease with which they assemble and the perfect alignment they assure in 
the pipe line. They disassemble and reassemble time and time again just as easily 
because each of the three parts is concentric with the others. Grabler Unions are 
package-protected from dirt, rust, loss and damage—packaging saves valuable time 
and effort and makes unions instantly usable—no fussing or cleaning necessary. 
Grabler Unions are packaged in small cartons; label clearly indicates type, size and 
number of pieces. Grabler’s 35 years of packaging experience has determined the 
correct quantity of unions for each size of carton. Cartons are shipped in master 
containers for easy handling and storing. Order Grabler Package-Protected Unions 
from your wholesaler. They'll give you more profit and more repeat business. 


THE GRABLER MANUFACTURING COMPANY « 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings «+ 
AAR Fittings * Unions « Rail Fittings * Cast Iron Steam and 
Drainage Fittings * Patented Drainage Fittings * Copper 
Tube Solder-Joint Fittings * Steel Pipe Nipples » Hangers 








AM 


‘Tops 


IN QUALITY! 


“Since 1857’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 

















Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 





THROUGH 
JOBBERS 









Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
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COMIN’ THROUGH KENTUCKY 


From “Suds’ Main Street Musings”--Copyright 


Comin’ through Kentucky, 
There's an awful lot to see, 
Besides the many shrines 
Famed in history. 
Of course there’s Mammoth Cave 
With its rambling, vaulted dome, 
Kentucky Lake and Churchill Downs 
And The Old Kentucky Home; 
There's Lexington and Bowling Green, 
Rich in Kentucky lore; 
There’s Audubon and Cumberland, 
Parks where spirits soar; 
There's a monument to Davis, 
Second tallest in the land, 
And the farm where lived Abe Lincoln, 
Born here a common man, 





You'll love the old rail fences 
With their touch of olden days; 

You'll love the white plank fences 
Where Kentucky horses graze. 

You'll love the hilly woodlands, 


if pew 4 in the spring; 
You'll love the south wind’s tender touch * 
And the way the songbirds sing. 
And in the fali when all the trees 
Along suburban blocks 
Begin to turn you'll know all gold’s 
Not at Knox. 
And you'll have an all-fired feeling 
In this lovely land of dew, 
When you’ré comin’ through Kentucky 
That Kentucky's comin’ through! 
—HERMAN LOWE. 





This post card, Mr. Lowe's own creation, is sold in local stores. 


a rule to fill his negatives with a: 
many local persons as possible—in 
addition to visiting celebrities—he 
has many people interested in his 
display windows. 

As a change of pace, he may place 
in his window an 8 by 10 print 
from a photo he took 10 or 15 years 
ago with a note asking, “Can you 
identify the persons in this pic- 
ture?” This is a sure-fire magnet. 

As a sports, as well as photog- 
raphy enthusiast, he traveled with 
Bowling Green’s Western State 
College basketball team to Madison 
Square Garden, New York City 
The movies he took last winter have 
since been shown before most of the 
city’s clubs and other organizations. 








Thus he combines satisfactory hob- 
bies with excellent indirect adver- 
tising for Herman Lowe & Co. 

On the tangible side of merchan- 
dising, Mr. Lowe builds top-notch 
displays inside his store and in his 
windows, too. He frequently builds 
a display that ties in with a large 
advertisement in a national maga- 
zine. 

But the major job of selling 
people on product and his store is 
done indirectly. He’s been a mem- 
ber of a local camera club; he’s held 
offices on the local Softball Asso- 
ciation; he’s past president and 
secretary of the Bowling Greer 
Municipal Golf Club, and he’s still 
an active golfer. 





An interesting builders’ hardware window recently used by Omer De 

Serres, Ltd., Montreal, Canada, is shown in the accompanying photo- 

graph. Typical examples of builders' hardware carried by the firm were 

shown in the foreground, while in the background were shown types of 

construction the company has served. The lettering on the background 
is a French translation of “builders’ hardware”. 
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Guaratt 


~. . for Home Workshop: 










+, Schools, Contractors! 






A . 
: to 12° uantity — Any Size (up 
With R 
" SAWS | eo 
; 


Dealers are all set up to reap a whirlwind of profits, with this new 
Simonds SI-CLONE line of high quality, “pop-priced” saws for home 
workshops, schools, contractors, and light industrial machines. And 
back of this line is a complete line-up of promotional material that 
carries right through to the point of sale on your counter. 

Simonds SI-CLONE Saws are made in 13 types, up to 12” diameter, 
and furnished with round or special-shape center holes... individually 
packaged...and priced and discounted to make the biggest of 

ao. 





dollar for you. And always remember . . . you're selling 
Simends Quality . . . fully guaranteed. Write the 
nearest Factory Branch Office for details now. 






BISIMONDS 


se BSAW AND STEEL. cA 


f 


‘> 





Factory Branches in Boston, Chicago, 
San Francisco, and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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Here’s What's Blowing 
Profits Your Way! ha 


National Advertising Cam- 
Paign in “Popular Mechanics” 
‘opular Science”, “American 





Builder »HomeCraftsman”, etc. 


* Counter Display (h 
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Treasure Hunt Builds Traffic 
For Older Shopping Center Stores 


How three hardware stores joined with 
other merchants to attract traffic in 
competition with a nearby shopping 
center with more modern establishments 


Participating merchants 
displayed this sign in 
their stores. 


“Our business district was losing 
trade: Newer, flashier shopping 
centers were drawing the crowds 
away, until we worked out a con- 
test plan and cooperative advertis- 
ing arrangement that has pulled 
people back onto N. Broad St. Our 
plan has added new life to our sales 
and to the sales of all stores along 
this neighborhood commercial 
street.” 

That’s the report of F. J. Hag- 
stette, co-owner of the Hagenac 
Hardware Store, 1448 N. Broad St., 
New Orleans, on an unusual bring- 
back-our-business-district plan for 
strong cooperative promotion. The 
report of the plan’s success is 
echoed by Milton Burdine of Bur- 
dine Hardware, 1410 N. Broad St., 
Harold’s Hardware, 1456 N. Broad, 
a third hardware store participat- 
ing in the promotion, also reports 
excellent results. 

It all began when Mr. Hagstette 
began to worry about the business 
he could see slipping away to a 
newer shopping center less than 
two miles away, serving people in 
the same section of downtown New 
Orleans. He talked to his compe- 


Bo hs 


People living throughout downtown New Orleans received tabloid-size 











titors and to other merchants— 
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advertisements telling of the Treasure Hunt. Announcements were mailed. 
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YOUR CUSTOMERS 
WILL CHOOSE THESE... 


Extra Durable 


FOR LONG, HARD SERVICE 





It's the special analysis, fine grain steel, plus 
Klein-Logan methods perfected by almost one 
hundred years in forging experience that gives 
Red Head Hammers their extra durability. 





italia ee 


Reo-£-Pak CARTONS 
SIMPLIFY HANDLING AND 


Retail customers automatically reach for them WAREHOUSING 

in preference to others, attracted by the beau- Fullest protection is given to 
tifully polished, rich-looking stained hickory Klein-Logan Red Head Hammers 
handles and bright red heads. packed in their convenient car- 


tons. From 4 to 6 handled tools 
A trial order from our complete line of styles cv uaa in cach 
and weights will prove the Klein-Logan Red 


Head’s ability to make sales for you. See 


your jobber or write us for distributor's name. j Reo-£-Pak WITHOUT HANDLES, TOO 


Easier handling ... and more 
convenient warehousing are 
pene when you buy Klein- 

ogan Hammer Heads in 
Red-E-Pak. 











SINCE 1856 


SALES REPRESENTATIVES 
Surpless, Dunn & Co. E. R. Palmtag Co. 
7 Ww OY amaaeli <7 ? 


The 
Klein-Logan€o, 2... 


rif 


Noshville 


South 13th and Breed Sts. - Pittsburgh 3, Pa. The Austin Ce., All 


PICKS © MATTOCKS © HOES © HAMMERS © SLEDGES ¢ BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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Cheney 16 oz. No. 938 with 
the exclusive Cheney Nail 
: Holding Device for driving 


oP 


2 nails into the hard-to-get-at 
E places. 


od 
Sales Representatives: 
JOHN H. GRAHAM & CO., INC, 
Hew York, H. ¥. 


SANFORD BROTHERS 
Chattanooga, Tenn, 


Mr. Dealer: 
use this pennant 


CORP. 


GETTLe FALLS. Ww. ¥.. U.S. A. 



















butchers, bakers, shoemakers— 
along the street. They all reported 
a slowing down in the traffic which 
is the lifeblood of any retail store. 
What could be done about it? 


Giveaways Pull Traffic 


Mr. Hagstette told neighboring 
merchants: “There is nothing like 
a giveaway to pull traffic. I could 
put on some type of hunt or other 
giveaway idea. But by myself I 
wouldn’t succeed in interesting a 
great number of people; no indi- 
vidual store has the facilities to do 
that strong a job. If we get to- 
gether we can rebuild this business 
district and put dollars into all of 
our cash registers. Now if each of 
us put up prizes for a big com- 
munity Treasure Hunt, and include 
a provision that people had to come 
into the stores to win .. .” 

The Treasure Hunt broke in 
June, 1951, when thousands of 
homes all over the downtown sec- 
tion of the Crescent City received 
tabloid size circulars in their mail 
boxes. The advertisements were 
mailed rather than distributed as 
throwaways. Reason, Mr. Hagstette 
notes, was that the merchants could 





count positively upon getting a cor- 
rect distribution from the post of- 
fice. Cost was slightly higher than 
distribution by teams of boys. 

But if measured by the number 
of homes that were known to have 
received the circulars the cost, he 
believes, was actually lower. Mr. 
Hagstette believes that people are 
more inclined to read what comes 
in the mail. The advertisements 
were addressed to “Occupant” fol- 
lowed by the house number. They 
were bulk-mailed under a third class 
postal permit. No envelopes were 
used. The printed permit flag was 
carried right on the circulars, with 
blank space for Occupant address- 
ing. 

On these advertisements, pros- 
pects read: “Find your lucky num- 
ber. 8 big Treasure Hunt days 
sponsored by the merchants of the 
North Broad and Bayou Road shop- 
ping center.” 

The rules were explained: Each 
circular carried a serial number, 
each different from all of the 
others. Customers carried their 
circulars to the North Broad and 
Bayou Road stores. Displayed in- 
side each store was a listing of the 
particular store’s numbers. The cir- 


Names and addresses of winners were posted in this manner 
on one of the windows at the Hagenac Hardware Store. 
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important health precaution 


You can easily regulate the fresh-air intake when 
you install these efficient, simple-operating storm 


sash adjusters. 


ational, 


Two distinct types of adjusters, worthy members 
of this popular line of builders’ hardware. 


Modern in design, stoutly constructed and pre- 
cision-built to assure friction-free, smooth opera- 


tion at all times. 


Simple to install and provided with 


protective finishes to preserve their E NOIS <LESS STORM SASH 
dependable performance. ADJUSTER SET 


> 
— 


NATIONAL MANUFACTURING C O. 


See ee? cree Ee eee 
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MR. HARDWARE DEALER! 


Day after day, the people in your territory 
who are about to build their own new homes are located 
by the world’s largest construction news gathering organization. 


Then . . . a book of catalogs, illustrating and 

describing the varied products needed for new homes, 

is mailed to these prospects of yours. This book— 

Home Owners’ Catalogs—is used and kept 

while these prospects are planning what they will want 

to buy for their new homes. It is important to you 

that the products you stock, show and sell are completely 
described to these buyers before they make their final decisions. 


4 That is why so many leading 
manufacturers of the products that 
are bought for new homes 
distribute their consumer catalogs 
in Home Owners’ Catalogs. These 
companies know that this is the 
way to do a thorough pre-selling 
job for you. They know these 
people are ptospects for you 
because home-planners must buy 
the kind of things you sell. 


Whatever you sell you can get the 
names and addresses of hand-picked 
prospects in your territory. 


Tell me how I can get the names and addresses of prospects 
for new-home products . . . in my territory (Available in 
local marketing areas within 37 Eastern States only). 


NAME nisi — 





ee = 
CE iicrnetitartctaeaterttariintantiaindnaaeed eee 
2 5 — ee Oe 


HOME OWNERS’ CATALOGS 
Dept. HA4, 119 West 40th St., New York 18, N. Y. 

















culars told of the prizes given away 
by each. Hagenac, for example, of- 
fered a $59 electric vacuum cleaner 
and a $13.95 value 4-quart pressure 
cooker. Harold’s Hardware offered 
a step-on can, an electric iron and 
hedge shears. Burdine’s Hardware 
gave away a $33.64 oscillating fan, 
a fishing rod and reel, and a table 
lamp. 

Mr. Hagstette believes that this 
method of having each store offer 
its own merchandise prizes is bet- 
ter than the more usual plan of 
giving two or three expensive 
things away, with a provision that 
customers must secure an entry 
blank from a cooperating store. 
“Our plan induced people to come 
into all of the stores, rather than 
just one,” he points out. Visitors to 
participating stores were not re- 
quired to make any purchases in 
order to register. 


Bargains Advertised 


When they passed through the 
doors of the stores, there was a 
strong inducement to buy as well as 
look at the winning numbers for 
each. Cooperating dealers and mer- 
chants arranged to mark down 
leader specials for the event, mak- 
ing it a district-wide sale in addi- 
tion to a Treasure Hunt. The mark- 
down bargains were advertised in 
the circular together with lists of 
the items being given away at va- 
rious North Broad and Bayou Road 
stores. 

The promotion was followed 
through from advertising to store 
selling. Flag posters were hung 
from strings or wires in the stores, 
or pasted onto windows. Others 
were passed out to all of the mer- 
chants. In using identical display 
material, complete uniformity was 
achieved—no small help says Mr. 
Hagstette, in putting the Treasure 
Hunt over to make the cash regis- 
ter ring. 

In addition most stores arranged 
to display their giveaway items in 
windows, along with signs explain- 
ing the Hunt rules. (The winning 
numbers were kept always inside to 
force interested passers-by} to ex- 
pose themselves to the selling power 
of displays and personal salesman- 
ship). 

The merchants of North Broad 
and Bayou Road even considered 
the not-too-unlikely event that some 
of the numbers posted for winners 
in one store or another might be- 
long to advertising circulars which 
had been crumpled and thrown 

(Continued on page 176) 
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WwW” KEIL LOCK 
7 CO., Inc. 
Charlestown, N. H. 














7 mation about your Key 
. Duplicating Machines and 
“PAY AS YOU PROFIT PLAN” 





Af Name 


” Address 
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Floral Windows Stimulate 
Spring Giftware Sales 


Two pink floral window displays 
heralded Mother’s Day at Nit- 
tinger’s in Santa Monica, Calif. 
They proved to be such a striking 
change and such eye-catchers that 
sales figures for the period rose 
sharply over those of previous 
years. 

At first glance, passers-by might 
even have thought the store had 
merged with a florist’s shop, for 
the windows were made vivid with 
clumps of massive French _ hy- 
drangea. Housewares and electric 
housewares gift items were shown 
on brightly enameled step ladders. 

Says a member of the firm, 
“Mother’s Day sales last year, were 
between 40 and 42 pct higher than 
for the same time in 1950, thanks 
to these displays and circular mat- 
ter we sent out on items suggested 
as Mother’s Day gifts.” 

Specials for Mother’s Day in- 
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Skillful blending of 
potted plants and 
more permanent gifts 
made a bid for sales 
of items "for lasting 


Mother’s Day tie-in sells gift items 
for California hardware firm 





Companion window with other fancy giftwares also showed 
a variety of suggestions together with wrapped gifts. 
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A NEW IMPROVED FORMULATION THAT GIVES... 


say MWEQMMLE 





ALUMI-ROOF 


CHECK THESE Yeatares.. 


e ALUMI-ROOF gives complete pro- 
Riat «tection because of superior reflection 
e ALUMI-ROOF reflects the summer 
sun and protects against the winter 
snow 

























; ¢ ALUMI-ROOF is easy to buy-and : ‘ iis 
inexpensive to apply, one coat covers Here it is—the greatest value in roof paint . . because it 
e ALUMI-ROOF gives years of pro- is the ONE roof paint that has everything! Carefully 
. ’ ith ‘ . a . P compounded of finest aluminum, with an oil modified 
‘tection with a single application GILSONITE asphalt base! This triumphant formulation 
e ALUMI-ROOF may be applied b answers every roof problem... reduces roof checking... 
RESIDENTIAL Y PP Y blistering... carbonization... and oxidation, the four 


brush or spray-it goes a long way major factors that cause roof failure! In addition, ALUMI- 


e ALUMI-ROOF has a GILSONITE ROOF adds to the appearance of any building, and 
. because it is a solid covering of metal, it reflects 80% of 
asphalt base that assures a lasting 


: the sun’s rays, keeping heat out in the summer, and hold- 
finish. ing it in in the winter! 
AGRICULTURAL ROOFS 


ROOFS 






& ir sme ee hg? Bast 9a Te ES . : ~ 2 
Se > 

4 THE ONE ALUMINUM 

a PAINT THAT DOES THE ENTIRE JOB 

Now... the new and improved SUPER-KROME, even better than ever 

before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 

i needs no oil added... even for priming! More than ever before... it 

\ \ is the one aluminum paint that does the entire job... covering wood... 

i brick or metal surfaces with one coat! Interior or exterior... the NEW 

i Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 





Flows on satin smooth. ..NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 
paint in hardware and paint stores everywhere. 

For further details... descriptive folders and advertising soles helps... 
write oe oo 


Sheffield Zeronge PAINT CORPORATION , 


CLEVELAND 19, OHIO 


; 





IRLD'S LARGEST 


MINUM PAINTS 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 


LEWISTOWN, PENNA. 
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cluded silent butlers in copper, 
bronze and brass, reduced from 
$3.95 to $2.97 and English bone 
china cups and saucers, regularly 
$3.50, priced at $2.97. 

The firm reported a heavy run 
on the cups and saucers, on early 
American spoon rests, and 93-piece 
sets of China, retailing at $79.95. 
Electric housewares, figurines, 
matched flower bowls and other 
items featured in the window dis- 


plays were also very good sellers, 

A four-page mailing piece, “Nit- 
tinger’s Mom-O-Gram” urged cus- 
tomers to remember that Mother 
be remembered on Mother’s Day. 
In cartoon fashion it showed 
Mother as a queen receiving a va- 
riety of gifts right in her own 
kitchen. Other pages carried out 
the same idea. Many items were 
shown together with prices and 
other descriptive matter. 


Treasure Hunt Builds Traffic For 
Older Shopping Center Stores 


(Continued from page 170) 


away by the people who received 
them. “To provide for that even- 
tuality—and it came to pass in sev- 
eral instances — we arranged to 
register every person who came 
into the store with a numbered cir- 
cular in his hands, taking down not 
only his number but his name and 
address as well,” says the co-owner 
of the Hagenac Hardware store. 
“Then after the hunt was over 
and there were a few unclaimed 
prizes in the cooperating stores, 
each store held a fish bowl draw- 


ing to select which of the people 
who actually visited the store would 
win the unclaimed gift.” 

Mr. Hagstette and the other mer- 
chants of Bayou Road and North 
Broad are well aware that no one 
time promotion—however success- 
ful at the time—can arrest a long- 
term trend. It takes continuing 
work. For that reason they expect 
to repeat June’s highly successful 
Treasure Hunt—or some bring- 
them-in promotion like it—every 
six weeks to two months. 


E. J. Hagstette, co-owner of Hagenac Hardware, gives one of the 
winners a vacuum cleaner for which she had the selected number. 
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YOU WILL RECEIVE by mail a PLASTER-STIK Demonstration 

Kit that quickly shows PLASTER-STIK’S 
many advantages. Use this kit for quick demonstrations to your sales 
people and customers— and watch your PLASTER-STIK 
profits go up. (NOTE —If your Free Kit isn’t 
received by March 15, write for it.) 








PAPA FIXIT says: 


“each of these means 
extra profit for you’, 


you KNOW T as the best way to 


fill hairline cracks. 


Here’s the original stick-type crack- 
filler that brought new convenience to 
millions of home-owners. It’s easier to 
use — makes perfect repairs the first Guatn/in eitin, Se ane Gee. 

time. May be painted over immediately. Retails 25c — 40% profit. 
Use with any type paint. Cardboard 


label-tube keeps stick usable to very —PA § T i o BA K 


—TRIM-GUARD gh} 


Makes painting quicker, simpler. 
Protects wall or glass when wash- 
ing or painting woodwork or 
moldings. Large aluminum han- 
die. Feather-light. Packed two 
















end, protects stick when in your pocket. 
It’s a money-saver for your cus- 


tomers—a money-maker for you. 
PASTE-BAK saves loose wall 
paper—keeps the home looking 
ship-shape. Thin, flexible plastic 
tip on tube slips under loosened 
edge without tearing paper. Spe- 
cial-formula paste sets firm—does 
not spot. Packed one dozen in 
sales-making carton. Retails 39c, 
with 40% profit. 


PAINTER’S - PAL 


For painting hard-to-reach check- 
rails, around door and window 
frames, other narrow surfaces. 
Brushing surface riveted to alumi- 
num handle. One dozen packed 
in display carton—dealer cost 
$1.80. Full 40% profit at 25c 
retail. 


— PLASTER - FIL 


Fills gaps around tubs and 
sinks, or large cracks in 
walls. % Ib. can retails 35c. 
Dozen in display carton, 
$2.52. 40% profit. 


—PIPE-SEAL 


A favorite of plumbers. Quickly 
applied—simply draw stick across 
threads three or four times. 
PIPE-SEAL insures a leak-proof 
joint that can be reopened with- 
out galling. Display-packed one 
dozen to box. Retails at 15c, 
with 40% dealer-profit. 


IT where customers 
can pick it up. 


Compact package, holding one dozen 
sticks, fully displays the product, yet 
takes minimum counter space. Each 
stick is visible-wrapped. Customers can 
see stick through the plastic cap, can 
examine stick without breaking any 
seal. PLASTER-STIK is nationally 
adverised, nationally known. So keep 
the carton on display wherever paint is 
sold in your store—and let the package 
sell for you. 


TRATE IT 


every paint customer. 


Seeing is believing—a 10-second dem- 
onstration with PLASTER-STIK will 
bring you hundreds of extra-profit sales. 
Every sale means a full 40% profit. 
PLASTER-STIK is a BIG VALUE, at 
25c. Dealer-cost per dozen — $1.80. 
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Sold ONLY through qualified wholesalers 


Made by THE LEONARD COMPANY | 


Dept. B-3 506 Third Street Des Moines, lowa 








Large Tackle Display 
Brings Large Sales 


Since, Clintonville is located in 
one of Wisconsin’s best vacation 
and fishing areas the Lendved 
Hardware store makes a specialty 
of its hunting and fishing equip- 
ment and allied lines, and front-of- 
store space is given to extensive 
displays of such merchandise. 

This up-front display space was 
given to these lines by Reuben 
Lendved, owner, in order to attract 
the hundreds of tourists who pass 
the store’s windows each year. 


Display Attracts Anglers 


The large wall display unit for 
fishing tackle, which was con- 
structed in the store, has artificial 
lures sampled on four panel. doors. 
Four more panels are covered with 
800 or 900 trout flies. This large 
array of baits never fails to catch 


the eye of any fisherman who en- 
ters the store. 

A special section of the wallcase 
unit contains dozens of different 
styles of reels. 


Uses Are Two-Fold 


One unusual feature of this wall 
unit is that it has been so con- 
structed that at Christmas a super- 
structure of shelves for toys can be 
placed over the step-up levels, with- 
out disturbing the fishing tackle 
displays. 

Thus toys can be given up-front 
display and much time is saved in 
setting up and removing Christmas 
displays. 

A special, home constructed dis- 
play rack for fishing rods is used 
on a center area island display unit. 
The rack is built so that the rod 


Fishing rods are given prom- 
inence in this front-of-the- 
store island display. 


Hundreds of flies and artificial baits are displayed on eight panel boards of wallcase. 
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(EP -..“BUY” WORD 


po ep ARTISTIC’S , 


INVILWUWL 















Produced and Nationally Advertised ——- 
by the Bakelite Corp. of America INYLTE || 
~o— 
musics 
Will Outlast Natural and Synthetic Rubber Coatings. 
Will Stay Like New in Hot Water, Grease, Soaps, Acids. 


Genuine VINYLITE PLASTIC Finish 
GUARANTEE ——— 
Will Not Blister, Peel, Chip, Soften or Become Gummy. 
















ARTISTIC 
is FIRST with the ONLY combi- 
nation 


DISH - GLASSWARE DRAINER 

RAINS ITHOUT 
Daies GLASSWARE W ipinc 
PREVENTS BREAKAGE 







A-1 
Thermometer 
Assortment 












, | BUY THE 
c"™ DECORATIVE BANJO! 


Accurate, Depend- RETAILS AT 
able — colorfully 90° 
packaged 





1 LIKE THE 

EASY-TO-READ OUTDOOR 
Easy to mount — perais 
Weather- proof ay 


with large red $475 


pointer 


ALL VINYLITE ITEMS IN RED, WHITE AND veuees 
\s 5, ARTISTIC/S, « %7,, 
“ LUSTRESBRIGHT- 
‘’ BLATED HOUSEWARES ~ 
Handy Utility Racks That 


SAVE wos 


rom- 
-the- 


















MY OVEN THERMOMETER 
INSURES PERFECT BAKING! 
—> é 
Designed to stand 
or hang on oven RETAILS AT 


rack — rustproof — 90° 
lifetime accuracy 








48-11 

















@eeeeeeeeeeeese ese 
Spice Rack 
MY FAVORITE IS THE eae 48-SR 
REFRIGERATOR AND Large Utility Rack 
DEEP FREEZE! 51-3 with Towel Bor 
- hi | Rack for Pot Lids, Pie 
oe pa 1 ite RETAILS AT | Tins, Pans. Holds all 
inish — dual pur- sizes and types. 5 
pose — lifetime 90° @ 
food protector a 
eecoeeveveee @ ont ene init 









THIS COMPACT WALL 12%x7" = -15/)""x10" 


THERMOMETER FOR EVERY 
ROOM IN THE HOUSE! 


Wall type — accu- : 
rate full sweep RETAILS AT 


pointer—gleaming 90° 


chrome trim nase 

Retail prices slightly higher on the West Coast. 
SEND FOR LITERATURE 

ORDER FROM YOUR JOBBER TODAY! 


THE COOPER THERMOMETER-’CO 


Napkin Holder 
for 

Oval Racks for Roasters, Crocheting 

Hot Dishes, Platters 

Also Large Crochet Sales 


79-11 
GRIL-O-MAT — Hot Plate Holder Set 
large Crochet Sales 


— 


WRITE N.Y. OFFICE DEPT. D FOR COLOR 
ILLUSTRATED CATALOG AND PRICE LIST 








ARTISTIC WIRE PRODUCTS COMPANY, INC. 


Factories: EAST HAMPTON, CONN 


Established (S85 
PEQUABUCK. CONNECTICUT 


Sales Offices: 230 FIFTH AVENUE, NEW YORK CITY 
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for the BIG SPRING 
SELLING OPPORTUNITIES 














A score of guns and rifles are displayed in this 
fashion so that they may be closely inspected. 


butts are seated in drilled holes, removed from the rack with a min- 
and slots on a crosspiece provide imum of trouble. 
resting spots for the rods. By hav- The store’s large gun rack is on 


ing the rods in an island location a wide aisle so that potential buy- 
they get more attention and can be ers can inspect them at close range. 


























Combination 


SLICING BOARD 
and KNIFE RACK HARDWARE HUMOR 


1” maple block serves as slicing By Hardware Age 


board when turned over... 
securely holds 4 most-wanted 
Burns knives and cook fork. 








at 


for Father’s Day... 


BARBECUE 
SET 


in permanent 
leatherette 
case 
Just what 
Dad needs! 
Chef knife 
with one 
edge razor 
ground, the 
other ser- 
rated; long 
handled cook 
fork; new 
Burns offset 
spatula with 
serrated side. 


WRITE FOR PRICES AND 
COMPLETE BURNS CATALOG 


BURNS Mfg. Co. Syracuse, N.Y. 












Set No. 4500 








"I'd appreciate it if you wouldn't park your wagon in front of my store.” 
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“COLORWARE 


a 3" er 


The news is spreading fast! Everyone is talking about COLORWARE 
—the new brand name for all NATIONAL CAN 
< * . fithegraphed metal housewares. 
It's a Wise retailer that stocks, features and dis- 
plays COLORWARE ... his best assurance of fully salable, 


a 
& Bee 


profitable, quality merchandise. 
&emember—COLORWARE is a product of NATIONAL CAN 
CORPORATION—long the leader in housewares. 


é 


were 


Housewares Division 


NATIONAL CAN 


7“ CORPORATION 


110 E. 42nd St.. New York 17,N. Y 
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Customers Serve Themselves 


... and store volume rises 


With modern display techniques and modern supermarket 
merchandising methods, this store finds individual 
sales running higher and total volume doubled 


Four times enlarged since the 
business was begun almost 25 years 
ago, the Vincennes Hardware & 
Paint Supply Co., Chicago, in its 
latest expansion was turned into a 
store where customers are helped 
to buy by the super market mer- 
chandising technique of shopping 
with carts and serving themselves. 

As a sales builder, this technique 
clicked from the start. In the first 





month of this new type of opera- 
tion, May, 1951, sales ran ahead of 
those for the same month in the 
preceding year — despite the fact 
that it was the period in which the 
change-over was made. 

And in June, the total volume of 
the store was nearly double that of 
the preceding June. 

Owner Sam Miller attributes the 
increase to the fact that customers 


- 


are allowed greater freedom to in- 
spect all merchandise. This, plus 
the use of shopping carts, encour- 
ages impulse buying and results in 
a greater tendency to buy up. 
Shopping carts, such as_ those 


familiar to super food markets, are 
lined up at the store entrance. A 
number of them are also spotted 
throughout the store at the mer- 
chandise displays. 


This is done for 





In addition to 120 ft. of wall displays, the store interior has 56 small — islands. 


Everything from hardware and housewares to radios and television is 
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isplayed. 
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co 5 Mien o> 
Guaranteed by ™ 
Good eee. 








45 aoveaistd © ware 
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MIRRO 


0 spotted 
THE FINEST ALUMINUM_ 











the mer- 
| done for 










VALUE-PLUS, 
LOW PRICES THAT 


BEG TO BE COMPARED 
* 2-cup, ONLY $1.90 Retail GIVE CUSTOMERS THE BENEFIT OF 


* 4-cup, ONLY $2.15 Retail 
© 6-cup, ONLY $2.45 Retail THE BIGGEST VALUE IN PERCOLATORS... 
* 8-cup, ONLY $2.65 Retail 

i Sag from yourMIRRO Jobber 


12-cup, ONLY $3.25 Retail 


[Prices slightly higher in the west} 


ALUMINUM GOODS MANUFACTURING COMPANY 


FIFTH AVENUE BLUG NEW YORK 10 





° MANITOWOC, WISCONSIN 


CHICAGO 54 





MERCHANDISE MART 
ALUMINUM COOKING UTENSILS 


worio's re ee ee MANUFACTURER OF 
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THE COMPLETE LINE... 
A ROD FOR EVERY 
FISHERMAN 


@ For fly or bait casting, troll- 
ing or spinning . . . for stream, 
pond, bay, surf, pier or boat 
P ... there’s a Union Hardware 
rod to meet your customer’s 
want ... in glass, bamboo or 
steel . . . with plenty of profit 
for you. 

Tops in quality, Union Hard- 
ware rods are designed and 
built to standards based on 
Union Hardware’s more than 
fifty years in the fishing rod 
business . . . and both you and 
your customer will know that 
their prices are right. 

The Gillie, illustrated, is typi- 
cal of the “fish-ability’” and 
value built into Union Hard- 
ware’s line of Nyglax (tubular 
glass) rods. With quick-action 
tips designed to set a hook, 
and powerful butts to give 
control under all conditions, 
Union Nyglax rods fulfill a 
fisherman’s dream of rods with 
the sensitivity of bamboo, the 


~ 


_— 








strength of steel . . . and dur- 
ability that no other material 
yet matches. 


It will pay you to ask your job- 
ber for Union Hardware rods. 
A copy of our latest illustrated 
catalog is yours for the asking. 
Write us directly . . . today. 

Union Hardware Roller Skates 


Set The Standards 
Others Try To Meet 


BEVEReE YN 


SO IWIUET 


TORRINGTON, CONNECTICUT 








Behind this 118-ft. front of the Vincennes Hardware & Paint Co. is 

20,000 sq. ft. of self-servicing selling space. Shopping carts are used 

by customers, who are not approached by salesmen unless their assis- 
tance is requested. 


the convenience of those who come 
in for a specific item and won’t 
stop to take a cart upon entering. 
But should they be attracted to 
other merchandise, carts are handy 
in which they can place their selec- 
tions while examining other items. 
Mr. Miller reasons that if a cus- 
tomer’s hands are free to pick up 
items and look them over, he is 
likely to purchase more articles. 
On the front of every cart is a 
holder containing tickets on which 
purchases are to be listed. The cus- 
tomer may fill these in himself, or 
the cashier will do it when checking 
out purchases. The work can also 
be done by any salesman who has 
been called upon to help the cus- 


N? 00421 


‘ 


SOLD 


BY QUANITY 





tomer. In that event, the sales- 
man writes his number on the 
ticket and he then receives a com- 
mission on the sale. 

Paying the salesman this incen- 
tive, makes him more eager to help 
the customer. Before that system 
was instituted, Mr. Miller found 
that salespeople were often reluc- 
tant to assist a customer. 

But what are salesmen doing in 
a self-service store? 

It is Mr. Miller’s contention that 
a complete self-service operation is 
not possible in a hardware store, 
there being so many items for 
which customers need sales guid- 
ance or other assistance. 

At the same time, he also feels 


CARD NO. MUST CORRESPOND WITH CART NO. 


PRICE 
DESCRIPTION EACH AMOUNT 


These are the tickets on which merchandise is recorded by the 
customer or the cashier. Should a salesman wait on a customer, 
he fills out the ticket and receives a commission. 
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NEW 1952 


5 Motorola radios — 


BRING TRAFFIC INTO YOUR STORE! 
lead the field in styling 4 quality 4 tone-4®- 


You can reap a new crop of sales and profits by offering your customers 
the sparkling new line of Motorola home, clock and portable radios. 
Famous for their rich “Golden Voice” tone, Motorola radios are known 
for superiority of performance and long-range reception, too! 

And new Motorola radios will outperform others anywhere—anytime. 


now... priced low to sell fast! 


ration is = There’s lots of price appeal in these new Motorola radios . . . as well 
oe = as customer-catching style and choice of colors. In a full-range of prices 
es guid se - from only $24.95 for a smart new portable! 


Iso feels 
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There’s real wizardry 
in the way you can get a 
customer to whip out his wallet 
B E> when he sees how you can slide an 
<a INTERLOX into action with unbelievable speed. 


Keep a Master Rule INTERLOX handy at your wrap- 
ping counter for quick demonstrations. Seeing is 
believing, and there isn’t a customer in a carload who 
won't be fascinated by the smooth, quick way the 
INTERLOX pulls open and pushes closed, without tedious 
folding. That patented INTERLOX telescope action gets 
them every time. 


Yes, you can make an INTERLOX sale without saying 
a word, but it won't hurt to mention that the INTERLOX 
is the only wood rule on the market that can make direct- 
reading inside measurements accurately and without the 
bother of adding two sets of figures. 


And of course your customer ought to know that 
every extra-thick, straight-grain maple stick and every 
solid brass clamp in the INTERLOX is individually 
replaceable for a few cents, making the INTERLOX a 
life-time investment in precise measurement. And a fast- 
mover for you! 


Sell INTERLOX in 4’, 6’ and 8’ lengths. #104—$2.25; 
#106—$2.50; #108 —$3.00. (All prices retail list.) 
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that the constant presence of a 
salesman may be aggravating to 
customers. This is how he recon- 
ciles these opposing points-of-view, 

Each of the departments of the 
store is staffed by employees but 
they are instructed not to approach 
a customer, unless asked for help. 
In each of the departments, one of 
the islands actually serves as a 
small office, the display sides of the 
fixture open to customers, and the 
inside built around a desk for the 
department head. This keeps him 
in his department at all times 
where he can work on all the neces- 
sary forms and papers. 

While at present the Vincennes 
Hardware is employing a larger 
staff than formerly, the 26 now em- 
ployed are fewer than would ordi- 
narily be required, Mr. Miller be- 
lieves. And though this may be 
more help than is currently needed, 
he feels that with sales volume in- 
creasing at a rapid rate, the need 
for their services will increase and 
in the finai analysis it will be more 
economical to have people who arc 
already trained and familiar with 
the store’s operation. 


Can Handle Larger Volume 


Under the self-service type of op- 
eration, Mr. Miller observes that it 
is possible to handle a much larger 
volume of business with no addi- 
tional expense. At the same time 
he is able to keep both salespeople 
and customers happy, a feat that 
would appeal to most dealers. The 
customer does his own work and 
there are fewer frayed sales nerves 
at the end of a busy Saturday. 

It is also easier to keep displays 
filled with merchandise in the new 
store. Wall displays, on both sides, 
are set out 6 ft. from the building’s 
retaining walls, providing storage 
space that runs the full length of 
the store. 

Where formerly salespeople were 
loathe to go upstairs for additional 
stocks, it was difficult to keep stocks 
filled in. Now there are no delays 
for everything is quickly accessible. 

And for the paint department Mr. 
Miller designed something new; 
something that keeps paint sold on 
the order of first-in first-out. With 
the old paint display, it was easier 
for a salesman to replace a can sold 
by putting a pew one in its place 
rather than by pushing the old ones 
forward. 

The new paint display is a tilted 
fixture. When a can is removed 


HARDWARE AGE, APRIL 17, 1952 








HARDWAR 


nce of a 
vating to ’ 
he recon- 
s-of-view, 


ran A story worth repeating... 


approach 
for help. 
S, one of 


=| LEAK pRoOt 


incennes 
a larger 
now em- 


iller be- 


ar with 

e Today’s customer looks for dependable 
— performance. That’s why Ray-O-Vac 

LEAK PROOF flashlight batteries are more 
e of op- important to your customers than ever before. 


; that it 
larger And that’s why we repeat the Ray-O-Vac 
LEAK PROOF flashlight battery story over 
and over again. In 1952, our consumer 
advertising will tell it more than 100,000,000 
times! We don’t want the consumer 
ever to forget it. 


Since well before World War II, we have 
built a battery of such unique and superior 
construction that it could properly be 
called the Ray-O-Vac LEAK PROOF flashlight 
battery. And we have continuously featured 
LEAK PROOF in all advertising and promotion. 


VAC , It is now associated in the public mind 
<i 


Day AY-C) as exclusive with Ray-O-Vac. 


a 


Consumers like both these ideas—well over 
a billion Ray-O-Vac LEAK PROOF flashlight 
batteries have been sold to date. Here is 
a tremendous foundation of customer 
satisfaction on which you and your customers 
can build a lasting business on batteries 
and flashlights—with Ray-O-Vac. 


La 
RAY-O-VAC COMPANY, MADISON 10, WISCONSIN * KAY-O-VAC CANADA, LTD., WINNIPEG, MAN. 
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SouTH BEND Croquet 








MODELS FIT EVERY 
CUSTOMER NEED! 





Show This Book, 


16 page, 2-color book— no tow 
“How To Play Croquet” CROoUs? 
describes complete his- 

tory and rules of game — - 
25c list. Quantity dis- a 
counts to dealers. 













SALES REPRESENTATIVES 
Eas?—Julius Levenson, 7 East 17th St., N.Y. 
South — Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 





AMERICA’S FAMILY GAME 














Customers check out their merchandise at counters such as these. 
Note container at front which hold tickets on which either the 
customer or the cashier records merchandise selections. 


from the front, the weight of the 
others behind it causes them to 
slide down into the empty space, 
making it necessary to refill from 
the rear of the display. 

No attempt is made to direct 
traffic in the new Vincennes Hard- 
ware and Paint store. Customers 
shop at will among the 56 small 
island displays and from the long 
range of wall displays. Among the 
thousands of items, from paint and 
standard hardware supplies to 
radio and television sets, almost 
everything in the establishment is 
on display. 





This specially designed paint rack requires filling from 
the rear. As a can of paint is removed from the front, 
the weight of the others causes them to slide forward. 

















When the new store was planned, 
to make the variety complete, a 
photographic and sporting goods 
department was added. 

Despite the large stocks on open 
display and the fact that the cus- 
tomer shops unattended, Mr. Miller 
finds pilferage can be held toa 
minimum. Pilferers are discour- * 





In these days 
to build lastir 



























aged, to a large extent, by the office We treat t 
location which is on a large open : | 
baleony at the rear of the store. allocating ou 
From that vantage point, the entire [f"emendous 
store can be kept under constant [tepresents th 


surveillance. 
Mr. Miller’s desk, in the center 


goods and b 








oh of ra) 
%» 
%e 
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MURRAY BICYCLES 


include deluxe and 
Standard models; 
sizes from 26° down 
to 14” park cycles. 
Equipped with MUS.- 
SELMAN COASTER 
BRAKES, another 
M O product. 
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ll the Finest... 
Sell MURRAY OHIO! 


MURRAY Baby Walkers, Wheel Goods, Bicycles 


In these days of shortages, it is still mighty satisfying 
fo build lasting customer good will by offering 
merchandise of unexcelled quality .. . For over a 
quarter of a century, the Murray line has been 
recognized as outstanding in value .. . Murray Ohio 
craftsmanship is being fully maintained in spite of 
current material restrictions beyond our control \¥Y MURRAY WHEEL GOODS 


\ 





















..» We treat both large and small buyers alike by fairly etate ee oe, Sve teeetin, 
allocating our production eee Today, with its pedes, and chain-driven tricycles. 
tremendous consumer acceptance, the Murray line Modern ball-bearing construction. 
tepresents the greatest sales opportunity in the wheel 

goods and bicycle fields. 










MURRAY*-GO-ROUND (EW J 


is America’s finest baby walker-stroller. Na- 
tionally advertised to millions of new mothers. 


NEW in’52— 
FOLDING HANDLE 
wv 









THE MURRAY OHIO MFG. CO. * CLEVELAND 10, OHIO 

















gt OR 4 REFUND 
<a. Sled 
‘S" Guaranteed by 
Good Housekeeping 
Ua .y 
£045 anyenist wit 






PURITAN 


Biggest by 
in 
Sash cord! 


" 














Unvarying Quality 
PURITAN CORDAGE MILLS 


(MFGRS.) 
LOUISVILLE 6, KY. 
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of the balcony, directly overlooks 
the floor. The desk is so placed as 
not only to deter pilferers, but to 
make him available to customers 
who want to see him. This main- 
tains his touch with his trade. 

Another pilferage deterrent is 
the location of the floor manager’s 
desk, at the very front of the store 
on a slightly raised platform be- 
tween the entrance and exit doors. 
While he is there so that salespeo- 
ple can consult him, he is still able 
to observe any customers who 
might try to leave with unpaid-for 
merchandise. 

The history behind the Vincennes 
Hardware and Paint Supply Co. is 
one of constant change and prog- 
ress. Founded on Chicago’s South 
Side, in a 25-ft. building, the store 
has had four major expansions 
each time absorbing adjoining 
buildings. 


Prior to the latest expansion, 
which involved a move to a newly 
constructed building at 7455 §. 
Vincennes Ave., a few blocks from 
the original site, Mr. Miller had 
been planning a hardware super- 
mart for several years. 

From business publications and 
others, he collected a scrapbook of 
ideas on store display and opera- 
tion, and then when he had definite- 
ly decided to build a new store, he 
took a trip to the West Coast, visit- 
ing many new stores for additiona! 
ideas. 

“Although we have not copied ex- 
actly any of the things I saw,” he 
says, “many of the ideas I found 
helped us to work out improve. 
ments of my own.” The result is a 
hardware store of 118 ft. frontage 
and 20,000 sq. ft. of floor space. The 
layout was designed by the Illinois 
Retail Hardware Association. 


Sporting Goods Sales—$166 Per Sq Ft of Display 


The East Lake Hardware, 7627 
First Ave., N., Birmingham, Ala., 
draws an annual volume of $2,000 
from a 12-ft display section for 
sporting goods, which figure is 
equal to $166 per sq ft of display 
space. And it was only two years 
ago that George E. Russell, man- 
ager of the department, was getting 
only a $200 annual volume from 
what was then only a 3-ft display 


| section. 


Mr. Russell brought the volume 
up by the simple expedient of in- 
creasing his inventory and his dis- 
play space to achieve the jump to 


the $2,000 a year volume bracket 
for sporting goods. 

But Mr. Russell also supports his 
department with the personal sales 
approach. He keeps abreast of latest 
developments so that he can advise 
sportsmen as to the proper tackle 
they will need. At the same time he 
encourages them to own two reels; 
one, a light, free-running reel for 
surface fishing, and the second, a 
heavier outfit for fishing in rougher 
waters. He also builds customer con- 
fidence in himself by selecting gear 
as if he were picking items for his 
own tackle box. 








George E. Russell, right, manager of the East Lake Hardware's 
sporting goods department. Increased inventory and display 
space jumped the department's volume. 
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SQUARE TUB 





SPRINKLING 
CAN 










THA T Wi EARS. f Hand-dipped in Dura-Zinc-Alloy 
after it’s made! Every seam sealed against leaks! Every inch 
guarded from rust! 


THA I. o KN OWN. f Large consumer ads in 


‘his Week, Parade and additional Sunday newspapers — 
biggest campaign in Wheeling’s history! 


THA 7 SELLS f More point-of-sale aids than ever 


fore: booklets, streamers, posters, mat ads, display ideas 
— all proved sellers! 


~/TS WHEELING WARE! 





WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 


Atlanta © Boston © Buffalo © Chicago © Columbus © Detroit © Kansas City 
Louisville © Minneapolis @ New Orleans @ New York © Philadelphia © Richmond @ St. Louis 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 








GRAPHITED 
LOCK FLUID 


Protects 
all kinds 
of locks | 
against | 
freezing, 
sticking, ‘] . 
rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 














staincess DOOR-EASE 
STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display — 
box, as shown, _ 
or on individ- 4 
ual cards. Al- ' 
so large 
39c sell- 
er, push- 
bottom 
metal container, 
packed six to display box. 




















AMERICAN pore 


_ 
Pe 









Penetrates, 
lubricates, 
rustproofs 
— the finest 
oil on the 
market for 
home and ~ 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 










STICK COMPANY 
Michigan 






AMERICAN GREASE 
Muskegon, 
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Trained Service Men Mean 
Profits in Water Systems 


Concentration on selling running 
water in an undeveloped area helps 
sell wide variety of other goods 


Until a year ago Denning’s, Inc., 
in South Miami, Fla., served an 
area without a city water system. 
Prior to that time the firm sold 
many complete water systems and 
all of the merchandise that follows 
installation of such equipment to 
local residents. It still sells water 
systems to people beyond the water 
mains—fruit growers, retired busi- 
nessmen in small homes and others. 

Today Denning’s, which is owned 
and operated by J. Carl Turner, 
continues to merchandise water sys- 
tems and to sell all manner of main- 
tenance equipment for farm and 
home. Emphasis is also placed on 
paint. 

Mr. Turner went to what was 
formerly the Denning Seed Co. in 
1942 to install a hardware depart- 
ment. Two years later the feed store 
business was dissolved and Mr. 
Turner became owner of what is 
now Denning’s, Inc., a complete 
hardware store. 


Although the area near the store 
itself has shown good increase in 
population and homes, the firm still 
serves people in small towns, on 
wild land and along the edge of the 
swamplands. Owners of big estates, 
small tomato and truck farms and 
numerous one-acre home sites are 
among the types of customers 
served. Each type of customer has 
a variety of problems which the 
firm can help to solve. 

Housed in a bank building which 
was never used by a bank and a 
former post office structure, Mr. 
Turner’s store has specialized in 
the kinds of merchandise that would 
help to make a wild new land habi- 
table. Since Mr. Turner acquired 
the Denning business the mercan- 
tile district of South Miami has 
doubled; the population has quad- 
rupled and a parking lot has been 
cleared to swing customers out of 
the heavily traveled highway so 
that they can shop at Denning’s, 





Varied types of water systems are shown at Denning's as 
part of the firm's stocks designed to help man make the 
tropical land habitable. 
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More Rid-Jid Step Ladders 
are bought than any other 
brand. Naturally, there’s a 







Clothes Racks.Every style, 
every size for efficient 
clothes drying. Packaged 


In LIFE and other big-circulation maga- 
zines ... women are reading about such 


popular Rid-Jid features as the ‘‘air con- sothes Cryin ; 
ditioned top” and ‘‘comfort level ironing”’! KD in individual cartons reason...in fact, many 
Tie in...and cash in! Rid-Jid the world’s for warehouse economy. reasons. Superior construc- 


_tion, extra strength, un- | 
equalled eye appeal are just 
a few. Various types to fit 
different needs. 


largest manufacturer of ironing tables 
offers a full line of all-steel, adjustable 
and wooden models in every price range. 





| 
For many years, Rid- | tic 
Jid has been the leading J F | 
name in extension and 
single ladders. Exclu- , x Cla 
sive patented safety 
Steel-Truss construc- ('p MW | 
Here’s a natural for combination sales. tion attracts Custom- p 


Sell Rid-Jid Pad and Cover Sets—with ers, builds sales. 
Rid-Jid ironing tables—the matched SPRING PARK, MINNESOTA 


combination for matchless ironing. 























Ridjida complete line of NATIONALLY ADVERTISED HOUSEWARES 
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of an Exclusive 


PRISCILLA UARE 
DEALER 


You bet he can smile! He’s the 


| 
PRISCILLA, WARE’S 
2< POINTS >" 
> for . 4 


3 


NON-COMPETITIVE TRADING 
AREA—only one Priscilla Ware 
dealer in a given area; your 
assurance of a favorable com- 
petitive position. 


UNCONDITIONALLY GUAR- 
ANTEED — conclusive proof of 
Priscilla Ware quality; positive 
protection for you and your 
customers. 


COMPLETE SELECTION — 
choose from a wide range of 
good looking aluminum cook- 
ing utensils designed for the 
modern home kitchen. 


OPEN STOCK BUYING — buy 
what you need in the quantity 
you need to assure maximum 
turnover with a minimum in- 
vestment. 


dealer who enjoys the tangible, profit- 


able advantages of exclusive 






representation. He’s the enviable fel- 





low who doesn’t give a second thought 
to his competitive position, for he 
knows he’s the only Priscilla Ware 
outlet in his neighborhood. Just as 
important, he buys on an open stock 
basis from Priscilla Ware's complete 
array of Unconditionally Guaranteed 
aluminum cooking utensils for the 
modern home kitchen. You just 


can’t beat a proposition like that! 


LEYSE ALUMINUM COMPANY 


KEWAUNEE 2, WISCONSIN 


PRISCILLA 


WARE 


Speaks for Itself 
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and all of this is on the profit side 
of the ledger. 

The heart of any new land de- 
velopment is a water system, so 
pumps, pipes and fittings amount to 
about 44 pct of the business done at 
Denning’s. 

Clearing the land, keeping the 
owners and operators housed, and 
preventing cultivated plant and 
flowers from going back to the 
jungle, raises the importance of 
machetes, ditch bank blades, axes, 
power mowers, the more usual gar- 
den tools and general hardware to 
31 pct of the business. 

A fast developing paint business 
accounts for 13 pct of the store’s 
volume. Traffic to the Keys has pro- 
vided enough customers to drive 
the fishing tackle business up to 10 
pet. 


Right Pump for Right Job 


“We specialize in the right pump 
for the right job,” says Carl Turner. 
“This runs all the way from a large 
estate—a home with three baths, 
large lawns and an irrigation sys- 
tem—down to a small home with 
one bath and a green pocket hand- 
kerchief for a front lawn.” 

The core of this business is a 
small electric pump that will take 
care of the plumbing system for the 
house and two lawn sprinklers, Carl 
Turner points out. Next fastest sell- 
ing item is a large size gasoline- 
driven pump for use in orchards 
and irrigation fields. 

“We offer two services that keep 
our pump and water system busi- 
ness moving on a word-of-mouth 
basis,” Mr. Turner states. “We 
check a job thoroughly before we 
recommend or deliver a pump or 





J. Carl Turner with machete and 
ditch bank blade so essential 
in taming tropical land. 
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water system. And, since Dade 
County requires a plumbing or 
water system diagram before it will 
issue a permit, we help the cus- 
tomer prepare such a diagram so 
that he can get his permit.” 

Following up on such services 
results in considerable additional 
business for Denning’s. 

A similar practice is carried out 
in promoting home owner paint 
business. A specialist has charge of 
the paint department. He gives ad- 
vice on the mixing and use of paint, 
particularly the powder paint used 
on concrete block and cement. In- 
terior paint stocked in cans of all 
sizes make it possible to fill the 
varying needs of home owners. 





Direct Mail Used 


Two methods of reaching poten- 
tial customers in the scattered ter- | 
ritory have been adopted. One is | 
direct mail covering complete rural 
routes, or the area type coverage 
setup by the letter carrier service. 
These direct mail pieces stress the 
water systems and paint services 
offered by Denning’s. Timely spe- 
cials on tools, power mowers and 
hardware are also included. 

Sending out boys on trucks to 
distribute handbills is the second 
method of advertising employed by 





Denning’s. The handbills are illus- 
trated, largely with manufacturers’ 
cuts. Direct mail also includes man- 
ufacturers’ pieces. 

“As the community grows, our | 
business grows,” states Carl Turner. 
“Although we are on the main road 
junction in town, foot traffic is not | 
as heavy as in some other places.” 





HARDWARE HUMOR 
By Hardware Age 








"Do we sell tacks in broken 
boxes? Well, usually not, but 
it isn't because we don't try.” 
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4800 square inches 
of working surface 
in every package! 


TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. 


we Re Sun Ray one pound bulk tubes for home, 
a" ONE shop and general use contain only top 
RSH A POUND quality steel wool. Seven grades are avail- 


ore + BULK able, from 0000 to 3, also fine, medium 
» at TUBES and coarse shavings. : 


a JEX HOUSEHOLD PADS 
zinl Economical Jex steel 
tried wool scouring pads are 
favorites with house- 
wives everywhere. 
Al Packed twelve full- 
bodied pads to the carton, they are ideal for household 


RLS 
cleaning, scouring and polishing. “Use one a day, then 
UZ throw mar sells Jex for you. 


ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 















" LAYER-BUILT PADS 























COMPRESSED AIR 
SPRAYER 


Here’s the great new lightweight 
No. 110 sprayer by Chapin. This 


tank model is a small capacity, 


Is easily carried by 
Tank is electric 
seam welded, Armco Zincgrip 
galvanized for rust resistance. 
Other features are dome top, die- 
east handle and top for quick 
closure, 12” brass extension tube, 
and funnel top for easy filling. 
Get a good supply. They’re sure 
to be in great demand. 


No. 560 
Continuous HAND SPRAYER 


1% gal. 
pump handle. 





For all spraying purposes. Extra 
wide 2%" jar opening. Glass jar. 
Rated capacity 24 ounces. Re- 
movable brass nozzle and seam- 
less ret ne tube. Pump 
size 14" x 


CECHAPIN 


MANUFACTURING WORKS, INC. 
200 Chapin St. Batavia, N. Y. 


Canadian Rep. FRANK HACKING (Canada, Ltd.) 
44 Yonge St., Toronto, Ontario, Canada 
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225 Home Freezers Sold 
In Six Months 


This store put on a sales campaign in which 

its entire staff participated. Divided into two 

teams, they moved two freezers daily in the 

first four months of the sales push. Today, 

three years later, a freezer sale daily is the 
average 


The momentum of a spirited 
campaign, started three years ago, 
is still selling an average of one 
home freezer a day for Brunk & 
Sapp, a five-year-old hardware 


| store at 100 West Washington, 


Springfield, Ill. 

But during the six-month life of 
the campaign, 225 home freezers 
were sold by the store’s two hard- 
hitting teams, and the enthusiasm 
generated by them has resulted in 
sales of more than 1,500 home 
freezers in the three years since. 

In the first six months of 1951 
alone, Brunk and Sapp, through 
the efforts of its salesmen, office, 
service and delivery staff, all of 
whom joined in the original cam- 
paign, rang up sales of 80, 20 cu. 
ft. freezers. 

Here’s how the original cam- 
paign was developed. First step 
was to choose up two sales teams. 
These were not limited to the 
store’s four salesmen, for every- 


one was allowed to get into the 
act. 

LeRoy Hubbell, the firm’s appli- 
ance service manager, captained 
the “Beavers,” and Herb Havener, 
hardware buyer, became player- 
manager for the opposing team, 
the “Beetles.” 

Competition was sparked by a 
big prize—a 10-day vacation trip 
for the winning team during the 
January following the end of the 
six-month campaign. In addition 
to the one big prize, there were 
other cash prizes for completed 
sales. 

A member of the office, service, 
or delivery staffs who supplied a 
lead that resulted in a sale re- 
ceived one pct of the gross sale. 
If he played an active role in 
wrapping up the sale, his bonus 
was 50 pct of the regular com- 
mission. That arrangement really 
sent the Beavers and Beetles to 
work with enthusiasm, some team 





Service Manager LeRoy Hubbell, left, and Herb Havener, hardware 
buyer for Brunk & Sapp, choosing sides for their teams which piled 
up record freezer sales in six months. 
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EXTRA BLADE 220352 


All consumers are being offered an extra PTI blade for $1 
with every PTI blade purchased at the regular price. We will 
protect your inventory by furnishing you a PTI blade for only 
$1 for every PTI blade you now have in stock! Write us today! 
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ring the Six connected coils... each securely flanged NOW AT ’ 

d of the ... packed in sturdy shipping carton that YOUR JOBBER s 

addition f vntoids to make colorful display. eu ‘4 

re were Ready-Measured Per Coil Per Display THE E.T. RUGG CO. Universal Bore— 
‘mq rope 75 ft. 450 ft. 51 MILLER STREET 

mpleted y," rope 50 ft. 300 ft. NEWARK, OHIO 


ih” rope SO. 300 Fits most Standard Makes 


=n BY RUGG 
. tiated ° 
pplied a Here’s the first Safety Circular Saw Blade made especially 


sale re- ae = ® for portable saws. Has universal bore that fits most 
beset sale. JOBBERS-RETAILERS HERE’S THE N & WwW standard makes—which means a minimum stock 

role is ¥ investment. Made of chrome vanadium steel. Requires 
oe ier PROFIT LINE FOR YOU less power—and minimizes danger from circular 


sawing. Attractive display unit available. 


PTI-The Original Safety Blade 
for Circular Saws 


it really THE 

etles to ° 
ne team Woody 
LINE 


OF PRECISION 
SMALL TOOL SETS 








| PTI is the dependable. precision- 

made safety saw blade that is creating 
a sensation everywhere. (U.S. Patent 
No. 2,559,355.) Made of chrome 
vanadium steel—these blades are the 
outstanding value in this field. 







The PA-5 Used 
by the Gun Crank s 






4 The SC-5 used Nationally advertised. Effective 
; display and advertising aids i 
by the Fisherman furnished to all dealers. 





Safety Blade Sharpening Attach- 
ments— Now 
Available 


New PTI low-cost grinding 
attachment enables anyone 
to produce precision 
sharpening on PTI safety 
blade. Offers extra profit 
possibilities for you. 





Dealers and Jobbers — here's 
how Moody can help you to, a big- 
ger profit and better service. Every- 
one benefits from the Moody line; 
Fishermen, Hunters, Home handy 
men, Skiers, Gun Cranks and Hob- 
bist, all have many, many uses of 
a MOODY KIT. Get this “ para ~S 
ing profit line, sold through Job- . 

bers only. Write for complete in- S 


formation and our NEW catalog. 

















Write for Circular and Dealer Prices 





$¢-5 fied Kit $7.50 
fetoils ot 


| 401 Broadway 
Hh C e@ New York,N.Y. 


Preston PTI Sales and Service, Preston, Ontario, Canada 


‘are 
iled Me asa ; MACHINE PRODUCTS ¢O., ING.” 
2 Culver St., Providence 5, R. |. | 
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WILSHIRE 


1S AMERICA’S FASTEST SELLING LINE OF / 


FIRESIDE 
FURNISHINGS 


GN 
* ORIGINAL poor 
fireside fur- 


discrimin 
everywhere: 
andirons, Fir 
Screens, Acce 


/ iT WILL PAY YOU 
to get on our mailing list 
of monthly specials. Write to 


WILSHIRE src. co 


4550 CUTTER ST « LOS ANGELES 39 





Household Scale mode! 1308 


NEW — MODERN — BEAUTIFUL 
A Seale that Appeals to Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fit the modera 
streamlined kitchen. Platform stainless steel. 
Capacity 8 Ibs. by 2 ouaces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes. 
Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of bousebold scales since 1888 
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BRUNKsSAPP 


OUR FARM AnD HOME STOR 


DWARE APPLIANCES FARM EQUIPMENT 


Leonard Sapp, one of the partners, supervising removal of a freezer 
to a customer's home. There were 225 freezer models sold in an 
intensive six-month sales campaign conducted by the store. 


members making three or four 
prospect calls an evening. 

Customers were also let-in on 
the drive. Any who furnished a 
live lead, received $5.00, an in- 
ducement that spread enthusiasm 
like wildfire, and resulted in custo- 
mers helping their favorite team. 
Some even went along with team 
members in order to help close 
sales. 

During the first four months, 
3runk & Sapp moved an average 


of two home freezers a day, and 
out of the total of 225 freezer 
sales piled up by both teams, 
many of them were 20 cu. ft. ca- 
pacity models. 

Then in January, the Beavers, 
the winners, comprising half of 
the store’s entire staff, took their 
10-day holiday, while the Beetles 
tended store, counted their cash 
winnings, and continued to sell 
home freezers. The vacation trip 
cost the firm about $900. 


Display Shows Variety of Trowels 


With this corner 
display of trowels 
and related lines 
where customers 
can easily see 
and compare 
them, Wolff, 
Kubly & Hirsig's 
State St. store in 
Madison, Wis., 
enjoys good vol- 
ume in these 
items. Trowels 
are supported by 
a quarter inch 
strip wood liner 
attached to the 
wall with screws 
at 18 in. inter- 
vals. Trowels are 
displayed in four 
rows. Short shelv- 
ing on a wall at 
right angles also 
helps in making 
an attractive dis- 
play in an awk- 
ward corner. 


HARDWARE AGE, APRIL 17, 1952 





FLOL 


PACII 


HARDWAR 


ay, and 
freezer 
teams, 
. ft. ca- 


Beavers, 
half of 
k their 
Beetles 
ir cash 
to sell 
ion trip 


< 517.76 PROFIT 


| 


1501 4th Ave 


Minneapolis 


FLOUR CITY BRUSH CO. 


1507 < 


on every dozen sales 
of AUTOWASH 8401 


AUTOWASH 


FOUNTAIN BRUSH 


Here is our Sales Guarantee with AUTOWASH. 
You will have prompt profitable sales with 
AUTOWASH. Our experience has been so con- 
clusive with over 20,000 dealers we make 
you thisoffer. If any of your AUTOWASH 
BRUSHES are not sold at the end of the 
season return them to us. We will 

promptly refund your money. 


Enter our order for 
shipment of the follow- 
ing AUTOWASH brushes: 


dozen No. 840L with. 
36" handle. 
dozen No. 840 -8-1/2" handle. 


Firm Name 


Signature 
Address 


PACIFIC COAST BRUSH CO. jos Angeles 2! 
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AMALITE'’S NEWEST 


Economical Tool Kits 


Featuring 
the New 
Plastic 
Envelope 
Tool Kit 
«3% 
Assortments 


EXTENDING 


OUR SHOW 
SPECIAL 


“Be Wise 
and 
Patronize” 
AMALITE’S 
PRODUCTS 


Stock A-341 Regular Set—3 Pieces 
31¢ ea. 


Stock A-441 Chisel Set—5 Pieces 42¢ ea. 
Stock A-541 Regular Set—5 Pieces 


44¢ ea. 
AMALITE, INC. 
1884 Pitkin Ave. Brooklyn 12, N. Y. 

















A HUNDRED FARM USES MAKE 
Year ’Round Sales 





BURNS * THAWS * DISINFECTS 





Farmers, gardeners, poultrymen, plumters fina 
the Cedarberg Flame Thrower indispensable. 
Just the thing for burning weeds along fence- 
rows; killing insects and destroying their breed- 
ing places; disinfecting poultry yards and run- 
ways; thawing out frozen mz-chinery. Uses 
kerosene, No. 1 range oil, or tractor fuel. Con- 
sider the advantages of the all-welded steel con- 
struction . . . self-contained unit (no hose 
connections) . . . light weight, one hand oper- 
ated . . . non-plug ring nozzle generator—an 
advancement over the usual coil type. Designed 
for maximum safety, 3244” length . . . weighs 
81% lbs... . retails at $19.95. Ask for literature. 


One-hand operation®2'/2 hours per gal. 


MFG. CO. 


533 S. Fourth St., Minneapolis 15, Minn. 
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Housewares Boosted Sales 
25% in Four Years 


Starting from scratch in a store formerly 
devoted to auto parts, Ohio hardware firm 
has developed a substantial feminine trade 





Store which had no housewares four years ago now has 24 ft 
of wallcases and three island displays for these lines. 


One-quarter of the sales volume 
of the Ensinger & Hamilton Hard- 
ware store, 260 W. Main St., Ra- 
venna, Ohio, now comes from the 
women’s side and all this business 
has been developed in just four 
years. 

When Robert Hamilton and 
Harold Ensinger took over the 
business four years ago it was an 
auto parts store and customers 
were nearly all men, many of whom 
were mechanics or men who re- 
paired their own autos. 

The new owners immediately be- 
gan to add new lines, including 
tools, paints and housewares. They 
had to start from scratch on the 
woman’s side. 

On the left side of the store, just 
inside the entrance, they built their 
own display fixtures. They built 
24 ft. of wall cases and three island 
units with glass shelves. Eight feet 


of wall shelf space is devoted to 
china, and the other 16 ft. were 
given over to kitchen utensils and 
electric housewares. 

Since housewares were added the 
partners have consistently given 
over one window display to such 
lines. 

Once the department was built 
and stocked, the partners began to 
promote housewares actively. 

Mrs. Hamilton personally con- 
tacted women’s groups and church 
societies. Mr. Hamilton, who is 
personally acquainted with almost 
every farmer in Portage County, 
spends many evenings at meetings 
of various farm groups and associ- 
ations. 

“T don’t have to talk merchandise 
at these meetings,” Mr. Hamilton 
says. “Just mingling with these 
folks is enough.” 

The firm promotes its mer 
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chandise in a local county news- 
paper which is delivered to every 
member of the farm bureau in 
Portage County. 

Ensinger and Hamilton stock 
both popular and top quality house- 
wares since the store sells to two 
major buying classes. 





Has Clearing House 
For Used Appliances 


A simple clearing house system, 
comprising lists of people who want 
to buy used major appliances and 
of those who want to sell them, has 
helped Daniel Hardware Co. of 
Marshall, Ark., solve the problem 
of handling trade-ins. 

When Everett Daniel, head of the 
firm, started to keep his “clearing 
house” lists of prospective buyers 
and of sellers on his desk he found 
that he could often sell a used re- 
frigerator or other major unit for 
a customer, without actually taking 
possession of the unit or even 
handling it for the seller or the 
buyer. 

He keeps a detailed list on his 
desk of old appliances which own- 
ers want to sell, as well as a list of 
names of those desirous of buying 
used appliances. 

Much goodwill, better profit for 
the seller and gratitude on the part 
of both parties to the transaction 
are the results of the clearing house 
idea. Says Mr. Daniel, “We seldom 
find it necessary to handle any 
trade-ins, since this plan was put in 
effect. Often we can give the man 
who wants a trade-in allowance, 
which we do not wish to make, the 
names of four or five people inter- 
ested in the specific refrigerator or 
washing machine within a few min- 
utes of his request.” 





HARDWARE HUMOR 
By Hardware Age 











“Please try to remember, Johnson. 
It's the calendars we give away. 
The colanders we charge for." 
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SELLS WELL 


‘Aa a 2 ot ~ 


Clinton Hardware Cloth has an unusually wide range 
of usefulness for both home and industrial applica- 
tions . . . sells well the whole year ’round. 

A leader in its field for over a full century, Clinton 
Hardware Cloth assures lasting customer satisfaction 
because it is extra durable . .. heavily galvanized after 
weaving for added strength at intersections. 

When you order hardware cloth from your jobber, 
specify Clinton. It comes in all standard widths and 
meshes; unrolls flat for easy handling., Can be dis- 
played to good selling advantage, too, because it’s 
supplied in attractive steel-banded rolls of 100 feet. 

For additional information write or phone our 
nearest Sales Office. 


Hardware Cloth is manufactured and sold under 
the brand name of CALWICO in the West. 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 


WICKWIRE SPENCER STEEL DIVISION — Atlanta, Boston, Buffalo, Chicago, 
Detroit, New York, Philadelphia 
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| A few years ago, brass or cast iron | 
was the only choice of the specialty 
hardware buyer. Today, nearly every- 

| body prefers precision-cast zinc spe- | 
cialties with their smooth, attractive 
rust-proof finish in brass, chrome, 
bright zinc, or ebony, exceptional 
impact and tensile strength. Your 
jobber can supply you with many at- 
tractive and modern items produced 

| by Hall-Wessel . . . if you ask for | 
them by name. Each is functionally 
designed for enduring beauty, volume 

| selling, easy storage. Hall-Wessel | 
Hardware Specialties are guaranteed 
by a pioneer in casting zinc alloy 
hardware specialties. Tell us your 
jobber’s name and we'll send our new 
catalog. Write today. 


























2116-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. | 


anadian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 
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In its 35 years of operation in 
Woonsocket, R. I., a textile city of 
about 50,000 population, Pinault 
Harware Co., has profited from 
numerous special services. This 
policy has helped Norbert A. 
Pinault and store manager, Leon 
L. Dupre, to develop a good volume 
in this one-stop hardware store. 

Window glass is one of the 
many lines in which special ser- 
vice has been a profit maker. The 
store stocks about 150 different 
sizes and types of glass to meet 
demands of residential, commer- 
cial, textile and other manufac- 
turing plants. In addition to in- 
stalling new lights of glass in 
various residential buildings, the 
firm will remove windows or doors 
and set the glass at its own quar- 
ters, returning the finished prod- 
installation has been 
completed. 


Service Brings Publicity 


This service has given the store 
valuable word-of-mouth publicity 
and has brought many new custo- 
mers. The store handles about 
1,000 glass-setting jobs a year, 
with September and October the 
busiest months, because of the 
work on storm windows and doors. 
Mr. Dupre reports that they get 
many glass-setting calls from per- 
sons who have bought glass, tried 
to set it themselves, and have 
broken the glass in their instal- 
lation efforts. Glass setting is 
handled in the store’s basement 
on a large bench in back of which 
is the glass stock, visibly stored 
in individual compartments ac- 
cording to size. 

Another line in which special- 
ized service means large business 
volume is lawn supplies. The com- 
pany annually sells 25-30 tons of 
fertilizers and about three tons of 
lawn seed. Last year it sold 29 
power lawn mowers, ranging in 
price from $145 to $269.50, and 
more than 135 hand mowers. 

“Our business in seeds and 
fertilizers is not with farmers,” 
explains Mr. Dupre. “It is en- 
tirely with mill and cemetery su- 
nerintendents and home owners. 
There are four large cemeteries 
here and we visit the superin- 
tendents personally and maintain 


Special Service Pays Off 
In Bigger Volume 


contact through telephone calls. 
We look over their properties, 
note the condition of lawns, soils, 
etc., and make recommendations 
for their complete needs. 

“The same is true of mills, and 
through mill concerns we reach 
a great many mill executives. For 
many of these we run _ several 
separate accounts—one for the 
mill company and one for each 
executive, the latter buying for 
their city and country estates. We 
write orders for estates located 
many miles outside of our general 
area—places that we never visit 
or see. Through these mill con- 
tacts we frequently sell lawn sup- 
plies for several homes owned by 
executives and often for their 
rental properties and as well as 
for homes of their relatives. 

“Another large source of lawn 
supplies volume is with owners 
of small homes. In this area espe- 
cially, the majority of people pre- 
viously lived in large tenement 
blocks, but the GI picture has 
changed much of that. These fel- 
lows have their own homes and 
are spending money to put in a 
good lawn and keep it in condi- 
tion. We tell these fellows exactly 
how to build a good lawn, and 
how to condition it. If they have 
special problems we send a man 
out to look at the soil or the con- 
dition of the lawn. 


Business From Lawns 


“Lawn seeds and fertilizers are 
big business. We get it by talk- 
ing lawns, by personal visits, tele- 
phone calls—personal contact 
makes the difference. A person 
who may not think too much about 
a good lawn will become inter- 
ested if they are told how.” 

Many of these contacts produce 


business in other lines—tools, 
hardware, paints, heavy - duty 
ropes, electrical supplies and 


other merchandise used to main- 
tain textile and industrial plants. 
Mill superintendents are excel- 
lent sources of business. 

The firm’s main floor, hardware 
and tool department, extends 
nearly 100 ft and requires 1,000 
drawers from ceiling to floor, plus 
the front display cases and the 
large basement stock. On the op- 


HARDWARE AGE, APRIL 17, 1952 
































































Pioneers | 
Meee ae wr 2 
HARDWARE 








ne calls. 





roperties, 
ms, soils, 
2ndations 


ills, and 
ve reach 
ives. For 
several 
for the 
for each 
ying for 
ates. We 
located 
- general 
ver visit 
nill con- 
Lwn sup- 
wned by 
or their 
well as 
2S. 
of lawn 
owners 
ea espe- 
yple pre- 
enement 
ure has 
1ese fel- 
nes and 
ut in a 
1 condi- 
exactly 
wn, and 
ey have 
a man 
the con- 





ers are 
oy talk- 
ts, tele- 
contact 
person 
h about 
» inter- 
yroduce 
—tools, 
y - duty 
s and 
) main- 
plants. 
excel- 


rdware 
»xtends 
; 1,000 
yr, plus 
nd the 
the op- 


7, 1952 















2155 SCRANTON ROAD °¢ 





“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished 7? head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95, 000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatmert 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ~ 4 
end unless otherwise specifie 
with flat and chamfered machined 
int. Nut end, oval point. Land 
Sceween threads shiny, bright, 
mirror finish. Carried in stock. 


sd 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


For ornamental! purposes. Steel in- 
—_ — steel cover Finish: plain, 
ic plated, cadmium plated. Size: 
oie” 3/4" 18/16" across the flats. 


rien et 


THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 





“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 

C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case pestanee. Expertly 
made by the 
Cup Point Set owe +3 the Sold 
upset process. Cup points machine 
turned. Carried in stock. 





FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


~ 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head sha with oil holes and 
grooves of di ilferent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 











j 
f 
7 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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SPECIALS 
furnished to 
BLUE PRINT 
PECIFICATIONS 








WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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at how quickly they sell! 


Customers prefer them because they 
feafure true-formed heads, clean-cut 
barbs, sharp points and uniform finish. 
They’re tough, rust-resistant and ac- 
curately drawn in Wickwire Brothers’ 
own mills. 


Make room on your counter for fast- 
selling Cortland Brand Wire Nails and 
Brads. A complete stock of sizes—in 
¥y lb., % lb., 4 lb. and 1 Ib. packages— 
takes only a minimum of space. Order 
them from your jobber today! 








4 


RING UP MORE SALES ‘* 


Fey “WIRE NAILS 





s 
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YOUR CASH REGISTER WILL RING —and keep on ringing—when 
you display Cortland Brand Nails and Brads prominently. Put them 
out on the counter where customers can see them—you’ll be amazed 


Why? Because Cortland Brand Nails and Brads come smartly-pack- 
aged for self-service sales—green packages for nails, yellow for 
brads, with both clearly marked for weight, size and gauge. 








FREE MERCHANDISING KIT! 













SCREENING 


JL 1M" geld! 





your store as Nail and Brad 
Headquarters. Includes Poul- 
try Netting, Wire Screening 
streamers and folders. Send 
for your kit now! 








(yilland WIRE SCREENING POULTRY NETTING 
BRAND HARDWARE CLOTH 

WB 

WICKWIRE BROTHERS, INC. 


CORTLAND, N.Y. 








posite side of the store, the paint 
department extends almost 100 ft 
and stocks the equivalent of 1200 
gallons of all kinds of paints and 
varnishes. 

“Of the thousands of items we 
stock, some are slow sellers—it 
may take a year to sell a dozen— 
but somebody wants them—they 
bring somebody to our store. And 
that is how we have earned the 
popular reputation of ‘If Pinault 
doesn’t have it, no hardware store 
has it.’ It is our way of giving 
extra service; it is a one-stop 
hardware store that gets the 
volume,” says Mr. Dupre. 

To promote its one stop, spe- 
cialized services, Pinault adver- 
tises throughout the year, using 
weekly ads of two columns 10 in. 
from February to August and 
through the Fall months, with less 
frequent insertions during the in- 
between seasons. Copy emphasizes 
nationally known names. 


Advertises on Radio 


In cooperation with a group of 
retail merchants in various lines 
of business, Pinault Hardware 
advertises regularly over radio 
station WWON. This participa- 
tion series has been so successful 
that it has been renewed for 
another 26 weeks, and is expected 
to run another full year. 

In this radio contract, Pinault 
Hardware gets one spot each 
week, so rotated as to time of day 
that it reaches all listener groups. 
Commercials emphasize that Pi- 
nault’s is “the largest hardware 
store in Woonsocket,” invite 
people to “Shop Pinault’s for 
every hardware need” and stress 
nationally known’ merchandise 
names. 

In addition to the spot com- 
mercials, the company gets one 
exclusive 15-minute broadcast 
during each series in the form of 
a tape recording of an actual 
visit by the station announcer to 
the store. The announcer visits 
various departments, asks ques- 
tions about pre-selected items and 
discusses various services and the 
tremendous stocks of all hard- 
ware needs. On the store’s most 
recent broadcast, the announcer 
talked about the garden and lawn 
supplies, the glass section and its 
home service, builders’ hardware, 
tools, paints. The tape recording 
was made Tuesday and put on the 
air late Friday afternoon. 

Since it is a cooperative activity, 
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CHANNELLOCK ~ 
Wade only by EE 


CHAMPION DEARMENT 








Aas Your customers rely on YOUR 
OE judgment in making their purchase! 
Here is a sure way to make friends— 
When they say “I need a pair of pliers’ 
sell them Channellock. You know Channellock 
will perform perfectly—for its made by skilled crafts- 
men, by a company known for nearly 3/4 of a century 

as the makers of highest quality products. 



















You can be proud to recommend Channellock pliers. The exclusive features, such as 
No Wear on Joint Bolt, Longer Wearing, Closely Spaced Adjustments, Self Cleaning and Greater 
Strength make Channellock pliers the best. The next time a customer asks for pliers, Make 
Friends—Sell Him Channellock. , 


And remember, ONLY Champion DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. * Meadville, Pa. 


Catalog DI Today. Channellock pliers are listed in the 


Yellow Pages of most Telephone 
Dwectories under ‘‘Tools"’ 


Send for 
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CHAMPION 


and 


R 
TORM DOO 
LATCHES 


The all-round superior qualities 
built into these items make them 
fast sellers for you and insure 
long and satisfactory use by your 
customers, 





No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 


Cast Allumaloy rust proof levers, One 
piece drawn steel case. Bolt equipped with 
two easy compression springs. Packed 1 
in a box, 4 dozen in a case, 


mis 


Tubular Screen and Storm Door Latch. 
No. 4150—Wrought Steel 


Packed 1 in a box, 4 dozen in case. 


Screen Door Hardware is available in 
plated finishes. 


Winning Sales 





Features 


1. Superior Quality. 
2. Easy Installation. 
3. Double Spring Action. 


4. Priced to sell to the 
largest number of pro- 
spective buyers. 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 
PIAWIMUAMIALICIALI REI 


GENEVA. ONLO 








Sf it's a CMAMPION i15 @ winner 
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three spots a day throughout the 
entire series are used to promote 
the slogan “Shop in Social,” re- 
ferring to the section in which 
the store is located. This has been 
very effective in building up the 
entire district and increasing 
motor and pedestrian shopping 
traffic. 

Mr. Dupre also uses direct mail, 
a piece or two inserted in each 
monthly statement. These are 
planned to include paints, tools, 
builders’ hardware, power tools, 
garden and lawn supplies, electri- 
cal supplies and equipment, as 
well as to introduce new items 
that come on the market. 


The store’s window displays, 
always feature related merchan- 
dise. If the display is devoted to 
garden and lawn supplies, that 
merchandise is shown exclusively, 
thus emphasizing merchandise 
lines by departments. 

The store is 40 ft. by 100 ft. with 
a basement of 85 ft. by 200 ft.; it 
has a parking lot of a little more 
than 1,000 sq. ft. 


Mr. Dupre acknowledges the 
valuable help he has received from 
reading HARDWARE AGE and other 
business publications and house 
organs published by various 
manufacturers. 





Ernst Wins Newspaper Ad Contest 
Sponsored by Kentile 


One hardware 
firm and two lum- 
ber and hardware 
concerns were win- 
ners in the recent 
newspaper adver- 
tising contest 
sponsored by Ken- 
tile, Inec., Brook- 
lyn, N. Y., manu- 
facturers of 
asphalt floor tile. 
First prize winner 
for the best in- 
dividual ad—$500 
—was received by 
Ernst Hardware 
Co. of Seattle, 
Wash., operators 
of 11 stores. Its ad, 
as illustrated, fea- 
tured a tile laying 
demonstration and 
applications of the 
product in five ‘dif- 
ferent rooms. 

In the class for 
firms running a 
series of six or 
more ads, Ketchum 
Builders Supply 
Co., Salt Lake City, 
Utah, lumber and 
hardware firm, won 
an honorable men- 
tion award of $50. 


come to-ciese few = yew 
hen thet ot et 






Ideal fer 
SATHROOM 


Just Right for 
WALLS and 
BEDROOMS 


> thane aod tam 











Ae teh at the shower wont oe Ea 









SEF ASST ULER Rentile now carrion 
factore replacement querantes! 


INEXPENSIVE IF WE LAY IT! 


1F YOU LAY IT YOURSELF! 





LOWEST PRICE THIS QUALITY 
EVER SOLD IN SEATTLE! 









TILE LAYING 
DEMONSTRATION 


ALL BAY MONDAY 














Hechinger Co., Washington, D. C., lumber and hardware concern, won an 
honorable mention award of $35 for an individual ad. ZCMI, Salt Lake 
City, received an award in the wholesalers’ group for excellence in adver- 


tising. 


Size of the newspaper ad was not considered in the judging. Awards 
were based on originality of presentation; appearance of the ad as a 
whole; excellence of copy approach; layout and artwork. Participating 
dealers were allowed an unlimited number of entries in the contest which 
covered the period between Aug. 1 and Oct. 31, 1951. 
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oR. witt Soil Testing Kit 

200 ft.; it Dear Sir: 

ee eae In your issue of Feb. 7, page 102, 
in the article “How to Use Service,” 

dges the reference is made to a soil testing 

ved from kit purchased for $25. Will you 

ind other please advise where the kit was 

id house purchased. 

various Yours truly, 


H. W. Ferratt 


Ferratt Hardware Co., 
666 Church St., 
Norfolk, Va. 





Editor’s Note: The kit used by 
J. M. Chooljian to build gardening 
supplies sales, as described in the 
article, was purchased from Sud- 
bury Laboratory, South Sudbury, 
Mass. Similar kits are available 
from other sources. 











CAP SCREWS : SET SCREWS 
Hex, flat, button or Square heads, cup 


fillister heads. . points. 
\ cng BOLTS LAG BOLTS 
quare, hex, or 
countersunk heads. i —_— 
Rolled or cut threads. g Pp . 


CARRIAGE BOLTS PLOW BOLTS 


Round or special American Standard 
heads. Rolled or 
heads. 
cut threads. 









Gift Wrapping Pays 
Dear Sir: 

Pages 126 and 127 selling guide 
for electric housewares, in the 
March 6 issue, covers nearly all the 
requirements for successful mer- 
chandising, but there are a. few 
other points which might have been 
added. 

ist. Quality merchandise. 

2nd. Purchased from a reliable 
distributor. 

As regards to gift wrap, many 
dealers in smaller communities are 
7 missing many sales because they SEMI-FINISHED oiieoen 





























an oon do not offer this service. NUTS 
We are in a town of 1700 popu- ms = Deratinn Siuadosd ; NUTS | 
ON lation and we sell over $800 worth ihe wed tate American Standard | 
ay of ribbon, gift paper, and gift cards 3 4 Y light castle hexagon. 
ae A exagon. 
oe a year, excluding what we do at I 
aed Christmas time. 
y This is not because we are with- LU 
out competition, for there are five 
K ek Gillis Whe have 4 eek A Good Target for Buyers of Threaded Fasteners 
sortment of electric housewares and Why do we buy fasteners in the first place? Obviously to 
—— gifts, who have gift paper, ribbon hold parts together. The most important function therefore 
and cards, but do not wrap the is holding power. So why not try Triplex? The line that’s 
packages for the customer. ; : 
von an An i tough and true is the line for you and me too. If your 
. Lake n investment of $100 would set tal HW chart j ae" d k 
Hoan any small dealer up in the gift wrap catalog or wail chart is getting frayed, ask tor a new one. 
business, and with a little practice The Triplex Screw Co., 5317 Grant Ave., Cleveland 5, Ohio. 
4 any clerk can do a beautiful pack- 
‘wards age, with the cash register adding 
| as a up an extra 50c to $1.00 sale that 
ae otherwise would not be made. 
whie Books on gift wrap and gift tie- . 
Oe ee ee oe oe 2 ee 2 ee ee en ee 2 








ing are available from the manu- 
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THE 


f 

/ ORIGINAL 

ff WRENCH 

b WITH THE 
.\ SCREWDRIVER 
‘Q. ACTION 


or 
@ ASSEMBLY WORK 
@ REPAIR WORK 
@ RADIO 
@ TELEVISION 
@ INDUSTRIAL 
@ AIRCRAFT 






SPINTITE 


STEVENS WALDEN, Inc. 
WORCESTER 4, MASS 








fala lelaler eyo a lala latetn ayaa pa lalallala tape 





Letters to the Editor 





facturers of these materials at little 
or no cost to the dealer. 

We make no charge for the labor, 
only for the materials used and 
have many who bring in gifts pur- 
chased from clothing and jewelry 
and drug stores for our gift wrap 
service, thus making sales that we 
otherwise would not make. We have 
records of customers who have 
made special trips of over 40 miles 


eae ae! 
OIC IC IC 




















to purchase their electric house. 
wares gifts from us because they 
have seen the fine work of our gift 
wrap department. If some small 
dealer benefits from this short let- 
ter, the time spent in writing it 
will have been well spent. 
Very truly yours 

B. J. Boylan 
Boylan Brothers 
Island Pond, Vermont. 


Holds Clinics to Decrease Farm Injuries 


In an effort to help cut down on 
the high toll on modern farms each 
year, due to mechanization and 
carelessness, the Rochester, Minn., 
Chamber of Commerce has been 
sponsoring a series of rural safety 
meetings. Qualified speakers empha- 
size salient points in the prevention 
of accidents. The large attendance 
at each session is evidence of the 
interest the idea can create. 


Business men of the community 
carry the idea a step further by en- 
tertaining those who nurse people 
who are ill or who have been vic- 
tims of accidents. Each year the 
Chamber holds a party for nurses 
of two hospitals in the city. Last 
year 300 nurses attended the party 
as well as a number of business 
men. The idea is a popular one in 
the area. 





Home-Built Seed Rack 


S | ee 4 TA: f 
x mi! 4 2 


This easy-to-build seed display used by the Reineman Hardware Co. 









~ 


Burlington, Wis., shows not only bulk seed but has slots below each seed 

container to store seed packets. The shelf display can easily be at- 

tached to any wall space with bolts and can be taken down again 
when seeds are out of season. Rack dimensions are 3 by 4 ft. 
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NO. X46F—A NEW [UF KIN 4 RULE 


... same construction features and high quality 


as famous x46... plus flat reading 


MEASURES 3 WAYS 
]. FLAT READING 


Numbering begins on inside face at exten- 
sion end of rule so that rule, even 
when partly open, lies flat 


against the work. 


2. INSIDE READING 


Ideal for taking inside measurements of doors, 
windows and other openings by means of the grad- 


vated brass extension slide in end of rule. 


3. OUTSIDE READING 


Numbering begins on outside face 


at extension end of rule for regular measuring. 


lock joints to eliminate end play, assure accuracy; brass strike plates to prevent 
wear. Select hardwood sections are extra thick, durable. Rules are graduated on both edges, both sides to 
consecutive inches and sixteenths and have large, easy-to-read gothic numerals. 


[UF KIN X46F like its famous companion No. X46 has self-locking spring joints and patented 


The X46F is Pre-sold for you! Order the X46F from your jobber at once. Profit from the big supporting 
advertising program that will blanket the nation with ads reaching more than 40,000,000 reader-prospects 
in This Week Magazine, American Weekly, Independent Newspapers, and other Consumer Publications. These 
ads will be hard at work—“pre-selling” the new X-46F for YOU! 


SELL JUOFAIN “RED END’—THE WORLD'S MOST POPULAR RULES 
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THE LUFKIN RULE CO., SAGINAW, MICHIGAN © 132-138 Lafayette Street, New York City * Barrie, Ontario 
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MEANS 


PROFITS! 


round point 
open back 
shovel... 


ENDURANCE 


Built To Take It 


PROFITS 


Built To Make It 






A popular type 
—priced right. 
Customers have 
a choice of three 
well-known 
Magor brands. 
Arrow, Bull’s Eye 
and Gold Target. 
Whichever they 
buy, you know they’ll be satisfied. 
And satisfied customers mean repeat 
sales! Eliminate inventory confusion 
—let Magor’s simplified line build 
profits for you. Send for illustrated 
price list today. 





@ 7292 MAGOR 
CAR CORPORATION 
acs SHOVEL DIVISION 


SELLING 
peemamme | 50 CHURCH ST., NEW YORK 7, N.Y. 


BRANDS 










POWER + DIGWELL + ARROW 
* GOLD TARGET 


MASTER + 
BULL'S EYE 
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Don’t Let Your Bills Run 


In this article an attorney tells hardware deal- 

ers the number of years before a past due bill 

is outlawed and the number of years before 

a judgment is outlawed. Read this article. It 
may save you money 


By FRANCIS GEORGE 
Attorney 


Department of Commerce ex- 
perts report that almost 25 pct of 
small business failures are due to 
lax credit policies. 

There is no reason for bad debts 
on anyone’s books in these t:mes. 
Yet a western Massachusetts 
hardware store lost almost $2,000 
on one account last year although 
the debtor was perfectly able to 
pay. It was an open account; the 
debtor is a one-man house builder. 
He had gotten way behind during 
the depression, little building was 
done during the war and since tae 
war he has been paying cash or 
promptly on the first of the month. 

Last year the dealer decided to 
try and collect this old bill and 
gave the account to his lawyer 
who had to sue for the back bills. 
He was too late but as some of 
the sales were recent transactions 
he appealed and recently the Su- 
preme Court said that where each 
sale is a separate transaction, the 
amount owed becomes due when 
that sale is complete and the sta- 
tute of limitations begins running 
from that date. 

In Massachusetts a bill which 
is over six years old cannot be 
collected. The fact that some sales 
have been made to the same buyer 
within six years doesn’t extend 
the time within which a lawsuit 
must be begun on the old account. 

There are only four ways a man 
can avoid paying his bills, and an 
alert merchant shouldn’t let any 
of them happen. 

1. The commonest way is simply 
to let the bill go until it is out- 
lawed. A buyer can get away with 
this only with the cooperation of 
the dealer. In Texas you must 
sue within two years; in Wyoming 
you have eight years. The other 
states range between these lengths 
of time. Notes usually can run a 
little longer. These figures show 
the deadline on open accounts and 
after a court judgment. If you 


sue after this period, all the 
debtor has to do to have the suit 
dismissed is to prove the date of 


the bill. 
Here are the periods for all 
States: 
Years before 
Years before a court 
a bill judgment 
States is outlawed is outlawed 
Alabama 3 20 
Arizona 3 5 
Arkansas 3 10 
California 4 5 
Colorado 6 20 
Connecticut 6 20 
Delaware 3 20 
Dist. of Columbia 3 12 
Florida 3 20 
Georgia 4 7 
Idaho 4 6 
Illinois 5 20 
Indiana 6 20 
Iowa . 5 20 
Kansas 3 5 
Kentucky 5 16 
Louisiana 3 10 
Maine 6 26 
Maryland 3 12 
Massachusetts 6 20 
Michigan 6 10 
Minnesota 6 10 
Mississippi 3 7 
Missouri 5 10 
Montana 5 10 
Nebraska ... 4 10 
Nevada ........ 4 6 
New Hampshire. 6 20 
New Jersey .. 6 20 
New Mexico 4 7 
New York 6 20 
North Carolina 3 10 
North Dakota 6 10 
Ohio i 6 5 
Oklahoma 3 5 
Oregon . 6 10 
Pennsylvania 6 20 
Rhode Island 6 20 
South Carolina 6 20 
South Dakota 6 20 
Tennessee 6 10 
Texas 3 10 
Utah 4 8 
Vermont 6 8 
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N ew Plastic Wall Tile 
Opens up vast new market! 
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FLEXISEAL 


CAULKING COMPOUND 


That's right! Many dealers 
who feature FLEXISEAL re- 
port their Caulking Com- 
pound sales have TRIPLED 

.and the demand is still 
growing! If YOU aren't sell- 
ing three times as much 
Caulking Compound as ever 
before, ask your favorite job- 


ber about FLEXISEAL. 
CUSTOMERS PREFER IT 
FOR QUALITY 


More and more users insist on 
FLEXISEAL Caulking Compound 
fot whiteness, easy application, 
long wear... 


FOR ECONOMY 


Pre-Korean prices help you in- 
crease your volume of FLEXI.- 
SEAL Caulking Compound Sales 
while other prices continue to 
skyrocket... 


FOR CONVENIENCE 
FLEXISEAL Caulking Compound 


is available in all the packages 
your customers want: Spouted 
Cartridges — Regular Cartridges 
—Cans and Pails in bulk — 
Collapsible Tubes. 


Meets and Exceeds Federal Specifications 


ORDER FLEXISEAL FROM YOUR 
FAVORITE JOBBER 


or write 


LANDEN PUTTY WORKS, Inc. 


MALDEN, MASS. 














Years before 
Years before a court 
a bill judgment 
és outlawed is outlawed 


Virginia 3 10-20 
Washington ‘ 6 
West Virginia . E 10 
Wisconsin .. ; 20 
Wyoming 5 


2. Sometimes a debtor moves 
and you lose track of him. A good 
collection agency can trace him 
for you if the amount is ‘large 
enough to make it worth while. 

3. Very few people will go 
through bankruptcy. You should 
submit your claim at the creditors’ 
meeting and will get some kind of 
a return, although usually small. 
This almost never happens with- 


out considerable warning, and 
when overdue accounts are not al- 
lowed to run, a bankruptcy loss 
will be rare. 

4. If a man just goes broke, or 
loses his job without ever going 
through bankruptcy, you should 
get a judgment against him. If 
he can’t pay, put the judgment in 
a safe place and if at anytime 
during the 20 years after the date 
of the judgment he gets back on 
his feet, you can get your money. 
Such a lawsuit can be a friendly 
one, as usually he will be willing 
for you to obtain this protection. 
However, beware of earnest prom- 
ises to pay: they usually are for- 
gotten after the bill has been out- 
lawed. 





Country Boy Store in the City 


Extensive stocks of seeds, fer- 
tilizers, garden and poultry sup- 
plies, are among the reasons why 
Berman Mercantile, a hardware 
store at 2313 Second Ave., N., Bir- 
mingham, Ala., has become known 
as the “Country Boy Store in the 
City.” 

“We developed a good seed, gar- 
den and farm supply department,” 
says Robert B. Berman, “because 
we want city and country folks to 
think of us as a one-stop shopping 
center for all of their hardware 
needs. 

“A man coming from the coun- 
try for seed or garden and farm 
supplies also is a customer for roof- 
ing and paint for his home or barn, 


building material or a piece of 
harness.” 

Mr. and Mrs. Berman give seeds 
and related garden and farm sup- 
plies 20 by 50 ft. display space, 
from spring until fall. 

In season, Berman’s, whose sales 
volume runs well into six figures, 
also stock plants. These attract 
tremendous traffic to the store. The 
store moves from 100,000 to 150,- 
000 tomato plants in an average 
day in season. 

Garden seeds, fertilizer, farm 
equipment and machinery, poultry 
equipment and such related mer- 
chandise as sprayers and _ insecti- 
cides account for 30 pct of Ber- 
man’s overall volume. 







This stock of fertilizer gives an indication of the 
business done in farm lines by city hardware store. 
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re. The Year after year, exclusive-Franchise BPS Dealers 
o 150,- everywhere have been making a mint of money with | 
average dependable, made-with-oil Flatlux, the wall paint that 
. farm tops them all for profit and performance. Now, with 
poultry sensational new, made-with-oil Flatlux Regal Colors at 






d mer- their command in luxurious deep tones, they're set to 
make even more. Don’t stand in your own way! Step 
right up and put your name on the line ... the one ) 
and only BPS line .. . that means more customers and Um 
more profits for you. ts "ia / | 
TT 
] 
Never Before Such High | 
Capture your local single-c r style market é . : | 
te, BPS Scene BPS Celica idor. Fashion... High Profit 
matched ft Fiatlux, they sell faster on a Colors for | eh’, Cost Styling! 


The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantag 


NAME___ 


ADDRESS__ 


ary... 









THE JOBBER’S 
SALESMAN 


In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC, MICHIGAN 





















Select any 3 of these 4 Lively 


GZ Electric CHAIN SAWS . 2 







Gj 
Selling from $99.50 to $130.00 po x’ j 


Model 11£12D — De Luxe Hand 2) 
Chain Saw 12-inch capacity. —- - 
Model 11E12 — Standard Hand 
Chain Saw 12-inch capacity, 
Model 1E12—The smallest chain 
saw of itskind. Weighs only 11 Ibs. 






Model 11E18 — Newest 
in the Mall Line—with 18-inch 
cutting capacity that can saw timber twice 
its length. - - - List Price $130.00 























Get this big 

Window Display Kit ¥°gu/! 
—plus printed matter ¥ 2% f - 
& newspaper mats : 


This 14-pound MALI 


cut down 36-inch 
diameter TREE 
*| WO MORE FRSHING OF PMLNG...1¢T THE SAW 90 THE WORE 






wr 


This "Deal”’Sets You Up As An AUTHORIZED 
MALL Electric Chain Saw Dealer 


HERE ARE YOUR 
LIVE PROSPECTS: 


Farmers — Home & Estate 

Owners — Resort Owners — Almost anyone entering your store is a ‘“‘hot'’ prospect for an easy-to- 
Tree Surgeons — Arborists ~ operate, all-around useful MALL Electric Chain Saw. Packed with power 
Builders — Heating, Plumb- and stamina — instant response to a flick of the trigger switch. Models 
Ing, Electrical and Construe- to exactly meet every cutting need. 

tion Contractors — Munici- ORDER 3 — choice of models — one for window display, one for inside 
aliti Sask ease t display, another for stock. At your nearest Mall Branch — or direct from 
palities, Pa oards, etc. the factory. 


MALL TOOL COMPANY 7702 s. chicago Ave. © Chicago 19, Illinois 


40 Factory-Owned Warehouses, Coast to Coast, To Serve Our Cust s and Th ds of Dealers 
PROFIT THROUGH MALL DIRECT FACTORY-DEALER DISTRIBUTION PLAN 
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Some observations on 
the intangibles of 


Personnel Relations 


By L. R. RAILEY, JR. 


Secretary and Treasurer, 
Railey-Milam, Inc. 
Miami, Fla. 


Investors analyze the consumer 
demands of a product before with- 
drawing money from their bank 
accounts to purchase shares in a 
company manufacturing an article 
for domestic acceptance. They 
consult with those more experi- 
enced in the practice of buying 
and selling stocks before making 
their final decision to purchase. 

They will also habitually watch 
the progress of this pecuniary 
germ with the stimulated hope 


that their acquisition will be 
profitable. 
Sales figures are constantly 


sought in a mercantile operation 
to be certain that an inventory 
is being turned sufficiently to 
offer the profit desired, and buy- 
ers are instructed to obtain those 
items which can be sold at a rea- 
sonable profit to a demanding 
public. 

These indices and vigilant 
studies can be applied to the per- 
sonnel employed to conduct and 
pursue our purpose, but are.so 
often regretfully omitted from our 
plans. 

People are not like the machine 
which accomplishes the same re- 
sult each time a lever is manned 
or a wheel is turned. They must 
be considered inherently. 


Three Groups of Employees 


Employees can generally be 
classified in three groups: (1) de- 
termined; (2) willing, and (3) un- 
cooperative. 

The first classification is an 
admirable character who will 
progress with his personal enthu- 
siasm and will ultimately produce 
results for an employer. Addi- 
tional responsibilities can  sol- 
emnly be invested in him with 
confidence, assuming of course, 
that his personal habits and re 
spect for honesty have been de- 
termined. 





Duties should be clearly defined 
and policies as precisely offerec 
as the pedagogue may outline an 
assignment to his class. 





Those who are “willing” must 
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ELECTRIC HOUSEWARES 


> Fully AUTOMATIC... seer srsstg 


»Perco-Drips In 3 to 8-Cup Capacities ©MPIRE Time And Labor Saver! 
maker wants 


ir} ELECTRIC TABLE GRILL ; 
e/a LE | 
ae — this fully au- 


teams up with the "'2-Cup Coffee-Quickie", bs 

"Perco-Drips''", Food & Baby Bottle Warmer, Hot 7 

Piate, and the sensational Empire Automatic —& 

tomatic percolator for making 
delicious, full-flavored coffee — 

made exactly alike, every time! 











Every home- =). 


Percolators to bring you the most complete line 
of profitable Electric Housewares you can feature! 


[ * Just plug in—no regulating! 





* Automatically stops f 
percolating. 

* Keeps coffee serving hot a 
for hours! < 


A chrome-plated beauty, with 130 sq. in. grilling 
surface—interchangeable grids—heat indicator— 
removable dripping pan. 





_' Modishly smart design. Polished alumi- (s 
_ num, cool plastic handle. 


Bec tna i ah wl. 
No. 1921 — 3 to 5-Cup — $7.50 No. 1922 — 4 to 8-Cup — $8.50 


THE METAL WARE CORPORATION 


TWO RIVERS, WIS. 
Chicago: Merchandise Mart 





2 a a aaa eee 





Manufacturers Of: 


> 


Electric Housewares, Portable Lanterns, and 


New York: 200 Fifth Ave. "Little Lady" Housekeeping Playwares. 








Dealer Home Heater Sales Frove It! 


SELL THE ITEM 
THAT CANT MISS! 












The Perfect Seating 
NON-FIGGLE 


TANK BALL 


+RED-ARROW= Superflame 
. Gives 


ORE! 


RT 







stops annoying toilet drip 


* fits any flush valve 
* easy to install 
¢ saves water bills 


Here's a _  profit-maker from 
Hancock that can’t miss hitting 
new sales highs for you. Red- 
Arrow, the perfect seating non- 
jiggle tank ball, offers you a 
wide open market with unlimited 
sales possibilities. Stock up to- 
day! You can’t miss with Red- 
Arrow, the non-jiggle tank ball 
that never misses! Red-Arrow 
utilizes the swirling action of 
oe, water to direct the ball priced model for every need! 

a perfect valve seat. Help To Dealers! More Sales- 


SOLD THROUGH AUTHORIZED JOBBERS AND DISTRIBUTORS | making promotions. Only 
WRITE TODAY FOR PRICES! MORE Superflame has Superfan, the 


most powerful heater sales 


. ~-J 135 S. Second Street © Philadelphia 6, Pa. 








Volume and Profits ...For The 
Dealer! Superflame consist- 
ently gives dealers Maximum 
sales and profits! 

Complete Line! 25 oil and gas 
heaters in all. A popular 


ooocococooeooc coo CoO 














tool ever! 


Write for FREE BOOK! 
"29 Tested Ways to Volume Home Heater Sales” 
QUEEN STOVE WORKS, INC., Dept. HA42, Albert Lea, Minn. 








FULL LINE OF PLASTIC. PLASTIC COVERED, AND BRAIDED RUBBER HOSE 
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SELL 
COPROX 
IN 52 and 
WATCH YOUR 
PAINT PROFITS 





COPROX is the 
copperized cement coating 
LIFE wrote about 





COPROX PROTECTS MASONRY SURFACES 
AGAINST WATER SEEPAGE, DAMPNESS 
AND EROSION 


ges 9 — 
ADVANT yay COM 
HAS ms ec masone 

a YOUR COPROX DISTRIBUTOR TODAY 


ABOUT HOW COPROX CAN BOOST YOUR 
‘52 PROFITS OR WIRE, TELEPHOWE OR WRITE US 


COPROX, Inc., 1270 Ave. of Americas 


NEW YORK 20. M. Y. 
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be admonished and supervised by 
one having the ability to gain 
their confidence and respect of 
this majority who collectively pro- 
duce your greatest dollar volume. 

These people have emotions, 
personal problems and are im- 
pressionable. They have a desire 
to progress, but without the feel- 
ing that their supervisors are in- 
terested in them and the result 
of their duties they may reflect 


| what appears to be a “don’t care 


| 
| personality.” 


xet close to these 
employees and their actual knowl- 
edge of their job will be a grati- 
fying surprise. 

Persons in the uncooperative 


| group can be compared with the 








percentage of losses taken on bad 
accounts receivable, which we 
strive diligently to keep to an 
absolute minimum. Occasionally, 
you will be able to rehabilitate 
this attitude of the employee but 
outside of assisting him, the re- 
sults are very seldom profitable 
to the business, for he is usually 
one who will not remain long at 
any one employment. 

Now having defined our prob- 
lem, what shall we do—in what 
department is the problem most 
chronic? 


There are many mysteries which 
shroud the complex operation of 
business today. These subordi- 
nates are often unable to conceive 
the conduct beyond their simple 
duties. They often speculate on 
the profit the business must be 
enjoying, but omit the thought of 
expenditures required *o pursue 
the enterprise. 

Employees need your confidence 
and should be protected from 
those uninformed impressic:'s of 
their colleagues who so boastingly 
try to imply that their knowledge 
of issues is more comprehensive 
than management may imagine. 

Do not attempt to confuse your 
assistants by replying with am- 


biguous statements which are 
usually detected immediately. 
Council with them intelligently 


and express recognition of their 
individual accomplishments. These 
members of your organization, if 
respectfully conferred with, may 
many times offer the answer to a 
disturbing situation. 

Be persistent with a planned 
program for encouraging congenial 
relations; they are as important 
to your continuance as are careful 
buying and accurate accounting. 


Talking Cards With Samples Increase Sales 


Display cards of uniform size 
on which are shown actual 
samples of small items together 
with brief descriptive copy, in- 
cluding the price, are used in 
various places in the stores of 
Wolff, Kubly & Hirsig in Madi- 
son, Wis. Several slow moving 
items which the company had 
tried to move at reduced prices 


were given attention, at regular 
prices, in these panels and were 
found to be quick sellers. 

Some of the cards have a black 
background with white lettering. 
Others have a reversal of that 
color scheme. All are inserted in 
special wooden frames, whether 
used on window display back- 
walls or just inside doorways. 


OFFICE 
| BUILDERS HARDWARE 


@ DOWNSTAIRS @ 





These cards attract customers’ attention and aid sales. 
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YJool Bar 


THE WORLD’S GREATEST TOOLQSELLING INSTRUMENT 
" 


Sool Bar 


& 
ee 
~ 








ENT NO- 
Rg DESIGN pat Photo by ! 


; Ewing Galloway | 
2 (on EVERY ORIH Tool 


’ ) REGARDLESS OF THE BRAND 
(Symbol Trade-mark registered U. S. Pat. Off.) 








ASK OUR WHOLESALE DISTRIBUTORS 


The Peck, Stow & Wilcox Company since 1785 Southington, Connecticut, U.S.A. 





|THE HARDWARE RETAILERS’ PROFIT-MAKING TOOL SOURCE| 
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New Bissell Sweepers in Fashion Colors are all-fired hot. 
Just ask any of the early bird buyers who seized ’em 
when they saw em! Those same early birds have feath- 
ered their nests, for color is attracting the customers 
... in flocks! 

A word to the wise bird is sufficient: If you didn’t get 
in on this, better get going! A letter or wire to your 
usual source of supply for Bissell Sweepers will get 
you in on this hot promotion—/fast/ 


Fashion Colors are putting new sizzle in Bissell®! 





THE VANITY THE APARTMENT 
Mint Green Claret Red Poppy Red Spruce Green 
Ebony Black Marigold Yellow Iris Blue 


BISSELL SWEEPERS 


Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 



































DALLAS “'4%! 
PLANT: SOUTH LAMAR AND JAFFEE DRIVE 






Makers of household mops 
and mop heads. 
Years of Experience Behind Them. 
The Result of Know How. 
* FINEST Workmanship 
* QUALITY Merchandise 
* ECONOMICALLY Priced 
PRICES ON REQUEST 


IAFFE, COTTON 


PRODUCTS 





MANUFACTURING CO., INC. 


ISH 


P.0.BOX 5184 TEXAS 
















x AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


| 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


* BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 


SIZES AVAILABLE P 


‘I : 
i be | 
- at % 


No. 10-18""--Extends 18” to 30” 
No. 10-30"--Extends 30” to 48” 
No. 10-48”--Extends 48” to 78” ' 
No. 10-72"’--Extends 72” to 108’ 














ROCKWO 






MANUFACTURING CO. 

















ROCKWOOD, PENNA. 
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a - —What the Law Says—— 
eit A PROFITABLE approacn 
Defective Hammer 
When a customer has an oppor- T 0) A | Ce 
tunity equal to that of a dealer 
for the inspection of a hammer, A G F 0 [ ) «. 
the dealer is not liable for in- , 


juries resulting from defects Pp R 0) B L E M 


By ALBERT WOODRUFF GRAY 














A riveting hammer was sold by Wav = caging on the age old 

a South Carolina hardware dealer potions steam, acting he — consed 

- by inadequate protection in kneeling 
to a mechanic. The next day ‘the work? Judsen Knee Pads are a natural 
hammer head chipped and a piece ... comfortable protection for a// knee 
Ge 1 cg man’s eye, destroy- workers ... profitable sales for you! 

The purchaser sued the hardware 
dealer for the injury, claiming that 
hammers sold in the hardware 
trade for riveting hammers were 
for use in driving home rivets and 
in work on metal; that work of that 
character required the eyes of the 
worker to be near the hammer and 
that the hammer from which this 
particle of steel had splintered was 
not fit for the purpose for which it 
had been purchased. 

In deciding the case the South 
Carolina court followed a New 
York decision in an action that 
arose from injuries received in the 
operation of a corn husking ma- 
chine. The man had shifted the 
gears and started to clean away the 
stalks from the rollers. One of the 
gears broke and the rollers began 
to move, catching the man’s hand 
and injuring it so severely it was 
amputated. 





Order a dozen pair, display ’em and 
they'll sell themselves! 





MOLDED RUBBER 


KNEE PADS 


For every 











“Down on the | 
’ knees” Job! | 





Recoverable Damages 


The New York court held that 
the damage in such instances were , 
only recoverable for accidents that eR oy s2 4 ; - 
might fairly be supposed to have 9 ae 
been in the consideration of the 
buyer and the seller when the ma- | Dealer's Cost 
chine was purchased. The only " 
damages, as a general rule, that $1.50 per pair 
are recoverable under such circum- | 
| Suggested + 
Retail Price oan ens 26eese4 
| $2.50 per pair eas aces asa 


stances, said that court, are those 
that are naturally under considera- 
tion at the time the purchase is 
made. 


In such a case, concluded the 
court, where there has been no meget — 


fraud and recovery is to be mea- 
sured by the compensation to the 
buyer for the failure of the article 
to meet the representation as to its y 


quality, the onl : - suis 
tdi thnsadlig epee age: Sa Made by JUDSEN RUBBER WORKS, INC., Chicago 24 
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HANDEE BOX 

Visitors to the March Premium Show 
literally walked all over the Flambeau 
Handee Box — and Handee Box walked 
off with honors as the strongest, best 
made utility box in its field. Sturdy con- 
struction and quality rust-proof hinges 
are features that will sell this Flambeau 
oroduct for you. 


HUMPTY DUMPTY 

Another double-use Flambeau product 
for doubled sales. 
set which serves as salt and pepper shak- 


The Humpty Dumpty 


ers or egg cups will win the admiration 
of all homemakers. 


ad 


LAZEE MAID 

The novel features of the Flambeau 
lazee Maid won new favor for this old 
favorite at the March Premium Show. Its 
dual duty design as revolving lazy suzan 
or two serving bowls makes it a double 
barreled premium 





Molders and Distributors of i meawete 


mary ee ei AR ah 





- ey 








SELLS ON SIGHT! 


THE YEAR ROUND... 





PACKED IN ATTRACTIVE 
COUNTER DISPLAY CARTON 


THE COMPLETE CADIE LINE IS AVAILABLE FROM LEADING JOBBERS 


CADIE CHEMICAL PRODUCTS INC. 


549 WEST 132nd STREET * 
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NEW YORK, NEW YORK 





For Marble 


new! SS 





Tile @ Sinks 


A SNOW WHITE 
PLASTIC IN A 
TUBE 


America’s Fastest Selling and 
Most Amazing ‘“‘Duking”’ Product! 


Blends with white tile, tubs, marble, wood 
and walls. Easy to use, never becomes 
hard or brittle, always waterproof. 
See Your Jobber or Write Direct for 
FREE SAMPLE AND LITERATURE 
We suggest you try DEWK with full confi- 
dence. You will find it superior in perform- 
ance. LARGE DEALER DISCOUNT 


Wood ¢ Walls 


DEWITT PRODUCTS CO. 
5860 PLUMER ST. 





« DETROIT 9, MICH. 
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article that was assumed when it 
was bought and the actual value. 

Following this decision the court 
said that the buyer of this rivet- 
ing hammer had suffered no injur- 
ies for which he could recover. 

“The court knows that hammers 
of various types are simple tools on 
sale in thousands of retail stores 
in constant and common use and 
not ordinarily thought of in con- 
nection with splintering or break- 
ing down with results as unfortu- 
nate as those experienced by the 
customer in this case. 

“In view of the widespread 
and continuous use of hammers 
throughout the world and for so 
many years the incident in this 
case would seem to be ascribable 
only to an unforeseen accident 
wholly without the contemplation 
of the parties at the time of its 
purchase. 

“There are few articles of mer- 
chandise apparently less likely to 
cause injury from proper use than 
a hammer,” continued the court in 
this decision. “It seems to me that 
to hold the dealer liable here would 
establish a principle of law very 
far reaching in its effect. 

“It would make retailers of the 
most simple and common, ordinary 
_and most used household and other 
articles absolute insurers of the in- 
fallibility of manufacturers, mid- 
dlemen or material suppliers and 
of their prices and designs as well 
as of every agent and employee, 
directly or remotely connected with 
furnishing materials, directing 
manufacturing processes or in- 
specting materials or work. 

“This would establish a rule so 
harsh in its application to retail 
merchants that its effects can only 
be seen in vague outline. The num- 
ber and variety of articles for re- 
tail sale listed in mail order cata- 
logues of the many important and 
nationally known merchants will 
indicate the reach of such a rule.” 





Outdoor Fashion Show 


When merchants of Kearney, 
Neb., put on a big harvest sale last 
fall they included a fashion show 
that was held on a stage one block 
long. 

The show attracted thousands of 
people from the town as well as 
from surrounding territory. The 
big event was publicized by radio 
for a full month in advance. Extra 
newspaper circulation was used in 
the area and two sets of giant post- 
cards were mailed. 
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Wew RECOIL STARTER 
ADDS MORE SALES PUNCH 


to the 


MOW-MASTER 


LINE 


Brings More Mowing Ease 


to Customers---Makes 
‘Selling Easier for Dealers. 





The Power Mower with the 





amazing GRIND-A-LEAF attachment. 
Sells Through SPRING, SUMMER and FALL Seasons 


Dealers from Coast to coast have been quick to 
appreciate the profit making possibilities of Mow- 
Master Mowers. Tens of thousands of customers 
have proven Mow-Master’s worthiness beyond a 
doubt. And now, with the addition of a convenient 
recoil starter, Mow-Masters mount still higher as 
a top bracket line of Power-Mowers. 


The public’s demand for time and labor saving 
devices has opened a tremendous new market in 
the power mower field. If you are aggressive and 
alert and desire to have your share of this business, 
line up with a leader and write for the facts at once 
on a Mow-Master dealership in your territory’. 


PROPULSION ENGINE CORP. Dept. Ha-s 


Subsidiary Food Machinery & Chem. 
7th St. & Sunshine Road Kansas City 15, Kans. 








—— « 


EXTENSIVE 
ADVERTISING 
Backs Our Dealers 


Mow-Master advertising 
reaches millions of 
readers in many lead- 
ing magazines during 
the mowing season. 
Dealer helps — broad- 
sides, posters, and cards 
—are also available to 
help you tell the Mow- 
Master story. 












WRITE 
TODAY FOR 
COMPLETE 

DETAILS 








Every storm door is a 
sales potential 
for 


SHELBY 


AIR CHECK 
DOOR CLOSERS 

















































































Put the Shelby No. 666 Air Check, 
in its bright-colored box to work 
for you. Displayed on your counters, 
it will turn storm and combination 
door owners into buyers. 


Shelby No. 666 closes doors surely 
and smoothly —without a bang. It's 
easy to install, simple to adjust— 
meets any requirement. 


No. 555 for screen doors only. 


Order from your Jobber 


THE SHELBY SPRING HINGE CO. 


SHELBY - OHIO 




















Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








National Events 


| American Gas Association annual con- 


vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


Builders Hardware Show and Con- 


vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Hardware Week (irha), April 17-29, 


sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind. 


Housewares and Home _ Appliance 


Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


Industrial Supply Convention, May 


19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 
Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


Locksmith’s Convention and Trade 


Show, May 3-4, at the Hotel Park 
Sheraton, New York, sponsored by 
regional and locksmith’s associa- 
tions throughout the U.S.A. Con- 
vention headquarters, 110 E. 59th 
St., New York City; Robert Rog- 
non, chairman. 

National Cutlery Week, May 4-10. 
Sponsored by the American Cutlery 
Manufacturers Association. Lewis 
D. Bement, Deerfield, Mass., execu- 
tive secretary. 

National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 

National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

National Association of Sheet Metal 
Distributors, Annual Spring Meet- 
ing, May 8-9, at the William Penn 
Hotel, Pittsburgh, Pa. Thomas A. 
Fernley, Jr., 1900 Arch St., Phila- 
delphia 3, executive secretary. 

National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America. 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Cotter & Co. Fall Dealer Show, Aug. 


11-12. Spring show and annual 


stockholders meeting, Feb. 2-3, 
1953. Both to be held at company 
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allied 
up-to- 
issue 


-Te as “NATIONAL METAL PRODUCTS 





National Metal 
BRASS, ALUMINUM OR STAINLESS STEEL 
Con- 


. BINDING & EDGING 


COLUMBIA 


LINOLEUM BINDING 


Oct. 6-10, i) ‘ (32 FEET) 
New York q , * 

nal Hard- % NATIONAL METAL PRODUCTS CO. 
ison Ave., - “ / : PITTSBURGH 12, PA. te 


. Yeager, 


lvania St., 
director. 


ect Metal | Be GLAMOR-PACKED 
ing Meet- en - 
. —_ To Sell On Sight 


iam Penn 
St., Phila- - Here’s a package no handyman can resist. 12 feet 
. of heavy gauge, %,” wide, punched linoleum bind- 
ing packed ina handy plastic case, with nail supply 
enclosed. Besides winning quick sales it saves you 
all the fuss and bother of measuring, cutting and 


- \ wrapping. . 
Sporting Og ™ Packed 1 dozen per box—6 
al dozen per case—National or 


. LaSalle - é 
— Columbia grade. 


ie MN NATIONAL METAL 
Chicago. | ee PRODUCTS COMPANY MANUFACTURERS OF 


America. 


~ teal a Wr api 
/ Vd ; . * Zinc and Bronze We atherstripping 


Stampings * Bronze and Aluminum Awnings 





© Metel Frame Screens Aluminum Thresholds * Zinc Products 
A * Window Guard Units * Quonset Hut Window 
Special Rolled for Mobile Machine Units 


Mouldings Shop * Industrial Polishing 
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; YOU'LL MAKE A SALE 






WHEN YOU CAN SAY. 


‘Sure, 


WE'VE GOT 
KESTER 
SOLDER” 


Your customers know Kester Solder. They’ve seen it 
advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales ... that’s why it’s good business for you 
to stock the best— Kester Solder. 





THIS IS OUR ACID-CORE SOLDER 


The ideal Flux-Core Solder for 
general work about the home, on / 
the farm, in the small or large shop 
—anywhere. Made from new 
metals only. On 1 Ib. and 5 Ib. 
spools ...the economical sizes. 


Py 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers. 


On 1 Ib. and 5 Ib. spools. 





FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 





KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey @ Brantford, Canada 


Sell KESTER and you sell the BEST!. 


SOLDER 
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headquarters, 365 E. Illinois St., 
Chicago 11. 

Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Prits- 
laff Hardware Co., Milwaukee. 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events 


Carolinas Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. 0. 
Box 183, Waycross, Ga., executive 
manager. 

Mississippi Retail Hardware Associa- 
tion convention, June 15-17, at 
Buena Vista Hotel, Biloxi. David 0. 
Mansfield, P. O. Box 1696, Jackson, 
secretary. 


Displays Paint 
On Platform 





To give paint better exposure to 

traffic, in the spring and fall, Olson's 

Ace Store in Waukesha, Wis., shows 

it on platform displays. Particular 

emphasis is given to larger size cans. 

Platform, in this instance, was share 
with washing machines. 


Retail Schedule 


The merchandising committee of 
the Schenectady, N. Y., Chamber of 
Commerce, issues a monthly mer- 
chandising calendar of _ events, 
rather than an annual list. This 
gives merchants a better reminder 
of events in which they may wish 
to participate. 
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When there is plenty of beef on the market, ham- 
burger is in demand. But, when beef is scarce, 
everyone wants a thick, juicy steak. 

Why? It's just human nature for customers to 
demand the finest quality in times of scarcity — 
whether they are buying beef or gas heaters. 

It's a fact that in this present material shortage, 
Hearth Glo Gas Room Heaters are climbing higher 
than ever before in popularity. 

Hearth Glo Room Heaters are smartly styled to 
attract the eye — quality-built to give years of 
satisfactory service — and so moderately priced 
that shoppers find them hard to resist. 
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Manufacturers of the famous 


HARDWARE AGE, APRIL 17, 1952 








NV OWN 
" Aas CA 





MIAN IANS) 
4 NS ~ ’ 
SN) 


> \ ae A 
A N , AW Wx 
= a Lc 
ZAK WA 
BAGANA 
CWIOO GOOD) 
OIA A SOO 
VARS OVA VALA 


lay 





TELL YOU ABOUT 


OOM HEATERS ? 


Unfortunately, we will find it hard to make enough 
Hearth Glo Heaters to satisfy this demand. At this 
time, therefore, we ask cooperation in ordering 
early, so that you can be reasonably sure of get- 
ting all the Hearth Glo Heaters you may need for 
the coming season. 


CIRCULATOR 
§ for areas where vented 
heaters are required. 


Sold Through Wholesalers Only 


« St. Louis 15, Missouri 


“$T. LOUIS BLUE” 
TEMPERED STEEL 






STOVE PIPE 
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’ orders for fishing tackle, 


The Sign of PROFIT for You! 


Everything for the fresh and salt water fisherman . . . Rods, 
reels, lines, creels, tackle boxes, plugs, baits, salt water 
rigs and all the accessories . . . all in one big line of qual- 
ity products . . . priced to make steady customers for your 
store and sweet music on your cash register. 


This display piece is being included wit 


TRY THESE ON YOUR CUSTOMERS— 





AND ON YOUR CASH REGISTER! 


@ The BEST LOW-PRICED LEVEL WIND REEL costs $1.50 —in 
lots of 25 ...a retail value at $2.50, with handsome profit 
for you! Where else could you find such value? 


@ 50-yard BRAIDED NYLON LINE, 18-lb. test — at $3.60 per 
dozen. TRYON does the impossible again! 


@ 3-PIECE BAMBOO FLY ROD —with extra tip —a value with- 
out comparison! $5.75 net —with a retail price of $8.95. 
See and be convinced! 


@ TUBULAR GLASS FLY ROD—to retail for $12.95—a net price 
to you of $7.77! Made possible by Tryon’s terrific purchas- 
ing power! 


@ The WORLD'S BEST $1.00 VALUE in A FISH LINE .. . 50 
yards, high quality braided Nylon, 12-lb. test — for $7.50 
per dozen... the 15-lb. test for $7.80 per dozen. Packed 
2 spools connected, in transparent plastic box. 


ORDER NOW! 


Quantities or prices cannot be guaranteed indefinitely! 


DISTRIBUTORS for ALL STANDARD MAKES of 
AMERICAN GUNS, RIFLES and AMMUNITION 


This will be an opportune time to place your orders for 
Guns, Rifles, Ammunition, etc. . .. WINCHESTER... 
REMINGTON ... WESTERN .. . PETERS .. . SAVAGE 
... ITHACA... MARLIN ... STEVENS . . . MOSS- 
BERG ... COLT... SMITH & WESSON . . . HIGH 
STANDARD — Tryon is headquarters for all 
of the leading brands of American Firearms 
and Ammunition! 












X 


EDW. K. TRYON CO, 


T PHILADELPHIA 5 PA 




















Remember "Admiral Dewey’? 
Remember the "Maine''? 


And when you need mop buckets, 
Remember the name..... 


“EAGLE” 


The name that has been the “buy-word” among mop 
wringer buyers and users ever since the days when 
“Dewey” and the “Maine” were chief topics of conversation. 


The combination of 
QUALITY plus money 
saving advantages 
have ALWAYS made 
“EAGLE” Mop Wring- 
ers the best buy on 
the market. 


Available with either 
wood or galvanized 
pails in sizes to meet 
all requirements 


Specify “EAGLE” on 
your orders if you 
want complete satis- 
faction. 





Manufactured by 


THE EAGLE WOODENWARE MFG. CO. 


"Mop Wringer Manufacturers since 1889" 
Hamilton, Ohio, U. S. A. 
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AMERICA’S MOST WANTED 


~ DOES ALL 
FENCE 
, JOBS 
IN HALF 


THE TIME! 


It’s the greatest thing of its kind for stretching and splicing wire — 
easier, faster and better! Many farmers and stockmen claim it helps 
them make fence repairs in half the usual time! Powerful, easy-to 
operate mechanical ‘‘dogs" on strong hooks grip any kind of wire 
securely — never slip. Ideal for drawing and holding both wire-ends 
for splicing. Has many uses besides fence work. Ruggedly built; main 
bor is 1%” wide, Ys” thick. Rachet action is full 24”, Nationally 
advertised. Weighs only 8 Ibs., pulls half a ton! 
$ 6°32 
RETAIL 


Order through Your Jobber or write 
us for Your nearest Distributor 
DUTTON-LAINSON CO., Mfg. Div., Dept A-2, Hastings, Nebr. 
HARDWARE AGE, APRIL 17, 1952 
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Granta STOVE TOP AND TABLE MATS 

gs Here’s a rare opportunity for you to get PRO- 

staliataalibes: TEX mats in a wide variety of sizes and colors 
t with a minimum investment. Assortment 1157 






contains Linen and Royal Anthurium mats—two 








with either 























yalvanized * | of the newest and most popular patterns. You get 
os te ment five sizes of Linen in mixed colors—Apple 
; re Red, Sunny Yellow, Mist Gray. Royal Anthur- 
or jum ... depicting Hawaii's exotic flower in 
AGLE” on all its colorful beauty . . . in four fast-selling With cach assortment yeu got 
s if you PRO-TEX sizes. Ask your jobber, or write for full infor- oo Mighty jane” deploy rot 
hes ; mation on this money-making PRO-TEX deall eet iekes little counter 
lete satis- «the ORIGINAL metal- " oule, Mats are dated in 
and-asbestos mat. . . upright position, so they can 





the LEADER today! Big- 
gest values! Most com- 


ft! et em Sallonoffy METAL PRODUCTS CO. 


G. CO. patterns! 2536 EUCLID AVENUE ° CLEVELAND 15, OHIO 


39" In Canada; Canadian Housewares, Ltd., 20 Wellington St., Toronto, Ont. 
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Built for sales... priced for pro 


HERE’S WHY— thick . . . are velvet smooth right out to E web s 
their chrome spun-on fittings. Indi- 18" ond 24” lengths 
vidually packaged with matchingchrome ¥& 

screws. r | 


You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. 

Priced for fast sales . . . priced for 
extra profits. Order from your whole- 
saler or write direct. 1] 


Made by one of the world’s foremost 
makers of precision glassware. 18" and 


24" Kimble Glass Bars are a full 34" 


A GLASS BAR FOR EVERY PURPOSE=— AVAILABLE NOW! 




















Ve) Q 5 - 
\ ———— SS =< —— —==_ 
g wire — Kimble Bent-End Glass Bars—')"crystal Kimble Double-Purpose Glass Bars —crys- 
n it helps or opal glass with strong, modernistic metal tal glass with adjustable fittings for partial i 
fittings. 18" and 24" lengths. or full-length use. 24" long. Q 
, easy-to- 
1 of wire e Kimble Button-End Glass Bars—crystal or 
: 4 opal glass with adjustable metal fittings. 
gongs Ua = =0y) 18" long. 
yilt; main 
lationally 
3 KIMBLE GLASS TOLEDO 1, OHIO 
ETAIL B ee | 
vision of wens-hilinois Glass Com pan 
s, Nebr. 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 
Rost-Rite rack that centers in the 
roaster, leaving the ends open for 
basting. Made of flexproof weight 
steel and finished in snow-flecked 
blue enamel with touches of red. 
The non-porous surface is smooth 
and easy to clean. Belmont Stamp- 
ing & Enamel Co., New Philadel- 
phia, Ohio. 





Adjustable Picnic Grill 


Here is the adjustable Handy 
Grill that knocks-down for easy 
carrying, and can be set up easily 
and quickly for zny picnic. It ad- 
justs to any level of ground, and 
the fire box can also be adjusted. 
The sliding grill can be used in the 
most convenient position for cook- 
ing. The unit is made of heavy 
gage metal, will support over 100 
lb. without tilting or swaying, and 
is easy to clean. No. L-15 is 





9x18x15 in., and No. L-24 is 
11x18x24 in. Listed at $3.98. Getco, 
Inc., 184 Broome St., Newark, N. J. 





Road Building Toys 


Three new model construction 
equipment toys have been added to 
the Doepke line of accurate steel 
scale models of big road building 
equipment. A _ bulldozer, pumper 
fire truck and chain bucket loader 
have been added to the line, which 
includes an aerial ladder fire truck, 
bottom dump truck, road grader, 
mobile crane and combination earth 
scraper and hauler. Charles Wil- 
liam Doepke Mfg. Co., Blue Ash 
Rd., Rossmoyne, Ohio. 
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Improved Spray Guns 


Now available are 1952 models of 
Bradson garden spray guns, the In- 
sect-O-Gun, shown here, Gard-N- 
Gun, and Gro-Gun. An improved, 
oversize suction hole keeps the guns 
particularly clog-free. A water con- 
trol valve, now a feature of Insect- 
O-Gun and Gard-N-Gun, is held 
open or closed by water pressure, 
eliminating the need for continu- 








ally holding a valve open or squeez- 
ing a trigger. Gro-Gun has a new 
plastic sprayer head. All guns have 
bright baked enamel coating. Brad- 
son Co., 10903 Chandler Blvd., 
North Hollywood, Calif. 





Combination Opener 


Here is the Vaughan Quad-Fold 
combination opener, that can be 
used as a can tapper, bottle opener, 
friction opener and cello-seal cut- 
ter. It is easily closed for conve- 
nience and safety in carrying, and 
comes with key chain. Metal parts 





are of nickel-plated tool steel and 
the separator is red _ plastic. 
Vaughan Mfg. Co., 3211-37 Car- 
roll Ave., Chicago 24, IIl. 


Garden Tractor 


This new Planet Jr. garden trac- 
tor is an easy-to-handle, basic 1 h.p. 
unit with more than 12 attach- 
ments to increase its versatility. 
Can be used to plow, cultivate, mow, 
haul materials, shovel snow, grade 
lawns, fill gullies and as an auxil- 
iary power plant for gasoline en- 
gine-powered equipment. Attach- 
ments for the tractor include 





opening plows, discs, fertilizer 
spreader, cultivator attachment, 
seeder, trailer cart, lawn mower 
hitch and snow plow. The tractor 
is shown here with cultivator and 
disc harrow. S. L. Allen & Co., Inc., 
5th St. & Glenwood Ave., Philadel- 
phia 40, Pa. 





New Stove Mat 


Here is the new Queen Aristo- 
Mat stove mat, made of stainless 
steel with a silvery satin stripe. It 
is heat, stain and rust resistant, 
and features Kant-Kut Korners. 
Sizes are 17x19, 15x19, 13x19, 8x19 
and 7x19 in., and the mats are 
Fair-Traded respectively at $3.98, 
$3.69, $3.39, $2.29, and $1.10. 





Phoenix Table Mat Co., 1315 W. 
Congress St., Chicago 7, IIl. 





Fishing Lure 

The shape and curve of a fish, 
and a permanent pearly sheen that 
comes from a coating compounded 
from fish scales, are features of 
this new lure called Duraflash. The 
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the "Saturday World’s Most Complete Line of Padlocks 


Evening Post.’’ 
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idvilid Since 1888 


€¢ You’ve done a swell job on the Slaymaker ‘Brass 
Beauty’ Padlocks since the very beginning. I knew 
that you’d pick up more impulse business with 
that nice movable jewel-case merchandiser. And 
Pll bet you felt the effect of Slaymaker’s national 
advertising. 9° 


Robert F. (Bob) Fite, Salesman 
Hall Wholesale Company 
Dallas, Texas 








66 They’re fine locks to sell. My customers go for 
them because they are solid cast brass padlocks 
in the medium to low-price range. They’re beauti- 
fully packaged, work smoothly, and are as strong 
as they look. I am all for the Super-tumbler, too 
— it cuts out interchanging. °° 

H. L. Merris, Buyer and Manager 


Moulders Hardware Company 
Dallas, Texas 


maker 





Lancaster, Pa., U.S.A. 


229 




















A PROFIT LINE 


. - - UNITED CUTLERY, SCISSORS AND SHEARS 


A complete selling line of 
shears ¢ banker shears 
trimmers * editor shears 
pinking shears * cash and bond boxes 
kitchen shears * fire resistant boxes 
school shears ¢ stapling machines 
commercial and gift letter openers and library 
sets. 


5G—Imported pinking shears with a 5" overall 
measurement. The ideal pinking shear for the 
housewife that sews at home. Easily carried in 
the purse or pocket. Guaranteed for perfect pro- 
fessional cutting. This fine pinking shear is im- 
orted from Solingen, world famous cutlery center 
in the Allied Sector of Western Germany. 


Price: $1.80 net 
F.0.8. NEW York _Wdividually gift wrapped. 


SEND FOR OUR FREE CATALOG AND 
THE NEW 1952 GIFT CIRCULAR .. . TODAY! 


UNITE 


108 EAST Ié6TH STREET 


CUTLERY & HARDWARE 
PRODUCTS CO. 


NEW YORK 3, N. Y. 








No. 86 Hobby Chest—$12.00 


Retailing from 25¢ to $30.00 
Write today for our new iilus- a 
X-acto Crescent Products Co., Inc. 


trated Catalog of the complete 
X-acto line. 
440 Fourth Avenue, New York 16, New York 
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WHAT'S NEW 





lure is equipped with an O’Shaugh- 
nessy hook and made in three sizes 
for a complete fishing range. Avail- 
able in silver, white or yellow with 
a red head, and black with a white 
head. It has a Luxon swivel for 


trouble-free swivelling action and 
to give weight for deep trolling. 
Art Wire & Stamping Co., Newark, 
N. J. 


Fold Away Table 


Ready for immediate delivery is 
the new All-Luminum Fold-A-Way 
Table, Model S, featuring a new 
steel top for added strength, and 
sturdy, lightweight aluminum legs. 
Finished in baked enamel hammer- 
tone in gray or blue. The table 
opens easily to serve eight people, 
and locks closed for easy storage. 
Rust- and weather-proof. Retail is 
$19.95. All-Luminum Products, 
1917 W. Oxford St., Philadelphia 
Zi, Fa. 


| Stove Top, Table Mat 


Here is the new Chrome Star, 


| new Pro-Tex all-purpose stove top 


Sage 


Gi 


gs 
ZS 


and table mat. It is triple plated 
with copper, nickel and chrome on 
heavy gage steel, has an attractive 


ribbed pattern finish, and is backed 
with asbestos. The 18x20 in. size 
and the 1514x20 in. size retail for 
about $2.29, and the 14x17 in. size 
retails for about $1.89. Ballonoff 
Metal Products Co., 2536 Euclid 
Ave., Cleveland 15, Ohio. 


Rubber Paint Brush 


Especially designed for rubber- 
base paints is this new type of 
plastic-bristle Empire paint brush. 
The extra-fine gage bristles are 
chemically treated and tapered for 
the lighter rubber paints, but the 
brush can also be used for standard 
water paints. Bristles are firmly 
stapled and cemented in a block of 
honey maple. Brush washes out 
immediately in warm soapy water. 
There is also a new Empire brush 
with heavier gage plastic bristles 


RS: 
govepette 


for texture paints, stucco and 
other masonry type finishes. Both 
brushes are individually cellophane- 
wrapped, packed 12 to a two-color 
display carton. Retail price is $1.49. 
Empire Brushes, Inc., Port Chester, 
N.Y. 


Stainless Steel Bakeware 


A new line of West Bend stain- 
less steel bakeware includes a 
square cake pan, cookie sheet, round 
layer cake pan, and a pie pan with 
a juice-saver ring that prevents 
fruit pies from spilling over into 
the oven. The pie pan is 9 in. in 
diameter and 114 in. deep, and re- 
tails for $2.25. The round layer 
cake pan is tapered slightly for 
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“A COMPLETE LINE OF HIGH GRADE FORGED TOOLS __ 








GOING ALL-OUT 
1952 


Get Fost 
past Pr | 


pate 


BIG STINKY 


OUTDOOR 


FLY TRAP 


: Here’s a fly trap that really works. It was a 
sensation in 1951, and in 1952 your custom- 
ers are going to hear more about it than ever 





In 20 national trade and consumer 
magazines, including: 

Life, Saturday Evening Post, 

Better Homes & Gardens, 

Country Gentleman, Time, 

Sunset, Popular Mechanics, 





Capper’s Farmer. 


Plus merchandising aids, newspaper mats, 
publicity, and point-of-sale pieces. 


IT’S A SURE-FIRE ITEM— FAST MOVING, 
ASSURING YOU OF STEADY PROFITS AND— 


Return orders — on both traps and 
fluid as an additional profit item. 










At Leading Dealers Everywhere. 


THE DIOPTRON CO. 


MILWAUKEE 1, WISCONSIN 
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PERMANENT- MOLD 
CASTINGS 


THE STRONGEST NAME IN 


ROTARY POWER MOWERS 






Lazy Boy’s permanent-mold cast- 
ings are FIVE TIMES STRONGER 
than ordinary castings, and per- 
fectly baldhced for easy mowing. 
Gasoline or electric models, all 
trimmer type to save work, with 
famous make engines, ball-bear- 
ing wheels, and all-around 
safety design. STOCKED AND 
SOLD BY BETTER HARDWARE 
JOBBERS . . 











Average casting, 
Ye" thick 



























Lazy Boy casting, 
Wa" thick 














For name of jobber nearest 
you, write today to Dept. A 


& RANCH 


3907 BROADWAY 
KANSAS CITY, MO. 
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WHAT'S NEW 


easy nesting, retailing for $2.25. 
The 9x9x2 in. square cake pan re- 
tails at $2.50. The cookie sheet, 
with three tapered edges for con- 
venience in nesting and handling, 








and one end perforated for easy 
hanging, retails for $2.35. West 
Bend Aluminum Co., West Bend, 
Wis. 


Improved Rug Cleaner 


Chesterfield waterless cleaner for 
rugs and upholstery is now made 
with a germicide that sanitizes rugs 
and upholstery as it cleans. A 
larger package has also been added 
to the line. Chesterfield waterless 
rug cleaner, with the sanitizing 
agent, is now available in 2% and 
7% lb. cans, with suggested retail 





prices of $1.39 and $3.59 respec- 
tively. Nu-Age Products, Inc., 
Brooklyn, Mich. 


New Mobile Fan 


A fan that can be used for both 
exhaust and intake purposes, as 
well as being moved from room to 
room, is this new Berns Air-King 
Fan-Mobile. It can be adjusted in 
height to reach any standard win- 
dow. The 16-in. aluminum blade and 
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Longer Casts with the Amazing New 


se 


Soin Case” ’ 


Only the SpinCast* Gives You 


All These 18 Important Features 


for the Best in Spin Casting 


1. Easier casting 

2. Simpler one-hand operation 

3. Perfect line flow for longer casts 
4. No pick-up arm to operate 

5. Can’t backlash 

6. No exposed parts to foul line 


7. Micrometer-accurate tension adjustment ‘ 
8. Picks up slack line — vital with floating lures 


9. Casts lightest lures easily 


10. Enclosed design protects from dirt and damage 


11, Lifetime Carboloy*pick-up pin 
12. Balances rod perfectly 

13. Ideal 4 to 1 gear ratio 

14. Simple non-reversing crank c-—, 
15. No confusing }. 





116 pages ~ -6 ints, instructions, fish pictures, 
new spinning and other tackle. Write now. 


SOUTH BEND BAIT CO.,910 High Street, South Bend 23, indiana 










ONLY THE 
SPINCAST* REEL 
GIVES YOU PER.- 
FECT LINE FLOW 
FOR LONGER, 
TROUBLE-FREE CASTS 





Open spool allows line 
to form loops — friction 
against rod and bunching 
at guide reduces length 
_ of casts and causes snarls. 
—, 


a = 


Line flows free and fast 
forlongercasts.Noloops [J 
—no friction—no snarls. 
















FINEST SPINNING RODS 
MADE — Designed by 


Joe Sates, Rr. 


Fresh and salt water 
models in light and 
medium actions. 
$25 to $39.50 


oe 


New Deceiver* 
Monofilament 
Nylon Spin- 
ning Line. 
$1.10 up per 
100 yards. 













~ 
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Your Best Seller 


because it's your customer's 


] 3 1 OD 





MODEL 702 
TOOL BOXES 


PARK offers you a complete line of top- 
quality tool boxes . . . designed and 
priced to sell fast . . . and built to give 
years of service. All the features your 
customers want are built into the finest 
boxes made .. . by PARK. 


WRITE: For information on plet 
OR CALL YOUR JOBBER 


PAR MANUFACTURING CO 


GRANT PARK, ILLINOIS 


line 

















The Lantern 
that is... 


EASY T0 
HANDLE 


Upright handle, 


easy to grasp 
easy to 
trim and light 


e Air Pilot facts and 


1earest distributor, Write 


EMBURY MANUFACTURING CO 
WARSAW, NEW YORK, U.S.A 


EMBURY --- 


LANTERNS & TORCHES 








WHAT'S NEW 








Ventura design of the fan move air 
in a quiet operation, and three- 
speed control permits adjustment to 
the desired degree of cooling. Fin- 
ished in Hammertone gray with 





chrome trim, and comes complete 
with cord and plug. List price is 
$74.95. Berns Mfg. Corp., 3050 N. 
Rockwell St., Chicago 18, IIl. 





Deep Well Pump 


This new Burks deep well pump, 
known as the H-V series, can be 
used in a horizontal or vertical po- 
sition without any mechanical 
changes, depending on the type of 
installation desired. Kam - Action 
impeller-volute combinations give 
increased capacity. All sizes, avail- 
able through 1 h.p., have heavy 





duty, long life motors. Capacities 
up to 1500 g.p.h. and depths to 130 
ft. are claimed. A special air vent 
gives easier priming and bleeds off 
air and gas from the case. Specifi- 
cations, performance and accesso- 
ries are described in Burks H-V 
Bulletin. Decatur Pump Co., 2750 
Nelson Park Dr., Decatur, III. 


Number Branding Iron 


Here is a new Hexacon line of 
serial number electric branding 
irons, with numerals 0 to 9 around 
the outside of the branding die, and 
space on the face plate at the end of 
the die for additional branding copy. 
Dies are of special alloy that resists 
scale and corrosion, and they trans- 
fer maximum heat in the shortest 
time by means of a valve seat con- 
tact between die and heater. There 
are three size numerals: % in. at 
$25.00; 14 in. at $28.50, and 34 in. 





at $35.00. Furnished for 110 or 
220 volt circuit, AC or DC, any 
cycle. Equipped with 6 ft. cord and 
plug. Hexacon Electric Co., 170 
W. Clay Ave., Roselle Park, N. J. 





Restyled Dehumidifier 


Model 750 portable electric de- 
humidifier has been completely re- 
styled with several new features 
added. An automatic overflow drain 
cock and a permanent drain hose 
connection have been added, and a 
length of rubber drain hose will 





now be packed with each unit. The 
new cabinet is finished in dark 
gray-green, with cream-toned front 
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THE MOST POWERFUL BRAND 
NAME IN AMMUNITION 





INDUSTRIES, INC, 


- we 
gaT¥ 
cm Super-X 


HARDEST-HITTING LONG-RANGE 22’s IN THE WORLD 
NON-CORROSIVE PRIMING ... NONE CLEANER 











WESTERN CARTRIDGE CO., DIVISION OF OLIN INDUSTRIES, INC., EAST ALTON, ILLINOIS 





235 


HARDWARE AGE, APRIL 17, 1952 























TOGGLE BOLT 


SPEED CONSTRUCTION, CUT COosTSs! 





We’ve made a huge investment that’s for your benefit as well as 
ours. It’s all tied up in our big new plant and facilities in 
Addison, Illinois, western suburb of Chicago. Your constantly increasing 
demand for the best in hanging and fastening devices allowed 
us to build this new Paine plant. You need no longer 
fear a shortage of easily installed, money-saving Paine products. 
Paine Spring Wing Toggle Bolts are a must when you are working with 
hollow walls and ceilings where you can’t reach the other side. 
They provide a sure and certain fastening, reduce installation time 
and improve the quality of your work. Write to our new location for 
a complete Paine products catalog. 


THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 


Lig 
the best craftsmen always take pA E's 


Star Drills 
Malleable Shields 
Special Hanging and 


Spring Wing Toggle Bolts Conduit Clamps 


Pipe Hooks and Straps 


Expansion Anchors 
Sudden Depth’ Drills 
Wood Screw Anchors 


Hanger Iron, perforated 


Expansion Shells Fastening Devices 
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WHAT'S NEW 


grille. It controls excess moisture 
in areas up to 10,000 cu. ft. Retail 
price is still $149.95. Fresh’nd-Aire 
Co., 221 North La Salle St., Chicago 
1, Bl. 








Catalog Preparation 


Flexoprint, a new method of pre- 
paring directories, catalogs, in- 
dexes, price and parts lists, and 
other listings where accuracy is es- 
sential, is fully described in a new 
six-page booklet, KD 610. Through 
the use of this latest Remington 
Rand development, lists are easily 
kept up-to-date and ready for print- 
ing. Remington Rand, Inc., 315 
Fourth Ave., New York 10, N. Y. 





Column Air Circulator 


A new 24 and 30 in. air circu- 
lator, Nos. B260GH and B30GH, 
has an adjustable floor column to 





vary the distance between the floor 
and center of the fan blade. Fea- 
tures include capacitor start, ca- 
pacitor run motor, rubber mounted 
motor and aluminum fan blade. 
The unit has two quiet speeds, 
1100/800 r.p.m. The head may be 
tilted upward as much as 90 deg. 
Baldor Electric Co., Apparatus Div., 
4351-67 Duncan Ave., St. Louis 10, 
Mo. 


Shop Accesories 


These three new Shopsmith 
accessories are Rust Preventive 
Spray, right, Liquid Adhesive, and 
Magna-Lube, left. Rust Preventive 
Spray comes in a pressurized can 
for easy application to iron or steel 
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Wherever superior craftsmen are 





working, you'll find "Vaughan" 
appearing on the tools. Vaughan 
hammers, hatchets and axes are 


flawlessly balanced and designed to 


give perfect results for men 


who work with their hands. These 


fl H . 1" 
og Feo men invariably report that “It 
tart, ca- 
mounted | Always Pays to Buy a Good Tool. 
n_ blade. 
speeds, 


AUGHAN & BUSHNELL 


ANUFACTURING COMPANY 
35 So. LaSalle Street 
HICAGO 3, ILLINOIS 

















A pnonucT OF SHIFT 


yIGORO 


Strong displays now will help bring you 
your greatest profit on VIGORO* . . . 
End-o-Pest and End-o-Weed 


You can count on it! Demand for 
Vigoro will be greater than ever 
from now on. Behind America’s 
No. 1 plant food is one of the most 
unique and powerful ad campaigns 
in Vigoro history. People are ready 
to buy. Get your share of the wait- 
ing sales by displaying Vigoro and 
its 2 famous companion products in 
your window and garden department 
now. 

*There is only one Vigoro — the trade-mark for 
Swift & Company’s complete, balanced plant food. 


REMEMBER 


VIGORO is preferred by more pe 
than all other brands combined! 


VIGORO has brought hardwaremen 
jm profits than any other plant 
‘ood. 


VIGORO’S 1952 advertising makes it 
profitable to feature Vigoro now. 
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NOW .... during the peak 
of your garden supply season! 


WHAT'S NEW 





surfaces as a rust inhibitor. Liquid 
Adhesive is a sanding disc adhesive 
that is pressure sensitive. It is 
easily applied by a brush applicator 
which is attached to the cap. Magna 
Lube is a specially designed cup 





grease that comes in a tube with 
a nozzle tip for easy use. Magna 
Engineering Corp., Menlo Park, 
Calif. 


Miniature Screwdriver Kit 


Here is the new Miniature Screw- 
driver Kit, containing three pre- 
cision ground, heat tempered, pol- 
ished blades of carbon tool steel, 
and one amber colored, non-inflam- 





mable, plastic handle with alumi- 
num chuck. The blades include one 
cabinet blade, 4%x3% in., one me- 
chanic’s blade, 3/.6x41%4 in., and 
one Phillips type recess blade, 
3/16x4% in. Set comes in a vinyl 
plastic carrying case with a roll 
flap and separate pockets for the 
blades and handle. Retail price is 
under $1. Schneider & Shier, Inc., 
510 N. Dearborn St., Chicago 10, 





Ill. 


Waxed Effect Stain 


For coloring and staining natura] 
wood and furniture to get hard- 
wood effects by brushing, here ig 
Sapolin’s new quick drying Waxed 
Effect Stain. It does not raise the 
wood grain, doing away with the 
necessity of sanding or rubbing, 
and leaves a waxed effect finish. 
Available in Colonial maple, dark 


ee ee 





oak, Cape Cod maple, walnut, dark 
mahogany and Salem pine. Retail 
is 80¢ a pt., $1.85 a qt. Sapolis 
Paints, Inc., 229 E. 42nd St., New 
York, N. Y. 


Table and Wall Planters 


New B & R table planters include 
this Model No. 403, with grillwork 





of black or white plastic surround- 
ing a planting box of red, green, 
blue or yellow plastic. It measures 
214x514x3 in. Model 401 features 
more ornate grillwork in black or 
white, and Model 402 has a plastic 
white picket fence, both with the 
same selection of colored planting 
boxes. Retail is 69¢. There are also 
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READY FOR USE 






















e@ Buyers look to Warwood for 
tools of correct design, accurate } 
forging, scientific heat treatment di 
and finest finish. For nearly 100 
years, the name WARWOOD 
has stood for the best in forged 
tools. Most attractive in appear- 
ance with blue heads and clear 
white handles. Here are the kind 


ae | 
a 


33 | 


| High Quality 
_.. Polished 
: Hickory Handles 





| of tools it pays to sell. 


 pOUBLE FACE SLEDGE = 


i Fonda nage a ll 








ie ie at 






TOOLS FOR: 
General Construction 
Agriculture and Gardening 
Mining and Industry 


Feri, eat Railroad Track Maintenance | 
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XN 


Special! sn nieatitliiitieg 


GIFT TO OUR CUSTOMERS 


YEARS OF SERVICE 


1917-1952 ( 


——_. 


A PAIR OF LINE BLOCKS 


with each 48” Peerless Mason’s Level 


during our anniversary month of June 


SSTSDSSSSDTSSSSSD TAD SSS 


Sold only through Jobbers 








sy ae Line Blocks are standard equip- 
ment with every bricklayer. This 
illustration appears on each carton. 


These Line Blocks come to you packed in the carton and 
taped on the level as shown above. This corrugated pack- 





age is then ready for reshipment by you. The above 
carton is labeled on the end with a standard Peerless L 


label, but marked ‘6 . ” 
1917 « ANNIVERSARY PACKAGE =< 1952 Manufacturers of Fine Levels for over 30 years 


EVEL & TOOL COMPANY 






STERLING, ILLINOIS 
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WHAT'S NEW 


Models 301, 302, and 303 wall plant- 
ers, available with the same types 
of planting boxes. Retail is 79¢. 
B & R Mfg. Co., Inc., 5200 E. 12th 
St., Oakland, Calif. 


FULTON 





TRAILER COUPLINGS 








able holding, and lighter. The new 
hi-velocity single-head version of 
the Schick “20” gives cleaner and 
closer shaves, and the new rotary ¥ 
motor runs on AC or DC. Packed in 


your Quality line! 






Made of 
quality pressed steel...can be 
welded to trailer tongues... 
easily operated, ratchet-type 
hand wheels... positive safety 
latches . . . die-formed steel 
i balls . . . heat-treated bolts. 





Patching Compound 


Here is new Kwik-Seal patching 
compound and bathtub and tile 
sealer, that comes in a 6 oz. tube 
for easy application. It adheres to 
any surface, and is ideal for filling 
and sealing cracks. It dries quickly 
to a hard white finish, and takes 
paint as soon as it is dry. Will not 
chip, crack or crumble. Suggested 
retail is 79¢ a tube. To introduce 
Kwik-Seal, dealers are offered six 
tubes of Kwik-Seal free with either 
one of two deals involving the pur- 
chase of Armstrong products. Deal 
No. 1 has a total retail value of 





NO. A-6 COUPLING, extra heavy-duty for use 
with trucks, tractors, road machinery. Loads 
to 8,000 Ib. 


| NO. B-6 COUPLING, 6,000-lb. capacity. 


NO. 0-6 COUPLING for 2-inch pipe tongues, 
4,000 lb. capacity. 


NO. 0-7 TRAILER COUPLING for most types of 
two-wheel utility trailers. Loads up to 4,000 
Ib. 





EXTRA BALL ASSEMBLIES, complete with nut 
and lock washer. For all models of Fulton 





Couplings. 


NO. 25 
| BUMPER CLAMP 











$39.42, and a dealer cost of $22.31, 








an attractive Caddie Case. Retail 
$19.95. Schick, Inc., 644 Atlantic 
Ave., Stamford, Conn. 





Spinning, Casting Lure 





Rugged, : . 
all-steel, adjustable Mr. Champ is the name of this STA 
for most bumper new lure that can be used for spin- 
shapes. Rubber cushions ning or casting. The new metal feted =e 
protect bumper face. body design gives good action and =! vw’ A. 
allows easy casting, even into the a aes 
U-2-B BUMPER CLAMP, for older model, flatter- wind. Available in 14, 1% and % R 
renee. oz. weights. The body comes in 
NO. 26 BUMPER CLAMP CONNECTING BAR. Used : . : 
with two No. 25 Bumper Clamps where bumper | gold, nickel or copper finishes, and ® Standa: 
guard or license plate mounting prevents center . 4 dollar ve 
attachnient of a single clamp. | h 
TC-22 TWIN-CLAMP HITCH, for older cars. Wide | and Deal No. 2 has a total retail space tn 
2-point attachment with connecting bar. value of $43.78, and a dealer cost Here 2 
| of $25.60. Armstrong Co., 4065 S. display ¢ 
NO. 30 | LaSalle St., Chicago, Il. home cr: 
TRAILER TONGUE STAND : 
| P " chanics. 
Supports two-wheel Plastic Window Shade ers for O 
utility trailers for . ore 
easy loading, unload- | _ new Clopay textured plastic — 
ing and parking. | window shade is made of strong ’ 
| vi i : : by indus 
Sturdy, pressed steel | vinyl film that is flame-resistant, . 
stand is adjustable | Stain- resistant, fade-proof and manship 
in height, locks in | moisture-proof. It can be wiped ae ‘ , supply y 
vertical and horizon- | clean. It has a linen-like em- in six bucktail patterns. Packed in est Stan: 
Z 


tal position, bolted ‘ 
or welded to trailer .— cialis 
tongue. 


Order From Your Jobber 


THE FULTON COMPANY 


Milwaukee 14, Wisconsin 
In Canada: J. C. Adams Co., Ltd., Toronto, Ontario 











bossed texture, and comes in white, 
ivory, tan and dark green. Clopay 
Corp., Clopay Sq., Cincinnati 14, 
Ohio. 





Redesigned Shaver 


This new, completely redesigned 
Schick Colonel electric shaver is 
smaller than the former model, is 
finger fitting, shaped for comfort- 


a clear plastic box. Weber Lifelike 
Fly Co., Stevens Point, Wis. 





Air Mattress 


Here is the Hodgman Paklite Air 
Mattress for sleeping bags, now 
ready for delivery, that consists of 
a strong sheeting coated on the in- 
ner surface with two layers of high 
quality rubber to make it air tight. 
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STANDARD woop BoRING DRILL SET No. H14D 


Packed 6 sets in counter display carton. Each set consists of 5 drills: 1 each, 
Va’, He’, Yo’’, Ke’ and Y2’’—all with %4’’ shank, for portable electric hand 
drill or drill press. Drills are tempered to avoid damage if metal is encountered. 
Order No..H14D from your distributor. 


® Standard self-merchandising Drill Sets will give you more 
dollar volume and dollar profits per square foot of counter 
space than almost any item of merchandise you carry. 


Here are three self-merchandising drill sets—packed in 
display cartons—for which there is a steady demand from 
home craftsmen, woodworking shops, repairmen and me- 
chanics. These classes of people are already your custom- 
ers for other items—why not get their drill business, too? 


Standard Shield Brand Drills have been used since 1881 
by industry. They are Foremost Quality in design, work- 
manship and material. Ask your distributor’s salesman to 
supply you. If he cannot, write us and we will ask the near- 
est Standard Tool Distributor to call you. 


STANDARD [00L (0. 


New York « Detroit » Chicago * San Francisco 





3950 Chester Avenue 
CLEVELAND 14, OHIO 


ATs 
‘I WDARD 
For tan 
Lae) if 
RT ARLE e 
(9 ELECTRIC 
4 ORiLis 
BREASy on 
HAND 


Ls 


ORI 





STANDARD mecuanic’s DRILL SET No. H30BD 
Packed 6 sets in attractive 3 color display box. Each set consists 
of 8 straight shank jobbers’ drills, /ic’’ to %2”’ inclusive by 32nds. 
Carbon steel suitable for boring metal or wood—order Standard 
No. H30BD from your distributor 











STANDARD sreast 
DRILL SET No. H18D 
Packed 6 sets in attractive 3 
color counter display. Each set 
consists of 9 carbon steel drills 
Ve" to %"" inclusive by 64ths. 
Straight shank jobbers’ drills 
for general purpose use. Order 
No. H18D from your distributor. 


THE STANDARD LINE: Drills + Reamers + Taps + Dies + Milling Cutters » End Mills » Hobs + Counterbores + Special Tools 
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FOLDING 
STEEL 
LEGS 


For tables 
and plat. 
forms of all 


types. Tested 

for 5,000 Ibs. 

' per pair All- 
steel with patented alli- 


gator grip in sizes 24” 
and 30” high. 










FOLDING 
SCAFFOLD BRACKETS 


All-steel with slotted holes 
for quick and easy installa- ® 
tion and removal. Tested for | 
4,000 lbs. per pair. i 


LADDER BRACKETS 


All-steel, adjustable, with 
holes for safety rail and 
10” plank. Used on either 
side of ladder. 


ROOF BRACKETS 


All-steel, with extra long at- 
taching leg for wood or com- 





position roofs. Designed to 
prevent sliding, rubbing or 
gouging. 


Order today or write for prices 
and Bulletin B. H.—S1 


WAGNER MANUFACTURING CO. 


Bex HA-52 CEDAR FALLS, IOWA 















@ The most complete Industrial Jack line 
@ Full data on all types and sizes 


@ Time and money-saving use and applica- 
tion recommendations 

@ Shows all construction features and 
specifications 

Write for your copy of this valuable free catalog today ! 


j fe LEVER - SCREW . HYDRAULIC 
5 Jack 
and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
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WHAT’S NEW 








“Double Vee” constructed parti- 
tions give extra strength. Equipped 
with a metal air valve and available 
in three sizes—25x48, 25x72 and 





30x75 in. There is also the Hodg- 
man Tuftlite Air Mattress available 
in 25x27, 32x75 and 50x75 in. sizes, 
as well as air pillows and air pumps. 
Hodgman Rubber Co., 1001 Tripp 
St., Framingham, Mass. 





Midget Plier-Snip 

For fine wire cutting or thin 
metal snipping, here is the new 414 
in. Plier-Snip No. 101. The plier 
features an extended throat for 
greater reach in cramped quarters 
without reduction in leverage. 
Drop-forged for toughness; cutting 


edges are hand-honed. Utica Drop 
Forge & Tool Corp., 2415 White- 
boro St., Utica 4, N. Y. 





Plastic and Rubber Paint 


A liquid plastic and rubber paint, 
called Nu-Fab, is made primarily 
for the painting of all types of 
fabrics, as well as wood, veneer, 
plastic, metal, leather, and wet plas- 
ter. It can be applied with a paint 
brush or spray gun, drying in less 
than 80 minutes after application. 
The paint has adhesive and water- 
proofing qualities that make it good 


for outdoor repairs. It can also be 
washed and is non-inflammable. 
There are 13 color pigments avail- 
able, and paints can be mixed read- 
ily for matching or new colors. 
Adhesive Products Corp., i660 
Boone Ave., New York 60, N. Y. 





Tube Tile Paste 


This new Schalk Tile Paste, an 
adhesive and sealer for repairs in 


i 


scHacne T| fil E 





bathroom, kitchen and laundry, is 
packed in a 6 oz. self-applicator 
tube. Tile Paste seals cracks in tile 
floors and sinks, bathtubs, etc., and 
sets ceramic tile, linoleum, asphalt, 
and rubber tile. It is water-proof 
and shrink-proof, dries white, stays 
flexible and will not crack. Retail 
is 75¢ a tube. Tubes are individ- 
ually packed in cartons. Schalk 
Chemical Co., 351 E. Second St., Los 
Angeles, Calif. 





Sportsman's Pocket Knife 


A specially designed Solingen 
called 


imported pocket knife, 





Sportsman’s Pocket Knife, has an 
unusual combination of eight parts, 
including two knife blades, a pair 
of scissors, saw, bottle opener, can 
opener, screwdriver, aw] and cork- 
screw. Implements fit compactly 
into the Buffalo horn handle. 
United Cutlery & Hardware Prod- 
ucts Co., 108 E. 16th St., New York 
3, N. Y. 
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Nursery Design Playball 


Mother Goose characters are fea- 
tured on this new No. 600-12 Nurs- 
ery Design Playball, done in red, 





blue, green, white and gold. The 
non-toxic colors of each ball are 
protected and kept clean by a cello- 
phane wrapping. Figures included 
on the ball are Little Bo Peep, Jack 
jumping over the candlestick, the 
Cow jumping over the moon, and 
Humpty Dumpty. Eagle Rubber Co., 
Inc., Ashland, Ohio. 





Toy Building Blocks 


Perfected from an old European 
block, these new Gilbert Anchor 
Blocks are of heavy, durable stone 
composition with effective window 
and door details with foil lamina- 
tion for assembling houses. and 
other buildings. The weight, shape, 
fit and balance of these toy blocks 
lend themselves specially well to 





wall construction. The blocks are 
virtually unbreakable. Size No. 2 
has a list price of $1.95, No. 5 a list 
price of $3.95 and No. 10 a list price 
of $12.50. A. C. Gilbert Co., 319 
Peck St., New Haven, Conn. 





Rotary Food Masher 


Specially designed for preparing 
strained fresh baby food, this new 
Mouli Rotary Food Masher pro- 
vides a fine puree of all freshly 
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Sell the Spiral 
Screw Driver 


that's enclosed... 
for long life, safety 


boost hand tool department 
profits with this Greenlee 
high-quality tool 


Here's the Spiral Screw Driver that immediately 
takes the customer's eye. It’s easy for him 

to see how well he’s protected . . . fingers can’t 
get pinched when working with this fine 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 
at the Greentee Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are 
made to stand up under hard use. . . inside and 
outside sleeves and nose of stainless steel, 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes. . . 
individually packed with three sizes of 

bits in handsome package. Get complete 
details on this sales-maker now. 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 





GREENLEE TOOL CO., 1804 HERBERT AVE., ROCKFORD, ILLINOIS 
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‘For the 
FIRST TIME 


A Magnesium Level with Accurate 
Protractor! Measures... Sets 
Angles . . . Gives Drop Per Foot 


Here's the biggest news of a lifetime for 
carpenters, plumbers, brick masons, 
cement masons, electricians, and many 
others. No more ‘‘guessing’’ at difficult 
angles—no more ‘‘fussing’’ with a 
tape or protractor. Just one simple 
turn of the dial and you have the angle 
or the drop per foot you want — quick- 
ly, easily, accurately. 

Unbreakable, extruded magnesium Pro- 
tractor—Level is /y lighter than alumi- 
num. Available in 7 sizes from 24 to 72 
inches. If your hardware dealer doesn’t 
have it, write us. 


For complete information write dept. A. 








SIMPLE - - - EASY TO USE - - - ACCURATE 


Just set the required angle on protractor scale and 
adjust level until bubble is centered and correct 
angle is obtained. To measure an existing angle 
set level on angle surface and turn dial until bub- 
ble is centered. Level then accurately determines 
this same angle for all other like angles. Quick 
setting for 14” per foot drop is provided. 


J. H. SCHARF MANUFACTURING CO. OMAHA, NEBRASKA 





PATENT APPLIED FOR 





Absolutely no change 
in quality—but price 


slashed to... 
$500 


THERE ARE NO FINER TAPES on the market 
than Roe Steel Tapes. And now —with 
- rice of the 50-foot model slashed 

° $5 5.00, and other sizes priced pro- 
pe wee Be — Roe Tapes are far and 
away the biggest dollar value you can 
“ customers today. 

Roe Tapes are tops in design, mate- 
rials and workmanship. They are 
permanently easy to read. They are 


JUSTUS ROE 





no ORCS 





S 


i 







< 
5 


ru 


, \ —_ 


quick-winding ... have a flush-folding 
handle, press button center, roller 
mouthpiece. 

Order Roe Steel Tapes from your 
jobber and start cashing in. There are 
cases of metal-banded leatherette; 
metal-banded or handsewn leather ... 
25, 50, 75 and 100-foot lengths... feet 
in inches and eighths or in tenths and 
hundredths. 


& SONS, Inc. 


Makers of Fine Steel Tapes since 1876 


E, NEW YORK 


4 





WHAT'S NEW 


cooked vegetables, fruits, etc., for 
individual servings of smooth diets 
for adults. The rotary masher fits 
into the round container, and con- 
stant pressure is applied to the 
masher by means of a tension de- 
vice. No loose parts to wear out or 











lose. Individually packaged in a 
multi-colored box, and retailing at 
$1.49. Mouli Mfg. Corp., 91 Broad- 
way, Jersey City 6, N. J. 





Trough Watering Device 


Here is a new trough watering 
device for poultry, the Giant 
Trough-O-Matic, that features an 
automatic fountain unit. It flows 
when water is low and shuts off by 
weight of water in the trough when 
the desired level is reached. It 
operates on gravity or pressure sys- 


~h 









tems and is quickly hooked up for 
use with angle iron or any style of 
trough. Miller Mfg. Co., 251 W. 
Kellogg Blvd., St. Paul, Minn. 





Roof Repair Kit 


This new Emergency Repair Kit 
for use in stopping sudden roof 
leaks is assembled around Monroe 
Wet Surface products, which can 
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© A POWERFUL 240 CANDLEPOWER 
LIGHT turns darkness to daylight. 


®SUPER-HOT 1000 DEGREE BURN- 
ER COOKS FAST, EFFICIENTLY. A 
super-cooking stove for its size. Special 
“bright glow’’ burner produces intense 
cooking heat . . . 1,000 degrees at cooking 
level! 

@ EXCLUSIVE ADJUSTABLE “BLACK 


OUT” SHIELD. Controls amount of light 
from full illumination to total darkness. 


® EXCLUSIVE BUILT-IN ‘‘HI- 
GLEEM” SPOTLIGHT REFLECTOR. 
Concentrates powerful light beam in any 
direction. Unexcelled for night fishing. 


@SAFE! STORM-PROOF! Works in 


wind or rain. Burns at any reasonable angle. 


OR FREE LITERATURE 
RFUL SALES PROGRAM! 


Komplite 
OFFERSH THE 
Greatest Lantern 


IMPROVEMENT 
IN 25 YEARS! 


INVENTION 
SKYROCKETS SALES! 


NOW, for the first time you can offer 
your customers a precision-built, 
storm proof lantern that burns auto- 
mobile (“leaded”’’) gasoline— the 
handiest of all fuels. Exclusive, new 
KampLite generator burns both 
“‘leaded”’ or ‘‘white”’ gasoline safely, 
efficiently! No other lantern gives 
you this powerful selling feature! 








AMERICA'S FINEST 
ALL-PURPOSE 


GASOLINE LANTERNS 


The Most Versatile Lanterns on The 
Market—For Farms, Camping, 
Emergencies! 


e BRILLIANT — 300 Candlepower 
Light 

“INSTANT LIGHTING Self- 
Cleaning Generator 

e BUILT-IN, Positive Pressure Lock- 
Type Pump 

eSTORM PROOF— Won't Spill if 
Upset 

e LEAKPROOF TANK — Capacity: 
10 Hrs. Continuous Light 

e FINEST QUALITY — Thoroughly 
Inspected and “Burn-Tested”’ 
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WHAT'S NEW 








be used to repair roofs permanently 
even during rainstorms. It in- 
cludes: Wet Surface Rufferseal, 
an asphalt-asbestos waterproofing; 
Wet Surface Ruffersealit, a plastic 
patching compound; special asphalt 
fabric, and a Monroe roof brush. 


It is compact and easily stored. 
Monroe Company, Inc., 10703 Que- 
bec Ave., Cleveland 6, Ohio. 





Undersink Cabinets 


Six new styles of full width un- 
dersink cabinets are now available. 
Both Nos. 5154, 54 in. wide, and 
5160, 60 in. wide, are for single 
bowl double drainboard sinks. No. 
5042, 42 in. wide, and No. 5048, 48 
in. wide, are for sinks and tray 
types. No. 5142-L and R, 42 in. 
wide, can be used with left or right 
hand drainboard sinks, and No. 
5166, 66 in. wide, is designed for 
double bowl, double drainboard 








sinks. Each cabinet has clamps in- 
cluded for attaching pressed steel 
sinks. Berger Mfg. Division, Re- 
public Steel Corp., Canton, Ohio. 


Oven Cleaner 


Easy-Off Grill and Oven Cleaner 
eliminates scraping, scrubbing and 


| Eay-ON , 


OVEN CLEANER y , 





rubbing when cleaning grills and 
ovens. It sticks firmly to all grill 
and oven surfaces, disolving dirt, 
grease and even hard baked-on drip- 
pings without harming the enam- 
eled or steel surfaces in any way. It 
wipes off easily with a damp cloth. 
The 8 oz. jar retails for 69¢ and the 
16 oz. jar for 98¢. The Wolcott Co., 
955 Asylum Ave., Hartford 5, Conn. 





Sink Strainer 


Special shock resistant plastic 
keeps this Lustro-Ware sink 
strainer from shattering, chipping, 
or bending and collapsing when it 





is full. Three projecting legs ele- 
vate the strainer for complete 
drainage, and a flanged top and 
rounded edges make disposal and 
cleaning easy. Will not scratch por- 
celain or other polished surfaces, 
and it is unaffected by fruit acids 
or hot water. Available in a selec- 
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Ked Taqgs 


Merchandising 


Lips: “for a lawn that’s safe and neat 





recommend both Cyclone Lawn Fence 
and Catch-all Baskets” 


@ Homeowners are always alert to grasp any sug- 
gestion that will make their property a safer, more 
pleasant place to play and work. Here are two 
Cyclone “Red Tag” Hardware Products you can 
recommend for this purpose—Lawn Fence and 
Catch-all Baskets. 

Cyclone Lawn Fence is an ideal low-cost prop- 
erty enclosure. It prevents children from dashing 
into traffic; keeps unwanted animals out of your 
yard. It is manufactured in both woven and welded 
styles; single-loop and double-loop construction. It 
features straight, galvanized wire and symmetrical, 
even picket tops. It improves the appearance of a 
yard, while providing excellent protection. 

Cyclone Catch-all Baskets are the safe, quick, 
convenient method of burning leaves and rubbish. 
Their close mesh keeps burning fragments safely 
confined; the raised bottom permits draft. Call 
your customers’ attention to these features. 

And don’t forget to point out the familiar 
Cyclone “Red Tag” label; customers will recognize 
it as a symbol of quality. i 

Steel allotments may affect supplies of some of 
these products, but your jobber will do his best to 
meet your needs. 





HARD ets 
WARE CLory CATCH-ALL BASK 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S CYCLONE 
‘Red Tag” 
HARDWARE PRODUCTS 


> 
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replacement CH UCKS 


as you want them 


SUPREME brand CHUCKS 


merchandised to make 


those extra sales 


SUPREME brand CHUCKS packaged 
and displayed to get those replace- 
ment sales are .a profitable item to 
have on your counter. They are 
sold as a unit of six which includes 
only popular sizes along with an 
attractive eye-catching display. . . 
a complete replacement chuck 
department in small space. They are 
interchangeable with all other 
makes and adaptors are included 
for converting female spindles. 
Include them the next time you order. 
Ask for SUPREME. 


Available at your Jobbers 


Fi 


(S9 SUPREME éiticxs 





Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 





THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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WHAT’S NEW 


tion of kitchen colors, it has a sug- 
gested retail price of 39¢. Columbus 
Plastic Products, Inc., 1625 W. 
Mound St., Columbus, Ohio. 








Picnic Kit 

Here is the Waltco Piknik-Kit, 
Model 504A, containing two quart- 
size vacuum bottles and a large 
metal food container. The leather- 
like, non-scuff kit is 12x14 in., with 
two carrying handles, full zipper 





opening at the top, inside dividers, 
and reinforced seam welting in 
complementary colors. The rot-re- 
sistant fibre bottom has large pro- 
tective studs. Retail is $10.95. 
Sportster Model 502 retails at $8.95, 
and Highlander Sport Kit Model 
505A, retails at $7.95. Waltco Prod- 
ucts, 2300 W. 49th St., Chicago 9, 
Ill. 





Baseball Yearbook 


The annual baseball publication, 
“Famous Slugger Year Book” is 














now available. There are 64 pages 
showing pictures of the past sea- 
son’s outstanding sluggers, records, 
hints on how to bat, and highlights 
of 1951 outstanding baseball events. 
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Also available is the 1952 edition 
of “Official Softball Rules.” Hille- 
rich & Bradsby Co., Louisville, Ky. 





Life Saving Jacket 


Here is a new sportsmen’s life 
jacket, the No. 8 Sportster. The 
flotation material of pure Java 





Kapok is enclosed in vinyl plastic 
material, sealed so that water never 
comes in direct contact with the 
Kapok. Cut-away design provides 
complete freedom of movement at 
all times. Covered with durable 
dark green jeans cloth, and with 
safety belt fasteners and adjust- 
able straps for perfect fit. Amer- 
ican Pad & Textile Co., S. Wash- 
ington St., Greenfield, Ohio. 





Electric Lawn Mower 


New Model KE-25 electric lawn 
mower features quiet, even power, 
standard 18-in. reel, and cuts at the 








rate of 400 sq. ft. per minute. Float- 
ing handle avoids jarring, and 
there is no clutch or switch. The 
unit, weighing 70 lb., comes com- 
plete with cord reel and instruc- 
tions. Retail price is $79.50. Rob- 
erton Division, King Pneumatic 
Tool Co., 2717 N. Ashland Ave., 
Chicago, III. 


(Resume reading on page 13) 


HARDWARE AGE, APRIL 17, 1952 















WILLIAM J. McELROY 
President 
end General Manager 









BYRON M. GLAD GERALD T. KNOTT 
Portland Manager Asst. General Manager 


ROUND SEATTLE CHAIN CORP. 


For nearly forty years, Round Seattle Chain has been growing with 
the great Pacific Northwest. This important plant not only manu- 
factures and distributes heavy chain for the lumber, fishing and 
marine industries, but all types of welded and weldless chain, 
chain hoists, electric hoists, trolleys, winches, etc. 


ONE OF THE COMPANIES THAT MAKE 


Rotnd oa 


The coast-to-coast Round organization is justly proud of 
Seattle Chain and of the men who manage it. In all parts 
of the United States, other Round Chain Companies are 
equally well qualified to supply 2 complete line of chain 
in their respective territories. Wherever you are, there’s 
a Round Chain Company nearby #o serve you better. 


Welded and Weldless Chain for Every Need! 


FARM CHAINS e LOG CHAINS e BUILDING CHAINS e TIRE CHAINS 
CHAIN HOISTS e TROLLEYS e CRANES ¢ WINCHES e FITTINGS 


ORDER FROM YOUR WHOLESALER, OR CONTACT ONE OF THE 


Runde COMPANIES 





249 





stocking 


th ) 
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Three |} 
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Dealer Sales Helps 











(Continued from page 13) 


cellophane pouch for convenience, 
The brand name on the pouch gives 
product identification. Kwikset 





provide 
supply. 
maple 1 
measure 
drawer 
stocking 
cutters. 
1703 N 
N. Y. 





Locks, Inc., 516 E. Santa Ave., Ana- 
heim, Calif. 


Merch 


° A nev 
Tool Merchandiser sclatel 

A complete centralized Defiance folders | 
tool department, with each tool land’s it 
clearly priced and numbered, is con- 
tained in this Economy Tool Table. 
It is a self-service permanent island 
fixture, measuring 57x22x36 in. 
Made of wood with metal trim, it is 
double-sided and gives full display 































For more than a quarter century, Waterloo try nett 
has specialized in the production of the finest The post 
metal boxes money can buy. These precision part of 
made ... precision assembled . . . precision identify: 
inspected boxes assure customers of MORE sneahte:73 
VALUE PER DOLLAR. aan ptr 

Competitively priced, Waterloo boxes out- value to the tools. Sells for $57.50 Brand i 
look, outlast, outsell competition. Write your when ordered with a small balanced be need 
jobber today for complete information. Free stock of Defiance Tools. Stanley Wickwir 
catalog. Tools, New Britain, Conn. N. Y. 

HEAVY—DUTY WATERLOO VALVE SPRING COMPRESSOR CO. 
i lad WATERLOO, IOWA abe 

Bit and Cutter Selector Steel \ 
Designed to show at a glance a The n 
variety of the most popular types age for ] 
of bits and cutters and the types shaped 
of work they are able to perform, ends cle 
Ph nl ‘aa this new Bit and Cutter Selector compress 

case aids in merchandising and 
HARDWA 
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stocking. The top section has a 
three-color chart on which all bits 
and cutters are quickly identifiable. 
Three handy pockets at the back 





provide access to the literature 
supply. The case itself is of solid 
maple with lacquered finish and 
measures 7x13x14 in. A roomy 
drawer at the back is divided for 
stocking and selecting the bits and 
cutters. Porter-Cable Machine Co., 
1703 N. Salina St., Syracuse 8, 
Ms Ee 





Merchandising Kit 


A new dealer merchandising kit 
containing colorful posters and 
folders is now available for Cort- 
land’s insect wire screening, poul- 





try netting, and nails and brads. 
The posters are designed for use as 
part of window displays or for 
identifying various store depart- 
ments. A folder, describing home 
uses and popular types of Cortland 
Brand insect wire screening, can 
be used as a customer give-away. 
Wickwire Bros., Inc., Cortland, 
m.%, 





Steel Wool Package 


The new Dispensa-Pound pack- 
age for Beaver Steel Wool is square 
shaped for stacking, with sealed 
ends clearly marked for grade. The 
compressed steel wool, a continuous 
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CLEVELAND 


Te Lull 
fasteners 


are prestige builders 
for your 
Fastener Department 


Cap Screws 


Hex (bright and high carbon), 
Socket, Flat Socket, Fillister, Flat 


Set Screws 


Square head, cup points standard 
—other points special 


Milled Studs 


Standard or 
special threads 


Complete range of sizes 
from %4"’ dia. Also larg- 
er than usually listed— 
Hex Heads to 244" dia.; 
Flat Heads to 1” dia.; 
Set Screws to 14’ dia., 
in required lengths. 
Write for catalog. 
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THE SHINING CABINET HARDWARE and a handy chart on the back same qu 
LINE THAT GIVES YOU EVERYTHING i have sim 
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SCREEN HANGER of steel wool for various finishes 
and surfaces. James H. Rhodes & 
Co., 157 W. Hubbard St., Chicago or 
k 10, Ill. 
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Cadmium plate 
Complete Screen-Door Ware Aids & 


screws 





“stAn-enna” 
Chrome, nickel 
aad brass 
Complete 


with screws 


#216 
FG | SEMI-CONCEALED HINGE 


Raised knuckle 


“STAR-BRITE" 
» nickel 
and brass 


Complete 





#225 
SURFACE BOLT 
Length size: 
3” to 16" 
Bar size: %" 
“STAR-BRITE" 
Nickel 

aad brass 
con 


2" x 7 

‘STAR- BRITE" 

Chrome, nickel 
ead brass 


Complete 
with screws 
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STAR META 


KvAe) Butler Street, 
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Brooklyn } 


#297 
CONCAVE KNOB 
“STAR-BRITE” 


Chrome 
3 sizes: I'"-1%"-214," 
i to 


3 Doz. te Carton 


L PRODUCTS Co. 


pn ee 





A spring and summer seasonal 
promotion for Yale “Skeeter 
Cheater” screen-door hardware in- 
cludes No. 506 airliner pneumatic 
screen-door closer, No. 1011 push- 
pull screen-door catch, and the 
heavier No. 570 hydraulic screen- 
door closer. The airliner pneumatic 
door closer and push-pull screen- 
door catch are on a simulated door 
for consumer trial operation. The 
liquid door closer is displayed on a 
colorful cardboard mount, shown 
here at right. A mosquito with a 
blunted stinger is a recurrent 





theme in the “Skeeter Cheater” 
promotion. Yale é Towne Mfg. Co., 
Stamford, Conn. 





Nylon Brush Booklet 


“Nylon Has Grown Up,” is an in- 
formative booklet describing the 





development of nylon for use in 
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paint brushes. It describes the 
Robinson Nylon Tipping Machine, 
which produces a fine, soft and 
even tip. Abrasions, duplicating the 
naturally scaly surface of imported 
bristles, are placed on the surface 
of the nylon filaments. Laboratory 
tests show that tipped nylon brush- 
es hold paint and lay it down quick- 
ly and smoothly, comparable to the 
same quality bristle brushes and 
have similar resilience, taper and 
length out characteristics. Edward 
E. Robinson, Inc., 95 Park Ave., 
Nutley 10, N. J. 


Reel Merchandising Kit 


Available to all Bronson dealers 
is a new display and merchandising 
kit. It features the Bronson Dis- 
play-Demonstrator, a plastic coun- 
ter or window piece that locks on 
any Bronson or J. A. Coxe reel. 





Other pieces include a set of three 
window streamers, a package of 
envelope enclosures, newspaper ad- 
vertising mats and a permanent 
counter sign. Bronson Reel Co., 
Div., Higbie Mfg Co., Bronson, 
Mich. 


Oil Can Catalog 


Gem’s complete line of welded 
steel bench and pump oilers, sup- 
ply cans, etc., for machine shops, 
industry, mills, and others, is de- 
scribed in the new Gem Catalog 
No. 100. The catalog is printed in 
six colors, fully illustrated, and con- 
tains complete descriptions, specifi- 
cations, capacities, etc. Gem Mfg. 
Corp., Dept SDP, 1229 Goebel St., 
Pittsburgh 33, Pa. 


Turpentine Sales Aid 


To aid in promoting Hercules tur- 
pentine sales, there is a card avail- 
able showing three possible counter 
displays and three window displays 
using the orange and black pure 
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LAMSON * ulus vols” 
that build bolt business! 


+ 
The five “bolt salesmen” pictured above have boosted fastener 
sales for thousands of hardware retailers. 
The chests and the “Speed Merchant” are pretty scarce now 
because of steel shortages, but some distributors still have a 


few on hand. 
If you, too, want thi$ team to go to work for you, better call 


your distributor immedfately. He may be able to supply you. If 
not, we suggest you build fp your bolt stock anyway —“‘justin case”. 


The LAMSON & SESSIONS Cao. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio «¢ Chicago * Birmingham 


sO 


rennin 


Youn handwere stow it — 


HOUSEHOLD REPAIR HEADQUARTERS 
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iE. Vd inne en Ee TE 3s 


For BASKET BROILING 


_ | The best way to 
\ cook outdoors 





No. 912—Basket ¢ 
Broiler 


USED FOR — Steaks, 
Chops, Fish, Chicken, 
Lobsters. 


LARGE — 9” x 12”. 
EASY TO CLEAN — Pure tin finish. 
EASY TO USE — Everything stays in. Nothing slides out. 


THE WASHBURN COMPANY 


WORCESTER, MASS. © ROCKFORD, ILL. 














For satisfied customers 
sell 


SWIFT CUTTER SCYTHES 
with the 


“ALL DAY CUTTING EDGE” 


Your customers will get the utmost in 
service and cutting satisfaction when you 
sell them a SWIFT CUTTER scythe be- 
cause: 

© Specially constructed blade, once 

properly whetted holds edge long- 
er than ordinary biades. 

© Made from one piece high carbon 

steel, rolled hammered, hardened 
and tempered. 

¢ Ground sharp by natural abrasive 

stones to hold cutting edge longer 
than ordinary blades. 

© Royal Blue Standard Finish—other 

colors on special order. 





MONITOR HEEL: 
All scythes equip- 

ed with ew 

onitor Heel at 
no extra cost. 
This exclusive fea- 
ture makes scythe 
55% stronger 
where most need- 





Available in plain set, half set, full set and 
single or double beaded in following as- weight. —" 
sortments: 

Grass: 26"-30" to 34"-38" FREE! 


Bush: 14"-18" to 18"-22" 
Weed: 20"-24" to 24"-28" 
The Swift Cutter Scythe is the sturdy companion 
line to the “Little Giant” line of deluxe scythes. 
ORDER THROUGH YOUR HARDWARE WHOLESALER. 
Made in Maine — Sold the World Over 


NORTH WAYNE TOOL CO. \ 


~ LITTLE GIANT.,,, 


Write for your copy of 
“‘Peinters for Grinding @ Scythe” 














OAKLAND, MAINE 
1835 (Ola) ane] Century of Service 1952 















TO HELP YOU SELL 


spirits of turpentine cans. There 
are also several four-page folders 
describing the quality of steam- 
distilled wood turpentine and its 
advantages as a paint thinner. 
Hercules Powder Co., Inc., 10 W. 
10th St., Wilmington 99, Del. 











Pressure Pan Display 


Available free with the purchase 
of nine Mirro-Matic pressure pans 
and a replacement parts kit is this 
display fixture, a combination mer- 
chandiser and storage chest. It mea- 
sures 1314x9x38 in., and has a gray 
natural-wood finish. Felt-lined re- 





cesses accommodate four pressure 
pans for display purposes. Replace- 
ment parts are stored in a drawer 
that opens from either side. Alu- 
minum Goods Mfg. Co., Manitowoc, 
Wis. 





Screening Sales Aids 


A display rack containing six 
rolls of Firestone Velon screening, 
a stand-on demonstration screen 
and an easel-backed display card 
make up this “screening depart- 


4 





ment.” The 5534x4514x14 in. dis- 
play rack dispenses the most popu- 
lar widths of screening. The frame 
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Montague 2,3 and 4-piece 


HOLLOGLASS FLY RODS 








that are sure to 


NET SALES FOR YOU! 


There’s strength and action in every one of Mon- 
tague’s big variety of fly rods made of the popular 
Fiber Glass! Every HOLLOGLASS rod bears the 
U. S. Testing Company’s “Seal of Approval.” 


Display and promote the entire line. You couldn’t 
offer better quality and value—you’re certain to 
profit as sales soar! Remember the Ocean City- 
Montague consumer ad campaign will reach over 
100,000,000 people ! 









La 





: ® Stock is of two joints of Montague HOLLOGLASS. Nickel 

: plated ferrule. Nickel plated and plastic Titelock with nickel 

plated butt cap. Wound red and varnished. An outstanding value 
in two-piece fly rods! 

Model 1-3—Priced to retail at $14.95 

in medium and light weights—7'/2, 8 and 8'/2 ft. 


”.% >. a 









i) * 
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© Three joints of Montague HOLLOGLASS—nickel silver fer- 
rules. Scrulock and plastic reel seat. Chromium guides and top. 
* to fitin a small suitcase. Four joints of HOLLOGLASS— — Handsomely varnished and wound in two colors of sitk. Comes in 
nickel plated acer nag. Scrulock ree! seat. poplin bag and eer sae finish rod case. A quality rod that’s 
Model 1-6—Priced to retail at $25.08,  PPular everywhere! 

8 and 8'/2 ft. 


ALSO: A special type of 4-piece fly rod—“The Traveler” —- 


Model 1-5—Priced to retail at $25.00. 
814 and 9 ft. 


Write for Free Rod Catologue. Dept. C 






Perfect Companion... 


THE 
OCEAN CITY 
“AUTOMATIC” 


@ Arevolutionary new combination automatic and single action 
fly reel. Sturdy, one-piece, die-cast aluminum frame, one screw 
take-apart. Smooth, quick action—spool speed control trigger. 
Capacity: 80 yds. Weight: 10 ozs. 

Model 90—Priced to retail at $12.58. 












Write for Free Reel ( taloque 












WORLD LEADERS IN RODS AND 
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SKY HOOKS! 


We don’t know whether boys are 
still being sent around the shop 
to find sky hooks, pails of steam, 
or left-handed monkey wrenches. 
If you'll send us the blueprints, 
though, we’ll make the sky hooks. 
We make every other kind of 
hook. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


“BROGKS f° HOOKS’ 





tar 


ata 


COM BIAN 
: YT The Saheubion Vise & Mfg. Co 
Cleveland 4, OF 
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of the stand-on screen is supported 
by four short wooden legs and cus- 
tomers can stand on the screening 
area to show lack of bulge or break 
under pressure or impact. The dis- 
play rack is available at $9.95 with 
an initial purchase of six rolls of 
screening. Plastic Woven Products, 
Inc., 51 Camden St., Paterson 3, 
N. J. 


Fishing Accessory Bar 


The basic, fastest selling and re- 
peating items that every fisherman 
wants and needs are displayed in 
this Waltco Fisherman’s Accessory 
Bar, which takes only 16x25 in. of 
space. It comes completely filled 





with fishing accessories. Dealer 
cost is $42.00 for the complete pack- 
age, and the retail value of the 
merchandise displayed is $67.14. 
Waltco Products,'2300 W. 49th St.. 
Chicago 9, IIl. 





Garden Tool Promotion 


A spring package promotion to 
sell garden tools, and built around 
the Better Homes & Gardens Gar- 
den Book, is being offered to hard- 
ware dealers. Materials for the pro- 
motion are designed to bring all 
related garden equipment together 
with the book. The Better Homes 
& Gardens Handyman’s Book can 
also be tied in with the promotion. 
The promotion material includes 
“Garden .Headquarters” banners, 
merchandising stickers and spring 
tags for tie-in sales, posters of both 
books, and newspaper mats. Better 
Homes & Gardens, Meredith Pub- 





lishing Co., Des Moines 8, Iowa. 


Water System Display 


The Cushionette, a shallow well 
water system, is now available with 
a new demonstration unit. The 





complete outfit includes the water 
system mounted on a heavy gage 
tank that is 141% in. high and 23 
in. in diameter, together with the 
necessary fittings. The unit is lac- 
quered in gray and red, and can 
be used as a window or floor dis- 
play. Deming Co., Salem, Ohio. 





Shellac Folder 


“Tips on Buying and Using Shel- 
lac” is the name of a new four-page, 
two-color consumer folder now 
available to hardware and paint 
dealers. The folder combines a sales 
story with useful information on 
the proper choice and use of shel- 
lac. Folders carry space on the back 
cover for dealer’s imprint. Parks 
Co., Fall River, Mass. 


Small Ware Display Case 


A new display case for hardware, 
fishing lures, or other small items 
has 44 trays revolving on an end- 
less chain driven by a silent elec- 
tric motor. Any desired tray can 
be brought into view by a flip of 
the two-directional switch. 14 of 
the trays are visible at all times, 
and a serving door at the top of the 
case permits easy removal of trays 
or single items. The unit is of 
Prima Vera wood in natural blond 
finish, and the trays, measuring 
29x1144x1% in., are molded of 
cream styrene plastic. The unit re- 
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It’s Sound to Make a Sale 
that’s 


SURE TO SATISFY 











Every roll of BULL DOG Friction Tape you 
sell means a satisfied customer... a happy cus- 
tomer ... one who’s coming back to your store 
to buy ... mot cry. 


BULL DOG Friction Tape has been making 
friends for its dealers and for itself for many years. 


Its users can depend on it for top performance 
... top dependability. They like the way it grabs 
and holds...its resistance to wrinkling .. . its 
refusal to ravel or fray...and the way it stays 
fresh always — in the roll and on the job. 


Check your stock now. If it’s low, call your 
jobber today. 


And be sure to get in on the 
extra profits of BULL DOG 
Splicing Compound. Can’t 
be beat for high resistance 
to electricity and water... 
self-vulcanizing into a solid, 
watertight joint. 











Boston Woven Hose 


& RUBBER CO. 
Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. - P.O. BOX 1071, BOSTON 3, MASS., U.S. A. 
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Do it with 


DURAWEB 


and you'll make money 


Push Martin DURAWEB 
Use Martin DURAWEB 


Sell Martin DURAWEB 





It’s the new-as-’52 furniture fabric 








Won't fray Won't fade 
Unharmed by water, sun, chemicals 
Cleans with soap and water 
Stays strong—stays good-looking 


Never wears out 


OLD CHAIRS 
MADE NEW 


NEW CHAIRS 
MADE MODERN 

















1) Get 2 
DURAWEB 


counter cabinet with 
fast-selling introduc- 
tory selection of 12 
popular colors 
(DURAWEB made in 
27 colors!) 





















TAKE ADVANTAGE OF THE 


DURAWEB 
PROMOTION PROGRAM: 





DURAWEB counter cabinet with 
bin for DURAWEB clips 


eFree direction leaflets for your customers 

eFree display posters 

eFree newspaper mats to use locally 

eFree dramatic ‘before’ and “after’’ demonstration 
suggestions 


GET IN! TIE IN! CASH IN! 


Ask for the whole story today 





Martin Fabrics Corporation 
48 West 38th Street, New York 18, N. Y. 
LO 4-2020 
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You can't 
handle a better 
line of bolts 


HERE’S WHY. ..1. Circle © bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 

plus features, is no high- 
er than ordinary 
bolts alone. 





BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N.Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE ® PRODUCTS 
BOLTS « NUTS e RIVETS AND SPECIAL FASTENERS 


NUMBER 51 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
One upon request. 
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TO HELP YOU SELL 


quires about 5 sq. ft. of floor space, 
and is standard counter height. The 
Berg Co., Dept. 9D, 310 Division 
St., Madison 4, Wis. 








Tape Merchandiser 


Less than 4 sq. ft. of floor space 
is needed for this handsome new 
display unit that holds complete as- 
sortments of Mystik Brand Self- 
Stik Cloth Tapes and standard- 
size rolls of Mystik Brand Paper 
Masking Tape. The unit is of pol- 





ished natural wood, topped off by 
a colorful display card that illus- 
trates a variety of decorating and 
repairing applications. Mystik Ad- 
hesive Products, 2635 N. Kildare 
Ave., Chicago, IIl. 





Sportsmen's Kit Display 


An attractive two-color package 
stand-up card is now- available to 





* 
Pree a8] 


help merchandise the Gudebrod 
Sportsmen’s Emergency Sewing 
Kit. Cartoon art drawings help 
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- Everybody is asking for 
LUBRIPLATE 


THE DIFFERENT LUBRICANT 













Attractively packed in 
counter display cartons. 
“B" tube display 6"x 242"x 72" >» 


Nationally advertised to over 36 million in Saturday Evening 
Post, Sports Afield, Outdoor Life, Popular Science, Flower 
Grower, Motor Boating, etc. 
“A” TUBE:% x 3 inches for hunters and fishermen. Special nozzle 
fits oil ports. 1 doz. or 3 doz. to counter display carton. 
“B” TUBE: 1 x 6 inches for: general household, automotive and 
sporting uses. 1 doz. to counter display carton. 
“C” TUBE: 2 x 8 inches. Large economy size for outboard motors, 
power tools and all other uses. Individually boxed. Display easel 
on request. 

Jobbers Inquiries invited—Dealers write for name 

of nearest Jobber. 


——— 





Why Most Pipe FittersBuy 
Riis. ip> 


Pipe Wrenches 
. 





Ritssib TOOLs 
make good workers 
Better! 


% RIED Wrenches 
6’’ to 60” 
End Pattern RIERAIDs 
6’’ to 36” 





It pays you to sell Fell! Wrenches 
with trouble-free guaranteed housings 


* It’s an extra fast easy wrench to work with, too 
—handy pipe scale on hookjaw, adjusting nut 
spins easily to pipe size, comfort-grip handle. 

* Special alloy jaws both replaceable—won’t slip 
or lock on pipe. 

* Safe powerful malleable housing and I-beam 
handle. 

* Most profit for you selling RIGID, world’s 
most popular pipe wrench. Write for full informa- 
tion. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





LUBRIPLATE DIVISION _f 


Fiske Brothers Refining Company, 129 Lockwood St., Newark 5, N. J. 


ieee 
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G. N. Coughlan Co., 
W. Orange, N. J. 














Exclusive Selling Features 


e@ Adjusts in a Jiffy. 

@ 3 popular sizes at popular 
prices. 

@ Spring steel—holds shape 
permanently. 

@ Outsells all other clips. 


Millions in use for “parking” 
tools, utensils, brushes .. . 
anything with a handle, in 
kitchens, factories, hobby 
shops, offices, garages, etc. 


SEE YOUR JOBBER OR WRITE 


ARTHUR I. PLATT & CO. 
FAIRFIELD, CONNECTICUT 








{ Adjustable] 


The Original PLATT FINGER GRIP 


SPmING STKE. 
OVUSTABLE CLIPS 
See 











Famous PLATT Self-Displays 
like #1B with its 4 dozen 
medium size clips, is your short 
cut to bigger “clip” profits. 
Order yours now! 
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TO HELP YOU. SELL 


identify the kit, which is packed 36 
to a box. The card is styled in 
green and black and is easily in- 
serted in the back of the carton 
for display. Gudebrod Bros. Silk 
Co., Inc., 12 S. 12th St., Philadel- 
phia, Pa. 





Fan Merchandising Kit 
Here is the new G-E fan mer- 

chandising and display kit. In- 

cluded in the kit are a snow man 


- display that fits any standard G-E 





fan, a special display for the firm’s 
new all-purpose fan, two full-color 
window streamers, two display bal- 
loons, price tags, specification 
sheets, and full-color envelope stuff- 
ers on the complete 1952 G-E fan 
line. Price for the package is 98¢. 
Small Appliance Div., General Elec- 
tric Co., Bridgeport, Conn. 





Sash Cord Packaging 


Puritan Sash Cord is now avail- 
able in this new green and yellow, 
window-type carton, which fea- 
tures line drawings of practical 
uses on both sides. The carton 
holds 100 ft. of sash cord. It comes 
attached to a second carton, but 


PURITAN dy, 





can be displayed either vertically 
or horizontally as a single unit. 
Puritan Cordage Mills, Inc., 1205 
E. Washington St., Louisville, Ky. 


(Resume reading on page 14) 
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NATIONALLY ADVERTISED 


BROWN WALL BREATHERS 


PAINT 


‘BLISTERING, 


PEELING 
"ses PREVENT WOOD ROT 


EK 


Paint Manufacturers 


_—_—_—— and Contractors | 





GIVES PAINT A CHANCE! 


poeple sens a= causes exterior “are 
hi 


THE ORIGINAL AND \ 
BEST WALL BREATHER 
MAXIMUM VENTILATION 

ALUMINUM TUBE 


pre 
are the answer to ventilate sid 
unexcavated enclosed porches, h 
ends, attics, etc. 

Order from your Jobber or write 
Certain territorics ay a to Jobbers or Distri- 


Broun INDUSTRIES 


14222 LAKE SHORE BLVD. * CLEVELAND 10, OHIO 


. flat 
len areas, gable 


*HOUSE PAINTS 
$2.45 & $1-45 gal. 


*ENAMELS 
$2.30 gal. 


Write for Color Cards and 
Prices on Full Line 


*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 
miles of Cleveland, O.) 


Attention Salesmen: A few choice 
territories still available. 


| DIVISION OF 


TOBIAS PAINT Mfg. Co. 


3302 €AST STITH St. 


£2 V2 t ASS 7: 7, 22 Fi @ 
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SPEEDY SPRAYER 890 
Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
oir at 30-40 Ibs. pressure. 
Sprays anything from a toy to 
a house. Operates with any 
Ys h.p. motor. Never needs 
oiling. Outfit with gun, less 
motor. $32.50 
Retall 
SPEEDY SPRAYER 444 
Doubles the spraying speed 
and working area! No job too 
big! Delivers 4 cu. ft. of clean, 
oil-free air at 40 Ibs. pressure 
Operated by 4 h.p. motor or 
engine. Outfit with gun, less 
motor. $59.50 


Retall 
SOLD BY LEADING JOBBERS 


ADVERTISED IN 


Post 


AND OTHER MAGAZINES 


W.R. BROWN CORPORATION 

















in the SHAKER can 


Cash in on the big demand 
for a fast roller cleaner! 


Everyone who paints with a roller will welcome 
this fine new product. And you can recommend it 
highly, for it’s made by Wilson-Imperial, special- 
ists in paint removers and brush cleaners for over 
38 years. 


STRONG SELLING POINTS 


SIMPLE, FAST, EASY. User merely places the roller 
cover in the can, closes the lid and shakes. In half a 
minute the roller is thoroughly cleaned and ready for 
re-use or dry storage. 

Imperial Roller Cleaner can be used over and over 
again. The liquid is simply poured into another can to 
let the paint settle. Then it is poured back into the shaker 
can. Does not lose its cleaning properties, and there is 
no loss due to evaporation. 

Won't harm any type of roller cover or the hands. Can 
also be used to clean brushes for quick color change. Com- 
pletely penetrates brush heel. Leaves bristles clean, soft 
and pliable. 

Your customers are actually waiting for you to supply 
them with this handy time-saver. Also available in regu- 
lar quart cans for refilling shaker can. So order Imperial 
Roller Cleaner from your jobber today. 


Wilson-Imperial Company, 120 Chestnut Street, Newark 5, N. J. 
MAIL COUPON FOR DEALER FACTS 


Wilson-Imzerial Co., 120 Chestnut St., Newark 5, N. J. 

Please send me complete information on Imperial Roller Cleaner 
and name of nearest jobber. 

Name 


Street 


City State 


Nae ae ae a eS PO Se Oe SO OS Oe OS OS Oe OS Oe OS Ow OS Oe OS Oe ee ee 


Coe e eee seseseeesesesesssssesesess DEBEO cosscsessesesesces 
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for every caulking job 


it’s easy to sell CALBAR 

caulking compound to roofing contractors, 
glaziers, painters .... even to home owners! 
It’s ‘elasticized’ to insure non-hardening 

and prevent staining. Available in a full selection 
of grades, colors and container sizes. 





"4 


WRITE TODAY FOR 
FULL INFORMATION 


FREE— ] 
Cartridge and Caulking 
Gun Display to help 
you sell morexe*' 
CALBAR. Ask for 
eS yours. today. 
ONS . (Merchandise jj 
SY t not included). | 


3 ee 
4 =} v 


ne | | 


CALBAR PAINT 
& VARNISH CO. 
Manufacturers of Technical Products 


2612-26 N. Martha St. 
Philadelphia 25, Pa. 

















Listo is America’s ‘‘Pocket 
Pricing System’’ because 
it’s so simple, so conven- 
ient, sO easy to use. Only 


There’s only one 


LISTO 


the Marking Pencil 


that 
Writes ou Everything 


Listo gives your customers 
large, clear, easy-to-read 
prices. And only Listo 
writes on everything! 
EXTRA DUTY LEADS THAT 
DON’T FALL OUT OR BREAK 
Only Listo has the 
patented "Grip- 
Type Sleeve’’ that 
prevents break- 
age and keeps 
leads from 
falling out. 





RED GREEN 


BLACK 
6 COLORS grown BLUE YELLOW ors2 





LISTO PENCIL CORP., ALAMEDA, CALIFORNIA + In Canada: LISTO PRODUCTS, LTD., VANCOUVER, B.C 
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Rep 
of ¢ 
Fou 
Cou 
Dis 
Box 


COLONIAL’S NEW 
PRIZE-WINNING 
PAINT BRUSH 
COUNTER DISPLAYS 


RETAIL 15¢ TO $1.98 





AY FOR 





















—_— <“o aioe > 
7 s Guaranteed b " 
y 
ee Good Housekeeping 
wie a | iors avvenniseo WES 
Askfor «| ~=Ss Reproductions — 
Say ae of Oor Hew ALL BRUSHES BEAR THIS 
cluded). a SEAL OF APPROVAL 
Counter " 
Disp ALL MADE WITH PURE 
isplay BLACK CHINESE BRISTLES 


> Boxes ee. F i 
Soe 4 \ \6 #601 SINGLE THICK VARNISH BRUSHES 
> © . ‘ a BLACK CHINESE BRISTLES 
i. | gs pat Ne RETAIL 15¢ to 39¢ 
ecm #5 ] ] \ x. : Quontity Size Bristle Length Retoil 


1 Doz. ¥,” 1,” 1S 
. a 


3 Doz. ’ 1" .20 





2 Dor. 114" 11%" 29 
1 Dox. 2" Tos 39 
7 Dox. Total 





#511 DOUBLE THICK VARNISH BRUSHES 
BLACK CHINESE BRISTLES 
Retail 35¢ to 59¢ 
Quontity Size Bristle Length Retod 





1 Doz. ” 1% 35 
1 Doz. ly,” 11%," 45 
1 Doz 2° 11%,” 59 
3 Doz. Toto! 


+650 7/,” THICK WALL BRUSHES 
PURE BLACK CHINESE BRISTLES 
RETAIL $1.49 to $1.98 


Quontity Size Bristle Length Retail 
Vy Doz. 3° 2%" $1.49 
Vy Boz. 31" 254" 1.79 
Yy Doz. a 2%" 1.96 
1 Doz. Total 








. Kindly Send Us Paint Brush Assortments in the 
MAIL THIS COUPON TO : Quantities Entered Below: 








a . 
COLONIAL BRUSH MFG. Co., INC. (ikewnmwed i rr ee sa conn 
ee 2 oxes = ain rus ssorrments 
160 WASHINGTON ST., NORTH Boxes +650 Paint Brush Assortments 
BOSTON 14, MASS. 
PE Ke oe cecceveeeeseceeseseseteceoees 
Telephone: Richmond 2-2515 irk danccercessssedecessennepances 
©1952 
re ZONE....STATE...... 
NEW YORK CH ICAGO (If You Are a Dealer, Please Write the Nome of Your Jobber in the Margin Below.) 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Tailored Price Order 
For Small Retailers 
Again a Live Issue 


“Simple to the point of no price 
control” is the way an OPS official 
describes the contemplated new 
regulation for small retailers. 

And in view of the fact that even 
Washington, in the face of soft re- 
tail markets, is seriously consider- 
ing decontrol in some lines, why 
any additional control measures 
are necessary at this time is 
today’s $64 question for retailing. 

The new price order (see page 
10, this issue) planned for small 
retailers, when it comes—in 30 or 
60 days, or even more—will prob- 
ably apply to those dealers with an 
overall volume. of $100,000 or un- 
der the class not now covered by 
CPR-7. 

But before any such regulation 
will hit the hardware trade, OPS 
reportedly has some major de- 
cisions to make. 

Shall coverage on the basis of 
$100,000 and under be tied to net 
or gross volume? Shall it include 
all types of retailers, or exempt 
those already covered by other 
regulations? Should the agency 
stipulate definite percentage mark- 
ups by lines? 

Until those questions are solved, 
hardware retailers will be meshed 
in the same price control situation 
with hardware wholesalers—each 
waiting to see which way the wind 
from Washington will blow, and 
both feeling, with good reason, 
that they can operate without gov- 
ernment controls. 


Capehart Adjustments 
Total $806 Millions 


Ceiling price increases from the 
so-called Capehart amendment to 
the Defense Production Act, ac- 
cording to estimates made on 
March 14, total $806.2 million. 

Capehart increases on consumer 
durable goods, before adjustment 
to a current sales basis, were esti- 
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mated at $69,757,700, an average 
of 3.6 pct. This was on the basis 
of 1,017 applications tabulated. 

Appliances and equipment ac- 
counted for $46,793,200 of the 
consumer durables _ increases. 
Housewares and accessories fol- 
lowed with $14,551,300, while the 
estimates for home furnishings 
was $8,413,200. 

To arrive at the estimates in the 
detailed tabulation, OPS deter- 
mined the average percentage 
price increase for the two most 
important commodities (in terms 
of dollar volume) included in each 
application tabulated. This esti- 
mated percentage increase was 
then multiplied by the 1950 dol- 
lar volume of sales of products 
covered by each application. 

The OPS estimates are based on 
a study made by the Survey Re- 
view Division in the Office of 
Economic Policy. In the study, 
OPS tabulated 5,735 applications 
for Capehart adjustments, or 
nearly 82 pct of the 7,032 applica- 
tions filed by 1,739 applicants up 
to March 14. 


Plant Expansion to 
Spur 1952 Sales 


In spite of controls and materials 
shortages, steel and other indus- 
tries and businesses are barging 
ahead to new records in capital out- 
lays for expansion of plants and 
new equipment. 

U. S. Commerce Dept. and Secur- 
ities & Exchange Commission agree 
on a forecast of a record $24 billion 
expenditure during 1952. This 
would be about 4 pct more than last 
year when the figure was $23,000,- 
000,000. 

It is hinted in the forecast that 
business and industry will have no 
cause to regret their expenditures 
and expansion. The two agencies 
predict that 1952 sales will rise 
more than 5 pct above last year’s 
figures. Consumer durables will 
gain most. 

On dollar volume, the expected 
increase of $375,000,000 for iron 
and steel facilities takes the lead. 
The industry will invest $1,700,- 
000,000 this year for construction 
and equipment purposes. 


OPS Allows CPR-7 Retailers Use of Average 
Ceilings on Single Items With Different Costs 


Retailers pricing under CPR-37 
have been given two alternative 
pricing methods to avoid having 
different ceiling prices for the same 
article. This action was taken by 
Amendment 18 to CPR-7, which is 
effective April 5. 

OPS said the methods are in- 
tended to meet more completely the 
problem of fixing ceilings for new 
shipments of goods which are iden- 
tical with goods in inventory, but 
which are received at higher or 
lower net invoice costs. 

One of the methods provided in 
the new amendment is a weighted 
(by number of units) average tech- 
nique by which a single ceiling price 
for all units of an article in stock 
is computed. 

OPS gave this example: A mer- 
chant has in stock 50 units of an 
article with a ceiling price of $5.00 
each. He receives 75 additional 


units of the same article with a 
ceiling price of $4.75 each. 

Multiply $5 by 50 ($250) and 
$4.75 by 75 ($356.25). Add $250 
and ‘$456.25 to obtain $606.25. 

Add the number of units (50 plus 
75 equals 125). Divide $606 by 125 
to find the new ceiling price, which 
is $4.85. 

After a merchant has sold 35 of 


| 
| 


— 





his 125 units, he receives a new | 


shipment of 60 units of the same 
article with a ceiling price of $4.95 
each. Following the above pro- 
cedure, he would multiply $4.85 by 
90 ($436.50) and $4.95 by 60 
($297). Divide the total $733.50 
($436.50 plus $297) by the number 
of units, 150 (90 plus 60). The new 
ceiling price is $4.89. 

The other method, “first-in first- 
out” is a method of operating on 
the assumption that all units of 

(Continued on page 266) 
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here’s the insulation they take 
home and put up themselves 


~~ .» quickest, easiest! 


\ hed 


/_ REYNOLDS ALUMINUM 
wee REFLECTIVE INSULATION 


High efficiency without bulk and a perfect vapor barrier 
...at much lower cost than most bulk insulations! 

You don’t need a warehouse for these convenient 
rolls, attractively boxed. A customer can walk out with 
enough for an average-size attic...and do the job him- 
self on his Saturday off. 

He gets immediate results in home comfort, too... 
up to 95% radiant heat reflection in walls, under rafters 
or over ceiling joists. Reflection works from whatever 
direction the heat comes...summer temperatures re- 
duced up to 15°, important winter fuel savings. 

Here’s an over-the-counter seller you'll want to keep 
going even though military demand for aluminum now 
limits civilian supply. Call your jobber or mail the 
coupon. Reynolds Metals Company, Building Prod- 
ucts Division, Louisville 1, Ky. 











250 SQ. FT. IN ONE 15-LB. ROLL... 
25”, 33” and 36” WIDE. 


TYPE B— 
FOIL on both sides, 


TYPE C— 
FOIL on one side. 






wa 


Reynolds Metals Co., Building Products Division 
2026 S. Ninth St., Louisville 1, Ky. 


Please send full information on 
CD Reflective Insulation (CD Flashing 
C Nails C) Gutters and Downspouts 


Name. 





C y Name. 


ts 





Address 


REYNOLDS ALUMIN 


Tune in every Wednesday...’ The Kate Smith Evening Hour” on Television NBC NETWORK 





er meme pee ee ee me cm meee 


MAIL THIS couronp> 


| 
l 
! 
! 
! 
l 
bo 











Keep after 
this brand 














for so many 
good reasons! 





They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 


and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 
STEWART 


Bassick 








WAR AG MORE R 











merchandise first received in inven- 
tory are first sold, OPS said. Goods 
already on hand are lumped to- 
gether with new shipments to make 
up a complete sales line. 

The goods are then sold at ceil- 
ings based first on the earliest in- 
voice cost, and successively, on the 
basis of each following invoice 
applying to a merchant’s inventory. 
The merchandise sold at each appli- 
cable ceiling price is the quantity 
covered by the invoice on which the 
ceiling price was based. 


Fiber Insulating Board 
Ceilings Up 2.3 Pct 


Manufacturers of fiber insulat- 
ing board have been authorized 
by OPS to apply industry-wide in- 
creases of 2.34 pct to their ceiling 
prices established under the Gen- 
eral Ceiling Price Regulation. 
Ceilings may be rounded so that 
they will be expressed in the near- 
est dollar or fraction of a dollar 
which is normally quoted or used. 


OPS Sets Ceilings for 
Doo-Klip Lawn Tools 


T. L. Reese, sales manager of the 
Lewis Engineering & Mfg. Co., 
Alliance, Ohio, has announced that 
effective Feb. 27, retail ceiling 
prices for Doo-Klip Lawn tools were 
established by special OPS Order 
No. 829. The prices are as follows: 

No. 1 Doo-Klip standard grass 
shear, $2.10; No. 2 Doo-Klip long 
handle grass shear, $3.75; No. 4 
Snip-Itt Jr. grass shear, $1.60; No. 
5 Doo-Klip pruning shear, $2.95, 
and No. 6 Doo-Klip hedge shear, 
$4.25. 

These approved retail prices are 
the same as those that have been in 
effect on Doo-Klip and Snip-Itt lawn 
tool products. 


Recommend Lifting 
Curbs on Hog Bristles 


Revocation of Order M-18 con- 
trolling use of hog bristles in the 
manufacture of brushes was rec- 
ommended to NPA at a recent 
meeting of the Paint and. Varnish 
Brush Industry Advisory Com- 
mittee. 

Members of the industry com- 
mittee reported that inventory re- 
strictions and limitations on use 
of Chinese bristles are working 
hardships on legitimate manufac- 
turers who abide by M-18. Failing 
revocation of the order, a member 


of the committee urged that the 
Government purchase stagnant in- 
ventories of Chinese bristles from 
brush makers for the stockpile. 

The committee also reported 
growing popularity of synthetic 
bristle brushes, like nylon, with 
the military. This trend, they said, 
increases their hardships in oper- 
ating under M-18 by diminishing 
the number of customers for 
Chinese bristle brushes of more 
than 2% lengths, salable only on 
DO (defense) orders. 

Operations of the paint and 
varnish brush industry are cur- 
rently running at 25 pct of ca- 
pacity, committee members said. 
They conceded that mis-branding, 
an old complaint, has had a harm- 
ful effect on the trade, as has the 
growing use of rollers in place of 
brushes. 


Civilian Goods to Get 
Break in 3rd Quarter 


Tentative plans for allocation of 
controlled materials for the third 
quarter as announced by the De- 
fense Production Administration 
are intended to give a better break 
to civilian goods. 

Most claimant agencies for civil- 
ian production have been given in- 
creased tonnages of steel, copper, 
and aluminum for allocation, while 
the military and defense take is 
held to about the second-quarter 
levels. 

In a letter to the Senate Banking 
committee, DPA Administrator 
Manly Fleischmann said the higher 
civilian allotments would not jeop- 
ardize military supplies, and that 
all necessary defense requirements 
are assured. 

Actually, the generosity is 
achieved through over-allotment, 
rather than by sizable potential in- 
creases in the availability of sup- 
plies. Allotments as compared with 
estimated supplies are: 

Steel, allotment of 25,409,360 tons 
against supplies of 21,611,800 tons, 
nearly 118 pct; copper, 755,898 tons 
against 650,500 tons, about 116 pct; 
and aluminum, 401,575 tons allo- 
cated against 355,000 tons of sup- 
ply, about 113 pet. 

Biggest beneficiaries in the civil- 
ian categories were the automotive 
manufacturers and makers of con- 
sumer durables. 

The industry is to get sufficient 
materials—3,294,000 tons of steel, 
121,000,000 lb of copper, 65,625,000 
Ib of aluminum—to permit produc- 
tion of 1,050,000 passenger cars 
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¢ \SYLVANIA’S BIGGEST Campaign 
for Better LIGHT-BULB BUSINESS! 


Featuring the NEW 
MAGIC WINDOW CLEANER a 
... the “extra” reason for 
customers to buy Sylvania 


Bap 





xo 9° 

















Big displays 
build BIG 
sales! 





25° 


and the end of the 
Sylvania 4-Pack purchased 
in your store 








Sent direct 
to customers 
by Sylvania 






National Advertising on Sylvania’s 
TV Show “Beat The Clock” and in 
Good Housekeeping Magazine. 






... tells millions of housewives 
everywhere about this work- 
saving premium and reminds 
them to get theirs from you. 


These dramatic 4-color displays get customers into 
your store and make extra sales. Be sure to put 
them up on displays in your store, on windows and 
on your counters. 


FREE GIFT OFFER 


You'll receive a Magic Window Washer when you buy a 
St Turnover Assortment Case—one is attached to the 

isplay card inside every one of these cases! And a big 
#400 rack is yours when you buy 2 Q.T. Assortments or 


4 Sixty Lamp Retail Cases. 





Plus FREE Ad Mats 


Here’s a free newspaper cam- 
paign, 6 catchy ads in complete 
mat form. Insert them in your 
local papers. 

So, if you’re interested in business the Sylvania way 
(and that’s the big way brother) mail the coupon NOW! 





Sylvania Electric Products Inc. 
Dept. L-3804, 1740 Broadway, N. Y. 19, N. Y. 


I'd like to go along with your promotion. Send a complete 
display package to: 


Gide chenenescsenmmal 


—- 
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PAINTIN’ THE TOWN 
by Doggatt 

















“Five days a week he leaves his Rubberset ~ 


brushes here overnight!” 


...And why shouldn’t a painter play 

safe with his Rubberset Brushes? 

After all, Rubberset is the nation’s 

most wanted brand, Popular Me- 

chanics Magazine survey of dealers 

proves. So for quality brushes, al- 

ways choose Rubberset. 

FREE! New 20-Page Merchandising Book- 


let: “How to Up Paint Brush Profits’’. 
Send postal to Dept. H-42, address below. 


RusBerseT Co. 


Ave. 
Newark 5, N J 


& Lincoin H 


Haynes 


























( Here's the one that 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 








dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
STICKS AND STAYS pifr it WORKS BETTER. 
1 H 





TT 






Most dealers report: 4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw er 
chisel it, paint or polish it to a velvet smoeth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans er six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 










DURHAM 
COMPANY 
Des Moines 4 














in POWDER Form 


















with a permissible ceiling of 1,150,- 
000 units. 

The Consumer Durables division 
is allowed an extra 25,000 tons of 
steel, an additional 18,000,000 lb of 
copper, and an extra 21,000,000 Ib 
of aluminum, for making refriger- 
ators, washing machines, and other 
hard goods. 


Joins Electric Fan 
Section, NPA 


Max Noble, assistant sales man- 
ager of the Fresh’nd-Aire Co., a 
division of the Cory Corp., Chicago, 





MAX NOBLE 


Ill., has taken an indefinite leave of 
absence to accept a post with the 
electric fan section, Consumer Dur- 
able Goods Division of NPA in 
Washington, D. C. Mr. Noble has 
been assistant sales manager for 
Fresh’nd-Aire since December, 
1947, when he joined the company. 


Raskin Heads OPS 
Chicago Office 


OPS Director Ellis Arnall has 
announced the appointment of 
Hyman Raskin as director of the 
agency’s regional office at Chicago 
which has supervision over Re- 
gion VII which includes Illinois, 
Indiana, and Wisconsin. Mr. Ras- 
kin, who had been serving as 
deputy director since January, 
1951, succeeds Michael Howlett, 
resigned. 


More Steel Forecast 


For Space Heaters 


Higher steel allotments for 
space heater production in the 
third as well as the second quar- 
ter of 1952 was recently forecast 
by NPA. Members of the new Do- 
mestic Space Heaters Industry Ad- 
visory Committee were told that 
the manufacturing seasonality 
and importance of their product 


are recognized in NPA’s second 
quarter allotment of 67% pct of 
base period. 

While the third quarter per- 
centage has not been decided, 
NPA hopes to raise the figure 
above the second quarter’s, bar- 
ring a steel strike. 

Committee members attending 
the meeting were: Otto Reese, 
Armstrong Products, Huntington, 
W. Va.; C. H. Althdide, Cole Hot 
Blast Mfg. Co, Chicago; John M. 
Fox, Conlin Moore Corp., Chicago; 
Charles Slabey, Florence Stove 
Co., Gardner, Mass.; Karl Egeler, 
Motor Wheel Corp., Lansing, 
Mich.; T. D. Bromley, Peerless 
Mfg. Co., Louisville, Ky., and F. 
Donald Hart, Temco, Inc., Nash 
ville, Tenn. 


Demand Outweighs 
Outboard Motor Supply 


A domestic and export outboard 
motors demand much higher than 
can be met with current limited 
allotments was described by the in- 
dustry at a recent meeting with 
NPA. 

Manufacturers explained that in 
general they are having to starve 
their export market to sustain their 
weakened domestic distributor sys- 
tems. Many also have cut their lines 
(as, from 7 models to 2) or switched 
to output of smaller engines in an 
attempt to maintain volume unit 
production. 


Regulation W Eased 


The Board of Governors of the 
Federal Reserve System in Amend- 
ment 7 to Regulation W, effective 
March 24, has eliminated the down 
payment requirement in connection 
with home repair and moderniza- 
tion credits. The maximum permis- 
sible maturity for this type of in- 
stalment credit remains, however, 
at 36 months. 


Temperature Control Lids 


OPS on April 3 issued a supple- 
mentary ceiling price regulation 


(No. 25) under CPR-22, giving f 














manufacturers of domestic and | 
commercial automatic temperature 
controls and industry-wide factor 
fixing their ceiling prices at 3.9 pct | 
over their former ceilings. 


Named to OPS Toy Section 


Alfred I. Ribnick has been ap- 
pointed as a business analyst and 
acting chief of the toys and plastic 
section, Consumer Durable Goods 
Division, OPS. 
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46 YEARS OF SUCCESS 


A paint dealer who has been in business 4 decades has had plenty 
of time to analyze the selling merits of different paint lines—and to 


compare the advertising and merchandising support they offer. Here 
is a successful dealer, with 46 years of experience, who reports that 
his “business has been built” on a customer preference for the high 
quality of Lowe Brothers Paints and the consistent advertising sup- 
port which backs them. 

This dealer expresses precisely what so many other old and new 
dealers are telling Lowe Brothers today when he states: “Your ad- 
vertising programs, uniformity of packaging design and national repu- 
tation for quality have produced repeat business with a minimum of 
sales effort. We consider your advertising program superior to any 
other offered. We have found that the special promotional programs 
offered by you have resulted in increased business for us.” 

The comments of this dealer add to the already overwhelming evi- 
dence that Lowe Brothers’ great combination of unsurpassed quality, 
distinctive packaging, consumer appeal and aggressive advertising 
support means bigger, better paint business for L. B. dealers every- 
where. Write for agency particulars. 








The Lowe Brothers Company ° Dayton 2, Ohio 


Lowe Brothers 


PAINTS * VARNISHES 
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HOW TO MAKE PROFITS 


IN SPITE OF EVERYTHING 
By W. “BILL” MODGLIN - 








And, our famous 


PERMA-BROOM! 
Greatest advance in brooms in 1 
years. Light weight; 
‘Magnetic Pick-Up” 


If all you want to do is swap dollars, this is a 
wonderful time to be running a store . . . overhead 
going up, margins coming down, biggest tax bite 
in history, products that either turn over fast but 
carry no margin, or products that would pay a 
profit if only somebody would buy them! 


There isn’t much that our folks at:the MODGLIN 
COMPANY can do about your overhead, shrinking 
avera margins or taxes. But we have done 
something about your profits. We've developed a 
family of revolutionary new plastic household 
necessities that give you BOTH fast turnover AND 
big mark-up. About all you have to do is stock 
them and display them. They sell themselves. 


of Electre 


attractive colors. 


_—s. 





Perma-Broom, ‘’j 


For exomple, our PERMA-SCRUB. Ge aed os te 
t -— 
Intro uced three years ago DUST-ETTE, 


we've already sold about 6,000, 000 
of them. There never was a kitchen 
gadget that could clean pots and 
pans so quick andeasy. Polystyrene 
bristles slide under grease or burned 
food and flick ‘em off in a jiffy. 
Comes in gay colors. Keeps a 
woman’s hands out of dishwater, be” 
too. vd 


a toy plastic dust- 
pan, as a compan- 
ion piece . . . both 
in assorted colors. 


Then there’s our 












Then there’s our WHISK-OFF. 
It’s no exaggeration to say that 
it’s made ordinary whiskbrooms 
obsolete. Electrene Bristies.gen- 
erate a sort of ‘magnetic ac- 
tion” that picks up lint and dust. 
Made in many beautiful colors 
and three handy sizes. 


sells like hot 


for either standard 
King 


very durable; 


Bristles picks up dirt as you sweep! 
Sudses clean as new after every 
use so the customer always sweeps 
with aclean broom. Over 9,000,000 
sold in four years. Comes in many 


PERMA-BROOMETTE 


is a child size version of the 


CIGARETTE CASE, 


a handsome, inexpen- 
sive plastic case that 
cakes 
everywhere. Designed 


size cigarettes. 


And our 
TOOTHBRUSH CASE Colorful, 


durable, lightweight. Ventilated to keep brush dry. 


And our SOAP BOX 
for any standard bar of toilet soap. , 
Useful for every home and a neces- 
sity for every traveler. These three 
products, like all the Modglin line, 
come in various gay colors. 





And our new PICK-ETTE, 
new, fine toothpick of smooth, 
flexible plastic in assorted colors. 
You'd be amazed at the way 
> they sell. We've been swamped 
with orders. 





00 ate’ oan and BRUSHES, 


known around th 
for waalihe. ore Rees mn. 
fully designed and made 
of finest materials, come 

sepstsstwuscss, in all popular colors in- 
ments E101 P— < x) cluding new pastel shades 
AK 
ae _ which we introduced. 


ne 





And finally our brand new PERMA-KLEEN 
= ~, mop with durable, thirsty synthetic 
yf sponge fibres which soak up water 
and clean floors in a flash. | pre- 
dict that this will be the largest 
selling mop in the country. 









ust like /7 
for it on 





All of these MODGLIN products are popularly 
priced, sell on sight, and carry extra high margins. 
They combine the turnover of a staple with the 
profit of a specialty. | don’t know of anything 
that'll make you as much money from such a small 
investment and so little floor or shelf space. 


If you're not already carrying these Modglin items, 
write me today for details, and maybe we can 
both make some money in your store! 


MODGLIN CO., INC. 


LOS ANGELES 65 NEW YORK 1 CHICAGO 9 


or 























a STREAM of profits 
SPRAY your way 
from FAUCET-QUEENS! 


a flick of the finger 
gives 


SPRAY OR STREAM 





ANAT r "7 
flexible type regular model 
retails for AQ retails for Qe 


Model “‘A’’ FAUCET- QUEEN has Regular model FAUCET-QUEEN 
flexible bellows-like neck for has rigid-neck sprayer. Also 
reaching every part of the sink. strainer and anti-splasher. More 
Has strainer & anti-splash fixture. than 22,000,000 sold! 








Prize-winning display with 1 doz. 


Easel-back display with 1 doz. 
assorted colors. $3.90 per doz. 


assorted colors. $2.30 per doz. 

















Order now from your jobber 


Faucet- 


The Faucet-Queens, Inc. 
119 W. Hubbard St., Chicago 10, Ill. 






Queen _ 


< 

Srantes by > 
Housekeeping 
sovearsce ES 
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OUR 
é 
KITCHEN AIDS OR WRITE FOR CATALOG 


ARTWIRE 


EW PRESENTS 
"eRe oe DUTY 


ISH DRAINER 


KOATED WITH 


HOLDS DOUBLE canna 
PLATES, TUMBLERS AND SILVERWARE 


See our Sales Representative on 


“PIONEER LINE“ OF KUSICN KOATED 


SUFFERN, N. Y. 
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Washing ton 
_ and. VIEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Year's Construction 
May Top 1952's Record 


Review of first quarter construc- 
tion activities brings a suspicion 
that 1952 building will total more, 
not less, than the record dollar vol- 
ume of last year. Capital outlay at 
the end of March was estimated at 
$6.4 billion, slightly above the 
amount for the same period last 
year despite greater obstacles. 

An increase of 50 pct over last 
year in industrial expansion for a 
total figure of $625,000,000 has 
sparkplugged this year’s activity. 
It has more than offset the drop 
(35 pet) in retail store, office, and 
other types of commercial building 
—from $375,000,000 last year to 
only $235,000,000 so far in 1952. 
And the high industrial rate will 
continue throughout the year. 


Outlook for Stores 


Things are looking up, however, 
for construction of new stores, 
warehouses and similar facilities. 
National Production Authority says 
controls over materials will be re- 
laxed considerably and that much 
more generous allocations will be 
made for this type construction 
during last half 1952. 

Biggest surprise in construction 
has been the upswing in home- 
building. Government restrictions 
were intended to hold home build- 
ing to a maximum of 800,000 units 
for the year. When the regular 
Bureau of Labor Statistics report 
is released this month it will show 
about 100,000 new starts for March 
to bring the first quarter total close 
to 250,000 units. 

This would indicate that housing 
would reach or exceed 1,000,000 
new units this year. This is sup- 
ported by the fact that BLS ex- 
pects to report 12,000 units of 
public housing for March. The 
government’s goal for 1952 is set 
at a minimum of 50,000 units. 


(Resume reading on page 11) 
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—“get-in’ on the big | 


PET SUPPLY 










OXCO BRUSH-COMB 


Full of rounded-end wire 
bristles, set in rubber. Dogs 
love and need daily groom- 
ing with Brush-Comb .. . it 
removes burrs, frees snarls, 
energizes the skin. Made for 
long, hard wear. 


Oxco 
SMOOTHIE BRUSH 


Military-style brush, with red 
leather strap. Resilient fibres 
remove excess hair and dirt 
... add real lustre and sheen 
to the pet's coat. 








It’s a big market, all right. Over % of hema s families own 
dogs . . . that’s more than 20,000,000 dogs that need coat 
care! To this huge total, add cats and other furry pets, plus 
fur coats and capes, all of which require these brushes for 
proper care. 


Don’t miss out on this booming business any longer. Stock 
Oxco’s Pet Brushes now and catch all those sales you’ve been 
missing. It’s easy to do. Phone your Jobber today——ask for 
details of Oxco’s Pet Set Deal. Complete Deal includes— 


® 


COLORFUL 
OXCO’S PET COUNTER 
BRUSHES are DISPLAY 
NATIONALLY oF Onco per Susher Put | 
ADVERTISED agrny enna nd 


your jobber today. 








PREDERICK 
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“What's New in 52” Theme of 
Arizona Hardware Open House 


“Learn What’s New for 
52” was the theme of the 
recent Open House Days of 
Arizona Hardware Co., 47 E. 
Jackson St., Phoenix, Ariz., 
which was attended by more 
than 1,000 dealers from all 
parts of Arizona. 

Approximately 30 factory 
representatives manned dis- 
plays in the firm’s show- 
rooms, giving the latest in- 
formation on new products, 
buying trends and business 
prospects to dealers attend- 
ing. 

Dealers were invited to at- 
tend at any time during the 
show, which was open daily 
for a week from 9 a.m. to 
9 p.m. However, special em- 
phasis was placed on home 
appliances and sporting 
goods on Monday and Tues- 
day, with the merchandising 
accent shifting to general 
hardware, housewares, paints 
and sundries on Wednesday, 
Thursday and Friday. Also, 
on Friday and Saturday a 
special invitation was ex- 
tended to industrial supplies 


' 


accounts and owners of shops 
and restaurants. 

Other program specials in- 
cluded a luncheon on Monday 
for visiting factory men and 
representatives of the press 


and radio. Mayor Nicholas 
Udall extended a_ welcome, 
and Lewis Haas, general 
manager of the Phoenix 
Chamber of Commerce, was 
guest speaker. 

On Wednesday, the Phoenix 
Retail Trade Bureau held its 
regular luncheon in the firm’s 
conference room, and then 
inspected the facilities and 
toured the exhibit areas. 








Free Business Advice 
Offered Small Dealers 


A free counseling, which 
does not require registration 
in any of the school pro- 
grams, is being conducted by 
the City College Midtown 
Business Center, 430 W. 50th 
St., New York 19, N. Y., for 
men and women owning or 
planning to open a small re- 
tail store. 

The counseling service, 
manned by experienced busi- 
nessmen and women, fea- 
tures practical instruction in 
avoiding the pitfalls that 
account for the failure of 
numerous smal] business op- 
erations. 

The program, originally 
designed to meet the needs 


of returning servicemen in- 
terested in establishing their 
own retail stores, has been 
redesigned to serve the in- 
terests of the general public. 


N. E. Housewares Club 
Membership Reaches 450 


The March meeting of the 
Housewares Club of New 
England ended a club year 
that saw the membership of 
the club grow to approxi- 
mately 450, an all-time high. 
New officers, who took over 
in April, include: president, 
John K. Damon, Concord, 
Woodworking Co.; first vice- 
president, Roger Moore, Ray- 
mond’s, Ine.; second vice- 
president, Nat Bell, Gorin’s, 
Inc.; treasurer, Thomas 
Meehan, Corning Glass 
Works, and secretary, A. P. 
Mortimer, U. S. Stamping Co. 








Central States Hardware Club Plans Panel 


Discussions by Wholesalers, Manufacturers 


A panel discussion of the 
hardware business, with rep- 
resentatives of both manu- 
facturers and hardware 
wholesalers participating, 
will be a feature of the May 
9 meeting of the Central 
States Hardware Club, Inc. 


Members of the panel rep- 
resenting hardware _ whole- 





Shown at the Open House of Arizona Hardware Co., 47 E. Jackson St., Phoenix, Ariz., 

were officials of the wholesale firm. Left to right are: Delbert L. Stapley, president; 

Wayne C. Stapley, assistant secretary-treasurer; Glenn Jones, manager; L. Erwin Stapley, 
secretary-treasurer, and Thyrle H. Stapley, vice-president. 
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salers include: Frank B. 
Kaufman, president, Hib- 
bard, Spencer, Bartlett & 


Co., Evanston, IIl.; Benton 
J. Case, vice-president, Jan- 
ney, Semple, Hill & Co., Min- 
neapolis, Minn., and Henry 
A. Hoeynck, vice-president, 
Shapleigh Hardware Co., St. 
Louis, Mo. 

Representing hardware 
manufacturers at the forum 
are: Clarence T. Gilchrist, 
western sales area manager, 
American Steel & Wire Div., 
United States Steel Co., Chi- 
cago, Ill.; George H. Halpin, 
executive vice-president, Min- 
nesota Mining & Mfg. Co., 
St. Paul, Minn., and John F. 
Ansink, vice-president, Round 
Chain & Mfg. Co., Chicago, 
Ill. 

Leonard V. Rowlands, pub- 
lisher of HARDWARE AGE, 
will act as moderator for the 
discussions. 

The meeting will be held 
at the La Salle Hotel, Chi- 
cago, Ill., on Friday, May 9. 
Ben Leve, secretary of the 
club, has invited questions to 
be submitted to the panel. 
Such questions may be sent 
to Mr. Leve at 524 W. Cor- 
nelia Ave., Chicago 13, III. 
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Aubuchon Holds Spring 
Regional Sales Meetings 


W. E. Aubuchon Co., Inc., 
28-50 Rollstone St., Fitch- 
burg, Mass., held a series of 
spring regional sales meet- 
ings, March 24 to 27. The 
meetings were attended by 
managers, assistant man- 
agers, salesmen, and helpers 
from the firm’s numerous 
stores. 

The meetings were held in 
Clinton, Athol and Worcester, 
Mass., and in Milford, N. H., 
for Aubuchon personnel in 
those vicinities. Supper was 
served at 7:00 before each 
meeting. 

Featured at the meetings 
were product demonstrations, 
new items added to the line, 


sales presentation and adver- 
tising program. 

William E. Aubuchon, Jr., 
president of the company, 
presided at the meetings. 





A. H. Nelson Heads Thor 
Electric Tool Sales 


Arthur H. Nelson has been 
appointed manager of elec- 
tric tool sales in the Chicago 
branch of Independent Pneu- 
matic Tool Co., Aurora, IIl., 
manufacturer of Thor port- 
able power tools. 

Mr. Nelson has been con- 
nected with automotive ser- 
vice industry sales for a 
number of years, and has 
served as a Thor service en- 
gineer for the past several 
years. 





Huey & Philp Hardware Elects A. A. 


Adard and W. H. 


Arthur A. Adard and Wil- 
liam H. Philp have been 
elected vice-presidents at a 





ARTHUR A. ADARD 


recent meeting of the board 
of directors of Huey & Philp 
Hardware Co., 1900 Griffin, 
Dallas 2, Tex., hardware 
wholesaler. Since the death 
of Lewis H. McMahan, for- 
mer vice-president and sales 
manager, Mr. Philp has been 
appointed general sales man- 
ager. 

Mr. Adard joined Huey & 


Philp Vice-Presidents 


Philp Hardware Co. in 1905 
as a traveling salesman, and 
has traveled for the firm for 
47 years. He joined the board 
of directors in 1948, and in 
1948 became a member of the 
executive committee. 

Mr. Philp joined the firm 





WILLIAM H. PHILP 


in 1928. Following service in 
the U. S. Army, he rejoined 
Huey & Philp in 1946, be- 
coming director of personnel 
and warehouses. In 1951 he 
was made assistant sales 
manager. 
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Russell Mueller to Succeed 
Peterson as NRHA Director 


The retirement of Rivers 
Peterson as managing direc- 
tor of NRHA has been an- 





RUSSELL MUELLER 


nounced by the Board of 
Governors of the association. 
Russell R. Mueller, executive 
secretary of the New En- 
gland Hardware Dealers’ 
Assn. has been appointed to 
succeed Mr. Peterson. Mr. 
Mueller will assume his new 
duties on August 1. 

A. C. MacHardy, who 
has been associated with the 
New England Hardware 
Dealers’ Assn. for the past 
seven years, has been ap- 
pointed by the New England 
association’s board of direc- 
tors to succeed Mr. Mueller 
as executive secretary. He 





A. C. MacHARDY 


will assume his new post on 
Aug. 1. 

Mr. Peterson’s retirement 
ends 33 years of service with 
the association. He first 
served as editor of Hard- 
ware Retailer. He was ap- 
pointed managing director of 
the association in 1938 and 
has held that post ever since. 

Mr. Mueller has served as 
executive secretary of the 
New England group since 
1940. For five years prior 
to that he was connected 
with the National Retail 
Furniture Assn. 





RIVERS PETERSON 


Mr. MacHardy has been 
associated with the New En- 
gland association for the past 
seven years, serving in vari- 
ous capacities, including the 
Store Engineering Depart- 
ment, Dealer Service, and in 
the management of the New 
England Hardware maga- 
zine. He is presently editor 
of the publication. 





Appliance Assn. Moves 


The executive offices of the 
National Appliance and 
Radio-TV Dealers Associa- 
tion has moved to larger 
quarters at Suite 1141, Mer- 
chandise Mart, Chicago 54, 
Ill. NARDA headquarters 
were formerly located at 
1437, Merchandise Mart. 


273 























‘‘He’s spent most of his life trying to 
wear out his TROJAN JIG SAW BLADE”’ 


Trovan Blades’ long life is far 
from a myth. They seem to 
wear forever, whether in 
hand or power sawing opera- 
tions. Ackermann-Steffan 
Trojan Blades are made in 
130 different types for every 
conceivable job. Insist on 
Trojan by name. 

















PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. $. A. 


and ACKERMANN-STEFFAN DIVISION 
rer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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News of the Trade = 





Three New Directors Elected by Hibbard 
Spencer, Bartlett & Co. Stockholders 


W. L. Drechsler, 


E. S. 


tors were elected at the an- 


Kantowicz and F. Rodgers nual meeting of the firm’s 
have been elected directors stockholders. 


for the current year of Hib- 





W. L. DRECHSLER 


bard, 
Co., 
Evanston, IIL, 
wholesaler. The new 


Spencer, Bartlett & 
2201 W. Howard St., 
hardware 
direc- 





E. 8. KANTOWICZ 


Mr. Drechsler, who has 
been associated with the firm 
since 1919, holds the position 
of credit manager. Mr. Kan- 
towicz, buyer of plumbing 
supplies for the company, 
joined the firm in 1925. Mr. 
Rodgers was formerly sales- 
man for Hibbard, Spencer, 
Bartlett & Co., and now owns 
Carr Hardware, Ames, Iowa. 

Officers of the firm are: 
F. B. Kaufman, president and 
treasurer; O. A. Ahl, vice- 





& 


F. RODGERS 





president, secretary and mer- 
chandising manager; F. F. 
Threadgold, vice-president in 
charge of operations; C. J. 
Whipple, chariman of the 
board, and F. S. McGannon, 
L. E. Rupay, R. E. Lee, 
W. G. Hibbard and R. C. 
Siebert, sales managers. 








Seattle Chain & Mfg. 
Changes Firm Name 


The name of Seattle Chain 
& Mfg. Co., 6921 E. Margi- 
nal Way, Seattle, Ore., has 
been changed to Round Seat- 
tle Chain Corp. The firm 
has branches in Portland, 
Ore., and Bellingham, Wash. 

The new name of the firm, 
which was acquired by the 
Round group in 1920, identi- 
fies it more closely with the 
nationwide Round organiza- 


tion. There has been no 
change in ownership or 
management. 


Other Round Chain com- 
panies are: The Bridgeport 
Chain & Mfg. Co., Bridge- 
port, Conn.; The Cleveland 
Chain & Mfg. Co., Cleveland, 


Ohio; Ohio Hoist & Mfg. Co., 
Cléveland, Ohio; The Plating 
& Galvanizing Co., Cleveland, 
Ohio; Round California 
Chain Co., S. San Francisco, 
Calif.; Round Chain & Mfg. 
Co., Chicago, Ill.; Round Los 
Angeles Chain Corp., Los 
Angeles, Calif.; Southern 
Chain & Mfg. Co., Birming- 
ham, Ala.; Woodhouse Chain 
Works, Trenton, N. J., and 
Round Alloys Mfg. Co., 
Trenton, N. J. 





Bellaire Representative 


Russell M. Stoakes, 94 S. 
Greer St., Memphis 11, Tenn., 
has been appointed house- 
wares representative in Ten- 
nessee for Bellaire Enamel 
Co., Bellaire, Ohio. 
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YOU... 
your Father and Mother... your Grandparents... 


--.and very possibly your “great-great” generation have all, many 
times in the last eight and a half decades, laid an appreciative hand on this very same 
style Skillman lock set to ease them through the portals of their home, churches, 
schools and many public buildings. 


... your children, and your children’s children, will also know the Skill- 
man passage set because in hundreds of today’s modern buildings it is being installed 
to outlast many a less expensive grade. 


... like the plow, which settled this country, its basic time-proven con- 
struction has not changed over the many years of its use . . . and, like the plow, the 
few improvements added have been done so after long practical use dictated the 
necessity. Its basic design has often been imitated and sold as an inferior item by 
some manufacturers hoping to “cash-in” for a short period on the reputation estab- 
lished by a good door passage set. They know this item is so traditionally accepted 


by Americans it’s a “natural” for money making .. and, it is.. when properly made! 




















... Skillman has been making it for over 87 years --- extra heavy 
bevel plated .035 mirror-finish steel; heavy cast iron case; self-lubricating cast iron 
working parts; a 2-coil spring giving equipoise knob action... and best of all, no die 


castings to break and wear, and no cheap stampings to bend, such as you find on 
so many so-called “inexpensive sets. 


...if you are selling conventional hardware and really are interested 
in retaining or developing new markets you must sell the BEST!...and from a 
manufacturer that will stand back of every item for you! You know it is only good 
common sense American business to eliminate costly “comebacks” and the inevitable 
growth of suspicion among your customers that you are not giving them a square deal! 
This item is shipped immediately from stock, along with many others in Skillman’s 
complete 22-Line range of builder’s hardware items. Skillmon ships quickly! . . . you 
do not need a large stock. It’s protected by an extra long-lasting synthetic lacquer. 
This business will be amazingly good for years and years to come! Remember ... this 
Skillman passage door set is a “NATURAL” for you...many similar items made 
today are NOT! Ask your representative to demonstrate for you the DIFFERENCE... 


or write us direct for information before a competitor 

profits more quickly! 

) HS 5003 

PASSAGE DOOR SET 

' ee ee 
HARDWARE MANUFACTURING CO. 


TESCRTt eH £2 EW ZESteV: ¢ FPA 


RBS: 






2 hil HTM cl inl A, 


PROMPT SHIPMENT « RIGID INSPECTION « OVER:87- YEARS ACCEPTED « IN DEMAND « LARGE STOCK UNNECESSARY * REASONABLY PRICED * QUALITY PARTS 
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Sells Fast 


BECAUSE IT 


Holds Fast! 


IT’S TRIPLE-TESTED! 


—\ Scientifically tested by U.S. 
Testing Laboratories, performance-tested by 
Tip-Top Quality Control Laboratories, result-tested 













by millions of consumers! Tip-Top Household Cement 
assures permanent bond to glass, china, 
fabrics, plastic, wood, leather, many 

other materials. This crystal-clear 
all-purpose cement has hundreds 
of uses. A standard item in homes 
all over the country. 







No. 1202—EYE-CATCHING SELF-SERVICE 
DISPLAY CARTON Free with every dozen 

tubes. Size 9” high x 7” wide. Each tube 
individually packaged in attractive box. 


Monsibale . > 
CEMENT eg 
ia “WENO & MILLION THIWES” 


mee ag oe a {4 25 


Ne.1201—SALES-MAKER FOR D i “ye 
QUICK COUNTER ACTION 
Free, colorful ‘“‘Demon- , 
strator” display with 
every dozen tubes. Ac- 
tual sample materials 
sealed to each side of 
display with Tip-Top 
Household Cement. 
+ ah ae 3 - sa 
side e 11” xX se 
12” wide. ” ret 


Bn tee 


Feature j; Yorop-tve line that gives you a maximum mark- sia 


Send for free samples, iin pages and price lists today. 


Tole 


Tip-Top Products Company - 





Household 


Cement 
Omaha 2, Nebraska 





Plumb Heads Keuffel & 
Esser Hardware Sales 


The appointment of Rol B. 
Plumb as hardware sales 
manager of Keuffel & Esser 





R. B. PLUMB 


Co., Hoboken, N. J., has been 
announced by H. F. Scher- 
merhorn, vice-president of 
the company. 

Mr. Plumb’s long associa- 
tion with the hardware trade 
began in 1926 when he joined 
Eagle Lock Co. as a mis- 
sionary salesman. He held 
various positions with the 
company, becoming vice- 
president in charge of sales 
in 1940. 


News of the Trade 





In 1950 Mr. Plumb joined 
Russell, Burdsall & Ward 
Bolt & Nut Co. He resigned 
this position recently to join 
Keuffel & Esser Co. 

Mr. Plumb is a past presi- 
dent of the Central States 
Hardware Club. 





Hobert Heads Virginia 
Retail Association 


C. A. Hobert, Berryville, 
was elected president of the 
Virginia Retail Hardware 
Association at the 39th an- 
nual convention of the group 
at the Hotel John Marshall, 
Richmond, Va., on March 
25-27. 

E. C. Wine, Harrisonburg, 
was elected vice-president, 
and George T. Omohundro, 
Jr., Scottsville, was reelected 
secretary and treasurer of 
the association. 

Five directors previously 
elected to the board are: J. 
Fred Cook, II, Waynesboro; 
Irvin Blanchard, Ports- 
mouth; George A. Carter, 
Danville; J. A. Lindamood, 
Jr., Wytheville, and C. K. 
Lorraine, Richmond. Cato 
Tillar, Emporia, was elected 
a new member of the board. 








Wright & Wilhelmy Honors 50-Year Man 








Celebrating his 50th anniversary with Wright & Wilhelmy 


Co., wholesaler, 10th & Jackson, Omaha 8, Neb., is Al Lee, 
shown here receiving an engraved watch from G. E. Jennings, 
president and treasurer of the company. During his 50 years 
with Wright & Wilhelmy, Mr. Lee has worked in a number 
of departments, and can recall the days when all shipments 
outside the city went by rail, and all merchandise picked up 
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at the dock was by team and wagon. 
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Gehring Heads Libbey 
Glass Branch Offices 


F,. M. Gehring, manager of 
the Toledo branch sales office 
for Libbey Glass, division of 





F. M. GEHRING 


Owens-Illinois Glass Co., 
Toledo, Ohio, has been named 
manager of all Libbey 
branch offices. R. J. Snyder 
and L. G. Busdieker have 
been appointed salesmen in 
the Toledo and Los Angeles 
branch offices respectively. 

Mr. Gehring has been as- 
sociated with Libbey Glass 
since 1926, starting in the 
cost department. In 1938 he 
joined the sales control de- 
partment, remaining there 
until his appointment as 
Toledo branch manager in 
1950. 

Mr. Snyder has been with 
the firm since 1941, moving 


News of the Trade 





into sales control of the 
Glass Container Division in 
1945. In 1950 he joined Lib- 
bey’s sales control depart- 
ment. Mr. Busdieker joined 
the sales department in 
1948, and in 1950 moved to 
the sales contro] department. 





Molloy New Sales Head 
For A. C. Gilbert Co. 


Edmond J. Molloy, former 
chief of the NPA Electric 
Housewares Section, Con- 
sumer Durable Goods Di- 
vision, in Washington, D. C., 
has been named sales mana- 
ger of the electrical division 
for A. C. Gilbert Co., New 
Haven, Conn. 

Prior to his service with 
the NPA, Mr. Molloy was 
sales promotion and advertis- 
ing manager for Chicago 
Electric Mfg. Co. 


E. V. Sala Heads New 
Bendix Sales Division 


Earl V. Sala, Jr., has been 
named manager of the newly 
created Pittsburgh-Youngs- 
town-Wheeling sales division 
of Bendix Home Appliances, 
Div. of Avco Mfg. Corp., 
South Bend 21, Ind. 

Mr. Sala has been a spe- 
cial representative for Bendix 
during the past three years. 
Prior to that, he was a sales 
analyst with Owens-Corning 
Fiberglas. 











Stanley Tools Honors McHagh for 50 Years 





John J. McHugh, salesman for Stanley Tools, division of 
the Stanley Works, New Britain, Conn., was recently hon- 


ored for 50 years of service 


with the company. He was 


made a member of the Stanley “Fifty Year Club” and 
presented with a 50-year pin by R. W. Chamberlain, vice- 


president in charge of sales. 


A miniature tool box con- 


taining 50 silver dollars was also given him by C. Kenneth 


Freedell, 


general sales manager. Mr. 


McHugh is shown 


here, right, receiving the miniature tool box from Mr. 


Freedell. 
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Sells Best 


BECAUSE IT 


Seals Best! 


IT’S TRIPLE-TESTED! 


Scientifically tested by U.S. Testing 

Laboratories, performance-tested by Tip-Top 

Quality Control Laboratory, result-tested 

by millions of consumers! Tip-Top Liquid Solder 
repairs leaks in plumbing, radiators, tanks... assures 
speedy, permanent, powerful bond to metals, wood, 
glass, leather, tile—almost everything! No 
wonder Tip-Top, the original liquid 
solder in tubes, is the most 

popular in America. 














e Water-proof e Gasoline-proof e Quick-drying 
e Makes speedy, permanent, powerful bond 
e No heat necessary — ready to use 
eFor use on all metals (and 

almost all other materials) 


Cs: Retails 
© 25¢ 


per tube 


A 


UNCONDITIONAL 
GUARANTEE on each tube 





25¢ PER TUBE 





EYE-CATCHING ‘‘DEMONSTRATER” DISPLAY— 
A SURE SALES-BUILDER 
7 
No. 1200—Free with every dozen tubes. Actual sample 
materials sealed to each side of display with Tip-Top 
Liquid Solder. Display holds 12 tubes—6 on each side. 
A sure sales-builder. Size 11” high x 12” wide. 


Feature Iipfap- —the line that gives you a maximum mark-up! 


Send for free samples, catalog pages and price lists today. 





» 
Solder 


Van \ ES 


SM 


p-Top Products Company - 


Omaha 
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Here’s the outfit for the 
many users who 
prefer a round 
metal bucket. 
Built to stand 

up under hard- 
est use. Wringer 
with either hard 
wood or steel rollers, 
foot operated for 
greater pressure 
and easy handling 
of mop. 18- or 
24- 
Write for Catalog No. 150. 
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Dollars 
For You... 


Wherever there are floors—there are DIRTY 
FLOORS. And no matter what the floor... 
or where you find it . . . you’re sure to have 
the right cleaning equipment, engineered 
for the job — 


When You Feature... 





FLOOR CLEANING EQUIPMENT 










quart sizes, 








WHITE MOP WRINGER CO. 
2 Mohawk St., Fultonville, N.Y. 


WHITEY MOPZUM SAYS: 
Your Customers know... 
It's RIGHT . .. if it’s 























FAST SELLING — BIG PROFITS 


TILITY STOOLS 


Here are the utility stools with 
a “million and one” uses in 
every home. Smart looking and 
sturdy . . . with colorful seats 
and brilliantly polished chrome 
plated legs and frame. No. 201 
is the “All Around Stool,” ideal 
for kitchen, den, workroom, 
playroom. ae ~ 





No. 200 





[ 
| 


No. 200 is just perfect for the 
bathroom, a comfortable 17 
inches high. Both stools are 
fashioned of long-lasting, chrome 
plated tubular steel. Washable Duran plastic seats in a 
choice of 5 decorator colors. Capped feet prevent ugly 
floor mars. 
SEND IN YOUR TRIAL ORDER TODAY! 
Write tor prices and information on other Logan products. 








LOGAN MANUFACTURING CO. 


NORTH TONAWANDA, NEW YORK 











Majestic 
UNDERGROUND GARBAGE RECEIVER 


Buries The Garbage Can Problem! 

























——_ : 
| 


os 
| 
t 





Does away with that unusable, 
pest-attracting corner of the 
yard. With a Majestic Under- | 
ground Garbage Receiver, odors | 
are locked in, pests are locked 
out —refuse is stored s»below | 
ground level where it won’t § 
freeze, won’t ferment. Your cus- * 
tomers will like the convenience 
of an Underground Garbage Re- ~~ 
ceiver — the toe-tip lid lift, the | 
easy can removal, the way it can © 
be placed near the kitchen door, * 
saving thousands of steps while | 
keeping the yard neat and sani- 
tary. Outer shell is guaranteed 
for 10 years. Inner shell lasts 
four to. five times as long as 
ordinary cans. 


Write for name of your distributor! 


The Majestic (Co., Inc. 


396 Erie St., Huntington, Ind. 
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Burnham Named District 
Manager for Wolverine 


John H. Burnham, former 
branch representative in the 
Central division working in 





JOHN H. BURNHAM 


the Milwaukee area for Gen- 
eral Mills home appliances, 
has been appointed Wolverine 
district manager with head- 
quarters in Detroit. He 
joined General Mills, Inc., 
1620 Central Ave., Minne- 
apolis, Minn., in 1949. 





Franklin Glue Appoints 


Wells H. Teachnor, Jr., has 
been promoted to sales repre- 
sentative for Franklin Glue 
Co., 119 W. Chestnut St., 
Columbus. 15, Ohio, to cover 


News of the Trade 


Mr. Teachnor will advise 
and service industrial glue 
users, while Harry Hallberg 
will continue as sales repre- 
sentative in metropolitan 
New York. 





Piedmont Hardware To 
Build New Warehouse 


Piedmont Hardware Co., | 


wholesaler, Danville, Va., has 
announced plans for building 
a new warehouse on five acres 


of land purchased recently | 


from the Southern Railway 
Co. 

The new warehouse, which 
is scheduled to be completed 
by June 1, is to be a one- 
story building located about 
three blocks from Piedmont 
Hardware’s main office and 
warehouse. Measuring 300 x 
150 ft., it will increase the 
present floor area by approxi- 
mately one-third. 





Heads Cincinnati Area 
For Eureka Division 


Robert E. Sears has 
been appointed manager of 
the Cincinnati region of the 
Eureka Division of the Eureka 
Williams Corp., Bloomington, 
Ill. His territory will include 
southern Ohio and eastern 
Kentucky. Mr. Sears was 
formerly a staff assistant in 








New York City and New 
Jersey. 


the Atlanta, Ga., regional 
office. 

















York Supply Co., with offices in Cincinnati and Dayton, 
Ohio, and Lexington, Ky., new distributor for Tracy Mfg. 
Co., division of Edgewater Steel Co., Pittsburgh 30, Pa., re- 
cently held a sales meeting with the Tracy organization at 











the Netherland Plaza, Cincinnati. Shown at the meeting are, 
left to right: Carroll Rice, sales manager, York Supply Co., | 
Lexington; Dave Eggenberger, sales manager, York Supply | 
Co., Cincinnati; B. T. Roe, vice-president of sales, Tracy Mfg. 
Co.; Gene Jones, sales manager, York Supply Co., Dayton, | 
and Robert I. McConachie, vice-president, York Supply Co. 
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Thumbs down 
eon 
dilly-dallying! 


No lost motion, no delays... AJAX grabs 
Time by the tail. AJAX hardware 

items right from the production line 

are boxed in ‘color-coded’, convenient 
size cartons in one simple operation 
...feady for shipment in a jiffy. 


Now, AJAX production capacity is keeping 
pace with the sudden demand for the 
better quality, price and packaging of the 
AJAX line. New, improved production 
facilities and the latest assembling, 
plating, polishing equipment assure no 
delays on your order for AJAX hardware. 


AJAX HARDWARE MFG. CORP. 
4351 Valley Boulevard, 
Los Angeles 32, California 


a7 BO 


N\ 
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LEADERS 


ATLAS wicks are pre- 
ferred by more dealers 
in America than any 
other brand. They are 
the choice of custom- 
ers everywhere be- 
cause of their superior 
quality and depend- 
able service. 


GLASWIK The leader in 
reputation and distribution. 
The original spun glass wick 
and the only wick that is 
free of wire. Outlasts several 
ordinary wicks. 


FLAMEMASTER America's 
leading asbestos wick. 
Woven of wire reinforced 
high grade asbestos yarn. 


BESWIK A woven asbestos 
wick that gives long depend- 
able service. Economical in 
price but equal in quality to 
other wicks. Attractive dis- 
play cartons make a favor- 
able impression on customers. 


TOP NOTCH Perfectly woven 
of highest quality cotton fitted 
into a metal carrier. Fits Per- 
fection, Miller, Nesco and other 
cook stoves and room heaters. 
A good "repeater." 


FASTHEAT "Accordion fold" 
construction makes FASTHEAT 
a universal wick . . . fits any 
standard range burner. It is a 
fast seller and strong repeater. 


A Save 













































WRITE FOR 
COMPLETE DESCRIPTIVE 
LITERATURE 
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ROOM 50 
GENERAL OFFICES 





ASBESTOS 
COMPANY 









EXCLUSIVELY 
THROUGH 
JOBBERS 





\ 


NORTH WALES, PA. 
30 YEARS OF PROGRESS IN ASBESTOS TEXTILES 


















Newman Heads Selck 
Dealer Division 


Jerrold Newman has been 
appointed manager of the 
dealer sales division of 





JERROLD NEWMAN 


Walter E. Selck & Co., 225 
W. Hubbard St., Chicago 10, 
Ill., manufacturer of the 
Hudee Sink Frame and of 
floor covering tools, equip- 
ment and accessories. Edward 
Kein has been appointed as- 
sistant to Paul McElroy, 
manager of the firm’s dis- 
tributor sales division. 

Mr. Newman was formerly 
sales manager of Moore 
Enameling & Mfg. Co., and 
Mr. Kein had served as sales 
representative to the manu- 
facturing and wholesale trade 
for Joseph Woods Co. 





Can Opener Makers 
Win Seal of Approval 


Nine can openers made by 
seven different can opener 
manufacturers have _ been 
awarded the Seal of Ap- 
proval of the Can Manufat- 
turers’ Institute, 551 Fifth 
Ave., New York 17, N. Y. 
Both hand and_ wall-type 
openers were approved by 
the Institute. 

Can opener manufacturers 
receiving the Seal of Ap- 
proval are: Best Can Opener 
Mfg. Co., New York; Cahil 
Mfg. Co., New York; Dazey 
Corp., St. Louis; Ekco Prod- 
ucts Co., Chicago; Rival Mfg. 
Co., Kansas City; Swing-A- 
Way Mfg. Co., St. Louis, and 
Vaughan Novelty Mfg. Co., 
Chicago. 

Manufacturers whose open- 
ers pass the CMI tests are 
issued a Certificate of Ap- 
proval, which is valid for a 
six-month period. The certi- 
ficate allows the manufac- 
turer to use CMI’s seal in 
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the form of a tag, label or 
package insert with the can 
opener. All openers are re- 
tested every six months to 
be sure that they still meet 
CMI specifications. 

A photo of the Seal of 
Approval is shown on page 
297 of this issue. 





Dewey & Almy Elects 
Two Vice-Presidents 


George W. Blackwood has 
been elected vice-president 
and general sales manager 
and T. T. Miller was elected 
vice-president of marketing 
for Dewey & Almy Chemica] 
Co., 62 Wittemore Ave., Cam- 
bridge 10, Mass. 

Mr. Blackwood managed 
the firm’s rubber specialties 
division before being named 
general sales manager two 
years ago. Mr. Miller has 
been vice-president of sales 
for several years. He will 
also continue to direct sales 
activities of the shoe and 
printing products divisions, 
as well as marketing re- 
search. 


S$ 





Lowery Retires From 
Salt Lake Hardware 


A. W. Lowery, in charge 
of industrial relations for 
Salt Lake Hardware Co., 
105 N. Third St., Salt Lake 
City 9, Utah, was honored at 
a recent dinner party given 
on the occasion of his re- 
tirement after nearly 42 
years of continuous service. 

Mr. Lowery joined the 
firm in 1910, prior to which 
he spent five years in the 
retail hardware business. He 
first worked in Salt Lake 
Hardware Co.’s mechanical 
tool department, and when 
the company went into 
the wholesale business ex- 
clusively, he was put in 
charge of wholesale indus- 
trial business. He organized 
and managed the department 
for 25 years, travelling ex- 
tensively throughout the 
West. 








Tio 


Joins Murray Ohio Sales 


J. F. Coughlin has joined 
the sales staff of Murray 
Ohio Mfg. Co., 1115 E. 152nd 
St., Cleveland, Ohio, as an as- 
sistant to F. A. Jones, cover- 
ing the southeastern terri- 


tory. 
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MILLIONS of TOOL BUYERS 


Read Crescent Advertising 
Every Month. 
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N. person who’s ever jiggled the 
trip lever of a running toilet will be able 
to pass this “ALERT” display in your 
store without trying it. 

The ‘‘ALERT”’ Friction-Free Flush Valve 
Guide stops running toilets, ends water 
waste and aggravation, by eliminating 
friction, the real cause of most flush tank 
troubles. And dealers everywhere report 
increases up to 300 per cent in sales of 
‘““ALERTS” when this working model dis- 
play is given “up-front” position. 

The “‘ALERT”’ display turns lookers into 
buyers, by demonstrating the sound, sci- 
entific, friction-free principle on which 
“‘ALERT’’ works. 




































richon - Gree 
ys VALVE GUIDE 


tee! 


“ALE BT 4 


ney-Back seoangits* 
in 10 minutes: 


$2.15 (slightly higher 


* 3 Year Mo 
* Easily installed 


€ Retails for only 
in West) 






Try this “Money-Back” Display Offer! 
Put the “ALERT” display to work for 6 months 
in your store now. If it hasn’t more than paid 
for itself in extra sales of “ALERTS” we'll 
return its cost to you! See your jobber now 
or write for full details to ARDMORE 
PRODUCTS CO., Ardmore, Pa. 

















s reported in READER’S DIGEST « As Advertised in LIFE, 
saturday Evening POST, BETTER HOMES & GARDENS 
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Scanlan Heads Tracy 
Midwestern Sales 
William M. Scanlan has 


assumed charge of midwest- 
ern sales for Tracy Mfg. Co., 





WILLIAM M. SCANLAN 


division of Edgewater Steel 
Co., Pittsburgh 30, Pa. 

Mr. Scanlan was most re- 
cently director of salvage 
operations in the Chicago 
area of NPA. Prior to that, 
he served for nine years as 
sales manager of R. Cooper, 
Jr., Inc., and for three years 
as vice-president and general 
sales manager of R. S. Mc- 
Mahon Co., distributor. 





J. A. Williams Co. Again 
Member of Corning Club 


J. A. Williams Co., whole- 
saler, -401-4835 Amberson 
Ave., Pittsburzh 6, Pa., has 
been named a member of the 
Corning Glass Works’ $100,- 
000 Club for the third con- 
secutive year. Aaron M. 
Jaffe, treasurer-general man- 


| ager accepted the award fer 


the company from Corning 
Glass Works. 

J. A. Williams Co. is one 
of the 22 wholesalers that 


| make up the membership of 





the club, purchasing over 
$100,000 of Corning’s Pyrex 
products in the period of one 
year. 





A. Kimball Co. Opens 
Two District Offices 


A. Kimball Co., 307 W. 
Broadway, New York, N. Y., 
manufacturer of price tags, 
labels, etc., has opened two 
new regional offices in Wash- 
ington, D. C., and Boston, 
Mass. 

The Washington office, 729 
B. Bond Bldg., Washington 
5, will service Maryland, Vir- 
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ginia, West Virginia and 
Washington. Donald Ferber 
will be in charge. 

Maine, Massachusetts, Ver- 
mont, New Hampshire and 
Rhode Island will be handled 
by the new Boston office, lo- 
cated at 80 Boylston St., Bos- 
ton 16. This branch will be 
in charge of Richard Smith. 





Named Yale & Towne 
District Manager 


Harry G. Talgo has been 
named southeastern district 
manager of Yale & Towne 
Mfg. Co., Stamford Div., 
Stamford, Conn., and Edward 
Rosic and James O. Smith 
have been appointed sales 
representatives for the firm. 

Mr. Talgo, who will direct 
sales of Yale locks and build- 
ers’ hardware, in Arkansas, 
Louisiana, Mississippi, Ten- 
nessee, Alabama, Florida, 
Georgia and the Carolinas, 
has served as representative 
in Louisiana, Mississippi and 
Alabama since 1948. 

Mr. Rosic, replacing Mr. 
Talgo, joined the firm in 
1948. He has had experience 
in the company’s production 
and engineering depart- 
ments, and most recently in 
the field service engineering 
department. 

Mr. Smith will represent 
Yale & Towne’s Stamford 
Division in Michigan, replac- 
ing George F. Cannon, re- 
cently named district man- 
ager. During his 17 years 
of hardware experience, Mr. 
Smith has been associated 
with Morehouse-Wells, F. 
Meyer & Bro. Co., and Scha- 
berg-Dietrich Co. 





Welding Line Facilities 
Moved by A. O. Smith 


Welding equipment manu- 
facturing of A. O. Smith 
Corp., 3533 N. 27th St., Mil- 
waukee 1, Wis., has moved 
into a 27,000 sq. ft. building 
from overcrowded quarters 
at the firm’s main operations. 
The newly acquired building 
provides space for assembly 
line for A. O. Smith’s 12 basic 
welder models and houses ex- 
perimental shops and some 
sales offices. 

Space vacated at Mil- 
waukee Works is being util- 
ized for expanded welding 
electrode production, which 
has been at peak capacity for 
the past year. 
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Arkansas, DISC MAMMOTH CAPS turing toy paper caps is rather hard to PERFORATED ROLL CAPS 
sippi, Ten- Realistic six shots per disc. Meade beat. That's why Kilgore caps are recog- The top quality cap. Fifty shots per 
1, Florida, exclusively for Kilgore’s line of 6- nized as the top quality line. And young- am. sg pape Rs t Renee 
Carolinas, shooter cap pistols with revolving sters prove this reputation every time they because it is the only roll cap that 
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Heads Laundry Equipt. 
Dept. for Westinghouse 


J. J. Anderson was re- 
cently appointed manager of 
the laundry equipment de- 
partment for Westinghouse 





J. J. ANDERSON 


Electric Appliance Division, 
Mansfield, Ohio. He succeeds 
R. J. Sargent, who was re- 
cently made division major 
appliance manager. 

Mr. Anderson joined the 
Westinghouse student course 
in 1937, specializing in air 
conditioning. In 1942 he was 
assigned ordnance work, 
handling products made by 
Westinghouse for the Army 
Ordnance Department. In 
1944, Mr. Anderson joined 
the New York office as super- 
visor of refrigeration spe- 
cialties, and a year later was 
transferred to Mansfield as 
assistant manager of the ser- 


vice department. In his new 
post, he will be responsible 
for product development, dis- 
tribution, advertising and 
promotion for laundry equip- 
ment. 





N. Y. Hardware Square 
Club Holds Dinner 


The regular March meet- 
ing of the New York Hard- 
ware Square Club was held 
on Tuesday, March 18, in the 
Square Club rooms of Eden’s 
Restaurant, New York City. 
There was a large turn-out 
for the “Irish Turkey” din- 
ner and entertainment that 
followed. 

At the meeting, committees 
reported favorably on prog- 
ress being made in the plans 
for the 22nd Annual Shore 
Dinner of the group, to be 
held in the Grand Ballroom 
of the Hotel Astor, New 
York, on May 8. 





Large Dealer Tie-In With 
Water Systems Month 


More than 60,000 dealers 
are tying in with the nation- 
wide promotional program, 
National Water Systems 
Month, during May, 1952, it 
was indicated on reports to 
distributors and manufac- 
turers. 

Five-color posters, avail- 
able to dealers, carry the 
message, “This is National 
Water Systems Month. Buy 
an Electric Water System of 
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Adequate Capacity.” The slo- 
gan of the campaign, “Better 
Health—Better Living—Bet- 
ter Production,” is also fea- 
tured on the poster. 

National Water ‘Systems 
Month is sponsored by the 
National Association of Do- 
mestic and Farm Pump Man- 
ufacturers, Herbert C. 
Angster, executive secretary- 
director, pointed out that the 
same methods that create 
business during this special 
emphasis period can be uti- 
lized to see water systems 
throughout the year. 





Five-Day Training Held 
By Lowe Brothers Co. 


Lowe Brothers Co., 450 E. 
Third St., Dayton, Ohio, 
paint and varnish manufac- 
turer, recently conducted a 
five-day sales training school 
in Dayton for new sales rep- 
resentatives in the firm’s 
sales organization. 

The training school, under 
the general direction of Mark 
Pennell, sales engineer, is 
held each year to inform new 
salesmen about the firm’s dis- 
tributing and marketing sys- 
tem, products and manufac- 
turing facilities, and current 
sales and advertising pro- 
grams and policies. 

The group included branch 
managers, branch outside 
salesmen and trade salesmen 
from each of the firm’s six 
districts. 





Hardware Dealers at Power Mower Sales Clinic 





Typical of the sales clinics being scheduled for various parts of the country by the 
Jacobsen Mfg. Co., Racine, Wis., is this meeting at the Warren Hardware Co., Warren, 
Ohio. Designed for hardware dealers and their sales staffs, the clinics include color 
sound films that dramatize the company’s power equipment and present sales and 
display techniques. More than 360 similar meetings have been scheduled and it is 
expected that the program will be presented to approximately 6,500 dealers and 
their salesmen. 
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Given Westinghouse 

Merchandising Post 
Stanley J. Stephenson has 

been appointed merchandise 


manager of household re- 
frigeration for the Electric 





STANLEY J. STEPHENSON 


Appliance Div., 
house Electric Corp., Mans- 
field, Ohio. 

In 1941 he joined the 
Seattle, Wash., office of West- 
inghouse Electric Supply Co., 
and following service in the 
U. S. Navy, returned to 








Westing- | 





Westinghouse, in the Yakim FY 
Wash., office. In 1948, 1. & 
was made sales promotion 
manager of Wesco’s Omaha, 
Neb., office, and in 1949 joined 
the Westinghouse staff in 
Mansfield. Prior to his pres- 
ent appointment, he was mer- are 
chandise manager for electric 
ranges. Your 
ond 
( 
Representatives Named ye" 
By Naugatuck Chemical —— 
Three new technical sales need 
representatives for the latex minit 
and dispersions sales depart- Soutt 
ment of the Naugatuck wise 
Chemical Div., United States steel 
Rubber Co., Naugatuck, in a) 
Conn., have been appointed. heads 
D. Leete Keefer has been Writ 
transferred from Naugatuck 
to Philadelphia, Pa., as tech- 
nical representative for that 
area. He replaces Gerald L. 
Dennis, who has been sent 
to Los Angeles as branch 
manager. 
William J. Curtin, for- 4S 
merly assistant to the sales 
manager, was appointed 
technical representative in 
the Naugatuck area, replac- 
ing Mr. Keefer. Succeeding STs 
Mr. Curtin is Lawrence H. 


Bruch, formerly a process! 
engineer in the Naugatuck) 


Chemical plant. 


® 
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SOUTHERN 


a wooD 


SCREWS 


(Slotted or Phillips Heads) 
are extra rugged in body and shank 


Your customers will appreciate the super strength of 
Southern wood screws. For Southern screws are’ of 
single-thread construction to conform to Federal Speci- 
fications. Other types of threads often weaken body and 
shank, causing screws to twist and break. But Southern 
screws’ construction assures real ruggedness where it’s 
needed most and reduces breaking to an absolute 
minimum. Helps build repeat business! 


Southern screws are made of high grade extruded brass 
wire or the finest selected high sulphur extra quality 
steel wire, bright or plated finishes. They are available 
in a wide range of types and sizes, slotted or Phillips 
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heads, to meet all your customers’ requirements. 
Write today for our catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue * 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E. 
Atlanta, Georgia 


a 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © © ®@ ® ®@ 
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TOUGH HOMBRES 











Cash in on the home- 


improvement market with 





= mA a 





TEL-O-POST national advertising now 
appearing in Better Homes & Gardens, 
Popular Mechanics, Popular Science, and 
others! Judge for yourself the impact of 
this big ad in Better Homes! 


1 STOCK TEL-O-POST! It’s the original 
adjustable steel post with a built-in jack. 
Designed so average man can easily in- 
stall it himself under sagging beams and 
save big repair bills. TEL-O-POST is 
known as the most practical post—yet is 
competitively priced—is a profitable line 
for you! 


DISPLAY TEL-O-POST! Display a few of 
the attractive TEL-O-POST cartons so 
your customers will know you’re in the 
business. Then install a TEL-O-POST 
under a beam or under an angle iron 
fastened easily to the wall. Let customers 
see the ease of installation! 


USE FREE PROMOTIONAL HELPS! These 


store sales helps are free when you 
stock and display TEL-O-POST. 







Attractive counter 
card featuring big TEL- ; 
O-POST ad in Better 
Homes. A real stopper for 
homeowners with eag-i 


ging floors! 









Counter leaflets 
and booklets show- 
+ ing step-by-step 






Ask your representative or rush coupon 
Sor complete information. 





STEEL DIVISION 


Brainard Steel Division, Dept. =-4 
Griswold Street, Warren, Ohio WARREN, OHIO 


Send me the free TEL-O-POST promotion kit and have your 
wholesaler or representative contact me. 


Name. 








Company. 
Address. 





es ce ee ee ee 














Cit CHAIN 


INSWELL PROOF COIL 








INSWELL BBB COIL 


CM INSWELL CHAIN is nationally adveretised . .. 
known and preferred by chain users in every type of 
business. 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all 


standard welded chain types and sizes. 





LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 


: —% “Ss — (ee ee ee 


% 





LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, 
hooks and other accessory fittings make ours a 
“one-stop” chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES NEW YORK ¢« CHICAGO ¢« CLEVELAND ¢ SAN FRANCISCO 








Reynolds Metals Names 
Three Distributors 


Three new distributors 
have been appointed by 
Reynolds Metals Co., 2500 
S. Third St., Louisville, Ky. 

Named to handle the gen- 
eral line of Reynolds alumi- 
num mill products are: Vin- 
son Supply Co., 3331 Haggar 
Dr., Dallas, Tex., covering 
Dallas and Odessa, Tex., and 
Tulsa, Okla.; and Vory’s 
Bros., Inc., 65 E. Goodale 
St., Columbus 8, Ohio, for 
central and southern Ohio, 
western West Virginia and 
eastern Kentucky. 

Handling the distribution 
of ingot products only is 
G. A. Avril Smelting Corp., 
Este Ave. & B&O Railroad, 
Cincinnati, Ohio, named to 
cover Kentucky, south cen- 
tral Ohio, southeastern In- 
diana, western West Vir- 
ginia, and northern Tennes- 
see. 





Represents Thompson 


Karl Knoblauch has been 
appointed to represent George 
S. Thompson Corp., South 
Pasadena, Calif., in Minne- 
sota, Iowa, North and South 
Dakota, eastern Nebraska 


News of the Trade 





and north-central Wisconsin. 
Mr. Knoblauch has offices in 
South Haven, Minn. 





Heads Sales Promotions 
In Wesco Western Area 


Donald J. Fitzpatrick has 
been appointed apparatus 
and supply sales promotion 
manager for the western dis- 
trict of Westinghouse Elec- 
tric Supply Co., Omaha, Neb. 

Mr. Fitzpatrick, who form- 
erly held a position in the 
lamp sales department of the 
western district offices, will 
be responsible for all appa- 
ratus and supply sales pro- 
motional activities for 
WESCO in Nebraska and 
Iowa. 





Hammond Names 
Vice-President 


F. W. Ruzicka has been 
elected vice-president in 
charge of sales of the Ham- 
mond Paint & Chemical Co., 
Beacon, N. Y. Mr. Ruzicka is 
well-known in the _horti- 
cultural field. The firm man- 
ufactures fungicides, insec- 
ticides, weed killers, and 
allied products. 














Atlas Asbestos 30th Anniversary Celebrated | 





The 30th anniversary of Atlas Asbestos Co., North Wales, 
Pa., was celebrated recently with a surprise dinner for J. 
Carroll Johnston, president and founder of the firm. About 


75 firm executives and employees and 35 business associates, — 


customers, suppliers and sales representatives attended the 
dinner. W. H. Johnston, vice-president and general manager, 


presented his father with a scrapbook containing a history | 
of the company, old photographs, and other pages of interest. | 


Shown attending the dinner are, left to right: O. H. Cilley, 
vice-president, U. S. Asbestos Div., Raybestos-Manhattan; 
G. S. Fable, chairman of the executive committee and director 
of Thermoid Co., and president of Southern Asbestos Co.; 
C. H. Carlough, president, Carolina Asbestos Co., and J. C. 


Johnston. 
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FACT 
| To 





Straight-from-the-shoulder facts 
show you save in every way with 


CHEVROLE 


COSTS LESS TO BUY 


Match a Chevrolet truck against any comparable truck 
capable of handling the same payloads. You'll find 
Chevrolet trucks list for less, yet bring you ruggedness, 
stamina and great features not found in the other truck. 


SAVES MONEY ON THE JOB 


Experienced truck operators know Chevrolet trucks cost 
least to own and maintain. Valve-in-Head economy, in 
the Chevrolet Loadmaster or Thriftmaster engines, saves 
on gas. Four-way engine lubrication reduces wear 
and oil costs. Rugged construction means long life. 








TWO GREAT VALVE-IN-HEAD ENGINES— 
Loodmaster or the Thriftmaster—to give 
you greater power per 
cost per load 


RETOR—for 


response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e 
MESH TRANSMISSION —for fast, smooth 


shifting e 


gallon, lower 
e POWER-JET CARBU- PROVED DEPENDABLE 
smooth, quick acceleration 


SYNCHRO- duty models e 


dependability and long life e 
ACTION BRAKES—on light-duty models 
DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 


Advance- 
Design 








CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


HYPOID REAR AXLE—for 
TORQUE- 


TRUCKS 


RIGHT TRUCK FOR EVERY LOAD 


Chevrolet trucks are factory-matched to your payload 
and service requirements. You don't buy “too much 
truck” or “too little truck.” Frame, axles, springs, body, 
brakes and power are balanced for the job. 


KEEPS ITS VALUE LONGER 


Records show that Chevrolet trucks traditionally bring 
more money at resale or trade-in than many other 
makes. Chevrolet's market value stays up because the 
value stays in! More proof that Chevrolet is the best 
truck buy! See your Chevrolet dealer soon. 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 








in demand 4 
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| News of the Trade — 
3 GILMER “BULL’S-EYES” 
oa 
HARDWARE BRIEFS 
California pliance and plumbing service dise | 
Emigh Hardware Co., 1300 and installation work with ters 
oe J St., Sacramento, has leased Day Hardware as head- 
The new Gilmerlite Plastic Hose re 50x150 ft mene oe thn wee quarters. 
GILMER HOSE in red or green, plus a complete line Country Club Shopping Cen- D 
u 
of colorful rubber garden hose to ter, Watt & El Camino Aves. Massachusetts Marl 
meet every customer’s need—with The firm will also continue " 
7 guarantees up to 15 years—for both © at its present address. Frederick E. Smith has aie 
ay normal and heavy-duty services. purchased Concord Hardware tbl " 
< « Tubing, covers, reinforcement, Co., Inc., Concord, Mass., bor 
—_ and couplings are extra durable. Colorado from Dick Gould and Luke : mn 
oa Cherrelyn Hardware, 4295 Turner, co-proprietors for 
= S. Broadway, Englewood, has more than five years. 
been closed out. T. O. Hines, . Br 
owner and operator for the pg: roa 
past 10 years, has liquidated Minnesota suffer 
the business for reasons of Herbert and Robert Berg- mate 
health. man have purchased the Wil- Plans 
GILMER V-BELTS liam Krier hardware, Iona, 
.. and remodeled it. 
Available on Wall Panel or Tower Tom Connell has sold his Your 
Stand displays, in 35- or 50-belt hardware business in A = 
assortments. With these assortments a 4 — — poe i. New Jersey Mak 
you also get the patented Gilmer ite Gatien Anchor Supply Co., Den- Alt 
Handimeter for quick, exact belt ville, is expanding into a new name 
measurement; an eye-catching window | 50x114 ft., modern building, ager | 
card, a handy inventory card, and 7 | Idaho located near the store it sales 
the Gilmer V-Belt Catalog— ps Franklin Hardware, 5010 Presently occupies. Leo Hock- er 
“America’s Belt Bible.” Franklin Rd., Caldwell, has Stein is owner of the firm. Mme 
been purchased by Mr. and Renn 
Mrs. Wallis Stier. New York = 
s Curtiss J. Phillips has sold name 
Indiana his interest in Bolles Hard- senta’ 
Homecrest Hardware, 505- ware, Inc., Naples, to Gen- Ohio, 
07 N. Main St., Mishawaka, eral Industries, Inc. Mr. tribut 
recently reopened, following Phillips purchased the hard- Burke 
a remodeling job. The store ware store in 1945. and ¢ 
was painted, display counters = 
Gilmer Friction Tape is straight- were rearranged, and a new : : = 
GILMER TAPE _ tearing, non-raveling; has both high a —_ —— North Carolina : rn 
insulating and high adhesive qualities. gp ~ Sv etongpel-<scdeeagerad Glenn-Crabtree Hardware direct 
: H. Block are co-owners and 
Gilmer Rubber Tape is made of : “a Co. has opened a new store | tribut 
highest grade rubber; fuses readily — at 1139 Broad St., Durham. | states 
without heat. Both are durable, \ r the fi 
long lasting; furnished in owe } in ch 
standard widths and lengths. L. W. Robson and Willard North Dakota — 
Cowman have purchased Mc- 4 new building started in —_ 
Cown Hardware Co., Ha- powers Lake will be occupied 
warden. Ken Higgins will }y Breding Bros. Hardware 
manage the store. __. & Implement upon its com- Wort 
pletion. Chan 
Kansas At 
CLIP AND MAIL C. F. Staley has opened a oe proves the st 
L. H. GILMER COMPANY a ch ot oe hardware store in Alsen, ~~ 
308 Tacony, Philadelphia 35, Pa. a hardwore store. end had David Bartel has retired os 
(Division of United States Rubber Company) o gy ice Marat a and sold his store to Frank § cane 
Please send me complete information and price listings on becouse of peer health. Pankratz. ; Me « 
(C V-Belt Assortments [1] Hose [] Friction and Rubber Tape practi 
(CD Other Gilmer Hardware Items. any v 
— Day Hardware, Bucklin, Pennsylvania name. 
iti has purchased the merchan- Mac’s Hardware, E. High H. 
yn dise and fixtures of Bucklin St., Waynesburg, has opened said tl 
' ZONE STATE Home Appliance store. Oscar in new, modern quarters. The had t 
Heiland, who owned the new store has 5,000 ft. of tended 
store, will continue his ap- floor space on the merchan- that t 
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- HARDWARE BRIEFS 








dise floor, with storage quar- 
ters on the second floor. 





Dufton Hardware Co., E. 
Market St., Clearfield, was 
recently remodeled. Modern 
wall fixtures and display 
tables were installed, and the 
ceiling and walls were re- 
decorated. 





Broadway Hardware Co., 
Broadway & Em St., Milton, 
suffered fire damage esti- 
mated at $250,000 recently. 
Plans are being made to re- 


build the store as soon as 
possible. 





South Dakota 


Al Morgan has purchased 
Al’s Hardware, Lennox, from 
Al Russo. Mr. Morgan and 
his son, Gerald, now operate 
the store. 


Vermont 


Goodspeed’s Hardware, 
Middlebury, has been sold by 
Elmer R. Goodspeed to Ted 
W. Keller. The store is now 
located at 10 Merchants Row. 





Youngstown Kitchens 
Makes Sales Changes 


Albert L. Reeves has been 
named Des Moines area man- 
ager of Youngstown Kitchens 
sales for Mullins Mfg. Corp., 
Warren, Ohio. He is suc- 
ceeded as New England re- 
gional manager by Dale F. 
Renner, formerly assistant 
manager of appliance sales. 

Edward J. Tracey has been 
named field service repre- 
sentative in Michigan and 
Ohio, serving wholesale dis- 
tributors, and George F. 
Burke will serve distributors 
and dealers in eastern New 
York and Vermont. 

Mr. Reeves joined Mullins 
in 1945 as regional sales man- 
ager. In his new post, he 
directs sales to wholesale dis- 
tributors in five mid-western 
states. Mr. Renner joined 
the firm in 1950, and is now 
in charge of sales to whole- 
salers in Boston, Portland, 
Providence and Hartford. 





Worthington Pump Corp. 
Changes Firm Name 


At the annual meeting of 
the stockholders of Worthing- 
ton Pump & Machinery Corp., 
Harrison, N. J., it was voted 
to change the company’s 
name to Worthington Corp. 
No corporation policies or 
practices will be affected in 
any way by the change of 
name. 

H. C. Ramsey, president, 
said that the change in name 
had been made because it 
tended to give the impression 
that the firm manufactured 


only pumps, while actually 
a major portion of its sales 
volume is in such varied 
products as air and gas com- 
pressors, Diesel and gas en- 
gines, air conditioning and 
refrigeration equipment, and 
others. 


Cunningham Covers Part 
Of New England for Cory 


Cory Corp., 221 N. La Salle 
St., Chicago 1, Ill., has ap- 
pointed Henry Cunningham 
territory manager covering 
Connecticut, Vermont and 
western Massachusetts. 
Frank Pollitt will cover east- 
ern New England. 

Mr. Cunningham has been 
with Cory Corp., for the last 
two years, serving in its 
metropolitan New York sales 
staff. 

The New England market 
has been split into two terri- 
tories because of the in- 
creased diversification of the 
Cory and Nicro domestic and 
commercial lines. 


1 





HENRY CUNNINGHAM 
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AAUsSON dependability 


Folks like the day in, day out ruggedness of 
LAUSON power. They trust the LAUSON name 
to give BETTER value ... an engine with 
longer life! ... and they know that LAUSON 
engines do ANY job with fewer breakdowns 
...» less service needs and BETTER results. 








with SA USON 


sales ability 


Any power equipment with the LAUSON 
engine is backed with over 50 years of lead- 
ership and experience ... and by a great 
advertising campaign in many of the lead- 
ing gazi in America. Today, 
millions of people read about .. . hear 
about LAUSON, one of the great names in 
POWER! 











with JAUSOn 


service ability 


LAUSON engines are the perfect replacement 
for many power units. Proudly stock a com- 
plete LAUSON department for greater profit 
and service sales. Easy to service ... LAU- 
SON has a fine network of service dealers 
thruout the nation ... many of them also 
dealers for the world-famed LAUSON out- 
board motor! 








For Details, Write: 


THE LAUSON COMPANY 


New Holstein, Wisconsin 
Givision ef Hart-Carter Company. 








AA USON 


PORTABLE . OUTBOARD 


ENGINES ae MOTORS 





in Canada: Hart-Emersen Ce. Ltd., Winnipeg. 












For Completely 
Soft Water 
Without 


Size for size—dollar for dollar— you can guarantee 
a Myers Water Softener to give more for the money! 
Greater softening capacity by 44% than any same-size 
unit. Faster, more efficient regeneration with one push 
of a button. Surer protection against Zeolite loss by a 
patented “Double Check” system. America is fast 
waking up to the dollar-and-drudgery saving benefits 
of fully-softened water. And Myers Water Softener 
dealers are profiting most by this fast-growing trend! 
If you are an independent dealer — interested in getting 
the inside track on this new, big-money market — 
write us today for full information. 


Top: Myers Softmaster — 
fully automatic, finest in qual- 
ity, easiest to install. Per- 
fected push-button simplicity! 
6 models — 3 sizes. 


Left: Myers Autorinse — 
simple, semi-automatic opera- 
tion. Also available for manual 
operation (Myers Hydrochief). 
24 Models — 6 sizes. 








Write — Right Now —To: 


THE F. E. MYERS 
& BRO. CO. 


Dept. P-117, Ashland, O. 








Thermoid Advances 
Three Executives 


Fred Matheis, Alvan 
Campbell, Jr., and Tharon 
J. Ellis were named as- 
sistant vice-presidents of 
Thermoid Co., Trenton, N. J., 
at a recent meeting of the 
firm’s board of directors. 

Mr. Matheis has been as- 
sociated with Thermoid for 
more than 35 years, work- 
ing in the production of in- 
dustrial rubber and insulated 
wire products. He is pres- 
ently assistant sales mana- 
ger of Thermoid’s Industrial 
Rubber Div., and during 
World War II was an in- 
dustry representative on the 
Industrial Rubber Advisory 
Committee to the WPB. 

Mr. Campbell joined the 
firm in 1988, and is produc- 
tion planning manager as 
well as service manager of 
the Special Sales Division. 

Mr. Ellis is factory su- 
perintendent of Thermoid’s 
Rubber Division. Prior to 
joining Thermoid three years 
ago, he held an executive 
manufacturing position with 
Firestone Rubber Co. 





Represents Landers 


Landers, Frary & Clark, 
New Britain, Conn., has ap- 
pointed George L. Gruchacz 
as field representative of the 


News of the Trade 





home cleaning equipment di- 
vision in Detroit, Mich., 
northern Ohio and northern 
Indiana. The firm has also 
appointed four new distrib- 
utors for its home cleaning 
equipment line. 





Train to Housewares 
Show from Chicago 


A special through train 
from Chicago to Atlantic 
City will again be operated 
by the Pennsylvania Rail- 
road for visitors to the Na- 
tional Housewares Exhibit, 
July 7-11, according to A. W. 
Buddenberg, executive secre- 
tary, National Housewares 
Manufacturers Association, 
1140 Merchandise Mart, Chi- 
cago 54, IIl. 

The special train will leave 
Chicago’s Union Station at 
3:15 p.m., Daylight Time, 
Saturday, July 5, and will 
go directly to Atlantic City, 
arriving at 9:55 a.m., Day- 
light Time, Sunday, July 6. 

For the return trip, the 
train will leave Atlantic City | 
at 5:20 p.m., Daylight Time, | 
Friday, July 11, and arrive 
in Chicago at 10:00 am.,, 
Daylight Time, July 12. 

Reservations should be 
made with Fred J. Nolan, 
passenger representative, 
Pennsylvania Railroad, 16 S. 
La Salle St., Chicago 3, III. 




















Smith’s Hardware Wins Advertising Award 





The Brand Names Foundation’s “Certificate of Merit’ was 
awarded to Smith’s Hardware Co., Terre Haute, Ind., for 
excellence in an advertisement stressing brand names. Gar- 
land Cooper, Smith’s Hardware Co. president, center, is 
shown here receiving the “Certificate of Merit” from Joe 
Sparks, president of the Terre Haute Advertising Club. Also 
pictured are, left to right: Arthur V. Crary, Jr., Wabash Ad- 


vertising; Mrs. Cooper, and 


Agency. 
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“FASTEST SELLING 


irm has also 
new distrib- 
ome cleaning 


ITEMS WE 
EVER CARRIED !” 


So easy to use. 
Applies just like 


ewares 

licago 

rough train 
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lvania Rail- 





@ Modern Factories 
@ Office Buildings 








Ang adh @ County, State and toothpaste. Stays 
ing to A. W. Federal Buildings Bright, white fer. 
cutive secre- @ Ships of Our Navy 

Housewares 

Association, Every year more and more Architects 


and Builders are specifying Chicago 
“Triplex Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are wi 
smart looking and streamlined to We 
harmonize with modern architectural 


e Mart, Chi- 


in will leave 
Station at 
light Time, 


pact 


CAULK 39 





5, and will requirem 
tlantic City, Soe yh _ Easy to Use 
| am., Day- "Spring Hinges of Quality” MIRACLE TUB-CAULK 





day, July 6. 
n trip, the 


eee Chicago Spring Hinge Co. 





Squeeze bright, white Tub-Caulk right out of 
the tube—like toothpaste. Dries in one hour 
to tight waterproof seal that won’t shrink 











; ; or crumble. Keeps its bright, white satin- 
Ry A bert CH ICA S.A. NEW YORK smooth finish even after repeated use of 
ly 12 we harsh scouring powders. Your customers each 
uly ic. will buy several tubes of Tub-Caulk to seal Packaged in Colorful, 
should be around bathtubs, to fill in cracks around Self-Selling Counter 
| J. Nolan, shower stalls and to seal cracks between sinks Display! 
sentative, and walls and between window or door frames. 
ilroad, 16 S. , 
ago 3, Ill. One large retailer reports: ‘$12,816 Miracle Tub-Caulk sales in 


30 days — Most successful promotion ever run!” 


Award 
















...in a soldering 
Solves toughest 


Iron you can gluing problems. 


aii! 2 


J 
4 





MIRACLE Black Magic ADHESIVE 


BRAND 
as described in Reader’s Digest 


The rugged waterproof adhesive for heavy 
duty jobs. Your customers will want Black 
Magic Adhesive to replace loose tiles .in 
walls, floors or mantels, to fasten rubber 
strips, gaskets, and bumpers on car doors or 
refrigerators; and to attach furring strips 


/’ DRAKE 


pistol-grip 





SOLDER 


' / ING IRONS 





i spp: ‘ easier to use, Drake directly to concrete or masonry walls with 
ati iol a @lal Me Tol lel-Talile Malas filla real need among Miracle Anchor Nails. 
your. customers. That's why they SELL! You get full 
‘ Distribugjed Coast to Coast and in Canada 
Merit” was ge eng n 60, 100, and 125 watts, from $3.75 to 
$10.00 list. Also a complete line of soldering irons for i 
the profit parade. Order stock today, and watch 


ad og and every purpose. Write for catalog 
eenes, WRT cs come fast and easy — and your profits roll in! 


center, is SURPLESS, DUNN & CO THE RUGER COMPANY 








* from Joe meee ente eye 

Vabaa Ad DRAKE ELECTRIC WORKS, Inc. 

se Wabash 3656 N. LINCOLN AVE., CHICAGO 13, ILL. 

, 17, 1952 HARDWARE AGE, APRIL 17, 1952 291 

















Represents Dayton Pump 
In Detroit Area 

Fred H. Blackwood has 
been appointed district sales 
representative of the Dayton 
Pump & Mfg. Co., Dayton, 





FRED H. BLACKWOOD 


Ohio. Mr. Blackwood, with 
headquarters in Detroit, will 
cover southern Michigan and 
northern Ohio. He will han- 
dle the complete Rapidayton 
line of water systems, water 
softeners, cellar drainers, 
and gasoline pumps to the 
wholesale trade. 


Housewares Caravan 
Holds Last Spring Show 


The final spring show for 
1952 sponsored by the Mid- 
Atlantic Housewares Cara- 
van, Bourse Bldg., Philadel- 
phia 5, Pa., is scheduled to 
be held at the Hotel Roanoke, 
Roanoke, Va., April 29 and 
380. About 1500 hardware 
dealers have been invited to 
attend this show, and a good 
turn-out is expected. 

A similar show was held 
at the Penn Harris Hotel, 
Harrisburg, Pa., on March 
17, at which time John Stauf- 
fer, president of Herr & Co., 
Inc., Lancaster, Pa., and 
president of the Pennsyl- 
vania Wholesale Hardware 
Supply Association, addres- 
sed the group. The Ameri- 
cus Hotel, Allentown, Pa., 
was the site of another 
Caravan show on April 1 
and 2. 

The Mid-Atlantic House- 
wares Caravan has scheduled 
shows for the fall season 
in Philadelphia, Baltimore, 


Richmond, Norfolk, and 
Wilkes-Barre. 
Three new members of 


the Caravan have been an- 
nounced, bringing the num- 


ber of cooperating manu- 
facturers’ agents up to 10. 
New members are: D. G. 
Carberry, Drexel Bldg., Fifth 
& Chestnut Sts., Philadel- 
phia 6, Pa.; Winfield J. Wen- 
ger, 345 Third Ave., Haddon 
Heights, N. J., and S. E. 
Karfunkle. Other new ac- 
ceptances will probably not 
be made before the fall sea- 
son. 





R. W. Smith Represents 


American Hdwe. Supply 


Robert W. Smith has been 
appointed sales representa- 
tive in the southern Ohio 
area for American Hardware 





ROBERT W. SMITH 


Supply Co., 41 Terminal 
Way, Pittsburgh 19, Pa. He 
replaces Fred Luttenberger, 
who has resigned. 

Mr. Smith has been with 
the firm for 15 years, work- 
ing up through the ware- 
house and office. Prior to his 
most recent advancement, he 
was in charge of the tele- 
phone order section of the 
organization. 





Phoenix Table Mat Co. 
Moves to New Quarters 


The general offices and fac- 
tory of Phoenix Table Mat 
Co., 13815 W. Congress St., 
Chicago 7, Ill., have been 
moved to new and larger 
quarters at 1718-42 E. 75th 
St., Chicago 49, Ill. 

The expansion is in line 
with the steady increase in 
the sales of-Aristo-Mat stove 
and utility mats manufac- 
tured by the firm. 





Mowamatic Moves 


General offices of Mowa- 
matic Corp. have been moved 
from New York City to 137 
S. Fifth Ave., Mt. Vernon, 
N. Y., according to S. Levitt, 


News of the Trade 





president. The new address 
will also include a parts and 
service department. The com- 
pany manufactures power 
lawn mowers. 





Joins Field Sales Staff 
Of Western-Winchester 


Alvin H. Hopf has been 
appointed to the sales field 
force of Western-Winchester, 
division of Olin Industries, 
Inc., East Alton, Ill., and he 
will make his headquarters 
in the Pittsburgh area. 

Mr. Hopf has held sales 
positions with National Elec- 
trical Products Corp., and 
other firms in Cleveland. 





Thompson Co. Appoints 
Two Representatives 


W. B. Stowers and W. W. 
Lang ‘have been appointed 
representatives for George 


S. Thompson Co., South 
Pasadena, Calif. 

Mr. Stowers will cover 
Oklahoma, Louisiana, and 


the eastern part of Texas 
from headquarters at 2507 
Pacific Ave., Dallas, Tex. Mr. 
Lang has been named for 
Minnesota, North and South 
Dakota, and other special 
cities in that area. 


Whirlpool Merges With 
Clyde Porcelain Steel 


A plan to merge with 
Clyde Porcelain Steel Corp., 
Clyde, Ohio, has been ap- 
proved by stockholders of 
Whirlpool Corp., St. Joseph, 
Mich. The combine will pro- 
vide Whirlpool, manufac- 
turer of home laundry equip- 
ment, with the complete 
facilities of Clyde’s laundry 
equipment component parts. 
The company will continue 
to bear the name of Whirl- 
pool Corp. 

Acquisition of the Clyde 
facilities will add over 400,- 
000 sq. ft. of production area 
to the company’s product 
manufacturing facilities, 
bringing functional area to 
over 1,200,000 sq. ft. 


Coroaire Appoints T. G. 
Leonard Vice-President 


T. G. Leonard has been ap- 
pointed vice-president of 
Coroaire Heater Corp., Cleve- 
land 15, Ohio. 

Mr. Leonard joined the 
Coroaire sales organization 
in 1946, and until recently 
served as assistant national 
sales manager of the organi- 
zation. 











South Dakota Association Elects Officers 





E. M. Barber, Barber & Jahnig Hardware, Britton, S. D., at 
far right, was elected president of the South Dakota Retail 
Hardware Association which concluded its 47th annual con- 
vention, in Sioux Falls, S. D., April 3. John Frey, Frey's 
Hardware & Furniture Store, Belle Fourche, second from left, 
was named to the vice-presidency. O. R. Bailey, fourth from 
left, association secretary-treasurer, was reelected. Others 


who were reelected to the advisory board are 


H. T. Benson, 


Chester Hardware, Chester, S. D.; O. T. Finsand, Jr., Fin- 
sand Hardware, Lemmom, second from right; and E. S. 
Peterson, Peterson Bros., Bradley, S. D. Another new member 


of the board, not shown, is Gordon Thune, Mitchell, S. D. 
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recently The board features ‘T'aylor’s new induction 
national | damped compasses, in convenient wrist 


eer and lapel models. “Induction damping” 


is a frictionless magnetic brake that 

brings the floating dial to rest faster, 
ficers for quicker compass readings—a real 
sales feature! The magnetic force of the 
needle itself induces an opposing cur- 
rent in a surrounding copper shell, and 
the current provides the braking effect 
to swing the dial into position quickly. 
5 pocket compasses displayed include 
the new metal case, flat needle Gydawl* 








Dealers everywhere are boosting compass sales with this 
handsome, self selling 10’ x 12” permanent merchandiser for wall 
or counter. Assortment includes display board and 11 popular 
ie compasses priced from $1.25 to $3.25. Retail value, $24.25; re- 
é tailers cost, $14.40; retailer's profit, $9.85 or full 40%. 

Special advertising in April and May issues Prices slightly higher in Canada. 

of Field and Stream will feature these 
compasses, and Taylor’s famous Fisher- 
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YESTERDAY.A POTATO“FIELD. 7 





TODAY A MODERN. VILLAGE. 


Yes, the Levittown story is truly the 
story of growing America. Thousands 


of quality homes at a reasonable cost. 


Levittown sills are permanently sealed 
with Sterling KORD ... Here are two 
more Sterling product services that 


are also making profit headlines. 


& 


STERLING 

Glazing Compound 
Caulking Compound 
Seam Compound 


THE NATION'S MOST 
COMPLETE CAULKING 
SERVICE 





Kord 

Krak-Tite 
Caulking Guns 
Caulking Tubes & 
Cartridges 


STERLING 

@ Brush Cleaner 
@ Muvit 

@ Likkety Kut 
@ Non-Inflammable5F5 | 





Send for price lists on all Sterling Products today — Dept. H 


STERLING PAINT & 


VARNISH CO. 


184 Commercial St. Malden, Mass. 











News of the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 








Duke Joins Western Div. 
Of G. M. Baird & Co. 


Robert M. Duke has joined 
the western division of G. M. 
Baird & Co., manufacturers’ 
representative, 2502 Sterick 
Bldg., Memphis 3, Tenn. He 





ROBERT M. DUKE 


will assist Charles W. Mc- 
Knight, the firm’s western 
division manager. 

Mr. Duke was formerly 
with Nash Hardware Co. 
from 1943 to 1951. He will 
travel out of G. M. Baird & 
Co.’s branch office at 6334% 
Gaston Ave., Dallas 14, Tex. 





Represent Luhr Line 


Sherman Loyd, with head- 
quarters in Dallas, Tex., has 
been named manufacturers’ 
representative for the entire 
line of lures made by Luhr 
Jensen & Sons, Hood Rivers 
Ore., in eastern Texas, Okla- 
homa, Tennessee, Arkansas, 
Louisiana and Mississippi. 
Named to handle the Luhr 
line in California, New Mex- 


| ico, Arizona, western Texas, 


Nevada, Utah and Colorado 
was McCune-Merifield Co., 
51 Fremont St., San Fran- 
cisco 5, Calif. 





Plas-Tex Appoints Five 


Plas-Tex Corp., 2524 Mili- 
tary Ave., Los Angeles 64, 
Calif., has named five manu- 
facturers’ agents to handle 
the firm’s line of plastic 
housewares. John R. Lumm, 
Jr., will cover Ohio and 
western Pennsylvania, and 
Robert A. Futterer, has been 


named for Colorado, Utah, 
Idaho, Montana and Wyo- 
ming. George Goddard & 
Son, 3902 W. Charlestown 
St., Seattle 6, Ore., is the 
new Oregon and Washington 
representative. Rutherford 
& Perdue, 2013 Cedar 
Springs, Dallas 1, Tex., 
covers Texas, Oklahoma, 
Louisiana, Mississippi and 
Arkansas. George McDuffie 
Co., handles Alabama and 
western Tennessee. 


Names Sales Engineers 


Sales Engineers, 3517 Hen- 
nepin Ave., S., Minneapolis, 
Minn., has been appointed 
manufacturers’ agent for 
Field Control Division, Men- 
dota, Ill., covering North 
Dakota, Minnesota and part 
of Wisconsin. The firm will 
represent the complete Field 
line, including the new “MG” 
Gas Control recently intro- 
duced. 





Gudebrod Names Hentcy 


Norman Hentecy has been 
named manufacturers’ rep- 
resentative for Gudebrod 
Bros. Silk Co., Inc., 12 S. 
12th St., Philadelphia 7, Pa., 
covering Michigan, Indiana, 
Ohio and western Pennsyl- 
vania. 





Represents Camillus 


John Carder, Jr., Co., 
1624 N. First St., Albuquer- 
que, N. Mex., has been ap- 
pointed manufacturers’ rep- 
resentative for Camillus 
Cutlery Co., Camillus, N. Y., 
to handle the firm’s house- 
hold cutlery and Camco 
pocket knives in Utah, Colo- 
rado and New Mexico. 





Carpenter Co. Named 


Allen B. Carpenter Co., 
Denver, Colo., has been ap- 
pointed to handle the tele- 
vision tray and clothes bas- 
ket lines of Cal-Dak Co., Ine., 
Colton, Calif., in Colorado, 
Utah, Wyoming, Idaho, Mon- 
tana, New Mexico, Arizona 
and western Texas. 
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Represents McKay Chain 
Division in Southeast 

A. J. Willingham, Jr., has 
been named district sales 


representative for the Chain 
Division, McKay Co., Pitts- 





A. J. WILLINGHAM, JR. 


burgh, Pa., covering Ala- 
bama, Georgia, South Caro- 
lina, Florida, Mississippi and 
Tennessee. 

Prior to his present ap- 
pointment with the McKay 
Co., Mr. Willingham was as- 
sociated with U. S. Pipe & 
Foundry Co. and Moore- 
Handley Hardware Co. in 
engineering and sales. 





Locksmith Supply Group 
Elects New Officers 


Officers were elected at the 
fifth annual meeting of the 
National Locksmith Suppliers 
Association, 67 W. 44th St., 
New York 18, N. Y., held 
recently at Gasner’s Res- 
taurant, New York. 

Officers elected for the en- 
suing years are: Bernard 


Zion, Majestic Lock Co., 
president; Julius Hellring, 
Hellring Bros.,  vice-presi- 
dent; Julius Rosenblatt, 
Aristo Sales Co., treasurer, 
and Al Lewis, A. Lewis 
Hardware, Inc., secretary. 


Harry Silver, Q, Silver Hard- 
ware Co., and Jerry Lasky, 


Whitlock Corp., were elected. 


directors of the Association 
for a term ending March, 
1954, 





New Paine Co. Plant 


The new plant of Paine 
Co., Fullerton and Westgate 
Rds., Addison, Ill., is a 
modern one-story building 
combining office, factory and 
warehouse space in 20,000 s- 
ft. of floor space. The com- 
nany, manufacturing hang- 
ing and fastening devices and 


News of the Trade 





rotary drill bits for use in 
masonry and tile, was form- 
erly located on Carroll Ave., 
Chicago. 





Hardware Dealer Wins 
Ailen Tractor Contest 


Charles E. Cheathem, 
Cheathem-Greenville Hard- 
ware Co., Inc., Greenville, 
S. C., won first prize of a 
Planet Jr. tractor with a full 
set of implements for sub- 
mitting the best name for 
the tractor. The nationwide 
dealer contest to name the 
new tractor was sponsored 
by S. L. Allen & Co., Inc., 
Fifth St. & Glenwood Ave., 
Philadelphia 40, Pa. 

The contest drew over 1200 
different suggestions, the best 
of which were found to be 
in use for similar products. 
To break the deadlock, S. L. 
Allen & Co. selected the 
three best names as prize 
winners, made the awards, 
and named the new tractor 
“Tuffy.” 

Second and third prizes 
went to Frank P. Azevedo, 
Frank P. Azevedo Sales & 
Service Agency, North Dart- 
mouth, Mass., and O. W. 
Custis, O. K. Custis & Son, 
Craddockville, Va., respec- 
tively. 





Frank Joins Tryon Sales 
Staff in Ohio Territory 


Ben Frank has joined the 
sales organization of Edw. 
K. Tryon Co., 815 Arch St., 
Philadelphia, Pa., covering 
the Ohio and Michigan terri- 
tory. He will headquarter 
at 1788 S. Taylor Rd., Cleve- 
land Heights 18, Ohio. 

Mr. Frank has had long 
experience in the promotion 
and sale of fishing tackle 
and sporting goods, having 
traveled Ohio for the past 
six years. 





BEN FRANK 
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30” and 36” rigid 
frame style 
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Patented Blades 


Light, Sturdy, 
Tubular Tension Frames 


Quick Blade Changes 









Fastest Cutting Bow Saw Made 


Everyone that has used 
a famous Bushman saw 
knows it cuts faster—is 
less tiring and cuts longer 
than any bow saw they 
can use. Dealers, too, 
know how these saws 
have sold year in and 
year out because they're 
everything their cus- 
tomers want. Order your 
stock now, and watch 
Bushman make a profit 
for you. 


Other Gensco Products: 


Bushman Prening Saws Swedish Wood Chisels 
Gensce Stenman Bullders’ Mardware 


See Your Jobber 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 379, Illinois 




















OBITUARIES 








Sherwin M. Wylie 


Sherwin M. Wylie, presi- 
dent of the board of the 
American Hardware Supply 





SHERWIN M. WYLIE 


Co., Pittsburgh, and well- 
known hardware merchant 
of Elizabeth, Pa., died on 
March 24. 

He served as a director of 
American since 1936 and was 
a vice president for the past 
six years. 


Mr. Wylie, who was nearly 
52, was a vice president of 
his local bank, and a past 
president of the Lions Club 
of Elizabeth. He was a direc- 
tor of the Sun Rubber Co., 
Barberton, O. He was a 
Mason. Surviving are his 
widow and a son, Sherwin 
M. Wylie II. 





Robert S. Caldwell 


Robert S. Caldwell, head of 
the hardware department of 
T. Eaton Co., Toronto, Ont., 
died March 4, following a 
lingering illness. He was well 
known in the hardware trade 
in both Canada and the 
United States. His widow 
survives him. 





Stanley W. Blumm 


Stanley W. Blumm, 683, 
founder of Arco Industries 
Ine., Marathon, N. Y., died 
on March 9 after a long ill- 
ness. 


News of the Trade 





Mr. Blumm, a prominent 
figure in the sporting goods 
and toy industries, opened a 
sporting goods store in Chi- 
cago in 1914. He later be- 
came associated with Alfred 
Johnson in the Alfred John- 
son Skate Corp. In 1934 he 
established his own Arco In- 
dustries Inc., for the manu- 
facture of ice and roller 
skates, continuing as chief 
executive officer of the firm 
until his death. 





John C. Fisher 


John C. Fisher, 56, owner 
of Fisher Hardware & Appli- 
ances, 6641 Van Dyke Ave., 
Detroit, Mich., died of a heart 
attack recently. He had oper- 
ated the store for the past 
35 years. 





James T. Knott 


James T. Knott, sales rep- 
resentative for Brown-Dar- 
nell Co., 1024 Oakman Blvd., 
Detroit, industrial supply dis- 
tributor, died suddenly re- 
cently. He had formerly been 
associated with Buhl Sons 


Co., Glidden Paint Co., and- 


had worked in a hardware 
store in Detroit. 


Andrew S. Butler 


Andrew S. Butler, 75, 
president of McDougall-But- 
ler Co., Inc., 2929 Main St., 
Buffalo 14, N. Y., paint man- 
ufacturer, died at his home 
on March 25 after a five- 
month illness. 

Mr. Butler started in 1904 
as office manager for Pratt 
& Lambert, and from 1910 
until 1919 he served as presi- 
dent of Dorries & Co., Inc. 
He had been president of 
McDougall-Butler since 1919. 
He was a member of the 
Fifty Year Club of the Na- 
tional Paint, Varnish & Lac- 
quer Association. 

Two daughters and two 
sons, Andrew S. Jr., and Ed- 
ward J., survive him. 





Francis F. Gregory 


Francis Fargo Gregory, 
merchandising coordinator of 
A. O. Smith Corp., 3533 N. 
27th St., Milwaukee 1, Wis., 
died March 8, following an 
operation for removal of a 
lung. He had been with A. O. 
Smith since 1944, serving 
first as sales promotion man- 
ager and public relations di- 
rector. 





Bicycle Institute Tells 
History of the Bicycle 


“Story of the Bicycle” is 
the name of an historical 
brochure prepared by the Bi- 
cycle Information Bureau of 
the Bicycle Institute of 
America, Inc., 1 E. 57th St., 
New York 22, N. Y., in con- 
nection with the 75th anni- 
versary of the American 
bicycle industry being cele- 
brated this year. 

The brochure traces the 
history of the bicycle from 
the first “Draisienne” bi- 
cycle invented by Baron Von 
Drais in 1816, to the present 
day when there are more 
than 20,000,000 bicycle riders 
in this country alone. 





Nashua Firm Renamed 


The company name of 
Nashua Gummed and Coated 
Paper Co., Nashua, N. H., 
has been shortened to Nashua 
Corp., the name being shorter 
and more convenient. The 
firm manufactures flexible 
packaging materials and 
package sealing machines. 
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Elected at the annual convention of the North Dakota Retail Hardware Association, 


Retail Association Elects Officers 








March 25-27 at Fargo, were the officers shown above, front row, left to right: Frank 
Gruye, Vallancy Hardware Co., Mandan, president; Evelyn J. McGrann, Fargo, secretary 
(reelected); Wallace Haugom, Haugom Hardware & Furniture Co., Portland, first vice- 
president; William Connolly, Connolly Hardware, Devils Lake, director. Top row, left 
to right: Paul E. Gardner, Gardner & Zeren Hardware, New England, retiring president 
and new advisory board member; Harlan H. Nelson,| Carlisle & Bristol, Fargo, advisory 
board; E. A. Roach, Roach Hardware & Furniture Co., Carrington, second vice-president. 


Not shown are J. L. Gyldenvand, La Moure Hardware Co., La 
Miller, Miller Hardware, Columbus, director, and E. S. Duea, J. C. 


Hardware, Sharon. 


Moure, director, George 
Duea & Sons 


HARDWARE AGE, APRIL 17, 1952 














Co — 





The o 
were | 
servic 
Brook: 
and g¢ 
factor: 








Offcial 
entire 
of Vita 
mond | 
are sho 
meeting 
rent cc 
industr 
portuni 
busin 
credit 
were a 
subjects 
at the 


r 


utler, 75, 
ougall-But- 
| Main St., 
paint man- 
, his home 
er a five- 


ed in 1904 
for Pratt 
from 1910 
d as presi- 
t Co., Ince. 
esident of 
since 1919. 
er of the 
f the Na- 
ish & Lac- 


and two 
-, and Ed- 
im. 


ory 


Gregory, 
‘dinator of 
»» 0583 N. 
e 1, Wis., 
lowing an 
oval of a 
with A. O. 
|, serving 
tion man- 
lations di- 





ociation, 


t: Frank 


ecretary 
rst vice- 
row, left 
resident 
advisory 
resident. 
George 
& Sons 


17, 1952 











ETT EE 









HA Photo Angles 












A report in pictures of 
people and events 
in the hardware trade 















The oldest employees of Eclipse Lawn Mower Co., Prophetstown, IIl., A 
were honored at a dinner on March 12, and awarded diamond-studded 
service pins. Left to right are: R. H. Tenly, personnel manager; Russell 
Brooks, 30 years; Walter Middleton, 30 years; C. Neal Turner, president 
and general manager; Luther Lindberg, 40 years; Hugo Hecht, assistant 
factory manager; Marshall DeMey, 30 years, and K. S. Moore, controller. 


















Seal of Approval of the Can Manufacturers In- 
stitute. See story on page 280 of this issue. 





Midway on a country-wide sales tour for Rub: 
berset Co., Newark, N. J., are these company 
executives. Left to right: J. F. Smith, divisional 
sales head; C. H. Epperson, central division 
head; W. R. Daggatt, vice-president and general 
sales manager, and E. M. Jones, Jr., president. 
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Troutdale-in-the-Pines resort, 
near Denver, Colo., was chos- 
en as this year's location for 
the national convention of the 
Associated Pot & Kettle Clubs 
of America, June 22-25. Pot 
& Kettle Club officers are 


shown surveying resort. 


Officials and salesmen of the 
entire East Coast sales staf” 
of Vita-Var Corp., 1180 Ray- 
mond Blvd., Newark. N. J., 
are shown at a two-day sales 
meeting held recently. Cur- 
rent conditions in the paint 
industry, sales op- 
portunities, new 
business, and 
credit problems 
were among the 
subjects discussed 
at the meeting. 
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WILLIAM F.STEPHEN- rapa! 
SON, who retired as vice i Count 
president of Stratton- j shop 
Warren Hardware Co., hobbie 
wholesale hardware firm » 
of Memphis, Tenn., is very 
alert in mind and in good 
health despite his 86 years. 
Instead of retiring to slip- 
pered ease, Mr. Stephen- 
son turned to directing 
publication of a new gata- 
log for the Stratton-Bald- 
win Co., New Orleans 
wholesale firm. “Bill W. F. STEPHENSON 
Knee Action; Non-Hanging Dead Bolt Stephenson is one of the 
: cp; . best qualified hardware men in the nation,” said 
Solid Sette S-Fin Cooney Leslie M. Stratton, Jr., president of the firm, on 
Easily Reversible Spring Latch Bolt the occasion of Mr. Stephenson’s retirement. Mr. | , 





Forged Bronze Construction 







U Siti lly G ee Stephenson was all set to retire before Pearl 
neconaitionally Guaeranteec Harbor, but when the war started he decided to 
stay on the job. He had been with the Stratton- 

Warren Co. for 38 years, and in the hardware c 

business 63 years. Born near Shelbyville, Tenn., 

he helped his father repair many homes following 

the Civil War. He entered business in Nashville 

after graduation from Winchester Normal Col- 

lege and held positions there, in Birmingham and 

Louisville before going to Memphis. In 1921 he board f 

organized and was first president of the Memphis teer fir 

ee Exchange Club. He was formerly an active golfer. | has als 

tea te ee g das vo He now makes his home with a daughter at 3540 § ment 4 

* ete am : Charleswood Place, Memphis. ' ried in 
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L. BREWSTER JACK- 
SON, sales manager of 
Wickwire Brothers, Inc., 
Cortland, N. Y., manufac- 
turers of woven wire prod- 
ucts, first went to work at 
the age of 12 in his fa- 
ther’s wire jobbing house 
in Philadelphia. He first 
learned cabinet-making 
and paint finishing in the 
screen department and 
progressed through every 
operation in the factory, 
L. BREWSTER JACKSON warehouse and store and 
eventually to the office be- 
fore starting his outside sales career. In 1920 Mr. 
Jackson became Philadelphia district sales man- 
ager for the Wickwire-Spencer Steel Corp. Five 
years later he left that organization to join Wick- 
wire Brothers, Inc., as assistant sales manager. 
He took his present position as sales manager in 
1939. Mr. Jackson has always been active in civic 
duties and in industrial and trade organizations. 
He took an active part in the Philadelphia Hard- 
ware Association, was a charter member of the 
Penn Athletic Club, was a member of the Steel 
Club of Philadelphia, of which he is an honorary 
life member, a member of the Philadelphia Rotary 
Club and the Riverton, N. J., Country Club. Dur- 
ing the war Mr. Jackson was on various industrial 
committees, being active in helping to secure 
trade standards in conjunction with the U. S. 
Bureau of Standards for wire insect screening, 
poultry netting and hardware cloth. He was also 
president of the Cortland County Community 
Chest and on the board of the USO. He is a mem- 
ber of the Cortland Rotary Club and the Cortland 
Country Club. A complete woodworking and paint 
shop, golf and bowling have been Mr. Jackson’s 
hobbies. 





GUST BOCHER, Gillett, 
Wis., has owned a hard- 
ware store there for 50 
years. Prior to that time, 
he owned a hardware store 
at Lark, Wis., after serv- 
ing a four-year appren- 
ticeship in a hardware 
store at Cecil, Wis. Now, 
approaching 80, Mr. 
Bocher has a total of 58 
years in the hardware 
business and is still active 
in the store every day. His 
brother, Henry, joined him 
in the business in 1905. 
For many years Mr. Bocher had a number of 
horses which were his hobby, but he sold them 
some years ago. He has served on the Gillett village 
board for many years, was a member of the volun- 
teer fire department for more than 20 years and 
has also served as president of the Gillett Advance- 
ment Association. His wife, Anna, whom he mar- 
ried in 1898, also helps him in the store. 





GUST BOCHER 
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¢ JOB POWERED 


Werp 


The Fastest-Moving 
RESALE LINE 
on the Market! 





* Tapered design and balanced 
weight distribution for easier grip- 
ping and handling without fatigue. 


@ WRENCHES with thin, strong head 
walls reach narrow openings. 
Tapered necks angled and scien- 
tifically reinforced at points of 
stress. Accurate broaching for per- 
fect fit and rigid, non-slip grip. 


















@ PLIER teeth accurately milled for 
powerful gripping. Scientific 
‘angling and non-slip joints. 

@ SOCKETS and ATTACHMENTS hot 
forged! Thinner walls, lighter 
weight, deeper broach, stronger. 





Exclusive features 
make METCOID 
America’s Most 
Popular Tools! 







heen mm 


e NO DUPLICATION 
OF SIZES 






“Ar om Ni " 
na i ' 


MOVING NUMBERS 







Sold only through 
authorized jobbers 






METAL ENGINEERING CO. 


PLANO, ILLINOIS 
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Hardware Dealers ar MDESTRO 
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3 HOTTEST TOOL DEALSE 


is popular Deal No 7 
— 


a good profit, on a small investment, 
you can’t beat these three Indestro 
Red Hot Deals! 

Dealers report this is the easier, better 
way to sell tools. You get only the pick 
















































of the hottest sellers to offer your Retails for $39.86 
customers .. . no out-of-date numbers 
.no “‘shelf-warmers”’. .. every tool On Every Turnover $ 
in REAL DEMAND. Buy any one or two You Make */3.3/ 
eee 


or all three—and get the Colorful All- 


: : FIFTY-SEVEN OF THE HOTTEST SELLING 
Metal Display Boards without extra 










































: y . BOX, OPEN-END AND COMBINATION WRENCHES 

charge. Start with Deal No. 1 Today ; : +8 ' ge- 
: J a Simply display the attractive all-metal Tool Board 

and ask for free Bulletin describing which holds the brightly plated and polished, drop- % RC 
the other money-making Hot Deals in forged select steel wrenches, and see how your 

full detail customers go for them. All in popular sizes and no it 
u etali. aan. All a by ag —, we Been i e 
d price. Order this starter No. 1 Deal today. me-Alloy Stee) 4 

a GET ALL THREE DEALS | *" 10 Square s ox Sockets, DE| 

s — FOR ONLY $92 45 18 Box Wrenches ¥%"to 1” 18 Open-End Wrenches %"to 1” “ t m 

r | itha man 0 renee oF $46 ee 21 Combination Wrenches 7c" to 13" { vo 

HARDWARE WEEK ON EVERY TURNOVER Bask 

| 725 33 jg INDESTRO MFG. CORP. E No. 

wif N. Kildare At Schubert of f 

Chicago 39, Ill., U.S.A. 

plus 

i disp 

a 2 ae 


You Can Always Sell 
Hoppe Products 


and you can sell them quickly because these widely 
used gun cleaning essentials are used by millions of 
gun owners and are consistently advertised. There's 
nothing can match Hoppe’s No. 9 and Hoppe’s Patches 








PIPE MENDING CEMENT 
for Split Soil Pipes, 
Waste Lines, Sand | 
Holes, Cracks, Pin- 
holes, and Gaskets 


1 Just rub into the crack ... that’s 
DISPLAY IT! all! This positive seal for Water, 


Easy-to-use 
STIK FORM 





for removing primer, powder, lead and metal fouling SELL IT! Gas, Acids, Brine, etc. applies to 

and when it comes to Hoppe’s Lubricating Oil and The most practical wet or dry surfaces. An excellent 
' 4 - item in years... caulking compound that stops 

Hoppe’s Gun Grease you simply can’t go wrong. Ask for Big, Steady leaks while liquid runs in pipes 

your Jobber. He has handled them for many years and oder taeier under moderate pressure. 

when he says, “they sell’ you can bank on his predic- Ses. Write for folder and sample 


Bs Se eae. ‘be ae age 
























tion. ses ay 
FRANK A. HOPPE, Inc. EMICAL CO. | Be 

2314A North 8th St., Philadelphia 33, Pa. 3058 W. CARROLL * CHICAGO 12, ILLINOIS 13 aol 
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RIGHT CONNECTION 


for volume sales 
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— a CAMPBELL- HAUSFELD 
ROYAb 
: Plat * SPRAY PAINTING OUTFITS 


the Original pebetsies 


ciass-1oP FUSE PORTABLE AIR COMPRESSORS 


and LEADER & 


ever since! 


































TROYAL WIRE 7 


; : engineered for | 


eel Hex Sockets, ‘ DEPENDABILITY 5B 


10 Attach; 
— merchandised for § 


ing 4% Square 
H VOLUME SALES § 
' Ask for details of the P 
B No. 1 deal — 1250 feet ~~ 
of ROYAL quality wire 
P plus a steel counter 
. display rack. 


Order now from 
| your jobber. Dis- 
| play them and talk 
| them up in your 
| Paint Department! 
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aged for quick 
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greater volume 





CEMENT 
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Write for catalog and price list. 
Give us the name of your jobber. 


THE CAMPBELL-HAUSFELD CO. 





imple 








215 RAILROAD AVENUE HARRISON, OHIO 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


consumer charge account balances 
in February was primarily season- 
al in character. Total consumer 
credit outstanding at the end of 
February is estimated at $19,763 
million, $357 million below the 
January total, but $230 million 
above a year ago.” 


Expects Paint Sales 
To Exceed $1 Billion 


Paint purchases by consumers in 
excess of $1 billion were forecast 
for 1952 for the paint industry by 
J. Harold Kolseth, vice president of 
all trade sales division of Devoe & 
Raynolds Co., Inc., speaking in 
Boston before a Massachusetts 
Dept. of Education meeting at 
Massachusetts Institute of Tech- 
nology. 

Due to changed market condi- 
tions, he said, the paint industry 
faces a challenging opportunity for 
further growth, quite independent 
of the volume of new building con- 
struction. 

“There are now over 44,000,000 
occupied dwellings in the residen- 
tial field, an increase of 27 pct since 
1940,” he said. “These permanent 
additions to the repaint market and 
a 40 pct increase in per capita gal- 
lonage consumption, explain why 
the dollar volume of consumer 
paint sales has tripled since 1940.” 


Consumer Price Index 
Shows First Decline 


The consumer price index of the 
Bureau of Labor Statistics dropped 
0.6 pet between mid-January and 
mid-February, its first decline since 
last June and the largest since De- 
cember, 1949. The index, as of Feb. 
15, stood at 187.9, compared with 
the 1935-39 yardstick which is cal- 
culated at 100. However, the index 
was still 10.4 pct higher than at the 
time of the outbreak of hostilities 
in Korea in June, 1950, and it was 
2.2 pet over a year ago. 
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Sunbeam to Continue 
Under Fair Trade 


B. A. Graham, president of the 
Sunbeam Corp., issued a statement 
in which he said that notwithstand- 
ing the filing of a civil anti-trust 
suit by the government, his com- 
pany would “continue to operate 
under its universal fair trade con- 
tract system.” 

“The company will continue to 
enforce that system in the courts 
and will continue to prosecute all 
pending litigation vigorously. The 
government’s anti-trust suit will be 
fought through to the Supreme 
Court if necessary.” 

Regarding the situation in New 
York, where there has been a con- 
siderable amount of price cutting, 
Mr. Graham said that extensive 
preparations to enforce fair trade 
contracts against violators have 
been under way for some time. He 
said preparation is also being made 
“to proceed against those who in- 
duce contract signers to violate 
their contracts.” 


Consumer Prices at 
October, 1951, Level 


A 1.5 pct drop in consumers’ 
prices from January to February, 
1952, was reported by the National 
Industrial Conference Board. The 
board, in a survey of the price sit- 
uation in 10 major United States 
cities, noted that the index is now 
approximately at the October, 1951, 
level. The index for January set a 
record high and the drop in the 
month since then was the first 
sizable decline in consumer prices 
since early 1950. 

The purchasing power of the 
dollar was 56.7 cents for Febru- 
ary, 1952, the dollar of January, 
1939, being 100 cents. Over the 
year, purchasing value was down 
1.7 pet. The dollar in February, 
1951, was worth 57.7 cents in terms 
of the base figure. 


Chain, Mail-order 
Sales Were Steady 


February sales of chain store 
and mail-order houses were esti- 
mated to have been about 5 pct 
above February, 1951, the U. S. 
Dept. of Commerce announced. 

However, when adjustment was 
made for the extra day this year, 
February, 1952, is only slightly 
above February, 1951. 

February sales of the chain and 
mail order firms also showed little 
change from the previous month, 
after correction for seasonal fac- 
tors and the difference in the 
number of trading days. 


Purchasing Agents Note Softening of Prices, 
Closer Relationship of Supply and Demand 


Inventories are continuing their 
downward trend, according to the 
monthly report of the business sur- 
vey committee of the National As- 
sociation of Purchasing Agents. 

The committee failed to find any 
material improvement in industrial 
activity in March. The usual sharp 
seasonal pickup in production and 
orders was lacking, it was stated, 
and trends for the month were said 
to indicate “more of a leveling off 
than a lift.” 

The one bright spot in the picture 
noted by the survey was a tendency 
to close the gap between declining 
orders and the rate of production to 
bring the rate of production more 
in line with demand. ~ 


Prices, it was stated, were show- 
ing many soft spots, with more de- 
veloping. There were more prices 
down during the month than were 
up. Employment is down at a time 
when it seasonally should be in- 
creasing. : 

Items on which prices were lower 
included gray and malleable cast- 
ings, corrugated and paper contain- 
ers, coal, foreign copper, lighting 
equipment, glycerin, industrial 
tape, lead, leather, some lumber, 
vegetable oils, paint, paper, waste 
paper, wax. phenolics, rosin, rubber, 
screw machine products some sol- 
vents, tires, turpentine, perishable 
tools, twine, textiles and zinc scrap. 

Prices were higher on acetylene, 
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Presenting the 


COOK & DUNN 


ALL-STAR 
SALE S SHOW on latex. One coat gives uniform 


fi board . . . even brick, and cinder 
or block! DRIES IN 30 MINUTES. 
12 Delightful Decorator Colors 


PRICED WITH JOBBER ADVANTAGES 














VELVET FINISH 


Tough, durable flat finish based 





Held Over! BY POPULAR DEMAND 


with 
Colormagic 





* 108 Gay, New Colors in 5 Top-Quality, 
Guaranteed Finishes. 

* Self-sellers in the exclusive, compact Custom 
. Colors Display Unit. 

* Simple, accurate, single tube mixing system. 
No guessing, no messing, no waste 
selling time! 

* All the wanted colors at the lowest 
initial inventory cost. 


, — fear ee Siefiporle d ty 
Spring Selling Favorites!] CQQK & DUNN ADVERTISING 


C&D PREPARED 
RADIO ¢ NEWSPAPER 
HOUSE PAINT | DIRECT MAIL ¢ BILLBOARD 


C&D FLOOR and ; i r 
Same Guano | New, Attractive Store Displays 


WHITE ENAMEL | 


i cep ramannnr | FREE ADMISSION 
i 


LIQUID GREEN . .. to a personally escorted 
tour of our plants. Please 
C&D SCREEN write for appointment. 
ENAMEL 


~ sS 


<i 
a: 
As 
* ae 


. 


Address All Inquiries to: COOK & DUNN PAINT CORP., P. 0. eo NEWARK ri N. J. 
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NEW 

ALUMINUM 
FRAMELESS a 
TENSION 
SCREENS 
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Sealed Tight... 7 hs 
Held by tension. ; 
Exclusive sill bar adjusts 
to off-level sills. 

















PROFITS FOR YOU! = — 


It’s the smart way to cut screening costs, reduce maintenance and 
add convenience to homes and apartments! Sell these new-type 
Keystone Aluminum Tension Screens for all double-hung windows! 
Cash in now—thousands of prospects! 

Saves 25. minutes per window in installation time. Easily in- 
stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
able sill bar assures tight fit on uneven windows. Easily replaced 
screening. Low first cost, low upkeep, neat appearance. Investigate! 


KEYSTONE GROWING FAST IN POPULARITY! 
Easy a) lnstall North Carolina Distributor says: “Our volume has 


increased considerably. Builders and consumers 
find it more economical to install Keystone Ten- 
sion Screens. Customer satisfaction proven with- 
out a doubt.” 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing projects 
in this vicinity. These screens far superior both 
in quality, appearance and durability to any other 
type of screen window. Also, most economical.” 
Georgia Jobber says: “Keystone Tension Screens 
are most satisfactory. They have certainly gained 
in popularity. Used on several large housing 
projects in this territory, and countless thousands 
of individual homes.” 
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brick, calcium carbide, chromite, 
plywood and oxygen. 

Among items reported in easier 
supply were brass mill products, 
electrical controls and motors, lead, 
lumber, rubber, many steel’ items, 
both mill and warehouse, and zinc. 

Items said to be hard to get in- 
cluded sulphuric acid, bearings, 
copper, diamond tools, grinding 
wheels, machinery, nickel, pipe, 
special steels and copper wire. 


Retail Collections 
Show Improvement 


There was an improvement in 
February in retail collections, com- 
pared with November, but custom- 
ers were not settling their accounts 
as quickly as they did in February, 
1951, according to a quarterly sur- 
vey made public by the Chicago As- 
sociation of Credit Men. 

The percentage of accounts dis- 
counting currently stands at 63.3, 
compared with 59.5 in November 
and 66.5 in February, 1951. Per- 
centage of accounts past* due was 
10.8 in February, compared with 
10.2 in November and 11.4 in Feb- 


* ruary, 1951. 


Credit conditions in the first 
quarter of this year on the whole 
showed improvement, compared 
with the previous quarter, accord- 
ing to the survey. February collec- 
tions were up, as compared with 
last November. However, credit ex- 
ecutives feel there will be a down 
trend in payments. 

The study was made up of figures 
on about 415,000 accounts in retail 
stores, manufacturing and whole- 
sale trades and industrial sales. 


Department Store 
inventories Higher 


Inventories of 296 department 
stores as of Feb. 29, totaled $951 
million compared with $910 million 
at the end of January and $1,087 
million at the end of February, 
1951, reported the Federal Reserve 
System. 

Sales in February were esti- 
mated $271 million, as against a 
January total of $291 million and 
$284 million a year ago. Outstand- 
ing orders of $386 million were up 
slightly from the $379 million in 
January but were down sharply 
from the $654 million of a year 
ago. 

New orders placed by the 296 
stores were estimated at $319 mil- 
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4 =e nationally known 
b= ~ for quality 


= rationally advertised 





to boost your sales 


There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 
cashing in on the big demand, now. 





PROMINENTLY — 
DISPLAY THEM 
ACCURATE TAPES 
SELL THEMSELVES! 
Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 


= 


IF IT’S TAPE... 1T WILL PAY YOU TO MAKE SURE 


"ACCURATE TAPE 
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There’s no extra charge for the 
full-dress carton... when you buy 
NEW BEDFORD pre-measured rope. 


These attractive self-dispensers sell themselves. 
Printed red for manila, green for sisal, they take 
up negligible floor space. Stack ’em in pyramids 
-—stack ’em on edge—any way you stack ’em 
they make an attractive sure-fire rope-selling 
display. Look at these built-in features: 

@ No double inventory ... cartons contain 
full or half-coils ... you can keep a single 
stock for each rope size from 3/16 to 
3/4 inches. 

@ All-enclosed carton keeps rope factory- 
fresh, free from dirt, dust and grease. 

@ Rope stays snarl-free—no collapsed coil 
confusion. 

@ Easy-to-read specification panels mean 
finding the right rope fast. 

And you can be sure of the right rope length— 
no guesswork—rope factory-marked in red every 
ten feet, New Bedford rope is easier to handle, 
easier to sell by foot or pound (there’s no charge 
tor this feature, either). 

More rope, more profit, more sales benefits. 

Sell rope the New Bedford way...make your 
rope sales really pay. 


Write today 
NEW BEDFORD CORDAGE CO. 
New Bedford, Mass. 


NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 


(1) Rush me full details. 
[LD Please send me introductory trial order: 































Manila [] Sisal [J 





Rope Sizes | ) 
My Name. 

Company. 
Address 
Town 
My Jobber is 











Zone State. 
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Add these 


features 





and reap the 
profits 
with the new 


Peerless 


Super Value 


FREZO 





From top to bottom, the con- 
struction of the new PEERLESS 
Super-value Frezo spells quality. 
This multi-action freezer's low 
price will assure you quick turn- 
over and more profits in 1952. 
Ask your jobber about this latest 
best seller of the well known 


PEERLESS FREEZER CO. 
Household Sizes: 2 to 8 Qs. 


The PEERLESS FREEZER CO. 


WINCHENDON, MASS. 















lion during February, compared 
with $359 million in January and 
$375 milion a year ago. 


Radio, Appliance Sales 
Dropped 35% in Year 


January sales of retail radio 
and appliance dealers were esti- 
mated at $203 million by the Com- 
merce Dept. This compared with 
$299 million in December, a 32 pct 
drop, and with $312 million in the 
same month a year ago, a 35 pct 
decline. 

Total sales of all electrical 
goods wholesalers were estimated 
at $381,000,000, a 17 pct drop from 
the $457,000,000 estimated for De- 
cember and 34 pct below the $578,- 
000,000 total for the corresponding 
month a year ago. 

Inventories of electrical goods 
wholesalers on January 31, were 
put at $239,713,000, a 3 pct rise 
from December and 37 pct above 
January, 1951. 


Prices Raised on 


Westinghouse Items 


Price increases on a long line 
of electric housewares were an- 
nounced by Westinghouse Electric 
Corp. The company said that the 
changes were made with approval 
of the Office of Price Stabilization. 

Suggested retail price of the 
roaster oven was $42.95, up from 
$39.95; the broiler grid was 
raised to $8.50 from $7.95; a three- 
pound iron was up to $13.95 from 
$12.95; a waffle baker up to $26.85 
from $24.95; a pop-up toaster to 
$24.65 from $22.95; and a griddle 
to $16 from $14.95. 

At the same time heating pads 
were reduced to $8.65 from $8.95 
and to $7.25 from $7.45. . 


Dept. Store Sales 
Lower Nationally 


Department store sales through- 
out the nation showed a 9 pct drop 
in the first two months of this 
year, compared with the corre- 
sponding period a year ago, re- 
ported the Federal Reserve Svs- 
tem. Sales declines were shown by 
all 12 Federal Reserve districts 
for the two-month period. 

The Atlanta and Dallas districts 
made the best showing, with de- 
creases of only 2 pct. Boston, with 
a 12 pet drop, showed the biggest 
decline. 












Expects Normal Sales 
Of Refrigerators Now 


A 10 to 15 pct increase in retail 
sales of General Electric refriger- 
ators this year over 1951 was fore- 
cast by Clarence H. Linder, gen- 
era] manager of GE’s major appli- 
ance division. 

He said he based his forecast on 
an analysis of retail sales for the 
first 12 weeks of this year when 
they ran 45 pct ahead of those for 
the same 1949 period and were 
about the same for the like period 
of 1950. This, he said, indicates an 
apparent return of the traditional 
seasonal buying pattern. 

This pattern which brings 
heaviest refrigerator sales in the 
late spring and early summer, was 
upset to some extent last year by 
“scare buying” in January and Feb- 
ruary, he said. The buying was a 
carryover from the abnormally 
heavy demand which developed in 
the latter part of 1950 due to fear 
of shortages after outbreak of the 
war in Korea. 

Sales for the first 12 weeks of 
this year were 27 pct behind those 
for the same 1951 period on ac- 
count of the scare buying then. Mr. 
Linder saw indications of a return 
of the seasonal pattern in March 
retail sales when the sales curve 
began its normal rise. Barring un- 
foreseen developments he said a 
continuation of the trend may be 
expected through the early sum- 
mer. 


Mail Order Catalogs 
Show Many Reductions 


Price reductions, ranging from 6 
to 37 pct, feature the Spring cata- 
logs” of the nation’s mail order 
houses. The price reductions listed 
are described as the largest in many 
months. 

Sears, Roebuck & Co. has issued a 
866-page catalog, compared with 
3806 pages a year ago and it shows 
reductions on 1,000 items. There 
were 600 price cuts in the book a 
year ago. 

Prices of home furnishings un- 
derwent the largest cuts, with some 
items reduced as much as 27 pet. 
Light fixtures were cut 6 to 20 pct 
from prices in the general catalog, 
cast aluminum cooking ware was 
off 15 to 26 pct and a plastic hose, 
24 pet. 

There were also reductions on 
summer furniture, freezers, heat- 
ing systems, gas and electric ranges 
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DRIVING WHEEL 


THEY GUARANTEE POSITIVE CUTTING 
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SEE THOSE 
TWO 


LITTLE GEARS? 





CUTTING WHEEL 
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You'll see them on all SWING-A-WAY Can Openers, 
They're syncro-geared! When you turn the handle, the 
cutting wheel automatically turns at the same speed as the 
can revolves. This “rolling pierce’’ action keeps the cutting 
wheel permanently sharp 





Show your customer those two little gears. Thanks to them, 
this Can Opener always works. The cutting wheel glides 
through the tough tin top . . . never slips balks or jerks. 





Those two little gears make the difference. 
Model 609 R-W-Y 


a) 








write or wire 


SWING-A-WAY MFG. CO., ST. LOUIS 16, MO. 
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MBE -HOFFMANN 


Home Accessoune 


ate {ree 








Sate Pp pat tec,“ ee 


BARBEQUE GRILL 


A handsome, complete “kitchen on wheels” for outdoor cooking and 
serving ... designed for real convenience and efficiency. Features air- 
insulated, self-leveling, heavy-gauge firebox which is adjustable to five 
positions within a 6” travel range for positive heat selection and control. 
Handy pull-out ash catcher; heat-proof Bakelite knobs; 17-1/2” x 11-1/4” 
heavy wire lift-out grid; 21” hand operated spit, adjustable to three heights. 
Specially designed warming table panel is heated from fire box on chimney 
flue principle... includes two 1-quart hot dishes plus 4-1/2” x 7” bun- 
warming area. Work table measures 15” x 18”; has color-sealed Masonite 
top which serves as permanently built-in cutting board; also a convenient 
Chef Shelf (on deluxe model only), complete with salt and pepper shakers, 
basting jar, napkin holder. Hinged shelf at firebox end stands upright 
for use as a windbreak; lies flat to provide extra table space. Strong steel 
girder construction; dimensions: 31” high x 18” wide x 34-1/2” long 
(44-1/2” with shelf extended). Beautiful, durable hand-sprayed baked- 
enamel finish in Green with hammered aluminum finish on windbreak shelf 
and warming grill surface. Ships knocked-down...easy to assemble. 


No. 150 Deluxe Model No. 140 Standard M 
(with Chef Shelf) (without Chef shan 


TOTE-TABLES 


Excellent companion-pieces for Mell-Hoffmann’s 
new Barbeque Grill — and all-year family favor- 
ites for every home use. Carry like luggage; fold, 
or unfold easily; store compactly. Strong steel 
“girder” construction, tubular aluminum legs. 
Genuine Masonite Presdwood top with “Lin- 
Like” sealed finish color-toned to harmonize 
with Dubonnet, Yellow, or Green trim. 

Sizes: (No. 524) 24” x 60” x 30” high; 
(No. 530) 30” x 60” x 30” high; (No. 630) 30” 
x 72”x 50” high. 




















———— 
SEE YOUR JOBBER 


IM BILIL -HOFFMANN MFG. CO. 
1827-53 W. WEBSTER AVE. 
CHICAGO 14, ILLINOIS. 
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and luggage. The Sears book con- 
tained 800 new items. Included was 
a room air conditioner, a folding 
bed unit and a stainless steel saw at 
$5.95, which it is claimed will not 
rust. 

The Montgomery Ward catalog 
made the sharpest reductions. It re- 
duced a 15-cubic inch capacity home 
freezer to $284.95 from $319.95. 
There was a 15 pct cut on many 
small appliances. 

The new catalog of Spiegel, Inc., 
has reductions ranging from 10 to 
20 pct, with refrigerators among 
items with the biggest price cuts. 


Florence Stove Head 
Says Market is "Soft" 


Business in stoves and appliances 
in general is now “soft,” according 
to Robert H. Taylor, president of 
the Florence Stove Co., in address- 
ing the company’s annual meeting. 
Dealers, he continued, have exces- 
sive inventories and are reluctant 
to buy ahead. Sales for the first 
quarter were below the $7,467,584 
reported for the same period a year 
ago, he said. 

The company has between $9 and 
$10 million of war orders, he said. 
Included in the orders are airplane 
wing assemblies, engine baffles, ar- 
mor plate processing and ammuni- 
tion clips. A third of the company’s 
business should be for government 
accounts by year-end, he stated. 


Rise in Number of 
Retail Failures 


Failures among retailers were 
up to 90 in the week ended March 27 
from 83 in the previous week, Dun 
& Bradstreet, Inc., reported. There 
was also an increase over the cor- 
responding week a year ago. 

Retailing was the only group in 
which failures showed a rise in 
the March 27 week. 


Wedding March Slowed 
To a Walk in Late 1951 


The wedding march to the altar 
which started at a fast pace after 
the outbreak of war in Korea, in 
June, 1950, continued strong until 
the last half of 1951, when it 
slowed considerably, according to 


vital statistics released by the | 
Public Health Service, Federal § 


Security Agency. 
For the year as a whole, the 
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Modern'Chefsize Shakers 





EASY TO FILL and Use 
Tops Don’t Clog or Shake Loose 


@ Matching the smart, modern de- 
signed Lustro-Ware Canisters, these 


SALT, PEPPER shakers are bought on sight by nearly 
. AR h ife. With the salt & 
FLOUR and SUE nee aa & saa she’s back 


MED Te TH, soon for the flour and sugar along 
tt: — with other matching pieces from the 
nationally advertised Lustro-Ware 
Line of over 100 items. For turn-over 
and profits, feature Lustro-Ware. 


COLUMBUS PLASTIC PRODUCTS, INC. Columbus, Ohio 


Lustro: Ulanre 
PLASTIC HOUSEWARES 


oA 





Size 37,” x 2"/2” square 


"Chef Set" of 4 shakers 

eee for salt, pepper, flour and 
sugor, lettered in white, cel- 
lophone wrapped. 

Supgested retail 98c. 


2 piece Salt and Pepper set, 
cellophane wrapped. 
Suggested retail 49c. <oururm on 
mS 
2 piece Flour and Sugar Set, ‘Sel Be 
wropped ond priced same as \%, Pies 
. 


obove. 
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PLEASE EVERY 
CUSTOMER’’ 







Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why youcan besure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


MANUAR 
TRAINING 


ADJUSTABLE 
CARTON 


TESTED 
QUALITY 
FOR OVER 
100 YEARS 








ROBERT MURPHY SONS COMPANY 








AYER, MASSACHUSETTS 
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Easy-Dip 
KITCHEN SCOOP 


(Non-Breakable Plastic} 
For Dipping 


AN ICE CREAM 
INEX- VEGETABLES 
PENSIVE SALADS 
DISHER 

COTTAGE 
+ CHEESE 
THERE IS A 
TAILOR- 


MADE DEMAND 


Of the 29,000,000 
home refrigerators 
and deep freezers sold 


since 1946, 
15,000,000 have 
special ice cream 
com partments which 


make 
15,000,000 new bulk ice 


cream buyers, who need 
15,000,000 home-use ice cream dishers. 
EASY-DIP serves ice cream easier, in attrac- 


tive, uniform, ball shape portions. The thumb 
trigger ejects the portion neatly and posi- 
tively from the dipper bowl. 


It has been tested and proven by 12 years 
of commercial use and has all of the service- 
ability and value of a $3.50 metal disher, 
yet is so inexpensive that every home can 
own one. 


Made of high impact, polystyrene plastic 
it is non-breakable and should last a life- 
time. The colors are red and yellow in com- 
bination, with persuasive eye appeal. Dealers 
say it is a "hot" item. 


SPECIAL SAMPLE OFFER 


Mail $1.00 in currency or money order and 
receive, postpaid, two EASY-DIP DISHERS 
or one dozen for $5.00. 


For quantity prices inquire of your jobber or 
write 


THE LLOYD DISHER CO. 


Decatur Illinois 




























lise GIET 
APPEAL 
to bring ‘em ia | 


Put these two sales-proven, practical, “start-housekeeping” spe- 
cialties on a display table and in your window. Their clean, 
modern, mirror-polished chrome finish catches the shopper’s eye; 
their obvious utility for young housewives starts the urge to buy. 
They’re “naturals” for profits in the bridal giving season. 


EVEREDY 


Kake Savor 


Keeps a bride’s prized cakes, pies or 
pastries temptingly fresh, moist and 
delicious for days. High-arched, dome 
cover, with jet Bakelite knob, fits 
snugly into groove of the big, crystal- 
clear glass plate — keeps out air! 
Priced right for quick, volume sales. 









EVEREDY 
V7; Ki ; ® 
A sensible, economical, time-saver 
for any young home-maker who 
cooks-for-two. Bakes from 1 to 6 
fluffy potatoes — warms up buns 
and leftovers—restores crispness 
to cereals, crackers, etc., right on 
the top of the stove—no need to 
heat up the big, hot oven. Spark- 
ling chrome with jet Bakelite 


handle and finger-tip dome knob. 
A sure-fire seller for bridal giving. 


Advertised nationally to millions of families this year 





SATURDAY EVENING POST 
BETTER HOMES & GARDENS © GOOD HOUSEKEEPING 


Your jobber will be glad to ship you 
these two Everedy specialties promptly 
from stock—or get them for you— 


quick. Place your order now. 
*T.m. REG. APP. FOR 


The EVEREDY@. 


FREDERIC* MARYLAND 


310 


















1,621,159 licenses issued during 14.5 
1951 represented «a 4 pct drop et 
from 1,691,673 issued during 1950. Ship 


For the first six months of 1951, Jani 
marriage licenses ran 6 pct ahead ers alr 
of the first half of 1950. But dur- pared 


ing the last hal* of 1951 they ber, a 
slumped 12 pct below the last half Cones 


of 1950. with 6 
The 1951 total for births, over Howev 
3,800,000, may have set an all-time crease 
record. ago W 
; amoun 
Sears Will Curtail Resi 
e rose t 
Expansion Program evtlty 
Sears Roebuck & Co. has been ments 
forced to abandon further expan- cial ur 
sion of domestic store facilities from 2 


because of the burden of income 

and excess profits taxes, Fowler B. 

McConnell, president, said in the Max 
annual report for the fiscal year Wh 
ended Jan. 31. He noted that al- y 


though sales of Sears and its sub- Max 
sidiaries in 1951 were the largest Graw | 
in history, net income after taxes nounce 
was lower than in 1950. mitted 

Net sales in 1951 amounted to a comp 


$2,757,408,447, a 3.95 pct rise. Net | port fe 


income after taxes, on the other tion, dé 
hand, amounted to $112 million, sumers 
against $144 million in 1950. ful effe 
Net income of Montgomery The 
Ward & Co. was also down last , prices 
year but sales were also off, -3" ™raded, 
though not to the extent thatepn. se f 
its dropped. Net income of t satoubled 
mail order and retail concern in lawful ; 
the year ended Jan. 31 amounted it state 
to $54 million, as compared with Fair-Tr 
$74 million in the previous year. toilet g 
Sales totaled $1,106,157,077, com- tively s 
pared with $1,170,461,801 in 1950. The | 
trical 
Copper Output Was | mountir 
° «| Graw E 
Highest Last Year ; ers, un 
The copper fabricating industry at only ; 
last year produced more copper tax, abo 
contrulled materials than in 1950 “Wha 
and reached a record high for | does is 
peacetime output, the National petitive 
Production Authority announced. turers, ¢ 
Total production in 1951 was distribu 
4,993,000,000 Ibs, as compared with tinued. 
4,887,000,000 lbs. in 1950. can find 
r 7 results 
Non-Skid Tire Bod dig 
Goodyear Tire & Rubber Co. about lo 
has announced a tire designed to ing reas 
give as much as 42 pct more non- “For | 
skid mileage than the present § ote | 
standard tire and a new safety> fe 
tube said to give complete pro- par-eggeeers 
tection against punctures andj sale pri 
blowouts. | ters of | 
HARDW.: 
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14.5% More Oil Burners 
Shipped in January 


January shipments of oil burn- 
ers amounted to 45,748 units, com- 
pared with 39,830 units in Decem- 
ber, a 14.5 pct rise, reported the 
Census Bureau. This compared 
with 64,370 units in January, 1951. 
However, the month-to-month in- 
crease was greater than a year 
ago when December shipments 
amounted to 60,180 units. 

Residential burner shipments 
rose to 48,359 units in January 
from 37,549 in December. Ship- 
ments of industrial and commer- 
cial units increased to 2389 units 
from 2281 in the previous month. 


Max McGraw Tells 
Why Fair Trade Is Best 


Max McGraw, president of Mc- 
Graw Electric Co., Elgin, Ill., an- 
nounced that his company has sub- 
mitted to all members of Congress 
a comprehensive brief urging sup- 
port for new Fair Trade legisla- 
tion, designed to protect both con- 
sumers and dealers from the harm- 
ful effects of loss-leader selling. 

The brief seeks to show that 

,prices of products seldom Fair- 
™raded, such as food, clothing and 

sé furnishings, have more than 
sdtoubled since Fair Trade became 
lawful in 1937. On the other hand, 
it stated, products most frequently 
Fair-Traded, such as drugs and 
toilet goods, have registered rela- 
tively small price increases. 

The brief added that in the elec- 
trical appliance field, despite 
mounting production costs, Mc- 
Graw Electric’s Toastmaster toast- 
ers, under Fair Trade, have sold 
at only 36.6 pct, plus Federal excise 
tax, above the 1937 level. 

“What resale price maintenance 
does is to shift the major com- 
petitive struggle to the manufac- 
turers, each with his own complete 
distribution plan,” the brief con- 
tinued. “This kind of competition 
can find short-cut ways of getting 
results at lower costs. This kind 
of competition can attack the ma- 
jor elements of cost and bring 
about lower prices while still allow- 
ing reasonable profits. 

“For such competition to be ef- 
fective, it is necessary that the 
manufacturer have control of re- 
sale prices, just as the headquar- 
ters of a chain store organization 
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Bottom con- 
struction of 
WITT CANS 





Bottom con- 
struction of 
WITT PAILS 


Compare WITT CAN and PAIL 
features with others on 
these points.... 


e@ STRAIGHT SIDES—assure extra resistance 
to rough handling. 

e DEEP ROLLING CORRUGATIONS—run full 
length, adding further rigidity. 

e HEAVY GAUGE STEEL—provides battle- 
ship ruggedness. 


act as shock absorbers. 





WITT CANS and PAILS are de- 
signed and constructed to with- 
stand years of hard usage and 
abuse. Every detail from the spe- 
cial analysis steel to the rust- 
resisting hot-dip galvanizing re- 
flects the inherent quality of be- 
ing able to "stand the gaff.” Buy 
WITT and you buy unsurpassed 
quality—more for your dollar 
than that offered by any similar 
container regardless of price. 





> CANS 
e STEEL BANDS—protecttopandbottomand ° and P AILS 


‘ 
e HOT DIP GALVANIZING—a hand process» HAVE THE 


after fabrication insuring heaviest possible 


rust-proofing. 


e STURDY LID—snug-fitting,easytoremove. @ 


"Originators of the Corrugated Can" 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 


“RIGHT” 
ANGLE 


Lr Cans 
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best seller- 


for spring and summer 





Time now to stock up on this hot 
weather best seller! Finest quality. 
No-Splash spray or massage head. 
Fitsall connector—fits all faucets. 
Attractively packaged. Popularly 
priced for fast turnover, top 
profits. Write now for prices and 
new DAISY Catalog. 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, INDIANA 








ARMSTRONG BROS. 





Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this stock simplifies pipe threading 
close to walls, in corners and wherever oper- 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS,” Adjustable Dies are 
of special Vanadium Tool Steel, have “‘backed- 
off” teeth, correct cutting angle, ample chip 
clearance and _ correct’ throat 
angle. They start and cut easily, 
hold their sharpness and “spin” 
off pipe without jamming or 
tearing threads. 





Se RONG BROS. TOOL CO. 
“The Tool Holder Peopie”’ 


5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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has control of the prices in its sev- 
eral stores. The chain store can run 
one, and only one, advertisement 
for all its stores in an area because 
they all sell at the same prices. If 
each store had its own price and 
each ran its own advertisements, 
costs would be much higher and 
the advertising effectiveness would 
be less. 

“When cooperation between deal- 
ers and manufacturers is permit- 
ted through resale price mainte- 
nance, the manufacturer can play 


his part in the merchandising and 
each dealer can create customer 
willingness to buy. But dealers can- 
not and will not make expenditures 
toward this end if they know that 
some other dealer, who has not in- 
curred such expenses, can cash in 
on others’ work by offering a cut 
price. Thus cooperative, economi- 
cal, merchandising efforts (which 
for many lines of goods represent 
a major share of distribution cost) 
become difficult or impossible with- 
out standard resale prices.” 


Retail Sales Dropped Less Than Normally 
In February; Hardware Group Showed Well 


February drop in retail sales 
from January was less than the de- 
cline which usually occurs between 
those months, the Commerce Dept. 
reports. February volume was esti- 
mated at $11,205,000,000, a drop of 
$126,000,000 from January. 

The February total was $13 mil- 
lion ahead of the corresponding 
month last year but it was pointed 
out by the department that after al- 
lowing for the extra trading day 
this year sales failed to measure up 
to the 1951 volume. 

February sales were estimated 
about 2 pct above the January level 
after adjusting the figures for sea- 
sonal movements and trading day 
differences. The best showing was 
made by hardware and building ma- 
terial and automotive stores. 

Sales of the hardware and build- 
ing materials group in February to- 


taled $700,000,000, compared with 
$691,000,000 in January and $726,- 
000,000 a year ago. On a seasonally 
adjusted basis the February total 
was $925,000,000, as against $878,- 
000,000 in January and $992,000,- 
000 a year ago. 

On an unadjusted basis, total 
sales of durable goods stores 
amounted to $3,715,000,000, as 
against $3,595,000,000 in January 
and $4,143,000,000 in January, 1951. 
Seasonally adjusted, the February 
total was $4,405,000,000, as com- 
pared with $4,147,000,000 in Janu- 
ary and $5,049,000,000 in the same 
1951 period. 

For all retail stores on a season- 
ally adjusted basis, the Febru- 
ary total was $12,880,000,000, as 
against $12,642,000,000 in January 
and $13,321,000,000 in February, 
1951. 


Rise in Consumer Spending for Durable Goods 
Expected Late This Year, Credit Men Are Told 


A rise in consumer spending ap- 
pears likely beginning the latter 
part of 1952 and continuing 
through 1953, Ear] L. Butz, head 
of the Dept. of Agricultura] Eco- 
nomics, Purdue University, pre- 
dicted at the National Instalment 
Credit Conference sponsored by 
the Consumer Credit Committee of 
the American Bankers Association 
in Chicago. 

“The rate of consumer savings 
will probably decline in the last 
half of 1952 and 1953,” he said. 
“This, coupled with some modest 
increase in total disposable per- 
sonal income, indicates an _ in- 
crease in the rate of consumer ex- 
penditures. Increased consumer 
spending will have its impact upon 
the market for durable goods, non- 


mum | durable goods and services, with 


the latter two categories feeling a 
greater increase in demand than 
the first.’ 

Mr. Butz said that at the present 
time, general business activity and 
capital investment, stimulated by 
a huge defense program, are be- 
ing maintained at a very high 
level. 

“Although significant price 
weakness has occurred in certain 
commodities during the past six 
months, the general price level has 
declined so little that it may be 
said we have been experiencing 
relative price stability,” he con- 
tinued. “As a matter of fact, a 
great deal of rigidity against price 
declines is frozen into the econom- 
ic structure through a combination 
of cost-of-living wage payments, 
unemployment insurance, farm 
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I sell 
the finest... 


| sell 
DEMPSTER! 








because my customers want 
quality water systems... 


My customers seem to want every last dollar’s 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


_ 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 
special pressure tank 
needed. Easily installed 
and exceptionally 
efficient. 


DEEP-WELL JET- 
MASTER — Ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 














DEEP-WELL WATER 
SYSTEM — Positive 
lubrication. Modern 
design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 





} ENTRIFUGAL 

UMPS — Impellers 
a semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 
ings. There are no better 
irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 








America’s Quality Line of Farm 
Water Systems 

Pumps ® Tanks @ Windmills © 
Irrigation Equipment 


DEMPSTER DEMFSIE 


MILL MFG. CO. 
WATER SUPPLY 










Beatrice, Nebraska 









ven SUPPLY EQUIPMENT 
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HAND SAW PROFITS 


NUMBER 33: 
26” straight back, four gauge 
taper ground, two stroke bevel 
filed; handle—beech, full 
carved, mahogany stained, four 
nickel plated screws and medal- 
lion; plain finish, limed off. Avail- 
able 54%2-8-10 pt. Packed 
Y% dozen to a carton. 


NUMBER 22: 
26” straight back, 


- ° 


two gauge taper ground, 
one stroke bevel filed; handle 
—beech, mahogany stained, 
grip carved only, three nickel 
plated screws and medallion; 
plain finish, limed off. Avail- 


able 51/2-8-10 pt. Packed 
Y% dozen to a carton. 


BIGGEST 


SELLER EVER! 


éé ” 
Rockwell “Gem 

NUMBER 11: 
26” straight back, 
flat ground, straight filed; 
handle—beech, mahogany 
stained, no carving, three nickel 
plated screws and medallion; 
plain finish, no liming off. Avail- 
able 5%2-8-10 pt. Packed 

twelve to a master carton. 


8 point, 4 gauge 
taper ground. 


Only $388 





+ Outstanding [ong life Performance 


Blued Steel Finish, 26’, 


Xt Finen in Appeanance Superior in Quabity 








Rockwell Tools, Inc. 


FORMERLY OHLEN-BISHOP MANUFACTURING COMPANY 


Subsidiary of ROCKWELL MANUFACTURING COMPANY 


1314 KINNEAR ROAD, COLUMBUS 12, OHIO 


99 YCals OF FINE QUALITY SAW MAKING 
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SWEEPING 

















OVER 500 NEWSPAPERS 
CARRY ADS LIKE THIS 


drawers. ul vrragrance 


wonderf nds to plas 


: as — 
cedar oils — 
detest 


Proved ees 1934 


Cedacote has been proved in 
actual use by tests of one of 
America’s leading indepen- 
dent testing companies, and 
by the Professor of Ento- 
mology of one of the coun- 
try’s leading Universities. It 
bonds to anything. Is as per- 
manent as cedar, and con- 
tains more than twice as 
much fragrant cedar oils 
(which moths detest) as 
cedar wood itself. Cash in 
on this truly great and 
needed product. 


DISTRIBUTOR INQUIRIES INVITED 


CEDACOTE CORP. 
261 Gayoso 
MEMPHIS, TENN. 
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price supports, and a more or less 
permanent high money supply.” 

William A. Blees, vice president 
of Avco Manufacturing Corp., in 
charge of Crosley sales, Cincin- 
nati, O., said that in the face of 
rising costs of doing business and 
narrower profit margins, appli- 
ance dealers must stop speculating 
in inventories and spend their time 
being merchants and getting rapid 
turnovers. 

“The whole pattern of retail 
selling and serving customers is 
changing,” he told the conference. 
“Dealers must get rapid turnover 
instead of trying to make their 
money out of buying in large quan- 
tities. Appliance dealers who rec- 
ognize this change and adjust 
their business to conform with the 
convenience and buying habits of 
the people whom they serve will 
make more money than dealers 
who continue in their old ways. 
Sales management will again be 
an important function in dealer- 
ships, and salesmen of necessity 
have to go back to work calling on 
prospects and not wait for them to 
come in and buy.” 

Stressing the need of good man- 
agement, he said that that is based 
on sound accounting. 

“The first thing that many deal- 
ers need to do is install better ac- 
counting systems.” 

Joseph L. Wood, assistant trea- 
surer of Johns- Manville Corp., 
said that “only two things are re- 
quired to make 1952 the biggest 
year in the home improvement 
field—intensive selling and ade- 
quate financing.” He observed that 
“there is every indication that new 
home construction in 1952 will fall 
more or less sharply from the 1951 
peak, and again the home improve- 
ment field looms largely in our 
thinking.” 


Nesco Civilian Goods 
Sales Were $16 Million 


Nesco, Inc., manufacturer of 
housewares, said in its annual re- 
port that “houseware sales for 
most firms in the field suffered 
during 1951 as compared to 1950 
because people stopped buying. 
But our record was not too bad on 
sales of civilian goods which were 
down only 11.7 pct from the year 
before.” 

Sales of the company’s regular 
civilian goods in 1951 amounted to 
$15,591,988 while defense products 





DEPEND ON TURNBUCKLES 
To Save You Money and Time 








STRATAFLO 


CHECK 
VALVES 


flexible 
metal 
poppet 


All position. Can’t leak. j 
For cold or hot water or 

steam. 150 Ibs. pressure. 

Noiseless. Write for Bul- 

letin No. 302. 


ORDER FROM vous JOBBER 





ll a8 





STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 
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LARD 


NETO APES ENP 











m@ You get added safety and added 
Me performance in Wall Blow Torches 
with the revolutionary new Pisto-Grip 
handle. Drawn steel tank has brazed 
inserts and electrically seamed bot- 











tom. The Wall blow-proof pump 
means added safety. Available in 
brass or steel. No extra cost for this 
new handle.It will sell on sight! Write 
today for complete catalog. 







1s Another’ 
NIE 


MANUFACTURING CO. 


Grove City, Pa. 


COMPOUND KETTLES © FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS e Oil CARRIERS © PAINT POTS © ACCESSORIES 


ae 





al Dye 
LOM 


in convenient lengths, on smart metal spools 
for fast and profitable “footage” business 
...well known to your trade as the choice of 
leading manufacturers...also U-L approved 
Cord Sets that put an end to CORDelirium. 


For exacting uses requiring special re- 
sistance fo oll, heat and light, owr $O 
and $JO cords are supplied with Neo- 














prene jackets... both 40% and 60% 





> | CELI Bia ere 
, oo 50 Church St., New York 7, N.Y. 
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{ hatchet 
— You Aatety 


BEAVER NO.3 


THREADS PIPE 1/8 TO 1 INCH 
THREADS BOLTS 1/4 TO 1 INCH 


@ A world-wide favorite for 40 
years. Ratchet teeth fully enclosed 
—for safety. Openings between 
dies for easy oiling and chip clear- 
ance. Dies square in shape—no 
weak sections. Can be inverted for 
close threading. Made right or left- 
hand. Dies available for conduit 
and brass tubing. Die head carrier, 
free. Metal case available, extra. 
Write for new catalog. 


BEAVER PIPE TOOLS 
234-300 DANA AVENUE + WARREN, OHIO, U.S. A. 
“Over 50 Years of Friendly Service” 








S\ 
Q 
\A 
Oil and chip holes 


between dies. 























Enclosed ratchet 
for safety. 
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ee 














Square shaped 
dies, 
no weak section. 
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Bolt dies available. 
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Handy carrier furs 


nished free. 
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sales amounted to $13,439,956. 
| The report said that its sales 
and profits on household tinware 


S$ profi T IW AEROSO, = declined still further in 1951. 














pv 


| GE Has Furnace For 
| Basement-less Homes 


General Electric Co. has an- 
| nounced a new downflow gas-fired 
furnace, designed to provide eco- 





out basements. It may be used 
with the GE air wall heating sys- 
tem or it may be used with conven- 
tional perimeter heating systems. 





installation in the living area of 


stalled in the kitchen or any out- 
of-the-way alcove. 


Dept. Store Sales Off 
12% From Last Year 


KNAPP MONARCH , 





ended March 22, reported the Fed- 
eral Reserve Board. For the four 
weeks ended on that date they were 
| off 13 pet and for the year until then 
| the drop was 12 pet. 
| The weekly index, without sea- 


Complete Assortment of 
Small, Balanced Stock 


pree GOODS — FREE WSsbip Ys 








points from the previous week. 
TOTAL | However, it was down 31 points 


HERE’S WHAT YOU GET YOU PAY piag vs 
piag vis 






from a year ago. 





(ie meen meee | (Na $2.95 | $17.70 Spring Special Offer 
HIGH PRESSURE INSECTICIDE @ $1.97 | On Universal Items 
Y2 DOZEN No. 331 | Prices have been reduced by Lan- 


ders, Frary & Clark on an auto- 
matic toaster and two heating pads 


~KM~ REPEL-A-MIST $7.86 $1.95 | $11.70 














ONLY PROVEN REPELLENT BOMB @ $1.31 
ON THE MARKET in what the company described as 
Y2 DOZEN No. 328 
$6.78 $1.69 $10.14 
“*KM~ MAGIK-RID 
DOG SPRAY—KENNEL APPROVED| @ $1.13 HARDWARE HUMOR 
By Hardware Age 
10 ONLY No. 322 
KWIK-MIST $7.50 $1.19 $11.90 
LOW PRICED @ 75¢ 





AEROSOL INSECTICIDE 
PLUS xwik-mist | FREE | ‘1.19 | 2.38 | 


| 
FF I on 95000000555 RS ee ee eg 28 | 
| 

















YOUR PROFIT, ..*1925 


ORDER DIRECT—SHIPMENT AND BILLING THRU YOUR LOCAL JOBBER 











"| want an eight-inch mill 
BETTER PRODUCTS FOR BETTER LIVING \@fs“ SAINT LOUIS 16, MISSOURI illegitimate, please." 





316 HARDWARE AGE, APRIL 17, 1952 


nomical heating for houses with- f 


The new furnace is designed for | 


ee 99 Vv 
— | Department store sales for the 
, - country as a whole were down 10 


-* | pet from a year ago in the week | 





basementless houses. It may be in- | 


sonal adjustment, was at 273, up 13 


SIRT OE Re; 





many 
Thouso 
crease 
display 


sell mc 
display 
change 
Neutral 
Deliver 


724 


| |i 


Co 
all 
the 
str 
wh 
evi 
hu: 
Fit 
de; 
sig 











hat its sales 
hold tinware 
in 1951. 


e For 
Homes 


Co. has an- 
low gas-fired 
provide eco- 


houses with- f 


lay be used 
heating sys- 
with conven- 
ing systems. 


lesigned for | 


‘ing area of 


t may be in- [ 


or any out- 


os Off 
Year 


ales for the 
sre down 10 
in the week 
ted the Fed- 


$13,439,956. 








i etiatne cine 


‘or the four 
te they were | 


ur until then 


vithout sea- 
t 273, up 13 
rious week. 
1 31 points 


ffer 
ms 


ced by Lan- 
n an auto- 
eating pads 
escribed as 











oan 





SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 


Add Sales Company is 
introducing a new Sell- 
| Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE gives you Sell 
Service, Mass Display 
More Selling Space, Fix- 
eee) tyre Flexibility, and 
many other time-saving and money-making features 
Thousands of retail dealers have found Self-Service in 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Immediate 
Delivery. Write for Free catalog page on FLEXO-SPACE— 
Today. 


ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 











FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-eight years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 


*"WATERPROOFED" 











EELEF 


Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by dealers everywhere 
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Better 
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made . 


ALCOA ALUMINUM 


s.uarmum Company 
or america 

















Made by these leading 
screen weavers 


ALCLAD ALUMINUM .,~. 


From Alcoa...First in Aluminum 

. came the discovery that 
made possible this better, non- 
staining, longer lasting screen- 
ing. Now it is in greater demand 
than ever, because homeowners 
have seen how it ends screen 
troubles. Order now from 
your jobber. 


American Wire Fabrics 
Corporation 

Chase Brass & Copper 
Company 

Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire 
Company) 

Dixie Screen & Wire 
Products, incorporated 
Hanover Wire Cloth Co. 
Heilig Bros. Co., Inc, 

The C. O. Jelliff Mfg. 
Corporation 

Keystone Wire Cloth Co. 
New York Wire Cloth 
Company 

Pacific Wire Products 
Company, Inc. 
Pennwoven, Inc. 

Spargo Wire Company, 
Incorporated 

Standard Wire Cloth & 
Screen Company 
Reynolds Wire Company 
Wickwire Brothers, Inc 
Woven Wire Fabrics Di- 
vision (John A, Roebling’s 
Sons, Co.) 


ALUMINUM COMPANY OF AMERICA 





















“SEE IT NOW,” with Edward R. Murrow, 
brings the world to your armchair. 


CBS-TV every Sunday — 3:30 P. M. EST 












824D Gulf Building Pittsburgh 19, Pa. 








p———— AN ARTMOORE PRODUCT ——; 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your eustemers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet ef Drying Rods 
—Selected, smoothly fin- 
ished hardwoeds—Snag 
preof — Metal 
rust- plated. Lift 
the Rod Holder and 
Triped Legs open auto 
ma 


compactly for quick storage in small 
space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75. 
Slightly higher West of the Rockies 
See your jobber or write 


ARTMOORE CO. 


Dept. A-42, 1913 North 3rd Street 
Milweukee 12, Wi fi 


NEW MAGIC CLEANER— ( 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


IN J] secon: 


WIPE ON AND 
RINSE OFF! 




















Seal of Approval— 
U. S. Testing Co. 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


Sold through hardware, variety 





RETAIL and department stores exclusively 
8 o2 
89° COPPER BRITE, INC. 
$149 TULL 1109 N. Poinsettia Place 
FAIR TRADED Los Angeles 46, Calif. 
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a “spring special.” The automatic 
toaster was cut $5, to $17.95. The 
two heating pads were each re- 
duced $2, bringing the prices down 
to $6.95 and $7.95. 

Dealers will also receive two ex- 
tra heating pads free with their 
purchases of five of each unit. 


New Air Conditioners 


Servel, Inc., plans to manufac- 
ture and market room air condi- 
tioners. The new units are to be 
ready early in 1953, according to 


an announcement by W. Paul Jones, - 


president. 


Appliance Supply Expected to be Better Later 
This Year if Material Controls Are Eased 


A bright outlook for the appli- 
ance industry, both immediate and 
long-range, was seen by Clarence 
H. Linder, general manager of 
General Electric’s major appliance 
division, in addressing some 400 
materials and parts suppliers in 
Louisville, Ky. They were invited 
there to discuss with division offi- 
cials anticipated requirements for 
output at the big Appliance Park 
development now being built in 
Louisville. 


“Production is off from last year 
because of short supply of some 
materials,’’ Mr. Linder said. “Some 
of the appliances in low satura- 
tion, for which there is a growing 
consumer demand, are not pres- 
ently in free supply. But we an- 
ticipate a relaxation of controls on 
materials which probably will re- 
sult in a substantially more free 


supply in all product lines before 
the year ends.” 

Industrywide sales of major ap- 
pliances in 1951, he said, approxi- 
mated $3 billion. He forecast that 
this figure would approach $4,500,- 
000,000 yearly by 1960 because of 
growing consumer demand for 
many appliances now in low satu- 
ration. 

Production of General Electric’s 
major appliances, which are now 
manufactured at a number of 
widely scattered plants, eventually 
is to be concentrated at Appliance 
Park, with initial output slated to 
start late this year in the first of 
five manufacturing buildings 
planned there. Mr. Linder said 
that by July 1 all the division’s 
sales, marketing and other head- 
quarters personnel will have been 
transferred there from Bridge- 
port, Conn. 


Introduction of Natural Gas to New Areas 
And Greater Use of L.P. Boosting Range Sales 


New peaks in urban and rural gas 
appliance sales by the end. of 1954 
was predicted by the Gas Appliance 
Manufacturers Association in a 
three-year forecast. It was esti- 
mate that domestic gas range sales 
in the next three years would ex- 
ceed 7 million units. Gas ranges in 
use at the end of last year totaled 
29,662,000 units, the association re- 
ported. 

H. Leigh Whitelaw, managing di- 
rector of the association, said that 
introduction of natural gas on the 
Eastern seaboard, the Pacific 


Northwest and other points would 
be a powerful stimulus to the 
growth of the gas appliance indus- 
try. Another spur, he said, is the 
large unsatisfied demand for lique- 
fied petroleum gas in rural areas. 

The industry plans a $10 million 
outlay this year for advertising and 
sales promotion, compared with $8 
million last year. Allowing for re- 
placement of obsolete stoves, the 
number of new gas ranges in use at 
the end of 1954 should touch a new 
peak of over $33 million, Mr. White- 
law said. 


Wholesale Sales Picked Up in February; 
Inventories Lowest in Middle Atlantic Region 


The sales of wholesale hardware 
firms that report monthly to the 
Bureau of Census, were 3 pct 
higher than they were in January, 
but they were 19 pct under sales 
in the same month of last year. 

Sales for the 171 reporting 


wholesale hardware firms were 24 
pet lower in the first two months 
than in the same period of 1951. 
Sales this year have been lower 
in each geographic division, rang- 
ing from a decline of 16 pct in the 
(Continued on page 320) 
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line of BARBECUE GRILLS! 


ON PERMANENT DISPLAY 
ROOM 1119A, Merchandise Mart 


Retail Profitably from $4.95 to $44.95 
WITH ACCESSORIES TO $79.95 
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mand for deluxe grill at a price that moves it fast. 
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firebox removed and saucepans added. For picnics, camping. 
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SIX ATTRACTIVE MODELS TO FEATURE? 





























umber of Think of it! You can offer six quality models at 
oe ALSO ON DISPLAY prices your customers want to pay. Accessories, 
it eed o. NEW GAS WALL including upright firebox and motor driven spit 
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BROOM RAKES 


New one-piece, interlocking 
construction makes this the 
most durable, satisfactory wire 
broom rake ever constructed. 















ed with $8 
ing for re- 
Shea The tines, made of high carbon, tempered cold rolled flat wire 
stoves, the | with rounded edges, 5/16" x ss — 4" ate ts 18- 
8 i gauge steel neck. As the picture shows, the horizonta : 
2s in use at and vertical tabs oadiiealy lock the cover plate 
such a new to the frame. The cover plate also extends into 
Mr. White- ‘ the body of the ferrule adding great —— 
? where needed. The semi-circular depression 
The famous WRIGHT rooster trade- in the plate prevents tines ever becoming 
mark means repeat sales from experi- loosened. This plus the one-piece frame 
uarantees that the rake will never lose 
enced users. This colorful rooster eg 
trademark gives your hexagonal net- Hgndie is No. | hardwood. clear lacquer fi leish, ‘a 
s . s 4 " long, packe ‘o bundle. eads packe f-) 
n : ting stock attractive display. re-shipprig carton. Combined shipping weight, 23 ibs. per 
lozen 
Also stranded clothesline, and 1000 ft. spools for antenna guy wire. 
S were 24 


vo months STEEL . "Serving the Jobber for 15 Years" 

oe cE RIGH Wire CO. UGGED — 
een lower ois Wire Products OBE Company 
ween Praag 8 2713 North 24th St. BRAND Birmingham, Ala. 
=r Members, American Hardware Manufacturers Association 
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YOUR CUSTOMERS 


AND BUY ’EM 





MOORE pusutess 


PICTURE HANGERS 

For hanging mirrors; pictures; ~ 

heavy wall decorations 
—SAFELY 









MOORE pusu-pins 


For drapery and curtain tiebacks; 
lighter wall decorations 





NATIONALLY ADVERTISED 
MOORE PUSH-PIN CO. 





Since 1900 
113-25 BERKLEY ST., PHILADELPHIA 44, PA 











Make an Extra Profit on 







Grainger’s Lower Prices 


1/2 HPWESTINGHOUSE 


TISV.1725 RPM POWER-TOOL MOTOR 







3 

Lowest-priced 2 HP, double- 28 
shaft. motor for saws, lathes, 
sanders, grinders, arbors and other power 
tools. Famous Westinghouse brand. Lists at 
$28.35. Your discount is large. Y2 HP, 1725 
RPM, 115 V., 60 Cy., continuous duty, 
single-phase, 5%” double shafts. Rotation 
easily reversed. Order sample from your 
nearby Grainger warehouse. 





WHOLESALE CATALOG 


Request on Letterhead 


w.w.GRAINGER 


ee NC. 
43 WAREHOUSES —COAST-TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 
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Promotions 





vw 


Manufacturers’ New Merchandising Plans 


Jet 99 Promotion Plan 


The Leadership Formula plan 
of action for Universal vacuum 
cleaner distributors and dealers 
suggests ways and means for local 
dealers to coordinate advertising, 
publicity and promotion through 
local media; and contains ques- 
tionnaires for dealers to judge the 
capacity of their organizations for 
handling greater volume of busi- 
ness. 

It also provides easy-to-follow 
chart presentations in one pack- 
aged training unit; a guide to 
credit sales and business; pre- 
sents an orderly working system 
for prospect-getting ideas, covers 
demonstration techniques,  bill- 
board and newspaper advertising, 
home and store demonstration 
techniques and contains an ap- 
proach to spending cooperative 
advertising money to gain greater 
advertising, merchandising and 
promotion benefits. -The Universal 
Jet 99 vacuum cleaner is made by 
Landers, Frary & Clark, New 
Britain, Conn. 


‘Freedom Fair'Campaign 


The Spring promotion on West- 
inghouse major appliances, called 
“Freedom Fair,” has been started 
with full page ads in Life and 
Saturday Evening Post, and with 
a national TV hook-up. The com- 
pany has invested $250,000 in a 
motion picture training program 
that includes a news reel, a sports 
reel, a coming attractions feature 
and a feature picture in full color. 
This program is intended to permit 
the full training of 25,000 dealers 
and salesmen within a week’s time. 
The news reel tells the story of the 
Westinghouse $296 million expan- 


sion program. The sports reel with | 


Mel Allen, noted sports commenta- 
tor, as narrator, shows records be- 
ing made in 10 sports. The feature 
color picture, “Ellis in Freedom- 
land,” is based on a dealer’s realiz- 
ation that in order to sell merchan- 
dise he has to “demonstrate-to-sell.” 


Eight products tell their stories | 
through the voices of movie and | 


TV stars. The plan book for dealers 
includes retail floor displays, adver- 
tising and other sales promotion 
aids. 


Glassware Campaign 


Strong national and local adver- 
tising will back Anchor Hocking 
Glass Corporation’s 
Ovenware with the first ad of a 
series scheduled for May maga- 
zines and the May 4th Sunday 
supplements, in time for retailers’ 
Mother’s Day promotions. Half- 
page and full page 4-color ads will 
appear in Life, Good Housekeeping, 
Woman’s Home Companion, Wom- 
an’s Day, Family Circle, the Metro 
group of Sunday supplements and 
Sunday supplements in six other 
major cities not covered by the 
Metro group. The June ad is timed 
for a June brides promotion. Tie-in 
materials for dealers’ use have been 
prepared. Anchor Hocking Glass 
Corp., Lancaster, O. 


Russwin Ad Program 


The Russell & Erwin Division 
of the American Hardware Corp., 
New Britain, Conn., will keep its 
distributors well posted on product 
and merchandising activities dur- 
ing 1952 through the heaviest 
schedule of trade publication ad- 
vertising in the history of this 
century-old company. Twenty-two 
publications with a combined cir- 





(Continued from page 318) 
East South Central area to 30 pct 
below in the East North Central 
region. 

The cost value of the inven- 
tories of 145 reporting firms, at 
the end of February were 6 pct 
higher than those at the end of 
February, 1951. They were 5 pct 
higher than stocks at the end of 
January. 


The wholesale hardware firms 
had 14.1 weeks’ supply of inventory 
on hand at the end of February, 
as compared with 10.9 pct at the 
end of February, 1951. 

Wholesalers’ stocks were lowest 
in the Middle Atlantic region, 
where jobbers had only 11 weeks’ 
supply on hand, and were highest 
in the Mountain States where there 
were 16.8 weeks’ stocks on hand. 
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Rete 
WHIZ 20” Power Saw 


BUILT TO DO A BETTER JOB CUTTING 
TREES @e FIREWOOD e BRUSH e WEEDS 


A bonus profit producer—built to sell through 
performance and a real demonstrator. Sells to 
Estate Owners, Farmers, Highway Departments 
and Right of Way Contractors. Handles any 
Sawing, Trimming or Mowing job up to 12”. 


See your jobber first, if be ONLY 
does not carry ROOT Saws and 
Mowers write for Catalog and 
Discount Sheets. 


ROOT Jobber territories available 
MANUFACTURING CO., INC. 






127 ELEVENTH ST., BAXTER SPRINGS, KANSAS __| 
catia 

















B+ PAYS 
to install HELLER 
STORE FIXTURES 
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(@2-cvcie ENGiNes 


Help YOU Sell MORE 
ROTARY POWER MOWERS... 





Roto Power Vertical 
Single, Model 200—1 H.P 
Standard on MOST Leading 

Rotary Mowers 





Engineered especially for better Rotary Mower 
POWER, the @ Roto Power Engine gives you 
all these exclusive SELLING ADVANTAGES: 


| @ Lighter weight for easier mower handling. 

ust “hefe” a Roto Power Equipped mower; 
it’s often 20 pounds lighter. Think what this 
means to the owner! 


| @ No Lubrication Problems. No oil changes, 
no oil checking. Gasoline-oil mixture main- 
_ tains positive lubrication in any position or 
angle. 
| @ Easier Starting — More Dependable Pow- 
"er. 2-Cycle design assures instant starting, 
smoother power, full power output — with 
less maintenance and servicing. 


CHECK . . . You'll find many more reasons why 
Roto Power engines help you 
to easier selling in popular 

Rotary Power Mowers. 

Write for free booklet of facts on 

Power Products 


Engines. 









LOOK for this label on the 
Rotary Mowers You Sell... 


| Designed and Produced by 







WISCONSIN 


CORPORATION 


GRAFTON 
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Serving 
INDUSTRY 
since 1887 


WASHERS an 
STAMPINGS 


Standard and Special Washers, 
of every description, from every 
kind of material, any desired 
finish . . . designed for every 
purpose ... utilizing more than 
22,000 Sets of Dies. 


‘ Let us Quote on Your Needs. 


. 


WROUGHT WA 


THE WORLD’S LARGES 











ER mrc. co: 


PRODUCER OF WASHERS 













raat 


TO SHOW THEM IS TO 
SELL THEM 










5 Gal. 
KNAPSACK 
SPRAYER 


Finest knapsack sprayer made. 
Pump lever develops high pres- 
sure easily while spraying. 5 
gal. zinc-grip steel or copper 
tank. Tank is air conditioned 










preventing dampness reaching 
the back. Adjustable brass noz- 
zle. (Recommended by Exten- 
sion Services.) 


Streamlined BLIZZARD 


Copper Conti Sprayer 


—6b 


World's finest continuous sprayer. 
large, glistening solid copper 
tonk. Pump barrel is highly pol- 
ished brass, 1 Appealing, 
modern design. Sprays any 
liquid. Pint, Quart (39 ounce). 
Strongest construction. Extremely 
popular. A fast seller. 










SPEEDEX GARDEN & 
TREE SPRAYER 


© Solid brass. 
Large adjusta- 
ble nozzle for 
< spraying trees, 
shrubbery, 
flowers, weed 
killing, etc. 
Sturdily built. 
Low priced. In big demand. 





FLAME GUN SPRAYER 
HUNDREDS OF USES 


2000 degrees controlled heat. 
Destroys weeds, brush, rubbish. 
For burning safety strips and 
fire lanes. 4 gal. tank. 7 ft. 
oil proof hose. Light. Compact. 
Portable. Burns kerosene or 
range oil. 


D. B. SMITH & CO. 426main st UTICA 2, N.Y. 
ORIGINATORS OF SPRAYERS SINCE 1/1888 
OUTHERN TERRITORY. oENJ. MiITH, JR, BOX 847. SANFORD N.C 
STANLEY ST. MONTREAL 2, CANADA 














SEND FOR CATALOG 
DESCRIBING THESE AND 


OHOON, 1265 








culation of over a million readers 
are being used. Emphasis will be 
on newest additions to its line of 
locks and latches. 


Rubber Brushes on TV 


E Z Paintr Rollers will be sold 
to audiences in major television 
cities by sales stories in cartoon | 
and jingle, throughout the 1952 
painting season. The one-minute 
cartoon films have been made in 
Hollywood. 

The first releases of the commer- 
cials were used in California but 
key cities throughout the mid-west 
and East are now showing the 
series, reports V. T. Touchett, presi- 
dent of the EF Z Paintr Corp., But- 
ler, Wis. 


Tie-in Materials 


Promotional material for dealers’ 
use to tie in with Spring advertis- 
ing on Telechron products includes 
suggested newspaper ads for which 
product mats, glossy photographs 
and logotypes are supplied. Full 
page, full color ads in Life and 
Saturday Evening Post show an 
alarm and a kitchen clock against 
a wedding scene room setting. 
Telechron Dept., General Electric 
Co., Ashland, Mass. 


Floor Tile Promotion 


The Spring promotion program 
for Amtico products includes con- 
sumer ads in national magazines, 
dealer newspaper ads, radio, counter 
and window displays, and consumer 
folders. The Rubber Flooring Divi- 
sion of American Biltrite Rubber 
Co., Trenton, N. J., recently entered 
the low-priced floor covering field 
with its newest product, Amtico 
Plastex Rubber Flooring, a blend 
of rubber and plastic. 


Advertising Manual 


Youngstown Kitchens, Warren, 
Ohio, has released a revised edi- 
tion of its advertising manual for 
dealers. : 

The new manual contains 130 
pages of indexed illustrations of /—| 
mats, photos, and other materials § 
available for dealer advertising i 
purposes. It also contains 67 sug-_ [| 
gested radio spot announcements. 

In addition, it offers suggestions / 
for using advertising materials 





and preparing advertisements. 
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YOUR PROFIT —*16"? 


The new Congress 50 A Counter See Your 
Assortment, redesigned for maxi- Jobber 
mum Sales Appeal, assures rapid 
pulley turnover and high profits. 
Diameter from 114” to 5”. Order 
yours from your Congress jobber 
today. All pulleys are hand- 
somely packaged in 3-color boxes 
with pulley and bore sizes plainly 
printed. Counter display matches 
WRITE pulley box colors and each pul- 
for ley’s position is indicated tor 
CATALOG handy inventory control. 


World’s Largest Manufacturer of FHP Pulleys 
DIAMOND 


BORED DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 


CONGRESS 











ELECTRIC SOLDERING TOOLS 
MERCURY 


No. 4. 80 watts 


* Ne. 5. 100 watts 
No. 6. 150 watts 


STOUTLY BUILT. Rarely come back for serv- 
icing. 

DURABLE. Will give years of 
use to the home mechanic or 
shop man who has occasional 
soldering jobs. 

DISPLAY BOARD. Free with 
an order for one each of the 
three sizes. 





ASK YOUR JOBBER 
VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
end Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons and Heating Units. 
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GRAPHICALLY ILLUSTRATING PEAK 
PERFORMANCE YOU GET WITH 
FRACTIONAL H.P. GENERAL PURPOSE 
PEERLESS FLUIDYNE 
END SUCTION PUMPS 














KEY TO CHART 
Performance chart 
showing head- 
capacity 
characteristics of 
Peerless Type PE 
Fractional H. P. 
General Purpose 
Pumps at 3450 rpm. 


KEY TO PUMP H.P. 
IN CHART ABOVE 


Fractional HP close PE 25—'V4 hp 
Coupled Electric PE 33—'/3 hp 
Type PE Fluidyne PE 50—1/2 hp 
Pump PE 75—% hp 
Fractional HP ~ 150-114 hp 


Flexible Coupled 
Type PB Fluidyne 
Pump 


In addition to its peak performance ratings, Peerless offers: 
1—FOUR DIFFERENT TYPES OF DRIVE—close coupled electric, V 
and flat belt pulley and flexible coupled with pump and 
motor on common base. You select the pump best suited 
to your needs from a head range up to 110 feet, from a 
Capacity range up to 65 gpm and motor sizes up to 1% hp. 
2—SIMPLICITY IN DESIGN, reflected in easy installation, long 
efficient life, ease of maintenance and replacement of parts. 
3—AVAILABLE FROM STOCK in most types and sizes, in stand- 
ard construction; factories at Los Angeles and Indianapolis. 
4—HYDRAULIC CHARACTERISTICS SUPERIOR TO CONVEN- 
TIONAL PUMPS. Performance chart above illustrates the 
excellent efficiencies over the entire operating range of 
the fractional hp line. 
5—NON-OVERLOADING IMPELLER DESIGN helping to prevent 
motor burn-out due to fluctuations under operating con- 
ditions. 

NEW BULLETIN describes additional features of both 
fractional and integral hp pumps in the Peer- 
less Fluidyne Line. Write for your copy of this 


24-page fully illustrated and descripitve bul- 
letin by requesting Bulletin B-2300 today. 











PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 





Address Inquiries to Factories at: 
Los Angeles 31, Calif. or Indi polis 8, | 

Offices: New York, Atlanta, Fresno, Los Angeles, 
Chicago, St. Louis, Phoenix; Dallas, Plainview 


and Lubbock, Texas; Albuquerque, New Mexico 
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DON’T BE SATISFIED bo per 7 
WITH LESS THAN 


A COMPLETE LINE! 
ONLY 


—_ 


“long-grip’ 
Couplings & Menders 


ARE MADE FOR 
3/4" _ 5/g"" ” V2" =7/16" 
RUBBER OR PLASTIC HOSE 


corrugations firmly 
gtip inside of hose. 


Deep channel per- 
mits fingers to com- 
press hose for max- 
imum grip. 





<= Easy to grip long, 
heavy double 
knurled nut with § | 


extra threads. 3 
: i 
Patented “Stag- | 
gered Fingers’ of | 
special design to 
conform to small 
diometers and hold 


plastic hose with 
vienna Seep biting grip. 


To serve your trade you need all FOUR 
sizes because plastic hose in sizes under 
Y2"" is rapidly gaining popularity. Only 
Sherman has the new 7/16"' size—a coup- 
ling designed especially for plastic hose. 
It has the same outstanding features of 
the Sherman %"', 5%"" and '/2"" sizes—the 
famous patented staggered fingers, extra 
deep multiple corrugations, and extra 
long tailpieces. 


No. 85CL 7/16” 





~ LAWN HOSE Goops 


Taarne, CREEK, 
MICHIGA 






















Thread, Fy 200 by Rue 
ay It’s EASY! 








valle 


There’s no other portable power drive for ined pipe tools 
as EASY to use as the Oster No. 422 Power Vise Stand. 
The new “Auto-Grip,” safety chuck is 
semi-automatic . . . takes over all the 
work of chucking the pipe. 


The heavy-gauge, all-steel case is 
unbreakable . . . guaranteed for life of 
machine! Standard 
range %” to 2” pipe. 
With drive shaft: 2%” 
to 8” pipe. Send for 
catalog Bulletin No. 422. 











THE OSTER MFG. CO. - 2028 E. 6Ist-St., Cleveland, Ohio 


Please send free copy of Bulletin No. 422. 













ADDRESS 
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$412 Billion Appliance 
Market in 1960 


The appliance business in 1960 
will be worth four and one-half 
billion dollars, the General Elec- 
tric Co. estimates. 

A breakdown of the company’s 
estimates for 1960, together with 
current production and market 
saturation data on a number of 
major appliances follows: 

Refrigerators: Market satura- 
tion at the end of 1950, 86.4 pct; 
estimated saturation by 1960, 95 
pet. Sales in 1951, 3,900,000 units. 

Automatic washers: 1951 satu- 
ration, 12.8 pct; estimated 1960 
saturation, 39 pct; 1951 sales, 1,- 
550,000 units; estimated 1960 
sales, 2,600,000 units. 

Automatic clothes dryers: 1951 
saturation, 1.1 pct; estimated 1960 
saturation, 16.9 pct; 1951 sales, 
350,000 units; estimated 1960 
sales, 1,200,000 units. 

Electric ranges: 1951 satura- 
tion, 21 pct; estimated 1960 satu- 
ration, 43 pct; 1951 sales, 1,400,000 
units; estimated 1960 sales, 2,200,- 
000 units. 

Electric water heaters: 1951 
saturation, 11.6 pct; estimated 
1960 saturation, 24 pct; 1951 sales, 
845,000 units; estimated 1960 
sales, 1,800,000 units. 

Food freezers: 1951 saturation, 
5.8 pct; estimated 1960 saturation, 
24.6 pet; 1951 sales, 1,000,000 
units; estimated 1960 sales, 1,100,- 
000 units. 

Dishwashers: 1951 saturation, 2 
pet; estimated, 1960 saturation, 12 
pet; 1951 sales, 260,000 units; esti- 
mated 1960 sales, 1,000,000 units. 

Garbage disposers: 1951 satura- 
tion, 2.1 pct; estimated 1960 satu- 
ration, 15 pct; 1951 sales, 335,000 
units; estimated 1960 sales, 1,250,- 
000 units. 


Predicts 6 Million 
Dryer Sales in 5 Years 


More than six million clothes 
dryers will be produced in the 
next five years, estimates Judson 
S. Sayre, vice president, Avco 
Manufacturing Corp. and general 
manager of its Bendix Home Ap- 
pliance Div. 

Mr. Sayre made the prediction 
before the American Gas Associa- 
tion’s Eastern Natural Gas Re- 
gional Sales Conference. 

He pointed out that the dryer in- 
dustry already has grown faster 
than any other appliance field, pro- 
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* WOODRUFF KEYS 

MACHINE KEYS 

*MACHINE RACK 

*TAPER PINS 

*COTTER PINS 

*SPECIAL PARTS 

and other Stanho products 

Bulk or Packaged 


WRITE for CATALO 
and PRICES 


ORSE NAIL CORP 


NEW BRIGHTON, PA 











XCELITE Brings . You 
UNIDRIVER 


5 Screwdrivers In One! 





It’s another XCELITE “first”! 
Unidriver has a large, genuine 
XCELITE hollow handle which 
holds the following screwdriver bits. 


Phillips No. 1 Point 


Slotted view me blade Tool and blades, 
Slotted /«"" Dia. blode $350 rics 


Clutch type 3/16" blade 


Will it sell? Look at the XCELITE record—the square bladed screw- 
driver—the “‘ bination-detachable’’ screwdriver—the pocket clip screw- 
driver, to name a few—all best sellers and tools respected by the experts. 
Are you taking advantage of the preference for XCELITE tools? 


XCELITE INCORPORATED 
Formerly Park Metalware Co., Inc. 
Dept. C, Orchard Park, N. Y. 


Originators— 
Not Imitators 









Role) Ge 
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Light 
BUILDERS 
HARDWARE 


BF 


ty GRIFFIN 


For more than 50 years Griffin 


hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 






ay 


H 
Hc very DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


E B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Porkway 917 St. Charles Avenue 
Kansas City, Missouri 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Illinois 
GEORGE A. GREGG 
17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Broad Street 
Boston, Massachusetts 








Nasa 





E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texas 

CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif. 
R. F. BEVERS 
4524East 60th Street 
Seattle, Washington 
t. G. FULLER, JR. 
644 Wellington Road 
Jackson 6, Mississippi_= 


Atlanta, Georgia 
H. C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 














men en®) 
Rbetiteris 


SKOTCH , 


4 Ste e) dy 
Profit Puller 


Here's a wood joiner that really 
HOLDS . . . and holds without 
cutting or "splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
light strong joint. Works equally 

well on square, mitre, "T", split or |“ 
dado joints. Perfect for. repairs, 

making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 





Sorumte wood joints that show uses 
of SKOTCH Wood Joiners pilus a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 















SCREEN 
Free Sales Helps ... ; 
CHAIRG 





GRIPS LIKE A VISE 





CHAIRS: “uct, 


All types, wood and 
steel in stock. 
Also Folding Tables 


State requirements! 


a “4 
3 es i aa 
churches, 
es clubs, 


= ADIRONDACK CHAIR C0. RYLMTY. 


a. ¥. 1, & Y¥. 
ee@eee0eee7eeeeeee @ 





@ EASIER TO USE 
@LASTS LONGER 
@CLEANS BETTER 











HOYT & WORTHEN TANNING CORP. MAVERMHILL, MASS. 








THE NEW Columbiana 
CAM-LOCK HYDRANT 
""$old the Werld Over" 

















& ONE-PIECE BRONZE VALVE 80D 
% NON-CORROSIVE VALVE ASSEN. 
& ANTI-FREEZE ACTION 
* LOCK HANDLE PREVE 
PPING AND WATER WASTAGE 
mete Write toga "i womviete for 
Fig. B—1200 Established (988. 
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| Colambione POM CO, Colembias, Oe 0._| 


ducing more than a million units 
in its first five years. He said that 
Bendix confidence in the dryer 
field was exhibited by the fact that 
the company had increased its pro- 
duction in 1951 by 80 pct over 
1950. 

Mr. Sayre urged non-merchan- 
dising utilities to develop heavy pro- 
motions, close dealer cooperation 
and contact and said the utilities 
in working with dealers should 
provide liberal advertising and 
installation allowances. Also, get 
dryers hooked up in dealer’s stores 
and into the homes of salesmen 
who sell dryers, he said. 

He explained that it has been 
proven that stores with dryers 
hooked up on the floor sell five 
times more dryers than those with- 
out. And salesmen who have dry- 
ers in their own homes sell six 
times more than those who do not. 


National Promotion 
On Water Systems 


A “Four-for-One” theme will be 
used for a new cooperative prome- 
tional program, sponsored by the 
Electric Water Systems Council 
which consists of representatives 
of the National Association of Do- 
mestic and Farm Pump Manufac- 
turers and the Edison Electric 
Institute. 

The “Four-for-One” formula is 
based on the fact that the kilowatt 
consumption of a power company 
customer may be increased over 
400 pct as a result of the installa- 
tion of an electric water system. 

The program envisions a vast 
expansion in the market for elec- 
tric farm pumps and water sys- 
tems by a more intensive coopera- 
tional effort on the part of the 
suppliers of power, the manufac- 
turers of farm pumps and water 
systems, distributors, dealers, and 
county agents and representatives 
of state colleges and the Dept. of 
Agriculture. 


Vacuum Cleaner Sales 


February factory sales of stand- 
ard-size household vacuum clean- 
ers amounted to 235,936 units, as 
against 230,226 in January, a rise 
of 2.5 pct, according to the Vac- 
uum Cleaner Manufacturers Asso- 
ciation. February sales showed a 
9.8 pct drop from the 261,572 units 
sold in February, 1951. 

(Resume reading on page 15) 





METAL FLOATS 


3" to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to (is0#% 
pressure in stock 
—speciais of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 




















—— "Selling Is Our Business" — 








@ Complete coverage of the East; 
permanent show rooms. 


@ Representing leading house- 
wares and hardware manufac- 
turers, 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN Sacanization 


200 Fifth Ave., New York 10, N. Y. 





Direct Factory Representative 


















by MULTI-SIZE 
SCREW 





SS) 


D.H.D. HAMMER DRIVE ANCHORS 


ar | 
— a | 


ASH FOR CATALOGS. 
DIAMOND EXPANSION BOLT CO., INC 
DEPT. H.A. © GARWOOD, N. J. 























McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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SLICERS 
SLICERS 
SLICERS 
SLICERS 


Feature with Sandwiches, Salads, Cold Meats, Cheeses 


for Mother's Day 
for June Brides 
for Father's Day 


for Summer Promotions 

































































































de to order. ; 
RMARRISSCO.| | pect 277 a, — Bese 
. ABERDEEN ST. . DeLUXE “400” — plated in 
AGO 7, ILLINOIS beautiful chrome. Bea 8 retail 
MODEL. 319 — comparable toa 
—<L———===< 100 machine. - $29.95 retail 
ii] 
iness f UTTLAB all OARD — wapepaane 
the East; $2.49 retail 
as. SLICING MACHINE CO.., Inc. 
gs house- ; WALDEN, N. Y. 
manufac- 
irding t | ° 
NL ' and available — 
IZATION 
NY. Kromex 
e 
Chrome Bread Kabinet 
~ Functionally designed, skilfully 
LTI-SIZE crafted in America. Service pcs. 7 . 
CREW in shimmering crystal and Patterns are available for practically 
ICHORS gleaming chrome. Lazy Susans, all plows, listers, middlebreakers in No. 1 soft 
cee Sarvcen, Sienen center or No. 2 crucible steel of the highest 
Service, Jam Jar, Silent Butler, . ‘ ‘ 
=th) Tidbit Trays, Butter Dish, etc. quality obtainable. Send today for catalog and 
.NCHORS trade prices. 
ceaociied manaenae STAR MANUFACTURING COMPANY 
Cleveland 3, Ohio DIVISION OF ILLINOIS IRON &@ BOLT CO. 
£2 INC. CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
e . . 
| BALER TWINE and A New Side to an Old Friend 
nd BINDER TWINE 
t Rope—Wrapping Twine—Cordage R shle 
ra Jobbers—Distributors—Dealers eversi 
WANTED 
To distribute and sell our Top Quality Twines. House 
OUR LARGE QUANTITY BUYING ENABLES US TO PASS ON TO YOU, 
THE LOWEST POSSIBLE PRICES ON. 
Baler Twine and Binder Twine Numbers 
Rope—Wrapping Twines 
Can make immediate delivery. Numbers printed on 
Write, phone, or call on us personally for full information. both sides mean car- 
Send $13.00 for sample bale baler twine or $14.50 for sample bale binder twine. rying % the stock 
soit sh 
BOB STONE CORDAGE CO. oa 
PHONE 838 CHARITON, IOWA 
7, The same high quality aluminum house numbers, 
f re wvestig ate.... frames and lawn stakes with a new dollar-saving, 
stock-saving side. 
be IC Xe. ve @ Easy To Read @ Day Or Night 
Cc 6) @ Weather Tested @ Will Not Rust 
@ COMPLETELY ALL-ALUMINUM 
1g R O L L E R S K AT E S @ Free Selling Displays @ Highest Quality Materials 
4 Insist on HY-KO from your jobber. Original makers of reflect- 
: Tr he Wheel ~e én pVheel ing house numbers, letters and signs. 
set é 
gi 
d 
5 | forree Products Company 
TS C0.) | | TREAD 1260 W. 4th St., Cleveland, O. 
Ss : 
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No. 150 UK Speed Way 
_— od Sander 
STEEL WASHERS | |: 
e 
* 
° 
FOR EVERY NEED | |: c 
» 
Ss. 
e P 
A DEPENDABLE SUPPLIER : B 
a 
FOR 38 YEARS... ° : 
e 
Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., ; 
gauges No. 28 to 3/8’, stands ready = 
to answer your needs. A VARIET m h 
OF FINISHES IS AVAILABLE to Sannores "Complete $3950 TI 
meet your special needs, including: Polishes in minutes i 
Electro-plating, Galvanizing, Parker- ° 
Every home needs this kit for finish- 
izing, and Cyanide hardening. : ing and re-finishing furniture, wood- 
e work and metal surfaces . . . for 
A, ALL/ @ smoothing walls ... for cleaning, 
‘ : ———s ne polishing. It does on 
’ essional work easily in minutes that 
THERE'S NO SUBSTITUTE . would take tedious hours by hand. 
FOR QUALITY AND SERVICE ° Kit includes the famous, motor 
e driven, orbital motion, all-ball-bearing, 
Your emergency re- ° a _ oy nae No. - Speed: Gor 
i ts ° nder; 18 abrasive covers (3 grades); stoc 
pa pln _ © 2 Felt Pads for free abrasives, Thick Ore 
. e 
@ Sponge neoprene pad for curved sur- stee 
e faces; Lambs wool polishing cover and Hol 
e permanent template for cutting 3 covers ‘ip 
lane au ans cam Gu a= axe ee e from standard 9"x11”" abrasive sheets. & 
. Each kit in a fitted display carton. 
204 CONNELL AVE. eccccesecee Write for Catalog Sheet G 
\ JOLIET, ILLINOIS SPEEDWAY MFG. CO. 
1836South 52nd Ave. * Cicero 50, Illinois 














NEW REMOVABLE TRAY 


| 

| TACKLE BOX 

| @ Top tray removable from 
Has cork lining—ad- 

justable partitions—snap-shut 

cover. 

Box has these sensational 

features— 

Deep-drawn one piece seam- 

less steel. 

Continuous piano hinge, side 

bolts and center lock. 


Vhe Two trays, cork-lined with adjust* 
original magte fabric cleaning Crush | _ ae partitions. 
| Size 21” x 7Y¥g” x 7”%—also in 16”. 

Put this self-selling cleaning miracle to work for you SIMONSEN INDUSTRIES 
today. Bright red plastic handle contours snugly into | 1410 S. Michigan Avenue, Chicago 5, Illinois 212RDSC. a 
the hand. Smooth, strong crimped brass wire bristles F 
lift out lint, dust and dirt. DeLuxe Lint-Chaser comes é 
packed 1 dozen with this beautiful 2-color cutout coun- 
terdisplay. Requires only 9x7} inches counter space. 

Mr. Retailer: If your jobber cannot supply you, fill in coupon and mail to Dept. DLHA 

National Brush Company, Aurora, Illinois. 
PLEASE PRINT 


















Out-Sells, Out-Performs, Out-Lasts Them All! i a 















you sell a Hurricane, it stays i 

sold! Avoid customer com- {geen 
plaints and returned purchases. oo 
Every sale is satisfactory! 


Here’s the power mower line You, too, can handle this fast- 






YOUR NAME 







ADDRESS 






JOBBER__ 














ADDRESS for dealers who want to give selling, profit-earning power : 

their customers the best prod- mower line. For information i: DEA 
uct on the market! The Hur- on dealerships, write today to i Hom 
ricane is a masterpiece in pre- National Metal Products Com- : a4 N 
cision engineering! It’s trim, pany, Inc., Dept. H-B, 2722 i Chic 
rugged, easy to handle, and Cherry Street, Kansas City 8, 3 
built to last a lifetime. When Missouri. 
NATIONAL METAL PRODUCTS COMPANY, INC. 
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FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 


DRILLS 

won, poh Deoker 
POLISHERS pin PORTABLE tens 
ll ELECTRIC a 
GR TOOLS TOOLS ACCESSORIES 


The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your B&D UTILITY Distributor 











THE BEST WAY TO STOCK and SELL SPRINGS 


' Gardner's 


Two-Drawer 


Cabinet 


in one and four drawer assort- 
ments. Boxed refills shipped 


=n 


SPpRING=> 


=D 


=D 





Good Springs are so easy to 
stock and sell this better way! 


— ea. —_—., ne quickly from stock. These are 
Holds 218 Seaton ont Go quality, _ prosiston-made, plated 
pression Springs . . . 79 cizes and burnished Springs. Ask your 


jobber or write us today! 


- in coded compartments. Also 


Gardner Wire Co. 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 














EXACT” «LEVELS. 


¢ Most Complete Line of Aluminum & Wood Levels 
¢ Finest Construction, Precision and Eye-Appeal 
¢ Competitively Priced ¢ Fully Guaranteed 





ECONOMAT ALUMINUM LEVELS 


18", 24", 28", 30" 
Write For Catalog On EXACT & ECONOMAT Lines 


> ¢.\0 mae 


& TOOL MFG. CO., INC. 
HIGH BRIDGE, NEW JERSEY 











' DEAROSA 








= 


QUALITY TROWELS 


MASONS 
PLASTERERS 
FLOOR LAYERS 
ROOFERS 
Made Right! 
Priced Right! 
QUALITY 
GUARANTEED! 


 TROWELS & HAWKS 


DEAROSA MANUFACTURING CO_INC, 

Home: Offica — Mi. Vernon, New York 

liston $t. 74 Murray Street 
New. York 7, Ni. ¥. 


tor name of Nearest. 
Representative © 
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RK, © Good 


~~ 


-~ 


= Looking 


— =» 


ee 
— 


. 


Smart lines, and 





top eye - appeal 





always attract 
attention! {1 








TAYLOR'S 
+3000 Rim Knob 
Lock Set is worth 


looking at, too!!! 














~— 


A Low-Price 
Volume Number 
With QUALITY Features: 


Taylor makes this popular lock set with 
dull finish BRASS-PLATED KNOBS, ROS- 
ETTE AND KEY PLATE .. . plus a rich jet 
black WRINKLE-ENAMEL Case and Keeper. 
High-priced features .. . every one... yet 
priced at the quick-selling level. If you want 
extra value for your customers—stock up now 


on #3 


TAYLOR LOCK COMPANY 
PHILADELPHIA 32, PENNSYLVANIA 


@ Your Hardware Wholesaler has a complete line of 
Taylor-Made quality products — Padlocks, Night Latches, 
Inside Lock Sets, Key Blanks and Door Knobs. 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO, 1315 W. Congress St., Chicago 7 


SELL 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 





















‘WANT FASTER SALES |'\— 


‘FROM FASTENERS ? CRYSTALMIST ax 
‘ REMOTE CONTROL 


LAWN SPRINKLER 
The Finest Sprinkler Wart te Rain 


Are YOU... 
Cashing in 
| on 

| REMOTE 


| veacoinnd WHY SUCH DEMAND 
— FOR CRYSTAL-MIST? 


Because a slight pull of hose from any spot 








































~~ - nero, are — 5 *. to » 5 ft. ol : 
Cc °F: 
Stock and sell our Complete 7 fap. -no getting wet «no hinking hove f 
_ * or lawn damage. é 
Line of PHILLIPS SCREWS ‘. NATIONALLY ADVERTISED — GUARANTEED | 
Southington offers a complete line of Phillips a Millions of readers will see Crystal Mist Ad 
Fasteners including the Phillips Recessed Head * ap] during April, May, June and ~ a = 
Self-Centering Wood Screws. Known for depend- ‘ Big Seiten gl -y 1 ome” ra 
ability, uniformity and wide size range, the Southington ‘ 














5 Ft. to 45 Ft. ORDER FROM JOBBER OR WRITE US 


line is one of the country's most popular fastener lines. 


Contact The Jobber Nearest You. 








KAT 
<HICAGO Roiie® °* to. 
THE SOUTHINGTON HDWE. MFG. COMPANY c¥ OF RINK & SIDEWALK SKATES, LAWN SPRINKLERS 


Be i 3 : SCREW MACHINE PRODUCTS 
SINCE ee Southington, Conn. 4456 West Lake Street, Chicago 24, Illinois 





















MARSHALLTOWN 








IN HOGE BRUSHES 
There’s a Difference Worth Knowing! 


e e@ e Specialists in Industrial Sweeping Brushes 
e e e Finest Quality Brushes, Guaranteed against Mechanical Defects 
e e e Prompt Attention — Courteous Service 


Ask your Jobber for HOGE BRUSHES and Fibre Brooms for 
Industrial and Municipal Uses. 













HOGE BRUSH COMPANY New Knoxville, Ohio 
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5 one i . deat, Storm doors & windows 
MATS for .@Sun porch insulating 

@ Poultry house windows 
Profits! ALL-PURPOSE e Cold bed frames 






+3462 N. Kimball Ave.*Chicago 18, 


SELL PENN AB 
THE PRIZE-WINNER! |""eaabecepe: 


71 PRIZE-WINNING FISH 
TAKEN ON PENN REELS IN 
FIELD & STREAM CONTEST! 


Again, Penn swept the salt-water division of the 
annual Field & Stream contest by a big majority! 








St., Chicago 7 
. ¥ 
- i 


& 


. 



















nm any spot 
+. of com- 
1g back to 
inking hose 






Penn Reels won more 







ARANTEED than 3 times as many 

| Mist_Ads prize-winning catches = 

ily. Don't — twice as many first MR. RETAILER eee 

jigate this == — 

k. pla ces — than a ny The ANCHOR small packaged WIRE line is one you may be proud to 





handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 
sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 


other reel! 





Sell the prize-winner! 


De 






FREE CATALOG. Write Dept. D 
for catalog describing 38 dif- 
ferent Penn models. 






et TBE de 


7 
SPRINKLERS 


FISHING 
Illinois | Pes FStins 


PHILA. 32, PA. 


stthtaay, 
ww" “Cte, 


_ WIRE CORPORATION 


9 
“Coumynwi™ AMAICA AVE 
py ‘Some se NEW YORK 






















LIFE-TIME VITALLOY 
wREeNcHes sockeT SETS 


THE BILLINGS & SPENCER CO BUY FROM YOUR 
HARTFORD 1, CONN., USA BILLINGS WHOLESALER 


1GOOD REASONS WHY EVERYBODY 
WANTS STA-DRI FOR MASONRY 


STA-DRI MINERAL COATINGS STA-DRI CLEAR-COAT 
« Will hold a wall of water nine feet high with- 1. Contains SILICONE. Cannot be wet by water. 

out leakage, even if applied inside a base- 2, Controls efflorescence. 

ment. Economical. Easy to apply. 3. Transparent—does not change natural color or 

























2. Stays white when wet—no spotting or grayout. texture of masonry. Clean. Easy to apply. 
3. Contains a mold and mildew inhibitor. 4. Accelerated tests show no appreciable change 
4. Long-life job assured by the absence of or- in applied Clear-Coat after the equivalent of 
ganic deterioration, disintegration, rubbing ten years’ weathering. 
off, flaking. Stone-like in resisting erosion. 5. Only one brush or spray application is neces- 
5. Supplied in white and a variety of colors at sary to keep wet weather out of masonry. 


no extra cost. (5, 25, 50 Ib. packages) 


STA-DRI STOPS WATER and BEAUTIFIES —*MERICAN STA-DRI Co. 


BRENTWOOD, MARYLAND 


6. Supplied in 1, 5, 30 and 55 gal. containers. 
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Advanced Design 


Pump and Utility 
PLIERS 


Drop Forged of Special Analysis Diamalloy Steel. 
Perfectly heat treated with most modern and efficient 
electrical heat treating equipment. It has opening 
from 0" to over |". Has five slip-joint adjustments, heavy 
teeth. Can be used for all plier purposes and light pipe 
wrench work. Improved design of larger bolt gives positive 
locking of joint, longer wear, and extra strength. Packed 
one in a box. 





4622 GRAND AVENUE 





“THERE IS NOTHING FINER THAN A DIAMOND" 
DIAMALLOY Lock-Joint PLIERS 


Drop Forged of Special Analysis Diamalloy Steel. 
Hardened and tempered to extreme toughness, 
using the most modern and efficient electrical heat 
treating equipment. Teeth designed to give a 
maximum grip on any object. The five-position 
lock-joint provides a parallel opening of 0 to I'/, 
inches. The jaws are positively locked in position 
by the rib and groove joint design, and cannot slip 
under any pressure. This plier is ideal for automotive work, electrical 
conduit work, and general utility service. It is. a tool that is widely 


DIAMALLOY used in the home. Nickel chromium plated. Packed one in a box. 









Improved Design 


DIAMOND CALK HORSESHOE CO. 


DULUTH, MINN. 











You round up more sales 


with the complete line of 
@ 





















8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
22 Unvented Heaters 
10,000 BTU to 50,000 BTU 


Leaders in Style and Quality 


All Martin Heaters 
AGA approved for natural, 
liquified and manufactured gases 


Over 45 years 
Stove experience 






Write your jobber or direct 
for new free complete catalog 


WEDS ee 


















A DIFFERENT 
Wood Joint 
TIGHTENER 
CHAIR - LOC 
LIQUID.“‘SWELLS 
wood oints 
TIGHT.” For Fur- 
niture, Tool Han- 
es. 


THE CHAIR-LOC CO. 
Lakehurst 3, W. J. 


Write your wholesaler for a free sample. 





Also Mfrs. of Rugadub and Fibredon for 
dyeing rugs right on floor. 


EDs aes 














E Calf-Teria SIPHON 

| —fits all nipple pails 

Guaranteed to save 100 Ibs. 

of milk per calf fed. 

@ eliminates waste 

@ no milk left in pail 
Delivery NOW. Write for Catalog Sheets and 
Discount Schedule. 

CALF-TERIA SALES, INC., FORT WAYNE 6, IND 

















WATER HEATER 
REPAIR COILS 


For old, new and 

obsolete heaters. 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 

Send for Catalog TypeU 
DORMONT MFG. CO. 

1314 High Street Pittsburgh, Pa. 
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FACTORY and SALES OFFICE 


MELVIN, OHIO 








LIERS 





nalloy Steel. 


) toughness, —— 
vest 1) |New "CAN-DO" ‘Caulking Gun 1" | ROTO-EDGER 
nee oe — EDGING, TRIMMING 
cannot slip, | | | Cuts Caulking 3 , AND SHEARING TOOLS 








k, electrical : 
at is widely Time As Much The Ss The 


e in a box. 
FULL FLOATING 
(Compression Spring) 


KNEE ACTION 


As 30 Percent 


Used like a pair of pliers, this new gun makes all caulking 











Oe Cer — — a 


2 ERR RRR 


a jobs easy. @ Uses cartridges or bulk compounds. @ Avail- . : 
able in 3 sizes—6¥2", 10” and 15”. @ Complete line of Standard Universal Deiuxe Rush Your Spring Order for 
interchangeable nozzles. @ Simplifies caulking from scai- | a . — $5.95 America's No. | Lawn Tools. 

e 


folds and ladders. @ Feed rod doesn’t interfere with arm ” ., MANUPACTURED BY 


movement. sglUANO (+ 
LIST PRICES . . . 62" — $4.50; 10 — $5.50; 15" — $7.00. oo =$- EARL L. CHADWICK CO. 
WESTERN RESERVE MFG. CO. 2718 . s3rdsst., cleveland 5, 0. Takase 2° P.O. Box 4080 Portland 8, Oregon 


co. ||| HOWARD B. RICH, INC. 
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MINN. P. O. BOX 187 
Sana i CARROLLTON, KENTUCKY 
: CONNECTICUT VALLEY’S 
; Your Manufacturer For SAFE EXPANSIVE BIT 
Heavy Duty Step Ladders vo A SmOsTnER 
; Extension Trestles 
4 Painter's Trestles ee me 
Oint Out the spur on the hea 
Platform Ladders of the bit. Explain how this 
Suse sn Ironing Tables Rotenemalnabens Shan, 
nao Clothes Prop oie warn Wefan 
i Step Stools shaving instead of chewing 
the wood. 
SIPHON Extensions 
»ple pails I 
ave 100 Ibs. Seats FORSTNER 
} fed. Singles Pattern - makers, woodworkers and 
“rat Planks wil bore where conventional bes gM 
Sheets an ni used. Available in han 
Steps bce shanks from "to 2randin WRG LMC ALL 
AYNE 6, IND machine shanks from 4” to 3”. 
Bore any Arc 
— THE CONNECTICUT (ae 
one ain ree 
FUR ED Me) Ce @ 0 me CENTERBROOK, CONN. 
Looking for New Merchandise ? 

There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
ean chandise by reading "What's New," which appears in every issue on page |2. During ps month HARDWARE 
=O. AGE brings you more listings of new merchandise than any other hardware magazine. 
urgh, Pa. HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ . $5.00 
Each additional word...... ...- 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
SEP a a a $2.00 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 








= 





Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








NATIONALLY 
ADVERTISED 
LINE 


AVAILABLE 


TO MANUFACTURERS REPRESENTATIVES 


IN SEVERAL 
IMPORTANT TERRITORIES 


We are seeking top grade individuals or 
organizations, as manufacturers representa- 
tives—with outstanding experience, reputa- 
tion, and contacts, in the hardware and 
drug, jobber and chain fields. Our prod- 
ucts are nationally advertised, are enjoying 
wide distribution and sales in variety chains. 

We are seeking promotionally minded, 
active men who will give us thorough dis- 
tribution; and who, in turn, will have terri- 
tory protection by contract. Our merchan- 
dise is low-priced and fast moving. It 
represents, we believe, a rare opportunity 
to men, or organizations, who can give it 
@ major part of their time. 

It will simplify correspondence if you will 
carefully tell us the territory you cover, how 
often you cover it, the type and number 
of accounts you now handle. Every inquiry 
will be acknowledged. 


Address Bex A-580, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


MANUFACTURERS 
REPRESENTATIVES 


wanted to cover the hardware and 
automotive trade for top quality 
line of French high speed twist 
drills. Priced substantially below 
American factory cost. Due to in- 
creased production we can, for the 
first time in 2 years set up several 
new representatives in different sec- 
tions of U. S. Literature available. 
Box HA 353, 221 W. 41 St., N. Y. 














WONDERFUL OPPORTUNITY 


Builders Hardware Manufacturer has several 
splendid sections open. Protected territory. 
Straight commission. High grade line of 
well known Cylinder, Mortise and Tubular 
lock sets. Men must be experienced in 
Builders Hardware and have connections in 
the field. Wonderful opportunity for those 
chosen. Give complete information in first 
letter. 


Address Box A-566, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








NATIONALLY KNOWN 
LOCK LINE AVAILABLE 


Im several choice territories to men with these 

qualifications: 

1. Builders Hardware  selli experience to 
WHOLESALE HARDWARE & CONTRACT 
BUILDERS HARDWARE DEALERS. 

2. Executive-type salesman with proved record, 
capable of selling large volume buyers. 
This is rare opportunity to represent well- 
established manufacturer of finest uality cyl- 
indrical door locks in the low ae range. 
Line is Immediately recognized and accepted. 
Generous commission assures high earnings to 
top-notch producer. Give full rticulars on 
sales experience and complete business back- 

ground in first letter. Confidential. 
Address Bex A-50S, care of HARDWARE AGE 

108 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 

FULL TIME OR SIDE LINE, TO SELL LEAD- 

ING LINES OF HARDWARE AND 

TOOLS. MUST HAVE EXPERIENCE AND 

FOLLOWING. LIBERAL COMMISSIONS. PRO- 

TECTED TERRITORIES. WRITE TODAY! 
ATLAS WEST CORP. 











62 WARREN STREET NEW YORK 7, N. Y. 


DISTRIBUTORS WANTED 
For new portable power saw mounting. Full 
range radial type performance. Low price. 
“Little and light to take home.” Patented 
“See-Saw,” 4140 Syracuse, Dearborn, Mich. 








COMPETITIVE PAINT 


Well established and proven product. Representative 
wanted for exclusive territories, Texas, Louisiana, 
Mississippi, Arkansas, Oklahoma. Paint and hardware 
stores, lumber yards want this item to earry alongside 
with their higher priced nationally advertised paints. 


Address Box A-585, eare HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








SALESMAN WANTED 
METROPOLITAN CHICAGO 


To side-line nationally known profitable line of clothes 
hampers and basket products to retail hardware stores. 
Liberal commissions, Protected territory. Full com- 
mission on re-orders. 
Address Bex A-534, care of HARDWARE AGE 
100 East 42nd Street, New York [7, N. Y. 
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MANUFACTURER’S REPRESENTATIVES 
WANTED. ONLY WIT. following in 
builder’s hardware and locksmith supply jobbers. 
If you are a live-wire salesman accustomed to 
earning big monthly commissions and cover any 
of the following territories—New Englard_ States, 
Pennsylania, Iowa, Kansas, Nebraska, Missouri, 
North and South Dakota, Colorado, Montana, 
Idaho, Utah, Wyoming, New Mexico, Arizona, 
Oklahoma, Texas, Louisiana, Ganada and the 
Maritime—get in touch with us immediately. We 
are marketing a new quality door-knob and lock 
combination that is popularly priced and is being 
successfully merchandised by major hardware 
jobbers. This item is backed by national con- 
sumer publicity and advertising. The market is 
tremendous—the opportunity unusual.  Terri- 
tories not listed are being successfully covered. 
Write to us in complete confidence giving sales 
history and lines you handle at present. Security 
Hardware Mfg. Co., Inc., 103 Avenue G, Brook- 
lyn 18, N. Y. 





SALES REPRESENTATIVE WANTED. 
OUTSTANDING LINE of _ packaged chemical 
products—cesspool cleaner, drain cleaner, fuel 
oil treatment, disinfectants, insecticides, _ Soap 
dispensers, etc. Backed by national advertising, 
consistent direct mail. All repeat items. Large 
commissions. Address Box A-552, care of Harp- 
warE AGE, 100 East 42nd Street, New York 17, 
_. Oe 





DISTRIBUTORS WANTED IN MAJOR 
CITIES for sale of Popular, High Grade, Rea- 
sonably Priced Aluminum Clothesline Hardware: 
2” Clothesline Pulleys, 5” Clothesline Pulleys 
and Clothesline Spreaders. Address Box A-568, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMAN WANTED—SELL _ HOBBY- 
CRAFT-STENCIL KNIFE retail 25¢. Made 
in four sizes 1/16”, 1/8”, 3/16” and 1/4”, Sells 
to Hobbycraft Stores, paint stores, hardware 
stores and sign supply stores. Wholesale price 
$18.00 a gross, 5 gross $81.00. Good commission 
and exclusive territories. Mark Specialty Com- 
pany, Dept. HA, 4-17, 183 St. Paul Street, 
Rochester, N, Y. 





SALESMEN WANTED TO SELL WOOD 
OUTDOOR FURNITURE, New York, Ohio, 
North and South Carolina, Kentucky and Ten- 
nessee. Complete line, including chairs, rockers, 
sertees, swings, picnic tables and benches. Sturdy, 
comfortable, durable furniture for » lawn, 
picnic area or social room. Splendid opportunity 
for year round selling. Please give complete in- 
formation on territory covered. Address Box 
A-543, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 





WANTED: MANUFACTURERS’ _REPRE- 
SENTATIVES ESTABLISHED WITH not 
too many lines calling on Hardware and Mill 
Supply and Upholstering Jobbers in Chicago to 
fill the place of one who recently passed away. 
Address Box A-573, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





SALES REPRESENTATIVES — EXCLU- 
SIVE TERRITORIES one-piece steel bathroom 
cabinets—10% commission basis—for plumbing 
trade; hardware; tile and linoleum building; 
lumber, millwork, electrical, housing projects; 
department stores. Territories open: Akron, Cin- 
cinnati, Cleveland, Toledo, Boston, Chicago, 
Pittsburgh, Buffalo, Connecticut, Delaware, Rhode 
Island, Dakotas, etc. Fries Son, Covington, 
Kentucky. 


HARDWARE AGE, APRIL 17, 1952 
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Classified Opportunities Section 








Representatives Wanted 


Accounts Wanted 


Accounts Wanted 





MANUFACTURER OF LEATHER AND 
LEATHER PALM work gloves desires a sales- 
man. Commission basis. Address Box A-560, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





REPRESENTATIVES WANTED FOR POP- 
ULAR PRICED line of tools, hardware and 
bicycle accessories who are well introduced with 
the jobbers, chains and other quantity users. 
State territory, experience, references, lines now 
handling. Address Box A-556, care of [larp- 
| Acz, 100 East 42nd Street, New York 17, 
Be Fs 





SALESMEN CONTACTING ESTABLISHED 
GENERAL DEALER TRADE—preferably _ in 
rural and smaller town areas in 500 mile radius 
of New York. Line includes hardware, house- 
ware and electrical specialties, paint brushes, etc. 
Substantial drawing account to full or part time 
representative. Address Box A-574, care of 
Harpware AcE, 100 East 42nd Street, New York 


17, N 





MANUFACTURERS’ AGENTS, COVERING 
HARDWARE TRADE and portable tool outlets 
needed for popular, well promoted line of high 

uality ciseular saw blades. Western Saw Manu- 
acturers, Inc., 1840 W. Washington Bivd., Los 
Angeles 7, Calif. 





HARDWARE SALESMEN: IF YOU ARE 
NOW calling on the retail hardware trade and 
wish to improve your earnings, contact us. We 
are an old established, solid, pregusesive dis- 
tributor, now expanding and specializing in the 
sale of national brand name tools and brushes. 
We pay top commission in our field and will 
offer drawing account to qualified men. Address 
Box A-523, care of Harpware Acz, 100 East 
42nd Street, New York 17, N. Y. 





SALESMAN FOR AGGRESSIVE, WELL 
ESTABLISHED sales representative of Hard- 
ware and Houseware items. Selling to Whaole- 
salers, To cover Northern Pennsylvania and New 
York State except New York City. Car required. 
State in first letter, age and sales experience. We 
pay travelling expenses, weekly salary, have profit 
sharing plan. The man we are looking for can 
earn from $6,000 to $10,000 per year. Replies 
will be treated confidentially. Address Box A-555, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMEN TO SELL COMPLETE LINE 
ELECTRIC water heaters, oil or gas floor fur- 
naces and space heaters—apply in detail. Address 
Box A-586, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y. 





OLD ESTABLISHED PAINT BRUSH 
MANUFACTURER and now manufacturing 
rollers, requires representation in the Philadel- 
phia area. Address Box A-563, care of Harp- 
ae Sreaens 100 East 42nd Street, New York 17, 





MANUFACTURERS REPRESENTATIVE 
WANTS FOUR MEN to sell insect wire 
screening, aluminum grilles, awnings, wrought 
washers, bolts, nuts, screws to hardware jobbers, 
mill supply, aluminum screen makers and in- 
dustrials. Commission basis, Territories: Boston; 
Buffalo-Rochester; Syracuse-Binghamton; Utica- 
Albany. Address Box A-553, care of HARDWARE 
Acz, 100 East 42nd Street, New York 17, N. Y. 





ANUFACTURERS AGENT WANTED BY 
MANUFACTURER of fast moving hardware 
specialty. Established representatives with job- 
ber and chain connections. Give full details in 
letter. Address Box A-582, care of HarpDWarE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





OLD ESTABLISHED TOOL MANUFAC- 
TURER DESIRES commission salesman with 
established clientele among hardware retailers and 
jobbers in Western Pennsylania. Exclusive terri- 
tory. Address Box A-579, care of HARDWARE 
Acz, 100 East 42nd Street, New York 17, N. Y. 
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ATTENTION. — MANUFACTURERS - IM- 
PORTERS. THE INCREASE in freight, 
express & P. Post rates, is of concern to many 
manufacturers, especially those whose base of 
operation is in the coastal area & who do not 
have branch warehouses. Shipments of small 
orders & distributing costs have become a prob- 
lem. We have organized a service to combat 
this situation. We have sales associates calling 
strictly on the hardware, paint, electric, plumb- 
ing, sporting-goods & the industrial trade. We 
also have associates calling on the retail trade. 
We have warehouse facilities to stock merchandise, 
for distribution in the St. Louis area, also to 
receive & re-distribute shipments to points be- 
yond. We have facilites able also to assemble 
merchandise for you, items that can shipped K/D 
to St. Louis at lower rates, assembled here & 
re-shipped to other points. We are especially 
interested in short lines merchandise or season- 
able goods). THINGS TO CONSIDER. St. 
Louis is the largest trucking terminal, also the 
second largest railroad center. All associates are 
men of experience in their individual field. 
Products on which we concentrate do not get 
lost in the big jobber catalog. We solicit your 
inquiry. It pays one jobber to receive shipments 
in St. Louis from the east coast & re-ship to 
Texas. 35 years experience in warehousing, 
sales & merchandising. Formally Vice-Pres. 
Mdse. Mgr. of Tiemann Hardware & Supply Co. 
Harry P. Roenfelt & Associates, 1310 Merchant 
St., St. Louis 4, Mo. 





MANUFACTURER’S REPRESENTATIVE 
DESIRES AN ADDITIONAL quality line to 
represent to jobbers of hardware, housewares, 
builders hardware, mill supply, electrical supplies. 
Also calling on Department stores and chains. 
Completely covering Colorado, Wyoming, Mon- 
tana, Utah, New exico and El Paso, Texas. 
Constant coverage. References upon request. 
Address Box A-562, care of HARDWARE AGE, 100 
East 42nd Street, New York 17, N. Y. 





SALES REPRESENTATIVE, COVERING 
ROCKY MOUNTAIN and South West terri- 
tor». seeking good hardware line. On commission 
exclusive only. Address Box A-571, care of Harp- 
Ace, 100 East 42nd Street, New York 17, 





HARDWARE PARTNER WANTED, EX- 
PERIENCED ONLY. Either outside salesman, 
bookkeeper, retired business man. Progressive 
established industrial supply, tool store, reason 
expansion, now operating all alone. Need man 
ower seek change to entire industrial, am rated 
un Bradstreet, minimum $15,000 to $18,000. 
Principal only, located metropolitan New Jersey. 
Address Box A-575, care Harpware AczE, 100 
East 42nd St., New York 17, N. Y. 





FLORIDA. ESTABLISHED MANUFAC- 
TURERS’ REPRESENTATIVE WITH large 
following can dle two additional lines going 
to hardware, building material and/or paint job- 
bers and large retailers. Intensive and frequent 
coverage assured. Only good lines direct from 
manufacturers with exclusive sales rights will 
be considered. Address Box A-509, care of 
ey Acg, 100 East 42nd Street, New York 
17, RH. Fe. 





SALESMAN COVERING WISCONSIN 
AND UPPER MICHIGAN. Calling on jobbers, 
distributors, department stores and large retailers, 
desires to represent manufacturer direct, over 20 
years experience with proven promotional ability. 
Will consider housewares, hardware, sporting 
goods and paint supplies. Address Box A-564, 
care of Harpware Acg, 100 East 42nd Street, 
New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE, 
COVERING WESTERN TEXAS and New 
Mexico, would like to add lines to offer hard- 
ware implement and building material dealers. 





Address Box A-561, care of Harpware Ace, 100 
East 42nd. Street, New York 17, N. Y. 





CUBA 


Responsible, aggressive businessman, with excellent 
contacts in the trade, seeks to represent in Cuba a 
leading manufacturer of quality hardware items or 
allied lines, metal products, tools, machinery, etc. 
Cuban, 38, personable, U. S. college graduate, prac- 
tical and long business experience, broadly familiar 
with Cuban market, trade, laws, etc., and formerly 
manager of one of Havana's largest wholesale and 
retail hardware organizations. Full commercial and 
banking references. Address correspondence to Mr. 
|. P. Norman, Apartado 2979, Havana, Cuba. 














MANUFACTURERS’ REPRESENTATIVES 


Concentrated selling to dealers in central 
and eastern Pennsylvania. Covering 
primarily Hardware, Farm Supply and 
Seed Stores. Exclusives preferred but 
not essential. 
Address Box A-576, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











R. N. LONG, INC. 


Wholesale Distributors 
149 SO. COURT STREET, YORK, PA. 


Excellent promotion thru hardware 
dealers in eastern Pennsylvania. Espe- 
cially on Farm Equipment lines. 











CANADIAN 


SALES REPRESENTATIVE 


Experienced in commercial and industrial 
sales—Desirous of becoming established in 
United States or representing an American 
firm in Canada. Details upon request. 


Address Box A-559, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices : 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
accounts or you can bill direct. 
Write for further information and references. 














EXPERIENCED WHOLESALE HARD- 
WARE SALESMAN DESIRES to establish as 
manufacturers’ representative for New England 
territory, with exclusive direct lines of mechanics 
hand tools, power tools and accessories. Would 
like to hear from either U. S. or Canadian 
firms. Good following. Address Box A-581, care 
of Harpware AcE, 100 East 42nd Street, New 
York 17, N. Y. 





EXPANDING MANUFACTURERS _REP.- 
RESENTATIVE ORGANIZATION, TRAVEL- 
LING four men, desires additional line in the 
hardware field. Territory covered is Wisconsin, 
Illinois and Indiana, calling on all hardware 
distributors, mail order houses, chain organiza- 
tions, industrial supply houses, farm equipment 
distributors, electrical jobbers and automotive 
distributors. Address Box A-538, care of Harp- 





was Acz, 100 East 42nd Street, New York 17, 
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Classified Opportunities Section 








Accounts Wanted 


Business Opportunities 


Business Opportunities 





SALES REPRESENTATIVE, TRAVEL- 
LING FOUR _SALESMEN with good following, 
covering retail hardware, builder supply and 
plumbing trade in Texas, seeks additional volume 
lines. Address Box A-569, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 


AGENCIES FOR CUBA: REPUTABLE 
REPRESENTATIVE’S organization covering the 
whole Island, seek agencies from manufacturers 
who are interested in developing their sales in 
Cuba, on a commission basis. General hardware 
(iron, sanitary, electrical, fittings, valves, mis- 
cellany, etc.) Address Rio, Suarez & Cia., 

Box 4095, Habana, Cuba. 


AGGRESSIVE MANUFACTURER’S REP- 
RESENTATIVE, COVERING IOWA and Ne- 
braska, is seeking one or two lines and can give 
concentrated coverage. Address Box A-577, care 
of Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y. 











Help Wanted 


MANUFACTURERS DIRECT REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commisson. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
eo Act, 100 East 42nd Street, New York 


HARDWARE SALESMEN AND/OR MANU- 
FACTURERS’ AGENTS. Experienced only; 
own car. Good following Industrial, Woodwork- 
ing and Furniture Manufacturing. Wonderful 
opportunity with well known New York manufac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
a 2 Acg, 100 East 42nd Street, New York 











WANTED—EXECUTIVE. WEST TEXAS 
WHOLESALE HARDWARE and plumbing 
supply concern, with approximately 40 employees, 
doing good business, wants general manager with 
experience in handling personnel, purchasing and 
sales management. Pays well. Good position for 
right man. Must be capable of handling complete 
operation. Address Box A-554, care of Harp- 
_"s AcE, 100 East 42nd Street, New York 17, 








SALESMAN 


HARDWARE — HOUSEWARES 
Large New York distributor wants man 
to cover established territory in Connec- 
ticut. Give full details. Commission. 


Address Box A-565, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Positions Wanted 


ASSISTANT TO EXECUTIVE OR BUYER. 
Young man, five years experience in wholesale 
and retail hardware houseware. College graduate, 











FOR SALE 


A thriving hardware and feed business in 
a fast growing town near Philadelphia, 
Pa. Gross sales $124,000.00 last year. 
Real Estate consists of 2 stores, 2 apart- 
ments and a small warehouse. Plenty of 
room for expansion. Lot size 185’ x 200’ 
on main street, parking facilities ade- 
quate for years to come. Sale price of 
$65,000 includes Real Estate, a full in- 
ventory of good merchandise, 2 trucks 
and the good will of a long established 
business. 


Address Box A-558, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















TOOL CLOSEOUTS 


1200 pr. 8"' forged aviation snip $1.50 
9 ” $2.00 


324 |'' Micrometer .00! J 
720 6''-12" file asst. 72 pes. $6.00 asst. 
1800 magnetic tack hammers $3.00 doz. 


List of many other items on request. 


ATLAS-WEST CORP. 
60 Warren Street, New York 7, N. Y. 

















FOR SALE 


Industrial & General Retail 


HARDWARE BUSINESS 


Est. over 60 years 
Ideally Located Lower Manhattan 
Owners Retiring 
Long Lease Low Rental Quality Clientele 
For Information, inquire Box A-557, care of 
ARO WwAS gun. 100 East 42nd Street, New 
York 17. N. Y. 

















FOR SALE 


Florida West Coast Hardware Store and 
Building, inventory about $16,000, ‘51 gross 
sales $55,000, in fast growing area and 
ideal place to live. Masonry building in 
good condition has store and seven room 
owner's apartment on ground floor; six 
rental apartments on second floor return 
$3,000 a year. A one package deal, store, 
fixtures, inventory, apartments, furniture— 
all or nothing. $30,000 cash plus $25,000 
financed. 
Write Box A-572, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











training in accounting, personnel anag t 
and technical aspects of production. New York 
City or Long Island preferred. Address Bex 
A-584, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 


1 MAN ADVERTISING DEPARTMENT. 
HARDWARE, Tool Advertising Man. Part 
time, full assignment. Experienced in offset or 
letterpress catalogs, mailing pieces. Five years 
editor technical instruction books for G. E. Ca- 
pable of producing publication from visual to 
finish. Reasonable. Wire, telephone Milton 
Reiser, 15 Forrest Drive, Rensselaer, New York, 
Albany 7-2240. 
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FOR SALE 


Sargent building hardware Selectograph 
system. Merchandise and beautiful 
lighted limed oak cabinet and display 
panels. $1,500 new, will sacrifice at less 
than % original price. 


RELIABLE CYCLE SHOP, Holland, Mich. 








FOR SALE: ACCOUNT FAILING 
HEALTH. Factory 100 miles from New York 
and going business with New York office 40 
years. Leading trade-mark in housewares. Have 
sold all class A jobbers and department stores, 
United States and Canada, many foreign. Highest 
standing. New devices should take field. ‘a- 
tented. Factory approximately 16,000 square 
feet. Ample machinery, Land to extend. Ideal 
for eastern production with other items. Value 
over $200,000. Address Box A-567, care of 
Harpware AGE, 100 East 42nd Street, New York 


vom = 





7OR SALE. HARDWARE, PAINT, 
HOUSEFURNISHINGS, Gas & Electrical ap- 
pliance store in New York City. Good location, 
established in 1900, leading franchises, clean 
stock, sales from $75,000.00 to $100,000.00 an- 
nually. 7,550 square feet of floor space. A 
good lease. Approximately $39,000.00 required. 
Store hours 9—6. Address Box A-570, care of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 
PW SS 





NEW HOUSEHOLD HARDWARE _ STORE 
FOR SALE in good business center Berkeley, 
California. Well balanced stock, W. P. Fuller 
Co.’s paints, light electrical appliances, electrical 
supplies. Key cutting machine, blanks. For 
$8,000.00. Owner retiring because of age and 
sickness. Write Hardware Srore, 1911 Parke: 
St., Berkeley 4, California. 





WANTED: LONG ESTABLISHED HARD. 
WARE BUSINESS, minimum volume $150,000 
annually in city minimum population 30,000 
with industrial and rich farming purchasing 
power. Business must stand investigation. Ad- 
dress Box A-578, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





FOR SALE: NEW HARDWARE, PAINT, 
electrical, house and giftware store, located cre 
block from main business section in Pennsyl- 
vania Industrial town, 20,000 population. Two 
story building with corner lot and new fixtures, 
$18,850.00. New stock approximately $15,000.00. 
Reason for selling: other interests. Address Box 
A-529, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 





FOR SALE LAMSON CABLE CORD cash 
conveyor system, approximately 125 feet long 
with four stations, cars, etc. $295.00. F.O.B. 
Brooklyn. Address Box A-583, care of Harp- 
—. Ace, 100 East 42nd Street, New York 17, 





WE ARE CASH BUYERS OF MERCHAN.- 
DISE, overstock, discontinued numbers, seconds 
and job lots. Address Box A-549, care of Harp- 
| Acz, 100 East 42nd Street, New York 17, 





Changes 











Aluminu 
Amalite. 
America 
America 
America 
America 
America 
America 
America 
America: 
Ames Cc 
Anchor 

Animal — 
Ardmore 
Armstron 
Artistic | 
Artmoore 
Artwire | 
Arvey Cc 
Atkins C 
Atlas As 
Autoyre 


Ballonoff 
Barcalo 

Bassick ¢ 
Beaver Pi 
Better H 
Biddle C 
Billings 2 
Bissell C 
Black & 

Boker & 

Boston W 
Bradson | 
Brainard 

Bridgepor 
Bristol Bi 
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NOTICE 
NATIONAL DISTRIBUTING COMPANY 


Formerly of 110 West 17th St., New York 
Has moved fo NEW AND LARGER QUARTERS 
COMPLETE STOCK — FASTER DELIVERY- 
Our DISCOUNTS save you MONEY 
PLUMBING — HEATING — SPECIALTIES 
Send for FREE CATALOGUE 
NATIONAL DISTRIBUTING COMPANY 


P. ©. Box 280, BAYONNE, NEW JERSEY 
Warehouse: 599 Avenue C, Bayonne, N. J. 
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Here is a new tool that machinists, iron workers, me- 
chanics and builders buy on sight. A drop forged stecl 
bedy . . . blades of the finest Sheffield steel .. . that 
make the toughest job easy. 

¢ Cats 4%” flats, 34” rounds, 10 Ga. sheets (any width). 
© Miters angles, cuts, bevels. 

¢ Fits into vise, on anvil or on beam. 

© Reasonably priced. 


WRITE FOR CATALOG SHEET 
SIMONS STEEL PRODUCTS 


60 Jacobus Ave. South Kearny, N. J. 


®, 
THE HILSHEAR < 


Geared for 
SIX TIMES 


more power 








20 MINUTES WITH A HACKSAW 

















SHOW THESE 
SALES LEADERS 


IN YOUR WINDOW 
NATIONAL HARDWARE WEEK 


APRIL 17 THRU 26 
7. qs Duplex Outlet 
“SAFETY PLATE” 


@ New safety for children. 
@ Holds plugs firmly, even in worn 






























outlets. \ ” \ ' uv 
@ Spring actuated disc covers live bh \ fit e 
contacts. pus means pro I with 
@ Easy to install... no wires to 
connect. 





@ Color — Ivory and Walnut. 
@ Stopper-display with every or- 
der! 


Sprinkling Tools 


Yes, any effort pays off better with Allenco 
sprinklers and hose-accessories. Faster sell- 
ing, more satisfied customers, extra volume. 

The new Allenco SALES HELPS bring more 
people into the store, turn shoppers into 
buyers, add sales I wouldn’t make otherwise. 

With its wide selection and sensible pric- 
ing, I can pick just the items that sell best 
here and still cash-in on Allenco advertising. 


List 49¢ each 


No. 33 
=. GI Flashlight Asst. 


@ A well balanced—well merchan- 

dised assortment of the famous 

“Mile of Light” Better Flashlights 

in assorted colors. Assortment in- 

cludes: 

@ 12 No. 100 "Plastic Eye" 

@ 6 No. 122 "Right Angle" 

@ 6 No. 200 "Jr. Plastic Eye" 

@ 6No. 200K “Jr. Plastic Eye" 
with Belt Clip 

®@ Multi-colored display 





oesn’t have 


If your jobber d 
what you want, 





let us know 


le 












with each deal 5 a W. D. ALLEN 
Order eorly Aobdeeg VES on MANUFACTURING CO. 
from your jobber! 4612 W. Huron St. Chicago 44, Ill. CHICAGO 6 NEW YORK 7 


















Sucm DOMES OF SILENCE &: 


SELL ON SIGHT when these attention-compelling con- 5!7ES 
tainers, box or card are displayed on counters. Genuine DOMES {°'5" $,» i» 


One set on « Card. OF SILENCE glide softly, silently, smoothly 





— over all flooring; saves floors and furniture. For 
1A" 1%" Wig? years the favorite with houseowners and furniture 
uh” manufacturers, 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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The greatest paint sales promoter of 

our time... the “added extra.’ A Red Devil 
Paint Conditioner—essential for blending 
and selling “store-mixed” colors—also allows 
you to sell more than just a can of paint. 

You offer your customers factory fresh paint 
at no extra charge. And conditioned paint is 
ready for immediate use—no stirring required. 
When he’s told, he’s sure to be sold... 

and satisfied. The live-action of this patented 
conditioner as it puts pigment back to 

work is a regular traffic-stopper, so feature 
related Red Devil items near it 

and watch your paint department grow! 


b) 









' 


Red Devil T 


See Your Jobber. 
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iS FRESHER 
OU USE OUR 


PAINT 
CONDITIONER, 


SERVICE 





THIS BONUS 
tem a, _ SERVICE 


as.c.; MAKES SALES 
CLIMB— 


Bt EVERY TIME. 


Display this handsome two-color decal on door, 
window, or glass counter top. It’s nationally ad- 
vertised— nationally recognized as the sign of 
fresh, conditioned paint. Red Devil conditioning 
date-stickers are also available to promote the 
extra service you give. 


NO. 30 PAINT CONDITIONER 


Red Devil’s exclusive patented eccentric-action develops 700 vigorous shakes a 
minute to break up lazy pigment and wall sediment throughout all parts of the 
can in less than 2 minutes. Automatic timer switches off current at any prede- 
termined period. Cans of like size are changed easily and a half-pint can be re- 
placed with a gallon can in 10 seconds. 


ACCESSORIES FOR NO. 30 PAINT CONDITIONER 


Red Devil No. 31 
Portable Electric 
Paint Mixer—An item 
that sells easily. In 
demand by painting 
contractors, decora- 
tors and builders. 


7960 Irvington 11, New Jersey, U.S.A. 





Counter-High Pedes- 
tal Base permits 
featuring paint condi- 
tioning at customers’ 
eye level. Permanent 
type or portable type. 

Counter base with 


spring suspension. 


Four Can Adapter 
for conditioning four 
1-pint or 1-quart cans 
in a single operation. 


R FL 
SANDERS POLISHERS 





> ©, paint conditioners give that EXTRA 


to make customers come back for more 












When you show this 
fo a customer... 


HERE’S WHY we guarantee this tool to give 
you more service per dollar than any other 
spade or shovel you can buy ... . 


Look at the cutting edge and you will see that 
the blade is 60% thicker at the center than at 
the tapered sides. 


This thick, strong center backbone extends the 
full length of the shovel — resists wear at the 
cutting edge, reinforces the frog where ordinary 
shovels tend to break and forms a rigid, extra- 
long, extra-thick socket for the handle. 


Yet it weighs no more, because we taper the 
sides, where shovels never wear or break. 


© No other tool has this backbone construction. 


Handle is guaranteed XX thighest) strength 
gtthite ash. See guarantee stamped in the wood. 


£):: ©. Razor-sack STEEL TESTS 5 TIMES TOUGHER 
because it is heat-treated, then “surface peened” 
iki the “cold working” process used on auto springs. 


nity ‘ 


you've made a shovel sale 


It takes less of your time to sell a UNION RAZOR-BACK. at a full 
profit. than any other brand-name shovel made. You need only call 
attention to its stronger backbone. its perfect balance and this guarantee 
of service which only RAZOR-BACK can give. 

Better yet. you can supply 90¢¢ of your customers’ needs with 

only 1 patterns (a round point and a square point. each with long 
and D handle). Irrigation shovels and garden spades are also 
available. A small investment maintains a complete stock that 

you can turn 2 to 3 times faster. Prompt deliveries from 


your UNION jobber will keep you properly supplied. 


UJNION* RAZOR-BACK 


the only shovel forged with a backbone 


THE UNION FORK & HOE CO., Columbus 15, Ohio 


Makers of UNION Farm and Garden Tools ¢* SPEEDLINE Blue-Handle Garden Tools 








